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A  New 

Mission 

Dining 

Suite  of 

well  known 

McLagan 

Quality 


Simple 
Yet  Tasty 
in  Design 
and  will 
be  a 
Popular 
Seller 


Make  a  dis- 
play of  this 
outfit  in  your 
show  room 
and  it  will 
soon  become 
as  popular  as 
our  other 
quality  goods. 


THE 

GEORGE  McLAGAN  FURNITURE  CO 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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FOR 

THE  NEW  YEAR 
NEW  LINES 

JOHN  C.  MUNDELL  &  CO.  enter  upon  the  New  Year's  business  with  the  cam- 
paign planned  and  the  new  designs  ready.  All  that  skill  and  experience  could  contri- 
bute was  drawn  upon  in  the  selection  of  the  new  designs,  while  special  prominence 
was  given  to  their  selling  qualities,  and  their  future  popularity  with  the  buying  public. 

These  are  brisk,  snappy  lines,  without  doubt.  They  impress  you  with  their  direct 
value  as  saleable  goods — they  are  at  once  substantial,  attractive,  and  dependable,  and 
for  the  dealer,  a  profit-bringing  investment.  We  are,  ourselves,  particularly  pleased 
with  these  new  designs. 

Among  them  are  New  Rockers  and  Chairs,  Easy  Chairs,  in  Mission  style,  K.  D.  and 
Platform  Rockers,  Tables,  Suite  in  Imitation  Spanish  Leather,  new  design.  Mission 
Stools,  &c.  &c. 

Drop  a  Card  for  Blue  Prints  and  Prices. 

John  C.  Mundell  &  Co.,  Elora,  Ontario 


Metal  Beds  of  Exceptional  Value 


npO  meet  the  stiff  advances  in  prices  of  materials 
used  in  the  construction  of  all  lines  of  metal 
beds,  we  have  lessened  the  cost  of  production  by 
improvements  in  our  factory  and  by  producing  new 
lines  that  are  artistic  in  design  and  as  usual  will  be 
finished  beyond  reproach.  Let  us  prove  to  you  that 
we  have  met  the  contingency  for  our  mutual  benefit. 
See  our  1913  Hanger  illustrating  Fourteen  Beds  of 
exceptional  value,  designed  by  men  alive  to  every 
detail  of  the  Bedstead  Trade  of  the  Moment. 


Canada  Beds,  Limited.  Chesley,  Ont. 
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The  Furniture  Exhibitions 


The  Berlin- Waterloo  Exhibit 

All  the  Furniture  Manufiicturers  Make  Special 
Displays  of  the  Latest  Ideas  A  Good  Attend- 
ance of  Retailers  —  Excellent  Arrangements 
for  Their  Entertainment.-  A  Big  Banquet. 

The  .listrict  of  Berlin  and  Waterloo  easily  sustained  its  repu- 
latioa  as  a  furniture  c-entre  by  the  large  and  excellent  displays 
made  by  the  various  manufacturers  at  the  second  annual  furni- 
ture exhibition,  held  January  13-18.  Every  firm  making  any  kind 
of  furniture  had  special  displays  made  up  in  its  factory.  Not 
only  did  Berlin  and  Waterloo  manufacturers  exiiibit,  but  firms 
from  the  surrounding  towns  were  represented  by  big  displays 
in  the  Market  Building  in  Berlin. 

Tiie  attendance  of  visiting  retailers  was  good  and  it  was  pleas- 
ing to  note  the  number  of  buyers  who  came  from  a  distance. 
Many  large  furniture  houses  in  Western  Canada  sent  representa- 
ti\-es  to  look  over  the  various  lines.  This  shows  the  importance 
the  most  successful  buyers  attach  to  exhibitions  of  this  kind. 

Everything  possible  was  done  by  the  manufacturers  to  make 
the  visit  of  the  retailers  a  pleasant  one.  At  Uie  various  factories, 
travellers  were  on  hand  to  welcome  all  dealers  and  show  them  the 
lines.  Judging  by  the  number  of  cigars  passed  aroumd,  manu- 
facturers of  ' '  smokes ' '  will  have  to  work  overtime  to  catch  up. 
In  most  cases,  the  displays  were  some  distance  from  the  hotels, 
but  rigs  were  provided  to  take  care  of  all  who  wished  to  view  the 
displays. 

As  to  the  exhibition  itself,  it  was  excellent.  It  far  exceeded 
in  size  that  of  last  year  and  the  number  of  new  lines  brought 
out  showed  the  marked  advance  the  furniture  trade  has  Tuade. 
It  is  a  pity  that  more  retailers  do  not  avail  themselves  of  oppor- 
unities  such  as  this  to  see  the  high  quality  of  furniture  that  is 
being  offercil.  Tf  more  dealers  attended  functions  like  this 
a  better  class  of  furniture  would  be  seen  in  many  retail  stores. 

The  D.  Hibner  Furnitupe  Co. 

One  of  tlie  finest  displays  in  the  exhiliition  was  that  of  the 
1).  Hibner  Furniture  Company,  who  showed  a  complete  line  of 
(lining  room  and  library  furniture,  hall  seats  and  mirrors  and 
upholstered  goods.  The  dining  room  suites  were  mostly  in  Co- 
lonial and  Kheraton  designs,  in  solid  mahogany  and  inliad.  One 
fine  set  was  shown  in  satin  walnut.  Fumed  and  cathedral  oak 
set-s  also  wete  largely  in  evidence. 

A  particularly  good  suite  was  shown  in  Sheraton  style,  with- 
out the  inlay.  Some  Colonial  designs,  without  the  inlay,  were  dis- 
played. 

Hibners'  are  strong  on  extension  tables  and  a  wide  range 
was  exhibited  in  early  English,  fumed  oak  and  mahogany. 

China  cabinets  and  dining  chairs,  in  golden  oak  finish  and  Co- 
lonial  design   occuipied   considerable  space. 

The  firm  have  recently  gone  into  the  manufacture  of  section- 
al book  cases  and  desks.  These  are  finished  in  fumed  and  gold- 
en oak  and  are  known  as  the  Humphrey-Widnian  sectional  book 
cases. 

An  extensive  line  of  library  and  dining  room  tables,  in  oak 
and  mahogany,  and  pedestals  and  jardiniere  stands  in  mahogany 
were  shown  in  another  part  of  the  factory. 

B.  Boat,  C.  P.  Eastman,  D.  S.  Wilhelm,  Ban.  Mclntyrc  and 
i\.  Hornrich  were  in  charge. 

The  Berlin  Furnitupe  Co. 

('.  A.  Richardson  and  A.  E.  Evans,  the  firm's  western  rep- 
resentatives, were  in  attendance  at  the  display  of  bedroom  fur- 
niture in  the  factory  of  the  Berlin  Furniture  Co.  Several  suites 
were  shown,  mostly  in  oak,  mahogany  and  black  .Vmrrican  wal- 
nut, in  colonial  and  Sheraton  designs.  One  of  the  newest 
lines  is  a  suite  in  American  Walnut,  Sheraton  design,  with  plain 
knobs  and  mirror.  The  dressing  table  is  fitted  with  three  mir- 
rors.    This  suite  is  also  shown  in  mahogany,  with  oval  inirrnr. 


Another  good  suite  on  display  was  a  colonial  design  in  mahoganv. 
with  square  and  oval  glasses  and  wooden  knobs. 

The  firm  also  showed  an  extensive  line  of  grandfatlicis ' 
clocks  in  mission  and  colonial  designs.  These  can '^be  had  with 
or  \\ithoiit  chimes.  The  feature  of  the  display  of  these  was 
a^  massive  affair  with  three  chimes — Westminster,  Whittington  and 
Colonial.  By  adjusting  a  hand,  any  one  of  these  chimes  may  be 
rung. 

The  Krug  Furniture  Co.,  Limited. 

I'aidor  furniture,  oltice  chairs  and  desks,  living  room  furnituri; 
and  bedrom  furniture  coinpriscd  an  excellent  display  made  by 
the  Krug  Furniture  Co.,  Limited.  Those  were  shown  in  various 
designs  and  finishes  ami  constituted  one  of  the  largest  exhibits 
in  the  city.  The  line  of  uphidstered  goods  on  display  was  a 
larg-e  one  and  included  parlor-suites  and  living  room  furniture 
done  in  leather,  silk  tapestries  and  ilenliam.  Couches  and  daven- 
ports in  the  various  finishes  were  displayed  in  wide  range  and 
bedroom  chairs  in  mahogany,  with  leather,  cane  and  plain  seats 
received  a  lot  of  attention. 

Parlor  tables  were  shown  in  wide  range,  including  a  hand- 
some line  of  French  design,  in  mahogany.  A  line  of  these  goods, 
with  leather  tops,  aroused  favorable  comment.  Parlor  suites' 
in  golden  oak  and  upholstered  in  leather,  were  a  feature  of  this 
display. 

Library  tables  in  the  various  finishes  were  shown  in  several 
designs  and  made  an  excellent  showing. 

Geo.  J.  Lippert  Table  Co. 

The  George  .J.  Lippert  Table  Company,  had'a  full  line  of  ex- 
tension tables  in  a  room  on  the  first  floor  of  their  factory.  This 
firm,  specializes  in  this  line  and  claim  to  be  the  biggest  manu- 
facturers in  Canada.  All  their  tables  are  equipped  with  the 
Tyilon  leaf  lock,  a  device  by  which  means  each  leaf  can  ho.  lock- 
ed separately. 

Their  Mos.  125  and  126  were  shown  extensively.  These  tables- 
are  mad(^  with  new  removable  tops,  which  enaldes  the  user  to 
take  each  half  off  separately,  thus  making  it  an  easy  matter 
to  move  the  table  from  one  room  to  another  at  a  time,  say 
when  carpets  are  being  taken  up.    It  also  facilitates  delivery.'  ' 

The  tables  on  show  were  finishes  in  gidden  and  fumed  oak. 
Early  English,  Cathedral  and'  Antwerp.  They  can,  however,  be 
supplied  in  any  finish  desired. 

A  wide  range  of  pedestals  in  oak  and  mahogany  also  w  is  shown- 

George  J.  Lippert  and  R.  D.  Kilgour,  Mat  Brown,  R.  W. 
Iliuginbotham  and  Bruce  Leavens,  travellers  for  the  firm,  enter' 
tained  the  visitors. 

Berlin  Interior  Hardwood  Co. 

This  firm  made  a  large  display  of  office  fittings,  such  as  desks, 
filing  cabinets,  and  church,  lodge  and  theatre  furnituire,  in  the 
Market  building. 

A  complete  new  line  of  desks  is  Ixdng  brought  out.  These 
are  sanitary  style  and  come  in  all  the  different  finishes.  W.  T. 
Sass  and  H.  Ford  W(>re  in  charge. 

Baetz  Bros.  &  Co. 

The  exhibit  of  this  firm  was  in  three  sections,  one  cduiposed 
(if  parlor  furniture,  another  of  (diairs,  while  the  third  comprised 
living  room  furniture.  The  walls  of  the  first  room  were  covered 
with  samples  of  the  silk  tapestries  used  by  the  firm,  which  added 
iiHKdi  to  the  appearance  of  the  display.  In  parlor  furniture,  most 
of  the  goods  were  shown  in  coloinal  and  Sheraton  desitins  .\ 
handsome  suite  in  ('rban  nuihogany  was  a  feature  of  the  exhibit. 
.Another  featiu'e  was  a  Chesterfield  davenport,  upholstered  in 
old  iiold  plush  and  tufted  ,\  suite  in  Elizabeth  design  and 
upholstered  in  tan  plush  was  well  liked.  • 

.\    new   line  was  a   suite   in   natural    ^umwdod       The  appear- 

8  If  you  did  not  atteni  the  Berlin-Waterloo-Strat-  8 
g  ford  Exhibitions  you  are  handicapped  for  the  § 
S     year's  business.  8 
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anee  of  this  was  excelleut  and  Baetz  Bros.  &  Co.  claim  they  are 
the  only  firm  showing  this. 

Chairs  are  the  specialty  of  this  firm.  In  the  room  devoted 
ill  quartered  oak,  mahogany,  Circassian  walnut  and  white  enamel, 
in  colonial,  Sheraton  and  all  modern  designs  were  shown.  Dining 
loom  chairs  were  exhibited  in  wide  range  of  designs,  including 
six  new  ones,  some  ujiholstered  and  others  plain. 

A  liandsonie  living  room  suite  was  shown  finished  in  Scotch 
leather — the  first  of  its  kind  introduced  in  this  country. 

Baetz  Bros,  will  add  facilities  to  increase  their  output  50 
per  cent,  in  1913. 

The  Wunder  Furniture  Co. 

Parlor  furniture,  dining  room  chairs  and  hall  furniture 
comprised  the  display  at  the  Wunder  Furniture  Co.  They  make 
a  large  line  of  hall  seats  and  mirrors  and  these  were  shown 
in  many  designs,  mostly  in  golden  oak. 

Parlor  suites  in  Sheraton  and  Louis  XV  designs  in  solid 
mahogany  and  odd  pieces  in  solid  mahogany  made  an  excellent 
showing.  Tvto  features  of  the  parlor  furniture  display  were  a 
line  of  gold  chairs  in  French  design  and  upholstered  in  silk 
and  a  line  upholstered  in  leather. 

Some  new  diners  were  shown  in  mission,  fumed  oak  and 
mahogany  finish.  Additions  to  the  plant  are  being  added,  which 
will  double  the  capacity. 

Anthes  Furniture  Co. 

This  firm  specializes  in  high  class  furniture  and  the  dis- 
play in  their  show  rooms  was  a  treat.  Mahogany  dining  room 
and  mahogany  and  Circassian  walnut  bedroom  furniture  coui- 
priseil  the  showing.  Two  fumed  oak  dining  room  sets,  one  in 
colonial  design  and  the  other  in  Jaeobian  finish,  were  especially 
good.  A  bed  room  suite,  in  mahogany,  with  square  mirror  was 
another  fine  one.  A  feature  of  the  Anthes  line  is  that  the 
drawers  in  all  their  furniture  have  dust  proof  partitions. 

The  Lippert  Furniture  Co. 

The  display  of  hall  furniture,  parlor  suites,  diners  and  bed- 
room chairs  in  the  factory  of  the  Lippert  Funiture  Cn.  was  ex- 
cellent., H'all  furnit'Uire  is  the  leading  line  with  the  Lippert 
Company  and  a  wide  range  of  new  racks  in  golden  oak  was 
shown.  A  new  line  of  mahogany  racks  will  soon  be  placed  on 
the  market.  Several  new  designs  in  hall  seats  were  on  exhi- 
bition, principally  in  mission  and  golden  oak. 

The  display  also  contained  a  large  display  of  living  room 
furniture,  the  feature  of  which  was  the  sanitary  loose  cushion 
rncker,  heavily  upholstered  in  \arious  colored  leathers. 

Bedroom  cliairs  and  rockers  were  s'hown  on  another  floor, 
These  were  finished  in  Circassian  walnut,  birddseye  maple,  curly 
birch  and  golden  oak.  Large  den  suites  in  mahogany  and  mis- 
sion finish  were  show-n  along  with  these. 

J.  Kreiner  &  Co. 

Had  an  excellent  exhibition  of  their  desks,  library  tables  and 
book-cases.  A  new  line  shown  was  a  library  table  and  desk 
i-ombined.  The  drawer  of  the  table  is  covered  and,  when  pulled 
"ut,  forms  a  writing  desk. 

.\nother  new  line  is  a  book  case  with  sliding  doors. 

The  range  of  desks  shown  was  a  large  one.  These  were 
finished  in  Canadian  fumed  and  golden  oak,  early  English,  Ca- 
thedral and  mission. 

A  liquor  cabinet  wherein  liquor  may  be  hidden  at  the  back, 
was  a  special  feature  of  the  display. 

Walker  Bin  and  Store  Fixture  Co. 
This   firm   diil    not    make  any   special   display     but  several 
samples  of  their  lines  were  shown  throughout  the  factory.  They 
are  putting  out  a  new  line  of  sanitary  flat  top  desks,  in  fumed 
anil  golden  oak  and  early  English  finish. 

Woeller,  Bolduc  85  Co. 
Displayed  a  large  range  of  parlor  suites  and  odd  t>ieces  in 
mahogany  and  uj.holstered  in  tapestries.  Samples  of  the  vari- 
ous other  finishes  also  were  shown.  Living  room  arm  chairs 
and  rockers  in  fumed  oak  and  upholstered  in  various  leathers 
were  a  stron*;  feature  of  the  display.  Colonial  design  mostly 
were  used.  Uiners  are  a  big  item  iii  this  factory  and  several 
new  lines  were  shown  in  Colonial,  Sheraton  and  Chippendale 
<lesigns  in  fume»l  and  golden  oak.  Woeller,  Bolduc  &  Co.  have 
recently  gone  into  the  manufacture  of  office  desks,  but  no  sam- 
ples were  shown  at  this  display.  They  make  a  very  fine  line, 
however,  and  one  that  has  taken  hold  of  the  trade  ' in  great 
shape.  The  exhibit  was  lit  up  by  the  mission  electric  lamjis 
tlif  firm  makes. 

The  Waterloo  Furniture  Co. 
'I'he  exhibit  at  this  far-tory  com|)rised  almost  the  firm's  entire 
Hue  and  took  up  the  whole  floor  on  one  flat.    Parlor  furniture 
and  den  stuff  in  the  various  finishes  and  mostly  in  Colonial  and 


Sheraton  designs  were  featured.  Some  Louis  XIV  ]ieriod  ile- 
.sigiis  also  were  shown.  The  Waterloo  Company  specializes  in 
solid  mahogany  parlor  suites  and  odd  pieces  and  a  strong  line 
of  these  were  on  display.  Living  room  chairs,  in  fumed  oak 
a,ud  CUrcassian  walnut  and  mahogany,  in  Colonial  design  occu- 
|)ied  considerable  sjjace  on  the  floor."  Many  new  designs  have 
been  brought  out  and  the  line  is  a  strong  one. 

Two  new  lines  recently  brought  out  by  this  firm,  the  smoker 
davenport  and  the  Morris  chair,  were  shown  in  golden,  fumed 
and  Early  English  finishes.  They  have  a  new  line  of  Morris 
chairs,  with  steel  construction  inside  of  the  cushion,  which 
makes  it  much  more  comfortaltle  than  most  Morris  chairs  now 
on  the  market.  The  back  is  all  steel  tied,  with  no  cords  in 
it  whatever. 

A  big  range  of  solid  mahogany  diners,  in  Colonial  design,  and 
a  selection  of  bedroom  and  dressing-room  chairs,  in  solid  ma- 
hogany and  (]uartered  oak,  were  features  of  the  display. 

At  one  end  of  the  floor  on  "which  the  exhibit  was-  held,  a 
living  room  was  fitted  up  and  furnished  completely  in  brown. 
The  finish  on  the  chairs  was  a  new  one,  but  made  a  handsome 
appearance. 

A  feature  of  the  exhibition  was  the  open  door  of  the  com- 
jiany.  The  latch  was  closed  to  no  one  and  the  order  book 
open  to  all. 

To  add  to  the  decoration  of  the  dis])lay  the  walls  of  the  room 
were  hung  all  the  way  round  with  sam])les  of  the  silk,  den- 
hams  and  tapestries  used  by  the  firm. 

Other  Displays  at  Waterloo  Co.'s  Plant 

Tlie  top  floor  of  the  plant  of  the  Waterloo  Furniture  Co.  was 
.uiven  u])  to  displays  of  furniture  by  outside  nniiufacturers. 
These,  were  rather  small,  owing  to  the  fact  that  the  manufac- 
turers did  not  exject  to  get  so  much  space  as  they  were 
allotted.  The  lines  shown  were  all  new  and  made  a  good 
impression. 

The  Anchor  Manufacturing  Co.,  Toronto,  showed  several  sam- 
ples of  their  brass  beds  and  i'on  beds  with  brass  trimmings.  A 
coujde  of  new  designs  were  exhibiteil,  one  in  full  finish  and 
another  in  bright.  Many  new  patterns  lr,i\e  been  brouifht  out 
for  this  season  and  the  line  is  more  complete  than  ever. 

The  Owen  Daveno  Bed  Co.,  Ifesjioler,  Out.,  made  a  dis|)lay 
of  three  of  their  davenports,  one  done  tlii-oughout  in  black 
leather,  another  in  mahogany  and  stri|i(>d  denhani  and  anotlie'- 
in  fumed  oak  and  brown  leatlier.  Se\eral  of  their  "  Kest  Easy" 
reclining  chairs,  the  new  chair  with  the  foot  rest,  also  were 
shown  in  fumed,  ijolden  and  Early  English  finishes. 

The  Flora  Furniture  Co.,  Flora,  Ont.,  featured  a  line  of  beds 
in  mahogany,  white  enamel  and  golden  oak.  The  special  thing 
in  these  was  a  Colonial  four  poster,  in  solid  mahogany.  Parlor 
tables,  in  Colonial  and  Louis  XVT  designs  also  were  shown  in 
niahogan.v  and  golden  oak.  Solid  mahogany  pedestals,  in 
Sheraton  design,  completed  the  display. 

The  Hespeler  Furniture  Co.,  Hespeler,  Ont.,  showed  bedroom 
and  dining  room  suites  in  Circassian  walnut  inlaid,  mahogany 
inlaid  and  golden  and  fumed  oak.  One  of  the  new  lines  was 
a  mahogany  bedroom  suite,  inlaid,  in  Sheraton  design.  A 
couple  of  new  lines  of  buffets,  in  both  oak  and  mahogany  were 
well  received.  The  feature  of  these  is  the  new  secret  cutlery 
drawer,  placed  just  under  the  two  upper  ones. 

Desks  and  mantels  in  mahogany,  golden  oak  and  dull  and 
fumed  oak  comprised  the  exhibit  of  the  Elmira  Interior  Wood- 
work Co.,  Elmira,  Ont.  The  feature  of  the  display  was  a  new 
complete  system  desk,  with  drawers  for  filing  letters  and  com- 
])artments  for  index  files. 

The  Berlin  Bedding  Co. 

One  of  the  big  features  of  the  whole  exhibition  was  the  dis- 
play in  the  factory  of  the  Berlin  Bedding  Co.  Visitors  were  at 
all  times  made  welcome  and  conducted  through  the  company's 
plant  and  shown  how  the  "Kellaric,"  "Success,"  "TTairin- 
cottou,"  "Kanuck"  and  "Silkglass"  mattresses  are  manufac- 
tured. The  process  is  an  interesting  one  and  visitors  to  the 
iilant  were  shown  the  cotton  as  it  first  reaches  the  factory, 
how  it  is  blown  over  near  the  dry  kiln,  dried  and  then  through 
the  machine  that  flattens  it  out  and  forms  it  in  big  rolls. 
The  cotton  is  taken  to  another  machine  and  several  layers  are 
placed  one  on  top  of  the  other  for  a  height  of  IS  or  24  inches 
and  are  then  placed  in  a  machine  and  comprgssed  down  to  four 
inches.    The  ticking  is  ])ut  over  a  mouth  on  the  machine  and 


EMBALMER  WANTS  POSITION  -Three  years  experience. 
Holds  diploma.  I-ither  furniUire  or  embalming.  Box  112,  Can- 
adijio  Furniture  World,  .S2  Colborne  Street,  Toronto.  13-1-tf 


FOR  SALE — Hearse  and  undertaker's  wagon  with  sleighs,  in 
excellent  condition.  Particularly  suited  for  country  trade.  A  snap 
for  an  early  buyer.     Address  Box  113,  Canadian  Furniture  World. 
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the  cotton,  now  at  its  correct  size,  is  stutl'ed  into  it.  It  is  tlien 
taUen  upstairs  and  tufted  and  stitched. 

The  model  box  fvpring  manufactured  l)y  the  BcmIIii  Bedding 
Co.  was  shown  in  the  course  of  construction  also  and  dealers 
were  able  to  see  the  (piality  that  goes  into  the  lines  turnnl 
out  hy  tills  firm.  All  their  mattresses  are  turned  out  with  laced 
ends.     Miss  Winterholt  and  Mr.  Inglis  were  genial  hosts. 

John  B.  Snyder 

Waterloo  manufacturers  worked  in  conjunction  with  those  in 
Berlin  and  the  showings  made  in  the  dift'erent  factories  in  that 
city  were  on  a  par  witli  any  shown  on  this  continent.  John  B. 
Snyder  featured  flat  and  roll  top  desks,  typewriter  desks  dod 
standing  desks,  in  golden,  fumed  and  10a riy  Knglish  finishes. 
Several  additions  have  been  made  to  the  line  and  new  lines 
were  shown  with  rotary  extensions  and  others  with  filing  draw- 
ers. This  latter  are  particularly  good  sellers  and  ha\e  taken  a 
big  grip  on  the  trade  throughout  the  country. 

Snyder  Bros.  Upholstering  Co.,  Limited. 

U[)holstered  lines  in  parlor,  living  and  deu  furniture  in 
mahogany  were  featureil  at  Snyder  Bros.  U[ili()lst('riiig  Co. 
This  concern  has  a  very  large  periuanent  show  room  (jccupying 
one  whole  side  of  their  factory,  and  this  was  filled  with  sam- 
l)les  of  the  various  lines  turned  out  by  them.  Several  new  ones 
have  been  added  to  the  list  of  living  room  furniture  and 
several  strong  designs  were  shown  upholstered  in  Knglish  and 
French  tapestries  New  lines  in  mission  design  and  Cliester- 
fields  also  have  been  brought  out.  Numerous  designs  in  up- 
holstered den  furniture  occupied  a  large  space  and  library  and 
den  tables  were  displayed  in  wide  range.  In  parlor  stufll' 
Snyder  Bros,  have  added  several  new  period  designs  and 
Colonial  designs  also  have  liecn  brought  out  strongly. 

IN  THE  BERLIN  MARKET  BUILDING 

The  number  of  displays  in  the  Market  Building  was  sufficient 
to  fill  that  place.  On  all  sides  many  dealers  were  heard  to 
remark  that  it  is  a  shame  that  all  exhibits  could  not  be  groujied 
under  one  roof  instead  of  having  to  chase  from  one  factory  to 
another.  Undoubtedly  this  will  come,  but  a  matter  of  this 
kind  requires  time. 

The  Displays. 

The  Durham  Furniture  Co ,  Durham,  Ont.,  had  a  well-ar- 
ranged exhibit  of  the  cheaper  and  medium  class  bedroom  and 
dining  room  furniture.  Some  lines  were  shown  in  surface 
mahogany,  but  the  ])revailing  finish  was  golden  oak.  This  firm 
makes  a  specialty  of  white  enamel  goods  and  several  comj)lete 
suites  finished  \n  this  manner  were  shown. 

G.  H.  Hachhorn  &  Co.,  Berlin,  Ont.,  showed  upholstered 
couches  and  ])arlor  suits,  also  odil  jiieces  in  ])arlor  furniture. 
Several  of  their  most  popular  lines  in  leather  couches  and  chairs 
were  on  display. 

The  Goodwin  Furniture  House,  St.  Thomas,  Ont.,  had  a  line 
of  cedar  bedroom  boxes  and  chests,  finished  in  .Ta]ianese  mat- 
ting, leather,  wliitc  enamel,  mahogany  and  oak.  This  is  a 
retail  concern  who  have  started  in  to  manufacture  these  goods 
in  a  small  way,  hut  judging  from  the  way  orders  were  placed 
during  the  exhibition,  they  will  soon  have  to  erect  a  factory. 

The  Kensington  Furniture  Co.,  Goderich,  Ont.,  showed  a  few 
l>ieces  of  their  dining-room  buffets  and  sideboards  in  Colonial 
design,  finished  in  fumed  and  rich  golden  oak.  Smokers'  tab- 
orettes  and  telephone  tables  in  the  same  finish  and  also  in  Early 
English  were  included  in  the  dis])]ay.  The  drawers  in  their 
buffets  all  possess  centre  as  well  as  end  guides. 

The  big  feature  of  their  exhibit  was  their  No.  440  bedroom 
suite  in  Louis  XVT  period  design  in  red  gumwood  and  finished 
kyonox     The  bed  in  this  suite  is  finished  in  cane. 

The  Onward  Mfg.  Co.,  Berlin,  Ont.,  had  an  excellent  disjday 
of  their  sliding  furniture  shoes  and  the  Eureka  electric  vacuum 
cleaner,  the  latter  shown,  in  actual  demonstration.  The  firm  is 
manufacturing  a  new  hand  power  machine  to  retail  at  $15. 
They  have  improved  their  furniture  shoes  by  nickel  i)lating 
them  on  the  bottom. 

The  Berlin  Tahle  Co.,  Berlin,  Ont.,  display  was  in  charge 
of  E.  ir.  Scully,  and  included  quarter-cut  oak  dining  tables, 
mostly  in  Colonial  design  and  finished  in  [lolished  golden  oak, 
fumed  and  Early  Knglish.  The  big  feature  of  the  exhibit  was 
a  tahle  equipped  with  the  new  extension  controller,  a  device  by 
which'  both  ends  of  the  table  extend  an  equal  distance  from 
the  centre,  simply  by  pulling  one  end.  Manufacturers  have 
been  trying  for  years"  to  secure  an  attachment  of  this  nature. 
It  is  an  excellent  one  and  is  bound  to  prove  a  success.  The 
makers  claim  it  will  never  wear  out,  and  the  only  thing  that 
can  break  it  is  an  axe. 

The  Kindel  Bed  Co.,  Toronto,  had  a  few  samples  of  theii- 
]iarlor  beds  and  the  disj)lay  included  their  new  Divanette.  The 
makers  claim  this  bed  takes  uji  the  smallest  space  of  any  on 
the  market.    It  is  the  regulation  6x4  foot  bed.    Another  fea- 

(Continued 


ture  is  that  all  the  bedding,  mattress,  co\eis  aM<l  [lillows,  can 
he  folded  up  inside,  without  crushing  This  is  m:\i\c.  in  all 
finishes  and  about   fifty  diff'erent  designs. 

The  Cotton  Manufacturing  Co.,  Toronto,  nmnufacturcrs  of 
imitation  Spanish  leather,  exhibited  jointly  witli  the  Kindel 
Bed  Co.,  and  their  display  of  Aarions  cohn-ed  leathers  was 
shown  til  excellent  advantage. 

Quality  Beds,  Limited,  Welland,  Ont.,  showed  a  wide  range 
of  brass  and  iron  beds  and  cribs.  Kighty  now  patterns  of 
brass  beds  were  brought  out  the  first  of  this'year.  All  the  beils 
turned  out  by  this  firm  are  finished  in  "Olasto"  lacquer,  which 
is  guaranteed  to  stand  fire,  acid  and  water  tests.  Demonstra- 
tions of  these  tests  were  given  and  the  firm  offers  to  conduct 
similar  demonstrations  in  the  store  of  any  dealer  handling  their 
lines. 

The  Quality  Mattress  Co.,  Berlin,  featured  their  hair  and  felt 
mattresses,  samples  of  which  were  shown  on  brass  beds.  In 
this  line  the  "Quality"  (built,  not  stuffed),  was  the  main 
thing,  and  samples  with  open  ends,  showing  the  construction, 
told  the  trade  of  the  good  quality  in  this  line.  Other  lines  dis- 
played were  box  beds,  African  fibres  and  medium  grade  mat- 
tresses. All  their  lines  are  finished  in  the  best  grades  of  art 
ticking. 

The  Alaska  Feather  and  Down  Co.,  Montreal  and  Winnipeg, 

had  the  largest  exhibit  of  be<ls  and  bcdiling  at  the  exhiiiition  - 
one  that  covered  the  furniture  dealer's  e\ery  need  in  beds  and 
bedding.  Brass  and  steel  beds,  springs,  mattresses,  pillows  and 
couches  were  shown  in  all  the  new  designs  for  1913.  Most  of 
their  brass  beds  were  with  the  2i,4  inch  post.  Safety  sliding 
steel  side  cribs,  with  and  without  brass  trimmings,  were  ex- 
hibited. A  new  line  shown  in  steel  beds  was  the  "Crown  " 
The  design  is  particularly  good  and  is  taking  well.  Some  nice 
brass  beds  in  bungalow  design  also  were  displayed.  Severjil 
lines  of  davenports  were  exhibited,  the  main  feature  about 
which  is  the  automatic  extension.  Mr.  Budge,  sales  manager, 
and  several  of  the  travellers  looked  after  the  firm's  interests. 

8  Retailers  who  visited  the  Exhibitions  at  Berlin,  « 

§  Waterloo  and  Stratford  learned  that  while  eata-  8 

8  logues  are  good  things  it  is  better  still  to  see  the  S 

S  goods.  8 

The  Peerless  Leather  Co.,  Berlin,  makers  of  "Peerless"  and 
"  Alorocoline  "  had  an  excellent  display  of  their  products.  Sam- 
]iles  of  the  100  or  so  dift'erent  lines  manufactured  by  the  firm 
were  shown.  This  firm  claims  that  their 's  is  the  only  imitation 
leather  that  will  not  dry  out,  crack  or  peel.  A  feature  of  the 
disjilay  was  a  waterproof  line,  coated  on  both  sides  and  made 
principally  for  boat  tops.  Philij)  Gies  was  in  charge  of  the 
display. 

The  Imperial  Furniture  Co.,  Toronto,  had  a  large  dis|ilay  of 
couches,  easy  chairs  and  other  living  room  furniture,  all  u|)- 
holstered  in  leather,  in  charge  of  E.  Jefl'rey.  Several  new  lines 
were  shown,  the  feature  of  which  were  some  massive  settees 
in  plain  English  design. 

Beilstein  &  Kranz,  Berlin,  Ont.,  displayed  their  combination 
go-cart  and  slcdgh.  This  is  built  more  in  the  design  of  a  sleigh, 
but  it  carries  wheels,  and  when  a  dry  sjiot  in  the  sidewalk  is 
reached,  by  kicking  a  lever  at  the  back  of  the  sleigh  the  whecds 
drop  down  to  a  levid  below  the  runners,  thus  allowing  the 
\ehicle  to  1)0  wheeled  instead  of  pushed  oxer  the  bare  spots. 

The  Globe  Furniture  Co.,  Waterloo,  Ont.,  featured  sanitary 
school  desks  and  church  and  lodge  furniture  in  their  display. 
The  main  feature  in  the  exhibit  was  the  Globe  Steel  Sanitary 
Desk,  in  gun  metal  enamel  finish.  These  were  shown  in  several 
different  designs,  including  the  automatic  desk,  ])edestal  desk 
and  adjustable  desk  and  chair.  They  are  made  h\  different 
sizes  and  guaranteeil  against  breakage. 

The  Lucknow  Furniture  Co.,  Lucknow,  Ont.,  specialize  in  ex- 
tension tables  of  the  cheap  and  medium  makes,  and  their 
exhibit  contained  several  lines  in  elm,  ash,  birch  and  plain  and 
(piartered  oalc,  finished  mostly  in  golden  and  Rarly  I'higlish. 

The  Schierholtz  Furniture  Co.,  New  Hamburg,  __bnt.,  Innl  I  he 
largest  furniture  exhibit  in  the  building.  It  embraced  up- 
holstered rockers,  leather  couches  and  davenports,  parlor  suites 
and  den  furniture.  Diners  and  rotdcers  are  the  firm's  specialty 
and  several  lines  were  shown  in  fumed  and  golden  and  mission 
finish. 

The  Crown  Furniture  Go's  (Preston,  Ont.)  display  consisted 

of  be<li'ooni  furniture  in  oak  and  mahogany  in  the  dinr(>rent 
finishes.  The  big  feature  of  Crown  goods  is  the  matidiing  of 
tlie  veneers.    They  pay  special  attention  to  this,  and  that  their 
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"My,  But  That's  Nice" 

Not  once,  but  scores  of  times,  were  remarks 
like  that  quoted  above,  heard  from  visitors 
at  our  display  of  High  Grade  Furniture  at 
the  Furniture  Exhibition  at  Berlin 


Our  No.  440  Bedroom  Suite 

IN  LOUIS  XVI.  period  design,  RED 
GUMWOOD  with  Kyonox  finish,  was 

The  Hit  of  The  January  Furniture  Exhibitions 

We  thank  our  customers  for  the  many  large 
orders  placed  with  us  at  Berlin  for  the  No. 
440  suite  and  our  other  lines 

Dining  Room  Buffets 
Smokers^  Tabourettes  and  Telephone  Tables 

If  you  didn't  see  our  display  and  aren't 
famihar  with  the  high  grade  lines  of  furniture 
we  manufacture,  write  us  and  we  will  send 
full  information 


Kensington  Furniture  Company 

GODERICH         :  ONTARIO 
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in  our  Nineteen  Thirteen 
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Keep  your  eye  on 
The  Line  that  Sells 
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Waterloo  Furniture  Co. 

Limited 
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Baetz  Brothers  &  Company 


T  IE  RE'S  to  the  year  1913 
-1  /  and  to  continued  Prosperity 
for  all  our  Customers  during  the 
year.  We  expect  another  Big 
year  ourselves  and  hope  it  may 
  hold  for  you  all  you  now  hope  for.   

THE 

LIPPERT  FURNITURE  COMPANY 

LIMITED 

BERLIN,  :  ONTARIO 


January,  1913. 
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Push  the  Onward  Sliding  Furniture  Shoe 

Demand  them  on  your  Furniture  and  Metal  Beds  from  the  Manufacturer 


The  old  fashioned  Wheel  Caster  is 
rapidly  losing  favor  as  a  result  of 
the  increased  demand  for  the  much 
more  popular  and  economical 
Onward  Sliding  Furniture  Shoe. 
The  wise  furniture  dealer  will  be 
prepared  to  meet  this  demand. 
Augment  your  stock  of  Onward 
Sliding  Furniture  Shoes  without 
delay.  Descriptive  Circular  and 
discounts  upon  request. 


Display  Furniture  Shoes  on  some  furniture  in  your  window  and  you  will  have 
many  inquiries  for  them. 


Toronto  Retail  Store 

423  Yonge  Street 


Onward  Manufacturing  Co. 

BERLIN,  ONTARIO 


Western  Agenls: 
Moncrieff  &  Endress,  Ltd. 
Scott  Block,  Winnipeg. 


Globe  Steel  Sanitary  School  Desks 


ABSOLUTELY  UNBREAKABLE 


GUARANTEED  FOR  LIFE 


HYGIENIC  AND  SANITARY 
PERFECT  IN  DESIGN 


SPECIAL  STYLES  FOR 
COLLEGIATES,  COLLEGES 
AND  ALL  CLASSES  OF 
EDUCATIONAL  INSTITUTIONS 


THOUSANDS  IN  USE 
ALL  GIVING  SATISFACTION 

Full  Information  and 
Prices  on  Request. 

theGLOBE  FURNITtlPEco. 


;  WATERLOO 


'IS    LABEL  IS 


ONTARIO. 

OF  OJJAtlTV 


Noiseless 
Automatic 
Steel 
Hinge 
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Austrian  Bentwood  Specials 


The  demand  for  our  Austrian  Bentwood  Furniture,  received  an  enormous  stimulus 
during   1912,  and  the  prospects  for    1913  are  for  an  even  larger  demand. 

Help  us  push  our  extensive  lines  still  further 
and  get  your  share  of  the  1913  increase. 


Jacob  &  Josef  Kohn 


Vienna,  Austria 


Canadian  Branch  : 

215-219  Victoria  Street 
Toronto  Ontario 


They  Sell  Quickly 


No.  507  Chair 


because  they  contain  the 
maximum  of  quality  and 
are  sold  at  the  minirnum 
price.  No  stronger  com- 
bination can  be  offered  than 
that  which  appeals  to  the 
taste  and  the  pocket  at  the 
same  time  and  we  heartily 
recommend  this  pair  of 
Leather  Fmished  Chairs  to 
those  Progressive  Dealers 
who  wish  to  stock  a  rapid 
selling  line.  Write  for  prices 
and  particulars  of  our  var- 
ious other  lines  in  Parlor 
Furniture. 


Woeller,  Bolduc  &  Company 


No.  507  Rocker 


Manufacturers  and 
Wholesale  Distributors 


Waterloo,  Ont, 
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How  many 
possible 
customers  in 
your  locality 
could  be 
induced  to 
purchase  a 
high  grade 
Kitchen 
Cabinet 
at  a  moderate 
price  ? 

Of  course,  right  away  you  realize  the  tremendous  possibilities  for  a  very  profitable  business,  providing — and  here's  the 
point — providing  a  demand  is  created.     Now  you  can't  spend  your  money  in  creating  this  demand  through  advertising, 

but  you  can  stock 

THE  HAMILTON  KITCHEN 

CABINET 


and  cash  in  on  the  heavy  demand 
we  will  create  by  our  advertising 
direct  to  the  housewives.  Here 
is  what  we  are  going  to  tell  your 
prospective  customers : 


The  Hamilton  Kitchen  Cabinet  takes  the  place  of  pantry,  cupboard,  and 
kitchen  table. 

The  Hamilton  saves  you  a  hundred  steps  in  preparing  a  meal. 

The  Hamilton  keeps  all  your  food  supplies  clean,  and  fresh  and  full 
strength — the  cabinet  pays  for  itself  in  the  food  it  saves. 

The  Hamilton  is  the  most  complete  in  its  conveniences,  the  finest  piece  of 
cabinet  making,  and — perhaps  the  strongest  point  of  all — 

In  price,  the  Hamilton  is  within  the  reach  of  aU. 
Now  it's  up  to  you.    Some  dealer  in  your  town  is  going  to  get  the  business  we  are  going  to  create.    Get  in  your  stock 

The  Hamilton  Incubator  Co.,  Limited 


55  SHAW  STREET 


HAMILTON,  ONTARIO 
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Quick  Shipments  from  Toronto 

Both  High-Grade  and  Moderate  Priced  Furniture  is  manufactured 
in  Toronto,  and  Mixed  Carloads  can  be  made  up  and  shipped 
promptly  on  account  of  Toronto  being  connected  with  the  four 
big  railroads  operating  in  Ontario. 

These  Firms  Ship  in  Mixed  Car  Lots — Buy  in  Toronto 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholttered  Furniture,  Parlor  Frames,  "Hercules"  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 

4  Grades — 4  Price* 

Lee-Burrell,  Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 

Turkish  Rockers,  Leather  Upholstered 
Couches,  Hig^h  Grade  English  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

The  KINDEL  BED  COMPANY 

Limited 

DAVENPORT  BEDS 
DIVANETTES 
CHAIR  BEDS 

TORONTO  ONTARIO 

TL     T          1.17        *M.          r*  Ij.J 

I  he  loronto  rurniture  to.,  Ltd. 

Manufacturers  of  the 

"BETTER  MAKE"  OF  CANADIAN 
QUALITY  FURNITURE 

Duf ferin    Street,    Toronto    (Near  Exhibition  Groundsl 

1  nA     1  A^AnTA    HAornAi^   Xt    I  lAiArn    1   a        I  Tn 

iiic  loronio  rcaiiicr  <x  l/owii  v^o.^  LiIQ. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

The  GENDRON  MFG.  CO.  LTD. 

Manufacturers  of 

Reed  Furniture        Children's  Vehicles 
Baby  Carriages  Go-Carts 
Invalid    Chairs        Sleighs,  etc. 

DUCHESS  STREET  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

WriU  us  for  prices  and  set  of  color -cards 
(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

Chas.  Rogers  &  Son  Co.,  Limited 

Manufacturers  of 

COMPLETE  DINING  ROOM 
SUITES,  HALL.  DEN  AND 
-  PARLOR  FURNITURE 

Toronto  Canada 

ORILLA  FURNITURE  CO. 

DINING  ROOM  AND 
BEDROOM  FURNITURE 

ORILLIA         -         -  CANADA 
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The  Gold  Medal  Line 

Our  large  new  factory  at  Uxbridge,  Ont.,  which  is  now  in  operation, 
practically  doubles  our  former  plant  and  the  facilities  it  affords  insures 
perfection  of  manufacture  and  prompt  shipments. 


\ 


Parlor  Suites  and  Fancy  Chairs,  Couches  and  Davenports,  Imperial 
Steel  Sliding  Couches,  "Hercules"  Bed  Springs,  Iron  or  Wood, 
Mattresses  of  all  kinds. 

Get  a  sample  of  our  new  Never  Stretch  Mattress.  This  is  a  new 
patented  way  of  making  the  tick  so  that  when  tufted  there  are  no 
loose  folds  to  stretch  out  and  cause  the  mattress  to  get  out  of  shape. 
Sold  mostly  for  felt  mattresses. 

Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Furniture  Coverings  and  Upholsterers'  Supplies 

Head  Office  and  Factory  at  Factories  also  at 

Toronto,  Ont.  Montreal,  Que.,  Winnipeg,  Man.,  and  Uxbridge,  Ont. 
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SAMPLES  OF  THE  ELLIS  QUALITY  LINE 
Quality    ■PPH^^HHR        and  Taste 


This  Three-Piece  Suite  of  Marked  Quality  gained  a  popularity  during  1912  which  places  it  in  a  class 
all  its  own.  Give  it  a  good  display  in  your  show  room  and  it  will  not  only  attract  attention  for  itself  but 
will  distinguish  you  as  a  dealer  of  scrupulous  taste  and  judgment.    Write  for  full  particulars. 

ELLIS    FURNITURE    CO.    In^eroU  On. 


ario 


The  Varnish  that  won't  Show  Brush  Marks 

This,  coupled  with  the  fact  that  "50"  Flat  Varnish  gives  the 
rubbed  effect  to  perfection,  only  adds  to  the  truth  that  it  is  the 
most  convenient  and  satisfactory  flat  finish  made. 

R.  C.  JAMIESON  &  CO.,  LIMITED 

Montreal  established  isss  Vancouver 

Over  fifty  years  of  experience  guarantees  the  high  quality  of  our  products. 


IS 
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Solid  Comfort 

is  what  your  customers  are  on  the  alert  for  these 
chilly,  winter  evening's — something  soft,  respon- 
sive and  cosy  to  recline  in. 

Feature  our  No.  22  Genuine  English  Moi  rocco 
Upholstered  Chair  here  illustrated  and  many  sales 
should  result. 

We  specialize  in  all  kinds  of  Upholstered  (loods. 
Write  for  particulars  and  prices. 

Imperial  Furniture  Co, 

585-591  Queen  St.  W.,  TORONTO 


Why  not  increase  your  Couch  Sales  in  1913.    You  can  if  you  handle 

Albrough  Specialized  Couches 

We  have  made  improvements  on  our 
1912  line  and  added  several  new 
ones.  Our  prices  are  right,  try  a 
sample  order,  you  will  be  pleased  and 
so  will  we. 

No.  28  Couch  Spring  edge,  '4  cut 
Oak  frame  and  feet.  Double  stuffed, 
second  stuffing  all  Hair.    Size  75"  x 

▼  W  28." 

J.  P.  ALBROUGH  &  CO.,  spSrs  Thames  St.,  IngersoU,  Ont. 


Begin  the  New  Year  Righ  t 

by  ordering  a  few  samples  of  Ontario  Iron  Beds, 
Springs  and  Mattresses. 

They  are  popular-priced  and  profit-yielding. 
Better  write  to-day. 

The  Ontario  Spring  Bed 

&  Mattress  Co.,  Limited 


/"Ae  Largest  Bedding  House  in  Canada 


LONDON 


ONTARIO 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX   BROS.,  TORONTO 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines  and  only  ONE  line 
will  be  represented  in  his  advertisement  but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  lookins  for. 
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Something  New  in  Brass  Beds 


^  Here  is  one  of  the  many 
designs  which  we  will  introduce 
to  the  trade  this  season.  These 
designs  are  entirely  original  and 
vastly  different  to  anything  yet 
produced,  and  they  are  backed 
up  by  an  experience  in  brass 
bed  manufacture  extending  over 
many  years. 

^  Co-operate  with  us  this  year 
in  "boosting"  these  lines  and 
share  in  the  resulting  profits. 

STRATFORD 
BED  CO. 

STRATFORD  CANADA 


They  Sell  AU-the-Year-Round 


These  "iijfht  sellers  "  form  h  strong^ 
cDinbination  of  Simplicity,  Utility  and 
DiirabilitN',  atid  are  in  g'reat  tlemaiitl 
at  all  times.  Keep  your  Stock  com- 
plete and  avoid  unnecessary  delays.. 


Our  new  illustrated  catalog-  shows 
I'xicnsivo  new  lines  in  Ironing'  Boarils, 
C  iotlu's  Bars  and  Dryers,  etc., 
whicli  adds  considerably  to  the 
attractiveness  of  our  g-Qods  as  a 
whole.  Send  for  a  copy  without 
delay. 


This  Folding  Table  is  being  usi'd  as  a  Sewing  Table  with  very  gratifying 
results,  and  the  chairs  are  supplied  with  either  Carpel  or  Wood  Seats. 


Push  these  profitable  lines  and  your 
profits  will  show  a  steady  increase. 


Stratford  Mfg.  Co.,  Limited  i 

Stratford  -  Ontario 
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FOUND  $5,300.00 

waste  in  cutting  up^  jointing  and  glueing  departments 

A  General  Manager  and  the  Superintendent  of  a  prominent  Canadian  Furniture 
Concern  last  April  figured  that  they  were  losini;  annually  $5,300.00  that  eould  be 
saved  should  they  install  a  Linderman  Dovetailer,  and  at  the  April  meeting-  of 
their  Board  of  Directors  sn1)mitted  hgures  showing  where  the  loss  occuri'cd. 

In  December,  after  having  the  machine  in  operation  over  six  months,  the  (leneral 
Manager  brought  ont  the  same  estimate  sheet  that  was  sulnnitted  to  the  Board 
of  Directors  six  months'  previous  and  proved  from  his  cost  figures  that  his 
estimate  had  been  correct. 

In  the  six  months  just  ended  their  figures  showed  that  they  had  consumed  : — 

3,500  pounds  of  glue  less  than  during  the  previous  six  months. 

Five  men  had  been  taken  from  the  ripping,  jointing  and  glueing  departments 
and  sent  into  other  parts  of  the  factory. 

(3ver  50,000  feet  of  lumber  had  been  saved. 

These  figures  were  given  to  us  voluntarily  as  an  actual  fact  and  the  (jreneral 
Manager  then  stated  "We  expect  next  year  to  build  a  factory  to  double  our  output 
when  we  will  install  a  second  machine." 

One  week  previous  to  this  conversation,  the  General  Manager  of  another  fiu-niture 
factory  who  had  had  a  Linderman  machine  in  operation  since  August  stated  that 
his  cost  figures  showed  he  was  making  a  saving  of  at  least  $10.00  each  woulxing 
day ;  that  they  would  save  at  least  75,000  feet  of  lumber  a  year ;  the  labor  of 
three  men  and  fully  sixty  per  cent,  of  their  glue  bills. 

Besides  the  actual  money  saving  there  is  a  further  saving  which  cannot  be 
estimated  in  dollars  and  cents.  What  would  be  your  output  loss  if  you  had  to 
sand  every  piece  l)y  hand  instead  of  by  machinery  ?  What  is  your  gain  in  output 
b}^  being  able  to  glue  up  practically  every  piece  by  machinery  instead  of  l)y  hand, 
and  to  know  that  at  the  end  of  each  day's  run  practically  all  the  stock  that  has 
been  cut  up,  has  been  glued  and  is  ready  to  move  on  the  next  morning  through 
the  machine  departments  ? 

May  we  not  be  permitted  to  investigate  your  conditions  and  tell  you  approxi- 
mately what  we  can  save  for  you. 

CANADIAN  LINDERMAN  CO.  LTD. 

Works  at  MUSKEGON,  MICH.      WOODSTOCK,  ONT. 
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Tired  Sdlesman  is  a  Poor  Salesman 


9  A.l^X 
\00io  EFFICIENT 


11  A.l^\ 

dO°/  EFFICIENT 


3  Pl^^. 
JO^  EFFICIENT 


20^  EFFICIENT 


S 


ALESMANSHIP  is  a  matter  of  vitality,  energy, 
enthusiasm. 


The  pictures  tell  accurately  why  the  Hug  Pile  is  the  enemy  of  good  salesmanship. 

Every  showing  of  the  rugs,  forty  to  sixty  or  seventy  in  a  pile,  weighing  thirty  to  forty 
pounds  each,  takes  strength  that  should  go  into  selling  the  goods. 

The  salesman  who  has  to  deal  with  Rug  Piles  puts  his  enthusiasm  into  turning  the 
rugs  instead  of  talking  their  merits. 

Moncrief  Kug  Racks  conserve  all  his  energy  for  selling. 

The  Moncrief  Rack  is  practically  indestructible.  The  heaviest  rug  cannot  affect  the 
alignment. 

The  arms  swing  easily  and  stay  just  where  you  put  them. 

You  can  show  three  customers  at  one  time,  without  inconvenience  from 
a  rack  holding  seventy-five  rugs. 

These  are  just  a  few  pointers  about  Moncrief  Racks. 

They  are  time  and  money  savers. 

Write  for  the  catalog  and  full  information. 


There  is  a  Moriciief  Raclc  for  everything  that 
must  be  shown  to  sell. 


Moncrief  Mfg.  Co. 

CENTRAL  FALLS 
R.  1. 
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Furniture  for  During   the  seven  months  of 

300,000  People.  the  fiscal  year  over  three  hun- 

dred thousand  new  settlers  took 
up  their  ahode  in  Canada. 

The  354,000  that  came  into  Canada  during  the  twelve 
months  of  the  last  fiscal  year  brought  in  settlers'  ett'ects 
to  the  value  of  $15,1-45,000.  or  about  $43  per  head. 

Very  little,  however,  of  settlers'  effects  are  furniture. 

Consequently  every  immigrant  recpiires  something  in 
the  furniture  line  immediately  on  his  setting  foot  in  the 
country.  And  fortunately  we  have  a  class  of  citizens 
coining  into  Canada  now  who  have  the  money  with 
Avhich  to  buy  the  furniture. 

It  is  officiary  estimated  that  the  immigrants  arriv- 
ing in  Canada  ])riug  with  them  on  an  average  $500  to 
$1,000  apiece.  Taking  the  minimum  sum  this  would 
mean  $150,000,000  of  cold  cash  the  300.000  brought 
in  during  the  seven  month.s.  If  one-tenth  of  this  is 
spent  in  house  furnishings  we  have  the  nice  little  sum 
of  $15,000,000  to  lie  spent  by  new  residents  alone. 

Whether  this  estimate  be  high  or  low  the  facts  are 
these:  Enough  people  came  into  Canada  during  the 
first  seven  months  of  the  fiscal  year  to  create  a  city 
of  300.000  inhabitants. 

Obviously  it  will  take  many  million  dollars  to  pro- 
vide .such  an  army  of  people  with  furniture  requirements. 

The  furniture  dealers  who  are  the  most  alert  will 
get  most  of  the  business.  ■ 

A  stifj-necked  ynerchant  is  iiot  likely  to  bend 
the  wills  of  stuhhorti  customers. 

Restraining-  False  In  Cermany  th(>y  have  a  law 

Advertising'.  to  punish  those  Avho  make  false 

statements  in  their  advertise- 
ments. That  tho.se  who  make  false  statements  in  their 
advertisements  are  deserving  of  punishment  no  lionest 
num  will  deny.  But  that  a  law  is  necessary  to  prevent 
snch  practice  or  to  punish  where  there  is  a  transgres- 
sion is  a  matter  alxnit  which  there  will  be  grave  doubt 
in  the  minds  of  most  iieo])le. 

In  C!anada,  at  any  rate,  there  can  scarcely  be  said  to 
be  a  necessity  foi'  such  a  law.    Whatever  may  be  the 


restraining  infliience  of  ethical  ])i-inciples,  the  average 
bnsiness  man  of  to-day  is  wide  awake  to  the  fact  tha-x 
it  does  not  pay  to  make  false  statements  in  an  adver- 
tisement. 

A  lie  in  an  advertisement  is  a  lie  that  can  be  nailea. 
Hence  whatever  may  have  been  the  practice  in  the 
days  gone  by  it  would  be  little  .short  of  suicide  to 
transgress  to-day.  People  have  too  many  opportun- 
ities of  gaining  information  both  in  regard  to  prices 
and  quality  to  be  fooled  many  times,  even  if  at  all. 
It  is  dangerous,  therefore,  to  make  the  first  venture. 

The  fear  of  offending  public  opinion  will  always 
have  a  greater  restraining  influence  on  a  business  man 
who  may  be  inclined  to  dishonest  advertising  method.s 
than  a  law  designed  for  a  similar  purpose.  Nice  points 
of  law  and  jierplexing  legal  technicalities  cannot  be 
Iirought  into  the  mind  of  a  customer  whose  suspicions 
have  been  aroused  in  regard  to  the  truthfulness  of  an 
advertisement.  Suspicion,  as  a  rule,  is  sufficient  to 
bring  in  a  verdict  and  to  bring  about  a  withdrawal  of 
patronage. 

//  is  the  progressive  tnerchnnt  that  gathers 
the  most  pleasure  out  of  his  dusitiess. 

Get  Into  the  If  you  were  a  hardware  mer- 

Other  Fellow's  chant,  a  grocer  or  a  dry  goods 

Place.  dealer  instead  of  a  furniture 

dealer  would  you  patronize 
your  own  .<tore  or  purchase  from  the  mail  order  and 
catalogue  houses  of  the  large  cities? 

Before  answering  this  get  outside  yourself  for  a  few 
minutes.  Put  yourself  in  the  other  fellow's  place. 
Look  into  your  own  store  windows.  Would  thev  ex- 
cite a  desire  to  step  inside  and  make  a  purchase?  Study 
your  advertising.  Would  it  interest  you.  Take  a  walk 
through  your  store  and  study  the  stock  and  its  ar- 
rangement and  tell  yourself  candidly  what  you  think 
about  it  and  the  manner  it  is  arranged.  Size  up  your 
clerks  and  consider  whether  they  are  courteous  towards 
customers  and  conversant  with  the  goods  they  are  sell- 
ing. By  this  time  you  will  be  in  a  position  to  decide 
what  yon  would,  as  the  other  fellow,  do. 

If  you  should  perchance  discover,  after  a  careful 
study  of  your  business,  that  it  was  necessary  to  render 
judgment  against  your  own  store  and  your  methods, 
the  wise  thing  Avould  be  for  you  to  rectify  the  in- 
equalities. 

If,  on  the  other  liand,  your  verdict  is  favorable  to 
your  store,  your  conclusions  should  encourag(»  you  to 
persevere  and  excite  you  to  even  greater  efiPort  to  hold 
your  local  trade. 

As  a  class,  the  fnrniture  dealers  of  Canada  compare 
favoraWy  in  tlieii-  business  methods  Avith  those  in  any 
other  ])raiich  of  trade,  but  wh(Mi  stimulated  even  the 
best  of  them  can  do  a  little  better. 

AVhere  th(>re's  the  will  there's  usually  the  way. 

Cultivate  the  advertising  and  window  dressing 
qualities  of  your  clerks.  It  7vill  give  Jcrtility 
to  votir  own  ideas. 

He  Wasn't  a  Nolhiug  is  scai'C(>ly  more  irri- 

Salesman.  tating  to  a  customer  than  lack 

of  attention  on  the  part  of  a 
salesman— oi'.  rattier,  al'eged  salesman.  .\  real  sales- 
man is  never  inattentive. 

A  clerk  of  the  inattentive  wa.s  recently  waiting 

nil  a  cnstomci-  who  wanti>d  a  certain  style  of  chair. 
The  iMistomcr,  not  wishiim  to  liuy  the  high-priced  art- 
ich'  lie  showetl  liei'.  was  told  that  they  were  sold  out 
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of  any  other  line.  With  this  information  he  turned 
on  his  heel  and  left  the  customer. 

Now,  as  a  matter  of  fact,  they  did  have  a  lower 
priced  line.  The  customer  discovered  the  fact  her- 
self while  walking  through  the  store.  But  even  if 
they  had  not  the  clerk  should  have  made  some  effort 
to  discover  if  another  kind  of  chair  would  not  suit. 
.\s  a  matter  of  fact  there  were  dozens  of  chairs  close 
at  hand  which  did  approximate  to  the  particular  des- 
cription wanted. 

Fortunately  another  clerk  came  upon  the  scene  who 
was  a  salesman.  And  he  not  only  sold  a  chair,  but 
several  other  articles  were  purchased  before  the  cus- 
tomer left  the  store. 

Attentiveness  and  resourcefulness  are  the  two  out- 
standing contributing  factors  to  good  salesmanship. 
Tlie  clerk  who  made  tlie  sale  in  this  particular  instance 
possessed  both.  The  other  will  probably  remain  what 
he  is — a  failure. 

Money  spent  in  judicious  advertising  is  not 
spent.     It  is  invested. 

A  Resourceful  There  is  a  furniture  dealer  in 

Dealer.  an  Ontario  city  who  is  turning 

the  catalogues  of  the  large 
mail  order  houses  to  good  advantage.  In  fact  he  bases 
the  selling  price  on  a  good  many  of  the  articles  in  his 
store  on  the  figures  that  are  quoted  in  the  catalogues 
in  question. 

And  he  does  not  employ  them  for  the  purpose  of 
underselling  his  big  city  competitors.  On  the  contrary 
he  uses  them  for  the  very  opposite  purpose. 

In  other  words  he  -keeps  tab  on  catalogue  house 
figures  in  order  that  he  may  obtain  higher  prices. 

His  method  is  to  take  the  catalogue  house  price  and 
add  to  it  an  amount  approximate  to  what  the  freight 
would  be  on  a  similar  piece  of  furniture.  For  example, 
on  an  article  Avhich  is  catalogued  at  $4.55  he  adds  20 
cents.  And  he  does  not  attempt  to  hide  the  fact  from 
a  customer  who  is  conversant  with  catalogue  house 
prices.  When  a  question  is  raised  in  regard  to  the  price 
he  points  out  that  all  he  has  added  to  the  catalogue 
figure  is  the  amount  of  the  freight.  And  in  nearly 
every  instance  his  explanation  satisfies  the  customer. 

Xot  a  few  dealers  too  often  pursue  an  opposite 
course :  They  will  see  how  far  they  can  cut  mail  order 
house  figures,  fearing  that  unless  they  do  so  the  busi- 
ness will  go  away  from  home. 

It  often  takes  much  courage  to  stand  out  for  a  fair 
profit,  especially  when  the  competition  of  mail  order 
hoiLses  ha.s  to  be  met.  But  to  the  resourceful  man — 
to  the  man  who  is  a  salesman  indeed — few  things  are 
impossible. 

The  retailer  who  keeps  his  eye  on  his  own 
business  will  run  a  better  race  during  igij 
than  if  he  spends  his  time  watching  the  speed 
of  his  competitors. 

The  Grovirth  One  thing  that  must  impress 

of  Furniture  a  good  many  people  is  the  in- 

Advertising,  creasing  amount  of  advertis- 

ing that  is  being  done  by  the 
retail  furniture  dealers  in  all  parts  of  Canada. 

During  the  recent  holiday  campaign  it  was  particu- 
larly marked.  And  it  was  not  confined  to  any  one 
ser-tion  of  Canada  either.  The  exchanges  from  all  parts 
of  the  eountry  prove  this. 

This  development  of  the  advertising  idea  is  grati- 
f\ing.    It  .shows  that  retail'Ts  throughout  the  country 


are  recognizing  as  they  never  did  before  the  potency 
of  advertising. 

There  is  scarcely  any  line  of  merchandise  than  lends 
itself  more  readily  to  advertising  than  furniture.  It 
is  easily  illustrated,  and  as  it  is  something  that  every- 
one needs  at  some  time  or  other  it  is  particularly  at- 
tractive as  an  advertising  proposition. 

In  view  of  these  facts  the  only  surprise  is  that  there 
are  still  furniture  dealers  who  have  not  yet  become 
inoculated  with  the  advertising  germ. 

Stock  taking  brings  little  leaks  into  the  lime  . 
light. 

Tidy  Furniture  There  is  no  reason  in  the  world 

Stores.  why  a  furniture  store  should 

look  like  a  pink  shop. 

Most  dealers  recogni;  e  this.  For  one  may  travel 
along  many  .streets  and  into  many  towns  and  see  but 
very  few  disorganized  and  untidy  furniture  stores. 

But  as  long  as  there  are  even  a  few  a  word  of 
expostulation  is  quite  in  order. 

To  a  tidy  woman  there  is  scarcely  anything  more 
offensive  than  disarranged  dusty  furniture.  She  will 
not  countenance  it  in  her  own  home.  And  if  not  in 
her  own  home  she  is  scarcely  likely  to  be  favorably 
impressed  with  it  in  a  store  she  enters  to  make  a  purchase. 

Furniture,  like  food,  should  be  made  as  attractive 
as  possible.    And  it  pays. 

The  clerk  who  resolves  to  do  the  best  he  can 
for  his  employer  will  be  doing  a  great  deal 
for  himself  as  well. 

Profiting  by  Our  He  is  an  extraordinary  man 

"Hindsight."  indeed  who  cannot  from  a  re- 

trospect see  things  that  might 
have  been  done  better  than  they  were 

One's  foresight  cannot  be  expected  to  be  as  good 
a.s  one's  "hindsight."  The  latter  is,  of  course,  based 
on  experience,  and  therefore  is  naturally  more  reliable 
than  prescience  can  be. 

By  a  retrospect  one  learns,  for  example,  how  buy- 
ing methods,  selling  methods,  advertising,  window 
dressing  and  many  other  business  details  might  have 
been  employed  to  better  advantage. 

But  knowledge  of  this  kind  is  of  very  little  advan- 
tage unless  it  is  put  to  good  use. 

It  is  too  often  the  case  that  we  profit  little  or  noth- 
ing from  experience,  even  when  we  have  l)ought  it  at 
a  high  price. 

The  dealer  who  profits  by  his  experiences  is  he  who 
makes  up  his  mind  to  do  that  which  his  experience  has 
taught  him  that  he  should  do.  The  way  may  be  dif- 
ficult. In  fact  there  may  possibly  be  apparently  no 
way  whereby  he  can  do  that  which  he  reaHzes  he  ought  to  do. 

But  the  men  who  accomplish  the  greatest  tasks  in 
life  are  those  who  have  opened  up  and  created  the 
way  whereby  the  desideratum  might  be  obtained. 

They  made  the  way  where  there  was  apparently  only 
a  brick  wall. 

A  better  business  for  1913  than  was  done  in  1912  is 
possible  to  every  dealer.  He  is  a  wise  man  who  will 
make  up  his  mind  to  work  to  that  end. 

Taking  his  clerk's  into  his  confidence  and  discussing 
ways  and  means  with  them  will  greatly  facilitate  mat- 
ters. O'.iC  or  two  evenings  spent  around  the  dinner 
table  will  afford  an  excellent  opportunity  for  free  and 
open  discussion  and  for  stimulating  an  enthusiastn 
which  will  in  1urn  create  an  irresistable  business-get- 
ting force.  "' ( 

The  game  is  worth  the  candle. 
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Getting  at  the  Furniture  Costs 

By  F.  T.  Kincaid 


An  adequate  system  of  doui)le-entry  bookkeeping- 
appears  to  be  essential.  Without  it,  there  is  no  data 
upon  which  to  figure  percentages  to  cover  the  ex- 
penses of  the  business.  The  bookkeeping  should  be 
statistical  as  well  as  correct;  this  is  done  throiigh  suit- 
able classification  of  the  items.  Otherwise,  large  ex- 
penditures of  different  classes  will  be  buried  under  a 
mass  of  items  lumjied  togetljier  under  the  head  of  "gen- 
eral expense."  Classify  your  expenses  so  you  can 
watch  them,  item  by  item,  and  day  by  day  if  needed. 

In  calculating  percentages,  the  root  of  the  matter 
lies  in  figuring  profits  on  the  selling  jirice.  Not  on  the 
cost  price.  The  reason  is,  that  all  capital  invested  must 
earn  a  profit  on  the  investment  in  addition  to  the  pro- 
fit on  the  sale.  Unless  the  dealer  charges  this  aiid  the 
often  neglected  items  of  expense,  such  as  depreciation, 
floor  rent  for  space  occupied,  his  own  salary,  and  the 
profit  sacrificed  every  year  to  get  the  stock  off  hand, 
he  will  come  to  grief. 

The  use  of  the  following  schedule  will  prevent  goods 
being  sold  for  less  than  their  true  cost.  It  is  divided 
into  three  controlling  groups.  The  first  shows  the  cost 
of  the  goods;  remember,  this  is  not  the  invoice  price 
alone,  but  includes  all  the  money  paid  out  to  get  the 
goods  into  the  house.  The  second  and  third  groups 
together  show  the  cost  of  doing  buvsiness.  The  second 
deals  specifically  with  the  cost  to  keep  goods  in  the 
house,  and  includes  charges  against  the  building  as 
well  as  against  the  stock  itself,  while  the  third  group 
shows  the  expenses  incurred  in  disposing  of  the  stock. 

COST  OF  GOODS. 

Cost  of  goods  laid  doAvn  at  store  includes: 

1.  Invoice  price. 

2.  Buyer's  time  and  expenses. 

3.  Drayage. 

4.  Freight  and  express. 

COST  TO  DO  BUSINESS. 
Cost  to  keep  goods  in  stock  includes: 

1.  Charges  against  the  building,  whether  rented  or 
owned  by  the  store. 

a.  If  lh(  building  is  rentsd. 

Rent. 
Light. 
Heat. 
Water. 

b.  If  the  building  is  owned: 

Rent  to  cover  depreciation  of  building. 

Repairs  on  building. 

Interest. 

Insurance. 

Taxes. 

Light. 

Heat. 

Water. 

2.  Charges  against  the  goods,  to  be  charged  whether 
goods  are  sold  or  not: 

Interest. 

Insurance. 

Taxes. 

Floor  rent  for  space  occupied.  ^ 
Depreciation  of  stock. 


COST  OF  SELLING  GOODS. 

1.  Labor. 

a.  Clerk  hire. 

b.  Wages  paid  other  employees. 

c.  Salary  of  owner. 

d.  Salaries  of  members  of  the  owner's  family  who 

assist  in  the  business,  Avhether  on  the  pay  roll 
or  not. 

2.  Advertising. 

a.  Window  displays. 

b.  Donations. 

c.  Dues  to  local,  state  or  national  associations. 

d.  Money   spent  for   entertaining  customers  to 

further  sales. 

3.  Sales  depreciation. 

a.  Goods  sent  out  and  returned  damaged. 

b.  Goods  destroyed,  lost,  stolen  or  not  charged. 

c.  Concessions  made  on  special  sales  to  move  stock. 

4.  Collection  costs. 

a.  Exi)enses  to  make  collections. 

b.  Allowances  and  bad  debts. 

c.  Discounts  on  customers'  payments. 

5.  Delivery  expenses. 

The  per  cent,  it  costs  to  do  business  is  found  by 
dividing  the  cost  to  do  business  by  the  total  sales  for 
the  period. 

The  net  profit  or  loss  is  found  by  first  deducting 
from  the  selling  price  the  amount  indicated  by  the 
per  cent,  of  cost  to  do  business ;  second,  by.  deducting 
from  the  amount  so  obtained  the  cost  of  the  goods. 

To  ascertain  the  correct  price  at  which  to  sell  goods 
to  cover  all  expenses  and  make  a  desired  profit : 

1.  Find  the  cost  of  the  goods  laid  down  at  the  store. 

2.  Find  the  per  cent,  representing  the  cost  to  do 
business. 

3.  Add  to  the  per  cent,  representing  the  cost  to  do 
business,  the  per  cent,  for  profit. 

4.  Subtract  the  sum  of  these  two  ])er  cents,  from 
100,  which  represents  the  whole  or  selling  price. 

5.  Divide  the  cost  of  the  goods  laid  down  at  the 
store  as  already  found  by  the  remainder,  and  you 
have  the  correct  price  at  which  to  sell  the  goods. 

Here  is  an  illustration  of  how  the  percentages  are 
applied  : 

Cost  of  article   68  per  cent.,  or  1.00 

Cost  to  run    22  per  cent.,  or  .32 

Profit    10  per  cent.,  or  .15 


Total   100  per  cent.,  or  1.47 

There  are  a  good  many  furniture  dealers  who  may 
be  disappointed  in  the  past  year's  showing,  and  have 
determined  to  bear  their  record  in  1913.  Before  the 
spring  buying  season  o])ens  is  a  'good  time  to  overhaul 
the  bookkeeping  d('])artment,  and  make  sure  that  it  is 
on  a  sound,  practical  basis,  so  that  you  can  devote 
your  entire  energies  to  the  big  game  of  selling,  and 
building  up  a  successful  trade.  No  dealer  can  do  his 
best  selling  when  hampered  with  uncertainty  respect- 
ing his  exi)etises,  his  costs  and  his  percentage  of  profit. 


The  greater  llic  inoiiicntuni  of  general  business  ac- 
tivity the  grca1(>r  will  i)e  the  effort  required  of  mer- 
chants who  are  ainbitious  to  lead  in  their  vocation. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


TRADE-MARKED  GOODS  INCREASE  SALES. 

A  writer  iu  the  luagazine  Opportunity  makes  a 
strong-  plea  to  retailers  to  tie.  to  trade-marked  goods 
for  the  very  excellent  reason  that  they  will  help  in- 
crease sales.  I  do  not  mean,  he  says,  every  article  that 
bears  a  trade-mark ;  for  there  is  scarcely  a  manufac- 
tured article  on  the  market  to-day  but  carries  some 
sort  of  a  trade  brand,  but  I  mean  such  trade-marked 
articles  as  are  backed  up  by  national  advertising  cam- 
paigns, and  have  come  to  be  recognized  by  the  public 
a.s  standards  of  quality:  names  that  leap  to  your  lips 
when  certain  goods  are  mentioned.  That  sort  of  trade- 
marked  goods  will  surely  help  you  to  increase  sales. 

Taking  up  first  the  reverse  of  the  proposition,  it  is 
plainly  evident  that  you  can  look  for  no  help  from 
unadvertised  brands.  The  selling  of  these  is  dependent 
entirely  upon  your  own  etforts  as  yoiir  own  experience 
has  no  doubt  proven  to  you. 

Unadvertised  brands  put  u])on  the  clerk  the  brimt  of 
the  whole  task  of  convincing  goods.  More  than  that, 
they  furnish  him  with  the  very  least  material  for  ac- 
complishing the  task. 

Take  any  unadvertised  article  in  your  stock.  It  was 
bought  perhaps  because  it  looked  to  be  as  good  a,s  the 
advertised  brand,  and  makes  a  few  cents  more  profit. 
Possibly  it  is  just  as  good,  though  probably  it  is  not. 
But  at  any  rate  the  manufacturer  tells  you  absolutely 
nothing  about  those  goods.  He  gives  you  no  basis  for 
a  sales  argument  of  any  kind.  He  marks  on  the  end 
of  the  box  perhaps  the  color,  size  and  qiiantity  and 
that's  your  sole  source  of  information. 

Everything  else  is  up  to  you.  You  have  to  analyre 
the  goods,  search  for  their  good  points  and  the  best 
means  of  telling  the  <  iistnTiuM'  about  them.  Naturally 
you  haven't  a  surpassini;  confidence  or  a  compelling 
enthusiasm  for  that  sort  of  goods. 

As  a  result  your  talk  lack's  th(>  convincing  element. 
So  it  is  an  uphill,  against-tlic -wind  proposition  all  the 
way.  But  perhaps  you  make  the  best  of  it,  and  fiimlly 
land  the  prospect  at  the  expense  of  a  lot  of  time  and 
eonseqnent  loss  of  opj)ortunity  to  make  other  sales. 
AVhat  then?    Hoav  about  repeat  orders? 

Come-back  sales  are  the  kind  your  store  needs,  and 
the  kind  you  need  to  insure  a  satisfactory  sales  volume 
for  the  year. 

Have  you  been  able  to  so  impress  that  customer  in 
your  fifteen  miinites'  talk  with  the  surpassing  qualities 
of  Red  Bird  Brand  that  she  will  come  back  to  you  for 
more  Red  Bird,  and  are  the  goods  themselves  surh  as 
will  bring  repeat  orrlf-rs?  You  don't  feel  very  sure  of 
it,  do  you? 

Tlie  manufa'-t ur-cr  of  these  goods  hasn't  as  much  to 
lose  if  they  ju-ove  inferior  as  the  man  who  has  told 
the  public  that  his  goods  are  the  best  and  is  in  danger 
of  losing  the  ref)ufation  of  his  trade-mark,  built  up 
at  enormous  expense  When  you  know  that  some  of 
these  trade-marks  and  the  good-will  that  they  repre- 
sent are  valued  at  a  half  million  dollars  each,  you  will 
begin  to  appreciate  the  jealousy  with  which  the  mer- 
chandise they  identify  is  kept  u[)  to  the  standard.  The 


manufacturer  of  unadvertised  brands  has  no  such  in- 
centive to  keep  up  quality. 

Now  what  was  the  record  of  the  unadvertised  brands? 
Lost  sales — and  uncertain  repeats. 

Not  a  very  encouraging  outlook  for  the  man  who 
depends  for  success  wholly  upon  sales  volume,  is  it? 

Now  take  the  other  side  of  the  ease.  A  customer 
comes  to  your  counter  and  you  show  her  an  advertised 
brand.  She  has  seen  the  trade-mark  before.  It  is  a 
familiar  face  in  a  crowd  of  strangers.  Very  often  it 
is  the  manufacturer's  advertising  that  has  broiight 
her  to  your  counter  to  ask  for  the  goods.  If  she  has 
bought  the  goods  before  and  knows  their  good  qual- 
ities, it's  simply  a  case  of  how  many,  and  write  out 
the  sales  slip  and  you're  ready  for  the  next. 

But  even  if  she  hasn't  bought  before,  you  have  a 
good  line  of  talking  points  with  which  to  convince  her, 
because  that  manufactiirer  has  told  you  in  his  adver- 
tising the  points  that  he  has  found  appeal  most  strong- 
ly. 

He  doesn't  ask  you  to  be  his  advertising  manager 
and  analyze  his  goods  and  frame  up  an  argument.  He 
tells  you  why  they  are  l)etter,  the  care  he  takes  in 
manufacturing,  the  extra  price  he  pays  for  raw  ma- 
terial and  a  little  better  grade  of  labor;  the  secret 
formula  he  alone  controls,  and  a  dozen  other  convincing 
reasons  why. 

And  then  when  he  stamps  his  trade-mark  on  the 
goods  he  says  in  effect:  "These  are  the  best  goods  I 
can  make,  upon  their  quality  T  stake  my  reputation. 
And  then  there's  that  half-million  forfeit  staring  him 
in  the  face. 

Now  you're  convinced — you're  enthusiastic — you're 
talking  along  the  line  of  advertising  the  customer  has 
already  read  and  the  task  of  persuasion  is  easy  and 
rapid. 

The  customer  goes  away  with  that  trade-mark  fixed 
firmly  in  her  mind  as  the  result  of  the  advertising  she 
has  read,  backed  up  by  the  clerk's  repetition  of  the 
same  argument.  If  the  goods  bear  it  out  repeat  orders 
are  sure  to  follow. 

So  advertised  trade-marked  goods  will  help  you  to 
make  quick  sales — bigger  .sales  and  more  sales.  No 
])()ssible  doubt  of  it.    It's  the  law  of  cause  and  result. 

Is  ther'e  any  good  reason  why  you  shoiddn't  avail 
yourself  of  this  help? 


PREMIUMS  ON  LIBRARY  TABLES. 

A  writer  in  the  Furniture  Trade  Review  suggests 
that  as  a  library  can  be  done  without  a  little  extra 
i)ressure  might  sell  more  of  them.  Many  of  the  library 
tables  have  little  receptacles  at  the  ends  for  books, 
and  books  are  the  iTivariable  complement  of  a  library 
fable.  If  may  not  he  genei-ally  known  that  one  yeap's 
leading  sellers  at  fi^l.ilO  in  books  are  published  the  next 
year  to  retail  at  HO  cents,  wholesaling  at  around  30 
(tents  apiece.  These  books  are  as  fine  appearing  as  any 
first  edition  and  the  titles  are  much  better  known  than 
during  the  first  year.  The  question  arises,  why  not 
us(!  one  of  these  30  cent  books  that  looks  like  $1.50 
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as  a  premium  with  every  lil)rary  table  and  have  one 
of  these  titles  lying  on  the  top  of  every  library  table, 
especially  where  a  large  showing  of  them  is  made? 
The  suggestion  api)ears  to  be  a  good  one. 

SHORT  SHOP  TALKS. 

By  Frank  Farrington 

It  is  better  to  I'efuse  to  deliver  goods  at  all  than  to 
deliver  them  in  an  unsatisfactory  way.  What  is  worth 
doing  at  all  is  worth  doing  well. 

It  is  a  good  plan  to  otfer  bargains  but  it  is  well  to 
remember  that  unless  there  are  some  bargains  for  the 
seller  as  well  as  for  the  bu\  er,^  the  business  cannot  prosper. 

The  man  who  thinks  that  he  can  learn  all  he  needs 
to  know  about  business  witliout  any  outside  help  for- 
gets that  two  heads  are  better  than  one. 

If  you  find  that  you  cannot  get  time  in  the  store  to 
read  your  trade  papers  carefully,  why  not  take  them 
home  with  you.    You  certainly  need  to  read  them. 

Every  dollar  you  spend  each  year  for  trade  papers 
ouglit  to  pay  you  a  return  of  ten  or  even  a  hundred 
dollars.  It'  it  fails  to  do  .so,  the  fault  probably  lies 
with  you. 

The  clci'k  who  spends  his  half  day  off  sitting  around 
tlie  smoky  hotel  or  club  room  will  go  back  to  work 
worse  off  than  as  if  he  had  not  had  the  time  off. 

How  do  you  know  you  don't  want  any  of  the  drum- 
mer's goods  unless  you  look  them  over?  He  may  have 
the  very  thing  you  are  looking  for. 

Be  careful  how  you  under-estimate  your  new  com- 
petitor. Just  because  he  has  little  money  and  a  small 
st()(d<;  that  is  no  sign  that  he  may  not  have  lots  of 
business  getting  ability. 

Do  you  want  to  know  what  will  be  of  great  value 
in  helping  you  to  build  Tip  your  business  and  yet  will 
not  cost  you  a  single  cent  to  use?    It  is  cordiality. 

The  more  lines  of  goods  you  can  handle  well,  the 
more  customers  you  will  have.  But  remember  that  I 
said  handle  well. 

If  you  are  cold-blooded  in  your  way  of  handling 
customers,  don't  be  surprised  if  the  customers  fail  to 
get  warmed  up  about  buying. 

The  grouchy  employer  must  expect  grouchy  clerks 
and  grouchy  clerks  will  make  a  grouchy  employer. 

Clerks  can  help  the  management  by  finding  out  what 
lias  brought  customers  in  to  buy.  whether  certain  ad- 
vertisements have  ])ulled  well  or  not. 

Do  people  get  waited  on  right  away  when  they  come 
into  your  store  or  do  they  have  to  stand  around  until 
half  of  their  buying  inclination  is  gone  before  they 
have  a  chance  to  buy? 


PUSHING  FURNITURE  SHOES. 

Wm.  Walkci-  &  Son,  ,1:228  Yonge  St.,  Toronto,  are 
making  a  great  success  in  imshing  the  sale  of  the  slid- 
ing furniture  shoes  manufactured  by  the  Onwai'd  Man- 
ufacturing Co..  Berlin,  Ont.  Recently  they  devoted 
half  (if  theii'  window  to  a  display  of  these  articles  and, 
1()  add  to  tlic  effect,  the  manufacturers  loaned  them  a 
miniatui'c  brass  bed  equipped  with  the  shoes.  As  a 
result  of  the  dis])lay,  it  is  estimated  that  the  sales  in- 
ci'eased  50  ])er  cent. 

Asked  as  to  what  lie  attributed  his  success  in  the 
sale  of  the  shoes,  Mr.  Walker,  Jr..  said:  "The  furni- 
ture shoe  is  an  article  which,  as  yet.  is  not  very  well 
known  to  the  general  ))ublic.  For  this  reason  you  have 
to  keep  them  constantly  to  the  front.  We  always  keeji 
a  few  shoes  lying  around  on  the  counter.  When  cus- 
tomers are  waiting  to  be  served  they  |)ick  one  of  them 


up  and,  recogni;.ing  in  it  something  they  have  never 
seen  before,  start  to  make  inquiries,  more  out  of  cur- 
iosity than  anything  else.  Right  here  is  where  we  get 
a  chance  to  get  in  our  arguments  about  its  usefulness 
•and  carpet-saving  qualities.  Then,  too,  we  quite  often 
put  a  few  in  the  window  so  that  casual  i)assers-by  will 
see  them,  wonder  what  they  are  and  come  in  and  ask 
all  al)out  them.  Those  who  buy  a  set  as  a  sample  will 
want  more  after  a  trial  and,  not  having  seen  them 
elsewhere,  will  come  back  to  our  store.  This  means 
iiu'reased  trade  for  us." 


TOUCHING  UP  ENAMEL  BEDS. 

The  following  hints  are  given  by  the  head  of  the 
enameling  department  of  a  large  metal  bed  manufacturer. 

To  touch  up  small  iruirs  and  scratches  on  white  beds: 

First^ — Saiidpa])er  the  damaged  place  very  lightly 
with  No.  0  sandpaper,  to  even  up  the  spot  so  it  will 
not  show  when  the  work  is  finished. 

Second — Cover  mark  with  Hat  white,  using  a  small 
camel  or  ox-hair  brush. 

Third — When  above  coat  has  dried  about  ten  (10) 
hours,  touch  again  with  white  enamel  (purchased  at 
any  hardware  or  paint  store).  Most  people  try  to 
repair  these  damages  by  using  enamel  only,  and  as 
enamel  is  nothing  more  than  a  varnish,  and  is  there- 
fore transparent,  they  have  no  success.  By  using  the 
flat  white  first,  you  create  a  body  for  the  enamel.  Un- 
der no  circumstances  use  white  lead  mixed  with  oil,  as 
it  will  turn  yellow  with  age. 

To  completely  refinish  old  white  beds: — 

First — Sandpaper  with  No.  0  sandpaper  and  dust 
loose  particles  from  the  bed,  especially  from  the  castings. 

Second — Give  bed  a  coat  of  flat  white,  which  you 
can  buy  in  any  paint  store,  or  purchase  a  can  of 
French  zinc,  ground  in  Damar,  which  you  will  have 
to  tbin  to  a  good  covering  thickness  by  using  turpentine. 

Third — When  above  coat  has  dried  ten  (10)  hours, 
sandpaper  lightly  with  No.  00  sandpaper,  and  then 
apply  a  good  coat  of  white  enamel,  using  a  camel-hair 
brush.  Be  sure  not  to  have  enamel  too  heavy.  Reduce 
with  turpentine.  Never  use  linseed  oil.  If  you  desire 
to  have  your  beds  in  colors,  use  the  above  preparation, 
only  purchase  a  small  tube  of  the  shade  desired,  ground 
in  Japan,  same  as  is  used  by  sign  writers;  add  this 
to  your  flat  white  until  you  have  the  color  you  want. 
Then  when  you  use  your  enamel,  color  it  the  same 
way,  but  be  sure  your  last  coat  is  equally  as  dark  as 
your  first. 

I       APPRECIATION  FROM  A  TRAVELER.  | 

§  Toronto,  Jan.  4,  1913.  g 

a  Editor,  Furniture  Wopld,  g 

a  Allow  me  to  express  my  appreciation  of  your  g 

8  paper  after  reading  it  for  the  past  year.  S 

S  On  my  ground  1  find  your  news  items  and  S 

8  pointers  to  the  retailers  are  greatly  appreciated.  a 

8  All  seem  to  have  a  good  word  for  The  Canadian  g 

a  Furniture  World  and  the  Undertaker.  S 

8        Wishing  you  a  prosperous  1913,  etc.  g 

I                                                    A.  T.  ROBERTS.  8 

S  Repi  esenling :  8 

S               The  Big  i,  Vicloriaville,  Que.  « 

»               Snyder  Bros.  Mfg.  Co..  Waterloo.  8 
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Origin  of  Many  Furniture  Forms 

C.  Tay,lor 

Everybody  nearly  has  heard  about  and  knows  more 
or  less  about  what  is  termed  "antique"  furniture,  but 
really  the  ancient  productions  from  which  we  obtained 
many  of  the  forms  for  present  day  furniture  exist  now 
merely  in  word-pictures. 

There  are  to  be  found  some  descriptions  of  early 
E-eyptian  furniture  that  show  several  things  of  special 
interest.  One  is  how  the  legs  and  arms  of  chairs  were 
developed  and  the  other  is  that  to  quite  an  extent  we 
have  adhered  to  the  old-time,  forms  of  dining  tables. 
We  have  increa.sed  the  height  somewhat,  but  the  gen- 
eral form  is  practically  the  same  as  in  the  earliest  days 
of  which  we  found  records  through  excavation  of 
buried  cities. 

The  earliest  furniture  of  importance  that  seems  to 
have  been  developed  was  the  chairs.  We  can  trace 
back  to  a  time  when  people  squatted  on  their  heels 
and  sat  on  the  floor,  too.  and  had  but  little  in  the  way 
of  household  furniture.  In  the  early  days  of  Egyptian 
wealth,  however,  those  having  the  money  provided 
their  houses  with  chairs  and  couches.  Some  had  stools 
from  8  to  14  inches  high,  but  in  the  wealthier  homes 
there  were  single  and  double  chairs.  Double  chairs 
frequently  represented  a  sort  of  family  seat  occupied 
by  the  master  and  mistress  of  the  house  or  a  married 
couple. 

Many  of  the  chairs  were  very  elaborately  made  of 
ebony  and  others  of  what  were  termed  valuable  woods 
inlaid  with  ivory  and  the  legs  were  an  imitation  of 
those  of  an  animal,  and  had  lions'  heads  or  the  entire 
body  of  that  animal  for  the  anns. 

The  ordinary  fashion  of  chair  legs  consisted  of  the 
imitation  of  those  of  some  wild  animal,  as  the  lion  or 
the  goat,  more  usually  the  lion,  because  it  suggested 
strength.  It  naturally  followed  that  some  of  the  feet 
were  carved  in  imitation  of  lion  feet  just  as  it  followed 
to  make  the  arm.s  and  the  side  in  imitation  of  a  lion's 
head.  W^e  may  picture  a  seat  made  with  a  distorted 
miniature  carving  of  two  half  lions  in  wood,  one  sup- 
porting each  side  of  the  seat  and  a  back  provided  and 
we  have  the  origin  of  the  chair.  Also,  of  the  types 
of  carving  on  feet  and  arms  that  have  been  preserved 
in  various  modifications  from  the  very  earliest  days  to 
the  present. 

It  is  a  peculiar  fact,  too,  that  those  early  cabinet- 
workers  acquired  wonderful  skill.  The  chairs  were 
made  about  the  height  of  the  knee,  practically  the 
present  height  of  a  chair.  And  it  is  said  that  even 
before  the  time  of  Joseph  the  cabinet-workers  had  al- 
ready done  away  with  the  necessity  of  uniting  the  legs 
with  bars  and  they  had  such  skill  in  designing  and  join- 
ing that  they  pi-oduced  work  which  might  well  be  en- 
vied l)y  the  average  woodworker  to-day. 

The  early  Egyptian  tables  were  round,  square,  or 
oblong,  just  as  we  have  our  tables  to-day.  Round 
tables  were  commonly  used  for  the  repast,  many  of 
them  supported  on  a  single  shaft  or  leg  in  the  center 
just  as  we  have  many  round  tal)les  on  single  pedestals. 
The  origin  of  this  pedestal  idea  comes  from  the  fancy 
of  the  early  designers  to  represent  a  human  slave  as 
liolding  u[)  the  festal  board,  so  the  early  single  sup- 
ports under  those  dining  tables  were  often  carved  in 
imitation  of  the  figure  of  a  man  intended  to  represent 
a  caf)tive  made  to  do  service  by  supporting  the  dining 
table. 

From  this  we  can  follow  a  natural  departure  to  the 


building  of  tables  with  four  legs,  with  the  feet  and 
legs  suggestive  of  the  lion  or  goat  and  a  frame  work 
to  support  the  tables.  It  is  said,  however,  that  some 
of  the  tables  at  that  day  were  made  of  solid  sides  like 
an  inverted  box.  Some  were  also  made  of  metal  or 
stone,  but  the  great  majority  were  made  of  wood. 

It  is  a  great  compliment  to  the  knowledge  and  taste 
of  the  early  Egyptian  designers  to  know  that  we  have 
retained  in  general  the  same  form  of  table  designed 
by  them  in  their  earlier  days,  the  round,  the  oval, 
and  the  rectangular,  and  it  is  supported  pretty  much 
in  the  same  manner,  the  main  point  of  difference  being 
that  their  tables  were  rather  low,  probably  6  inches  at 
least  lower  than  the  average  table  to-day. 

There  is  another  peculiar  point  that  we  can  get  out 
of  the  description  of  early  furniture  which  at  once 
suggests  the  modern  veneered  bed  roll.  A  half  cylin- 
der of  well  polished  wood  "sufficient  to  support  their 
head"  was  seemingly  the  early  pillow  of  the  ancient 
Egyptian  bed. 

The  oldest  specimen  of  bedstead  of  which  we  have 
record  is  that  mentioned  by  Homer  as  jointed  by 
Odysseus  in  his  own  house.  He  had  cut  off  the  stem 
of  an  olive  tree  a  few  feet  from  the  ground  and  had 
joined  to  it  the  boards  of  the  bed  so  that  the  trunk 
supported  the  bed  at  the  head.  It  is  said  that  the 
antique  bed  must  be  considered  as  a  prolongation  of 
the  diphros  or  doul)le  chair  and  it  is  supposed  that 
the  cross-legged  diphros  or  double  chair  when  length- 
ened out  become  the  folding  bed.  It  thus  is  true  the 
folding  bed  is  not  a  modern  invention,  but  is  as  old  as 
history  itself. 

The  diphros  with  the  perpendicular  legs  was  grad- 
ually developed  into  the  couch  or  what  we  would  to- 
day term  the  lounge  or  sofa.  The  materials  were,  be- 
side the  ordinary  woods,  maple  or  box,  either  massive 
or  veneered.  The  legs  and  backs  and  other  parts  not 
covered  by  bed  clothes  were  carefully  Avorked.  Often 
they  were  carved  to  represent  limbs  of  wild  animals. 

The  chairs,  tables  and  beds  were  the  earliest  furni- 
ture developed  and  then  in  order  came  a  line  of  what 
we  would  now  term  "case"  goods.  Chests  of  drawers 
and  upright  cupboards  with  doors  seem  to  have  been 
unknown  in  the  earlier  times  and  were  found  among 
only  a  few  of  what  is  termed  the  later  relics  of  later 
days.  The  first  wardrobes,  those  mentioned  by  Homer, 
it  is  thought  resembled  our  old-fashioned  trunks.  The 
surfaces  showed  ornaments  of  various  kinds,  either 
cut  from  the  wood  in  relief  or  inlaid  with  metal  and 
ivory. 

Some  smaller  boxes  with  inlaid  figures  are  shown 
and  among  these  smaller  boxes  ornamentations  with 
polished  nails  seems  to  have  been  very  much  in  favor. 
This  is  a  fashion  that  passed  with  the  ancients,  but 
was  revived  again  in  modern  times  with  both  nail 
heads  and  screw  heads. 

The  locks,  keys  and  bolts  known  at  a  very  early 
period  for  closing  doors  were  later  applied  to  boxes 
and  to  wardrobes  and  chests  of  drawers  and  were  made 
in  later  years,  and  among  some  of  the  ancients  we  find 
small  keys  fastened  to  finger  rings,  evidently  keys  to 
jewel  boxes  and  wardrobes. 

§  Now's  the  time  to  furnish  on  time.  S: 


A  KUggcstion  for  a  window  or  interior  card. 


January,  1913. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


23 


The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


Show  Window  Advertising 

By  H.  V.  Hollinsworth* 

The  object  of  the  windo^w  originally  was  simply  to 
give  light  to  the  interior  of  tlie  store,  but  with  the 
discovery  of  electricity  and  the  manufacture  of  large 
])late  glass  evolved  the  handsome,  modern,  well-lighted 
show  window  fronts  which  we  have  to-day.  The  mer- 
chant was  not  aware  of  the  great  business  bringing 
asset  he  possessed  until  the  advent  of  the  professional 
window  trimmer.  Therefore  the  displays  were  made 
by  some  one  of  the  employers;  generally  the  one  who 
could  not  get  out  of  doing  it.  The  windows  were  there 
and  something  had  to  be  put  into  them;  the  results 
were  careless,  slipshod  arrangements  of  every  descrip- 
tion from  laces  to  pills.  After  a  few  clever  window 
advertisers  discovered  the  secret  of  proper  display 
competitors  were  not  long  in  adopting  the  new  methods 
and  to-day  we  find  a  new  order  of  things  in  existence. 
The  big  stores  throughout  the  world  are  now  spending 
thousands  of  dollars  annually  on  their  displays.  The 
professional  window  trimmer,  who  understands  his 
business,  is  finding  his  services  in  great  demand,  so 
much  so,  that  the  demand  exceeds  the  supply. 

Two  Kinds  of  Window  Dressing. 

There  are  two  specific  kinds  of  window  dressing. 
Ojie  is  termed  the  merchandise  window ;  the  other,  the 
advertising  window.  While  every  window  display  is 
an  advertisement  there  are  two  particular  classes.  The 
merchandise  window  is  intended  to  produce  direct  sales 
of  the  goods  shown,  whereas  the  purpose  of  the  ad- 
vertising window  is  to  tell  a  story,  or  to  impress  upon 
the  mind  of  the  beholder  some  particular  fact  concern- 
ing the  merchandise  displayed.  In  other  words,  there 
must  be  an  idea  conveyed  in  the  advertising  window. 
You  will  grasp  my  meaning  more  fully  as  I  proceed. 

IManufacturers,  especially  those  in  the  United  States, 
are  beginning  to  reali;;e  that  the  show  window  offers 
a  bountiful  harvest  to  the  tiller  of  this  fertile  field. 
In  the  past  few  years,  several  manufacturing  firms 
have  installed  a  window  dressing  department  under  a 
skilled  specialist.  Some  of  these  I  have  interviewed 
]iers()na]]y  and  their  (comments  on  the  experiment  were 
of  the  best. 

We  have  yet  to  learn  of  one  manufacturer  who  has 
given  window  advertising  a  trial  and  dropped  it.  I 
have  been  approached  by  several  Canadian  manufac- 
turers asking  me  if  I  would  take  this  same  work  up 
for  them.  C'ompetition  is  bringing  about  more  econom- 
ical methods  of  marketing  all  kinds  of  products,  and 
this  will  ultimately  lead  to  the  use  of  retailers'  show 
windows  by  the  manufacturers.  The  time  will  come 
when  every  manufacturer  will  have  his  window  trim- 
ming staff' or  will  have  his  window  displays  plaiuied 
by  an  agency  the  same  as  his  advertising  is  now^ 
planned.  This  is  not  a  dream  but  a  reasonable  de- 
duction based  on  what  has  and  is  being  done  in  this 
line.    Competition  alone  if  nothing  else,  will  force  the 

*Mr  Hollinsworth  is  president  of  the  Caiiiidian  Window  Ti-iniinors' 
Association  and  head  window  trimmer  for  the  llobert  Simpson  Co.,  Toronto. 


manufacturer  to  ^  install  the  window  advertising  de- 
partment. As  an  instance  of  this  may  be  cited  the 
ease  of  the  big  talking  machine  companies.  They  put 
in  a  window  advertising  department  under  a  man  who 
thoroughly  understood  the  game.  He  planned  a  lot  of 
good  whidow  settings  and  in  a  short  time  was  deliv- 
ering to  dealers  with  their  records  and  machines  com- 
plete window  displays  that  Avere  far  more  effective  and 
expensive  than  tlie  dealer  could  produce  himself.  As 
a  result  every  dealer  carrying  this  company's  line  had 
eye-catching  business-getting  window  trims  that  pro- 
duced big  sales.  That  the  competition  was  felt  was 
evidenced  by  the  fact  that  a  rival  concern  organized  a 
department  along  similar  lines.  This  is  only  one  of 
several  instances.  So  much  for  the  advertising  win- 
dow. 

Now  the  merchandise  windows  are  those  as  seen 
daily  along  our  business  thoroughfares.  These  are, 
when  done  properly,  direct  business  getting  displays. 
In  these  displays  the  window  trimmer  has  to  use  his 
best  talents  in  displaying  his  firm's  merchandise  skill- 
fully and  carefully  so  they  will  create  the  desire  to 
possess. 

Catering  to  Women. 

The  majority  of  customers  in  department  stores  are, 
as  a  rule,  women,  and  the  methods  of  the  profession 
in  inducing  a  woman  to  part  Avith  her  money  for  an 
article  are  varied  and  many.  Sometimes  through  a 
combination,  or  a  unit  in  display,  we  have  to  appeal 
to  her  vanity.  At  other  times  we  make  our  displays 
appeal  to  her  sense  of  economy,  and  so  on.  In  the  big 
department  store,  in  order  to  hold  a  position,  the  trim- 
mer must  be  an  allround  merchandise  man.  He  has  to 
possess  a  good  eye  for  proportion  and  color.  He  Has 
to  study  style  as  it  is  brought  out  and  the  origin  of 
style.  He  has  to  know  something  about  art,  period 
decoration,  architecture,  weave  and  texture. 

You  may  ask  why  is  it  necessary  to  familiarize  our- 
selves with  a  knowledge  of  the  decoration  of  the  differ- 
ent periods.  I  will  explain.  Suppose  the  buyer  of  the 
Oriental  rug  department  should  ask  to  have  a  display 
of  Chinese  rugs,  and  requests  that  we  enhance  his  rugs 
with  the  addition  of  some  drapery,  brie  a  brae,  furn- 
iture and  so  forth.  How  foolish  it  would  look  to  the 
educated  customer  were  the  trimmer  to  introduce  a 
Louis  XIV.  screen,  a  mission  table  or-  Gothic  chair. 

Here  is  where  it  is  absolutely  necessary  for  the  trim- 
mer to  know  the  different  motives  and  influences  of 
Eastern  decoration.  The  trimmer  in  arranging  this 
would  have  to  be  sure  not  to  introduce  anything  into 
the  window  that  was  not  in  keeping  with  this  particu- 
lar period.  If  he  had  a  Colonial  chair,  a  Queen  Anne 
tal)le.  an  p]gyptian  urn.  or  a  Dutch  tapestiw  i)anel,  the 
whole  idea  lie  wished  to  impress  on  the  customer  would 
be  ruined  and  to  those  customers  who  are  of  the  edu- 
eated  cbiss  it  would  appear  ridiculous. 

The  Successful  Trimmer. 

Tlie  successful  man  is  he  who  has  served  a  good 
appi-ciitieeshi])  in  buying  and  selling  merchandise,  and 
who  lias  had  years  of  contact  with  customers.  He 
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has  to  study  the  conditions  of  the  house  eniployinti-  him 
and  the  locality  they  do  business  in.  He  has  to  fam- 
iliarize himself  with  the  various  stocks  from  basement 
to  top  floor.  He  has  to  keep  in  touch  with  the  news- 
paper Avork  and  all  forms  of  advertising-  being  done  by 
liis  house.  He  has  to  do  the  buying  in  most  places  of 
all  display  equipment  and  study  the  manufacture  of 
the  same.    He  has  to  be  ab'e  to  sketch  and  estimate.  - 

Window  Trimmer's  Hard  Work. 

]\Iany  head  trimmers  who  had  long  years  of  experi- 
ence (I  have  had  nearly  twenty  years  of  it  myself) 
look  back  over  days  and  weeks  and  months  of  hard 
uphill  work,  taking  insults  from  selfish  employers  and 
buyers,  Avorking  against  all  kinds  of  obstacles  in  win- 
dows where  the  temperature  in  summer  has  sometimes 


customer  the  actual  article  where  she  or  he  can  see  it  in 
all  its  color,  style,,  size,  shape  or  whatever  its  good 
points  may  be ;  whereas  the  advertising  man  can  ordy 
describe  it.  The  window  man  knows  also  that  the  cus- 
tomer in  looking  at  an  article  in  the  window  is  a  great 
deal  nearer  to  parting  with  her  money  than  if  at  home 
reading  the  advertisement. 

What  I  have  stated  are  the  arguments  that  creep  up 
between  the  window  trimming  and  adx^rtising  depart- 
ments in  their  friendly  rivalry.  We  know  also  that 
nev/spaper  advertising  has  many  advantages  over  win- 
dow advertising.  We,  as  ad.  men  in  the  big  stores, 
know  that  as  yet  there  is  nothing  to  supplant  that  in- 
fallible combination  in  selling  merchandise  of  news- 
])aper  advertising,  Avindow  displays,  and  the  ])rice  for 
description  show  card.     These  are  the  three  prime 


An  attractive  display  of  furniture  for  a  child's  room.    The  illustrations  give  two  sections  of  the  display. 


reached  over  the  90  mark,  in  the  winter  often  in  a 
temperature  below  zero,  with  half  frozen  fingers.  You 
cannot  wear  gloves  and  [)in  silks.  Many  times  when 
working  on  our  opening  and  on  our  interior  decora- 
tions, Ave  have  had  to  work  36  out  of  48  hours.  Hoav- 
ever,  to-day  through  better  systems  Ave  are  elevating 
our  profession  to  Avhere  it  belongs. 

A  fe-vv  years  ago  the  ncAvspaper  man  in  his  nice  com- 
fortable office  seated  in  his  cushioned  arm  chair,  away 
from  the  hustle  and  bustle  of  che  maddening  crowd 
on  the  ground  floor,  was  considered  the  king  pin  in 
the  aflvr-rtising  line,  but  to-day  the  Avindow  trimmer  is 
^adualiy  becoming  "th(?  heir  to  the  throne,"  so  to 
sp<fak.  The  trimmer  of  the  big  store  knows  his  hard- 
est problem  to-day  is  the  solving  of  hoAV  best  to  satisfy 
the  incessant  demand  by  buyers,  for  window  space. 
He  knoAvs  that  his  AvindoAvs  dispose  of  more  of  the 
high-class  goods  on  Avhich  there  is  a  respectable  prob't. 
than  the  newspapers  do.    He  knows  he  can  show  the 


factors  in  turning  goods  into  cash.    The  co-operation 
of  the  merchandise  man  Avith  the  advertisers  is  the 
basis  on  Avhicli  all  the  big  department  stores  work. 
In  connection  Avith  the  show  cards  and  price  cards 

Show  and  Price  Cards. 

as  seen  on  the  counters  and  in  the  Avindows  of  our 
big  stores  it  may  be  said  that  these  play  a  larger  [)art 
in  disposing  of  merchandise  than  perhaps  most  mer- 
chants realize.  They  are  silent  salesmen  that  are  con- 
tinually working.  Thousands  of  sales  are  made  daily 
through  these  cards,  that  otherwise  would  not  be  made. 
It  is  a  common  thing  to  see  a  customer  having  her 
parcel  and  change  given  to  her  by  a  sales  iterson  with- 
out a  Avord  having  been  said  by  the  customcir  and  Avith- 
oiit  more  than  a  "Thank  You"  from  the  salesperson. 


(Jourtesy  must  always  be  in  evidence,  and  a  plenty 
of  it  always  in  stock. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


PLANNING  ADVERTISING  CAMPAIGNS. 

W.  S.  Arrant 

Probably  the  first  thing  to  be  considered  in  planning 
an  advertising  campaign  i»s  the  natnre  of  the- article  or 
the  product  that  you  intend  to  put  on  the  market,  be- 
cause upon  this  point  will  rest  the  questions  of  ter- 
ritory, media  and  appropriation.  If  you  have  reason 
to  believe  that  you  can  develop  a  national  demand  for 
what  you  have  to  offer,  then  your  territory  is  pi'act- 
ically  unlimited  and  the  appropriation  that  you  may 
use  profitably  will  be  limited  only  by  the  size  of  your 
bank  account.  After  deciding  upon  the  territory  in 
whicli  \ou  will  operate,  you  must,  even  before  you 
send  out  a  line  of  copy,  know  exactly  how  you  are 
going  to  get  your  product  into  the  ha'nds  of  the  ulti- 
mate cun.sunier.  Many  a  bright  hope  has  gone  glim- 
mering because  full  provisions  were  not  made  for  its 
rea'ization.  If  the  demand  for  what  you  purpose  sell- 
ing is  only  local,  the  question  of  planning  the  cam- 
paign becomes  somewhat  simplified,  beca\ise  it  cannot 
attain  to  the  gigantic  proportions  of  a  national  cam- 
paign. In  either  case  there  are  a  number  of  thing's 
that  you  must  know  in  advance  of  your  conference 
with  the  printer  and  the  advertising  agent.  You  rtiust 
know  just  what  your  margin  of  profit  on  each  sale 
will  lie.  and  you  must  estimate  as  accurately  as  pos- 
sible the  innnber  of  sales  or  volume  of  business  that 
\  on  may  expect  to  do.  You  must  also  know  about 
\\hat  it  wi  1  cost  yon  to  do  business;  otherwise  it  will 
be  ini|  ossib!e  for  yon  to  decide  how  much  money  to 
devote  lo  your  advertising  campaign.  And  it  may  be 
well  Id  ''Mnai'k  here  that  if  your  plans  are  properly 
made  yoiii-  volume  of  luisiness  will  depend  absolutely 
u])on  your  volume  of  advertising.  You  must  also  know 
to  what  class  of  people  your  product  will  appeal,  and 
then  yon  must  know  what  i)roportiou  of  tlie  whole 
pojuilation  of  your  entire  territory  belongs  to  this 
class;  otherwise  you  will  be  likely  to  employ  m(>tli(ids 
that  will  not  effectively  reach  your  prosi^ective  cus- 
tomers. Not  less  important  than  these  other  consider- 
ations is  the  matter  of  the  selection  of  your  advertis- 
ing media.  Unless  you  are  offering  something  in  the 
way  of  a  novelty,  or  an  article  that  is  somewhat  ]ie- 
culiar,  you  will  fiud  it  necessary  to  use  several  of  t  lnnn. 
Perha])s  it  would  be  advisable  to  go  into  the  street  cai^s 
and  to  use  the  billboards — not  with  the  expectation  ol' 
securing  direct  sales,  but  for  the  purpose  of  giving 
your  ])ft)i)Osition  standing  and  prestige  in  the  com- 
numity  ;  for  it  is  well  known  that  as  people  see  an  ad- 
vertising ])ro])osition  presented  in  a  large  way  their 
respect  for  it  increases  and  their  faith  in  the  advertise)- 
is  strengthened.  Your  mediums  will  be  detemiiiuMl, 
to  an  extent,  by  your  method  of  disti'ibution.  or  vice 
versa,  as  you  may  wish.  If  you  are  offering  something 
that  may  be  secured  at  every  drug  store,  your  adver- 
tising m-ay  stare  the  public  in  the  face  from  every 
angle  and  may  be  used  effectively  in  almost  any  kind 
of  publication  that  gets  a  fair  rate  for  the  service  if 
offers.  In  planning  your  campaign  you  must  exercise 
all  the  skill  of  the  trained  ])sychologist  in  presenting 
yom-  n])peal.     You  must  know  the  yieople  whose  i)at- 


ronage  you  want.  You  nuist  know  how  they  live,  how 
they  feel,  what  they  think.  You  must  be  able  to  judge 
their  emotions  and  to  gauge  their  wants.  In  conclu- 
sion, let  it  be  said  that  of  those  advertising  campaigns 
that  have  been  cheeked  up  on  the  "failures"  column, 
most  have  been  inadequately  planned,  most  have  been 
carelessly  conducted,  and  most  have  lacked  the  system 
necessary  to  success. 

ADVERTISING  AND  SALESMANSHIP. 

Norman  Craig 

Advertising  is  salesmanship.  Its  fumbunental  ])rin- 
(  iples  are  identical  with  those  of  salesmanship,  and 
its  success  is  also  dependent  ujion  the  right  methods 
of  application  of  these  i)rinciples. 

Advei'tising  sells  goods — in  some  lines  without  any 
aid  of  personal  salesmanshij).  Personal  salesmanship 
without  advertising  has  accomplished  much,  but  the 


You  Will  Need  New  Furnishings 
For  the  New  Year 


Curtain  Mu»lin 


Bedside  Rugs* 


69c 


15c 


Tapestry  Carpet 

z:r'  15c 


Floor  Oilclfilh 


2V/ZC 


Curtain  Poles 


-  25c 


Comforters 


window  mbMlB 


^39c 


Lace  Curtafna 


69c 


Spacid  Bad  OutfK 


■$6.98 


Tkputry,  Hall  an) 
Stair  Carpat 


8dc 


Our  Brass  Bed  Special 


A  Bi«i>  Bnl  w,*  two- 
irK^i  posls.  heavy  iira»» 
cap!.  na£l\y  like  cut, 
inod  value  ,iT  $15  00.  t« 


$7.95 


Table  Covers 


Flannelette  Blankets 


r;:L-r:.„-t'89clr::  :'---98c 


R„  D.  Smyth 

THE  STORE  ACROSS  THE  WAY 

600  St.  Catherine  St.  West 

Between  Drummond  and  Mountain 


White  Wool  mantuis 


^"$3.89 


FoldinC  Steal  CaucM 


•ru— la  Carpets 


75c 


f  oldlns  Camp  Bed 


Oriental  Tapestry 

.  29c 


Couch  Mattress 

T^ll\\^r^:''"  $1.59 


Tapestry  Portieres 

;^r~-"'$1.19 


A  ffood  lay  out.  oC  a  jjond  .seas()iial)lc  a(i.    Oi  iyiiial  was  !)  by  S.l. 


bi<;'  I'csulls  (•(iiiic  I't'om  a  wise  eombinatiou  of  these  two 
I'orcuis;  and  in  dctcrmiuiiifi'  upon  this  iiolicy  and  its 
I'arryinii-oiil.  Ihc  man  who  ])ays  the  bills  must  luive 
absolutely  liariiioiiious  co-o])eration  betweeu  these  two 
ciuls  oi'  his  business.  Neitiu^r  alone  can  attain  its  full 
measiii-c  of  success,  but  where  each  i)ersoii  ]>erforms 
ils  own  i'uuctio'ns  well  aud  avails  itself  iiitelli.tjenlly 
•iiid  fully  ()[■  Itii'  (ithci-'s  assistance  (and  only  under 
^ncli  coudil ioiis ) ,  llie  (iarniui;'  power 'of  expenditures 
in  both  directions  is  multiplied.  To-day's  prolific  ad- 
vcrtisinsr  literature  has  much  to  say  about  wanted  aji- 
pi'oprialions.  'I'lic  losses  IVom  unsuecessful  cam- 
]iai};us  arc  varinusly  cstinuited,  ruuniii'j:  into  many  mil- 
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lions  annually,  and  nowhere  is  there  a  weaker  link  in 
the  chain  than  in  the  selling  end.  This  is  not  a  de- 
fense of  intrinsically  futile  advertising,  but  a  protest 
against  the  failure  of  many  advertisers  to  make  more 
than  a  perfunctory  effort,  or  none  at  all,  to  get  from 
their  selling-  forces  the  full  benefit  of  their  heavy  ex- 
penditiires  for  advertising.  The  manufacturer  who 
appropriates  fifty  thousand  or  five  hundred  thousand 
dollars  to  be  spent  in  printer's  ink,  and  then  sits  com- 
fortably back  in  his  chair  and  waits  for  the  miracle 
to  liap]ien,  expects  his  "copy"  to  carry  the  entire 


Vlurray-Kay,  Limited 


The  January  Furniture  Sale 

During  This  Sale  Price  Reductions  Ranging 
from  10  to  50  Per  Cent,  are  in  Effect  on 
Our  Whole  Stock  of  Furniture. 

To  understaucl  the  importance  of  our  January  Furniture  Salt  nnd  what 
it  means  to  those  fumishins  a  house  you  must  come  to  the  sturo  and  see 
the  great  collection  of  Fui-niture  it  embraces.  The  size  of  tlie  stock — 
the  great  variety  of  furniture  it  includes  for  all  rooms — the  CKcdicnct- 
of  the  designs — the  Luifh  character  of  the  cahiuetwurk  and  finish,  Jind 
lastly,  the  wonderful  lowness  of  the  sale  jirices  will  unprcss  >ou, 
Hegulai  j.nces  ou  the  whole  stock  arc  reduced  at  least  10  per  cent,  tor 
this  sale,  and  there  are  special  reductions  ranging  from  15  to  50  per  cent 
on  a  great  number  of  tine  pieces  indicated  by  large  tags.  Some  tew  ui 
the  specially  reduced  articles  are  listed: 


NO    252  —  A  rotnt- 

PIECE  BEDROOM 
SUITE  IN  WHITE  EN 

AMEI^  ll.  ltoju.  r    .1  .-,s. 


of  c 


and 


»10«.00.  for  J75.00 

•KG    600  —  DRESSniQ 

TXBLE— Wilh  triiiUciile 
nnri.rs  ;!  Briiisli  bevelled 
jilale       This  handsi.me 

Rri^lirlv  $.V>C0,  frT  . 
 $35.00 

NO  609— WHITE  EN- 
AMEL DRESSING 
TABLE  AND  WABH- 
STAND— TT.-.I  I, .11-  r.i...  <«. 
w'-ll  rijide  Jvnd  hiphly  fio- 
iirf)*^J  in  white  erjamel. 
The  dr<«»er  ha>;  lerpe 
hritrsh  plate  iidm,T  Ke- 
irnlarlv  «i^U)Ct  for  WO  00 


NO  602— DRESSER  AND 
OHEJFONIER  —  T  w  .) 


S58,00 
BED- 


fnll  doiitile  Biz..-  Reeiilar- 
ly  S*i  00.  f.>r  SS5  00 

NO  771— BRASS  BED- 
STEAD —  Ktlra  heavy 


NO  979— A  MAHOGANY 
BEDSTEAD— Ii.  iji.-  r  .l. 


NO  137C  —  A  HAND- 
SOME  FOUR  -  POST 
BEDSTEAD— lu  lieauu- 


l.irii  t1"i  l..r  S200,00 
NO  770-MABOCANy 
BEDSTEAH — \  stieraton 
desipr,  -'Cit  inlairl  lines, 
full  dmif.:.  iiie  H.-irnlar- 
Iv  .HI  '"I    to'   .  .  $3000 


MURRAY-KAY.  LIMITED 

36  and  38  King  Street  West 


An  exceedingly  good  ad  that  other  advertisers  may  well  imitate. 
Original  was  about  fi]  by  12. 


burden,  and  fails  to  use  this  tremendous  force  construc- 
tively in  sales  effort. 

Who  can  tell  how  many  advertising  failures  lay  at 
the  advertiser's  door,  due  wholly  to  lack  of  co-orctina- 
tion  of -his  sales  and  advertising  departments?  How 
many  advertising  managers,  inwardly  at  least,  resent 
suggestions  or  critifisnis  from  the  sales  department? 
And  how  many  sales  managers  "get  a  grouch"  when 
the  advertising  department  "butts  in?" 

These  are  not  two  separate  branches  of  business 
effort ;  they  are  identical  in  principle  and  purjiose, 
vai'ying  only  in  scope  and  service.  The  largest  re- 
sults can  eonie  only  fi'f)m  their  combined  harmonious 
adminLstration. 


SIMPLICITY  IN  ADVERTISING. 

Edward  S.  Babcox 

'  In  the  office  of  the  Secretary  of  War  at  Washing- 
ton, there  hangs,  in  a  small  black  frame,  a  letter  writ- 
ten in  1864  by  Abraham  Lincoln  to  a  woman  in  the 
north  who  had  lost  six  sons  in  the  War  of  the  Re- 
bellion. As  a  bit  of  choice,  pure,  impressive  English 
it  stands  unsurpassed.  Its  strength  is  in  its  directness 
and  simplicity,  to  say  nothing  of  its  human  appeal. 

Second  only  to  this,  ranks  Lincoln's  famous  Gettys- 
burg address.  Edward  Everett,  you  Avill  remember, 
was  the  orator  of  the  day,  and  after  a  two  hours'  dis- 
course, masterly  in  its  perfection.  President  Lincoln 
himself  stood  up  to  speak. 

While  Everett  had  been  speaking,  Lincoln  had  .jotted 
down  a  few  thoughts  on  the  back  of  an  old  envelope. 
You  remember  what  he  said.  If  you  don't,  take  five 
Tiiinutes  off,  look  up  your  history,  and  read  it. 

In  it  you  will  find  these  sentences,  among  others : — 

"The  world  will  little  note,  nor  long  remember,  what 
we  say  here,  but  it  can  never  forget  what  they  did 
here.  It  is  rather  for  us  to  be  here  dedicated  to  the 
great  task  remaining  before  us  .  .  .  that  this  nation, 
under  God,  shall  have  a  new  birth  of  freedom,  and  that 
government  of  the  people,  by  the  people,  for  the  peo- 
ple, shall  not  perish  from  the  earth." 

The  key  to  the  strength  of  this  short  speech — an  ad- 
dress, by  the  way,  which  fired  the  country  as  nothing 
ever  did  before  or  since,  is  its  simplicity.  Notice  that 
where  possible  Lincoln  always  uses  an  Anglo-Saxon 
word,  a  short  word  which  has  firm  strength.  The 
Anglo-Saxon  language,  you  know,  grew  out  of  the  soil. 
Most  of  its  words  are  short  root-words.  They  have 
an  original  meaning  by  virtue  of  their  relationship  to 
the  life  and  work  of  the  people  who  created  the  lan- 
guage. 

Words  like  "will  not  long  remember,  hut  can  never 
forget  what  they  did  here"  are  pure  Saxon,  and  like 
the  Saxon  people,  are  pregnant  Avith  strength,  meaning 
and  force. 

Going  back  to  the  source  of  this  strength,  you  find  a 
simple  man.  After  Lincoln  had  been  inaugurated  for 
the  presidency  he  made  a  speaking  tour  through  New 
England.  An  eastern  college  professor  asked  him  one 
day  where  he  got  his  education.  "My  education,"  he 
said,  "came  from  my  work.  I  never  had  any  time  for 
education  as  an  abstract  thing." 

And  then  Lincoln  went  on  to  tell  the  college  man 
how,  when  he  was  a  boy,  he  had  often  sat  up  at  night 
in  his  room,  listening  to  his  father  and  a  neighbor  dis- 
cussing current  topics.  It  annoyed  him  Avhen  he  didn't 
quite  understand  the  meaning  of  what  Avas  said,  and 
often  he  remained  up  late  at  night  endeavoring  to  inter- 
pret and  reconstruct,  in  his  OAvn  language,  those  ideas 
expressed  in  a  conversation. 

"This  interpreting,  simplifying  habit  I  have  always 
retained,  and  just  as  in  those  days  I  used  to  try  and 
say  things  so  my  boy  friends  could  clearly  understand, 
so  to-day  I  find  myself  aiming  to  simplify  my  every 
act  and  word." 

Our  strongest  architecture  is  usually  the  simplest. 
Our  strongest  men  are  usually  simple  men.  Our  strong- 
est Avords  are  simple,  short  words. 

Not  the  big  earner,  but  the  wise  investor,  is  the 
future  capitalist. 

The  rubbish  like  piles  of  furniture  in  the  display 
rooms  of  the  store  are  fast  going  out  of  fashion.  Some 
one  discovered  that  it  pays  best  to  let  customers  see 
the  things  they  are  likely  to  want. 
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SALESPEOPLE 


DEVELOPING  EFFICIENCY  AMONG  SALES- 
PEOPLE. 

B\>  D.  L.  Keyset 

Think  of  some  occasion  when  you  were  in  a  company 
of  people  who  were  discussing  some  subject  of  which 
you  were  almost  entirely  ignorant.  Tjike  the  small 
boy  "the  eat  has  taken  his  tongue,"  you  had  nothing 
to  say.  ■» 

Later  the  conversation  was  diverted  to  some  other 
subject  which  was  a  hobby  of  yours.  How  you  bright- 
ened up  and  began  to  get  interested!  Soon  you  l)roke 
into  the  discussion  and  explained  your  view  of  the 
proposition.  You  could  talk  with  ease  and  make  a 
good  impression  because  you  knew  what  you  were 
talking  about. 

Apply  this  thought  to  salesmanship.  Do  you  think 
a  salesman  is  likely  to  enjoy  telling  about  an  article 
when  his  information  regarding  that  article  is  very 
meagre?  Have  you  ever  known  a  salesperson  to  switch 
a  customer  to  some  other  salesperson  because  he  did 
not  feel  well  enough  informed  to  put  up  an  intelligent 
talk?  How  embarrassing  it  is  to  be  buying  anything 
from  a  salesman  who  cannot  answer  simple  and  essen- 
tial questions,  but  has  to  explain  that  he  is  ignorant 
on  many  points  which  are  not  clear  to  you. 

On  the  other  hand,  you  find  that  a  salesman  takes 
delight  in  describing  special .  features  and  answering 
inquiries  pertaining  to  an  article  with  which  he  is 
thoroughly  familiar.  Let  any  intelligent  clerk  stiidy 
a  particular  article  in  the  store  and  become  conversant 
with  the  talking  points  and  he  will  go  out  of  his  way 
to  demonstrate  that  article.  Objections  will  only  spur 
him  to  greater  enthusiasm  and  vigor  so  that  few  pros- 
pects win  slip  by  him. 

The  secret  of  success  in  selling  goods  is  knowledge. 
Knowledge  develops  interest,  confidence,  and  other 
ciualities  which  are  needed  1)y  the  salesman.  Know- 
ledge also  presupposes  a  certain  degree  of  intelligence 
as  a  foundation,  and  enough  ambition  to  lead  the  clerk 
to  investigate  the  points  of  various  merchandise  that  he 
is  expected  to  sell.  Take  a  boy  with  a  good  common 
school  education,  give  him  some  elementary  suggestions 
about  the  art  of  selling  goods,  put  into  his  hands  the 
means  of  acquiring  definite  information,  and  then  teach 
him  the  perfection  brought  about  through  practice — 
do  these  things  and  you  will  produce  a  salesman  worthy 
of  the  title. 

But,  if  you  take  even  a  better  educated  boy,  put  him 
into  a  store  amid  a  profusion  of  merchandise,  tell  him 
nothing  aliout  the  various  articles  and  leave  him  to 
his  own  devices  in  handling  customers  and,  unless  he 
is  a  prodigy,  he  will  never  be  more  than  a  clerk — satis- 
fied to  hand  over  the  counter  what  the  customer  spec- 
ifies in  so  many  words. 

Store-keepers  do  not  hesitate  to  talk  to  their  clerks 
and  give  them  directions.  You  often  see  a  "bo.ss" 
nagging  his  helj),  telling  them  to  do  this  and  that — 
usually  insignificant  tasks  intended  only  to  keep  them 
busy — and  keeping  everybody  in  the  store  on  a  ner- 
vous strain,  not  to  say  in  a  bad  temiter.  It  would  be 
much  better  to  talk  to  the  clerks  in  a  friendly  way 
about  the  way  to  sell  goods  successfully,  give  them 
time  to  read  articles  about  salesmanship  and  d(\scrip- 


tions  of  the  specialties  which  increase  sales  and  pay 
large  profits. 

If  clerks  waste  their  time,  they  should  be  "called," 
because  there  is  always  something  to  do  in  arranging 
stock  or  developing  efficiency,  but  it  is  an  unwise 
storekeeper  who  never  allow.s  his  help  time  to  study 
the  talking  points  of  the  merchandise  to  be  sold,  and 
never  himself  instructs  tliem  in  the  general  principles 
and  the  decisive  details  of  their  work. 

The  successful  merchant  is  thinking  more  seriously 
than  ever  about  efficiency  in  salesmanshi]).  The  open 
road  to  successes  in  the  merchandising  world  lies  along 
the  line  of  training  the  selling  organization,  building 
up  a  corps  of  intelligent,  enthusiastic  and  confidence- 
inspiring  salespeople  who  will  direct  the  current  of 
demand  into  channels  of  higher  quality  and  greater 
jirofits. 


TRAINED  CLERKS  REMAIN  AT  THEIR  POST. 

By  Charles  H.  Bowersox 

Some  clerks  take  it  upon  themselves  to  leave  the 
store  at  frequent  intervals  during  business  hours,  and 
it  sometimes  happens  that  they  are  absent  just  at  the 
very  moment  that  their  services  are  greatly  needed. 
Many  years  ago  I  clerked  in  a  store  in  which  we  had 
a  clerk  of  this  sort.  He  took  advantage  of  the  pro- 
prietor's good  nature  by  absenting  himself  from  the 
store  much  of  the  time. 

I  call  to  mind  another  clerk  who  had  a  fashion  of 
going  away  from  his  post  of  duty  a  do;'en  or  more 
times  a  day;  and  as  he  was  about  to  step  outside,  he 
would  tell  the  one  nearest  to  him  that  he  would  re- 
turn in  about  five  minutes. 

One  day  the  proprietor  happened  into  the  smokers' 
room  of  a  nearby  hotel,  and  to  his  surprise  he  found 
his  clerk  occupying  one  of  the  big-comfortable  chairs, 
smoking  a  cigarette.  He  learned  from  the  landlord 
that  the  clerk  was  a  frequent  visitor. 

I  know  from  my  own  experience  that  it  is  not  pleas- 
ant or  beneficial  to  health  to  be  confined  within  the 
walls  of  a  sitore  for  many  hoiirs  at  a  time,  but  the 
clerk  who  accepts  a  long-hours  position  usually  knows 
what  he  is  doing  and  he  should  live  up  to  his  agree- 
ment. The  clerk  can  do  much  to  bring  about  such 
working  hours  that  should  be  satisfactory  to  both  em- 
ployer and  himself,  and  he  should  make  an  effort  in 
this  direction. 

After  succeeding  in  the  establishment  of  reasonable 
hours,  he  should  not  forget  his  employer's  interests. 

The  fair-minded  clerk  can  always  be  found  at  his 
post  during  that  portion  of  the  business  hours  that  he 
is  supposed  to  be  on  duty. 

Efficiency  is  what  wins  in  tlie  business  world  to-day. 
Hence  anything  that  has  a  tendency  to  detract  from 
the  maximum  efficiency  of  a  man  is  a  detriment  and  a 
handicap.  Physical,  mental  or  moral  delinquency  pre- 
vents the  harmonious  co-operation  of  the  powers  of  the 
body  and  the  faculties  of  the  mind,  and  in  so  far  tends 
to  make  the  man  unfit  for  the  needs  of  his  business. 
Of  these  three,  phy.sical  deliquencies  are  the  easiest 
overcome,  but  the  others  are  very  likely  to  be  serious. 
Whosoever  would  assure  success  should  culfivate  all 
of  the  virtues. 


When  a  customer  is  hurried  in  looking  at  high  priced 
tioods  she  is  a})t  to  suggest  going  home  to  fhink  it  over 
and  coming  back  to-morrow.  Tn-inorrow  never  comes, 
'iive  her  all  the  time  she  tu^eds  to-day. 
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Co-Operation  in  the  Furniture  ,Trade 

By  Henry  Kincade 

It  seems  to  iiie  that  the  idea  of  the  local  organiza- 
tiou,  eoupU'd  with  the  State  oriiaiii/.ation  affiliated  witli 
the  National  oi'iiaiiizatiou,  will  make  a  perfect  system 
of  org'auizatioii  that  will  mean  nuich  to  all  of  us. 

In  my  own  city  we  have  our  trade  organization.  If 
we  close  an  aeconnt  for  good  reason,  we  write  the 
name  of  the  party  on  postals  and  mail  to  our  local  deal- 
ers. This  advance  information  is  of  great  value  in 
dealing  with  the  same  parties,  if  they  apply  elsewhere 
for  credit. 

We  also  have  a  moving  ordinance,  requiring  every 
furniture  mover  to  report  within  three  days  to  the 
Chief  of  the  Police  the  name  of  the  party  whose  house- 
hold goods  he  moves,  the  address  where  moved  from 
and  location  where  goods  are  moved  to,  giving  nature 
of  goods,  whether  household  goods,  piano,  sewing  ma- 
chine, trunk  or  general  merchandise.  These  cards  of 
notification  are  filed  and  are  open  to  public  inspection. 
Failure  to  make  this  report  by  any  mover  means  his 
license  may  be  revoked  and  offender  be  summoned 
into  court  and  fined  for  violating  a  city  ordinance. 

The  Twentieth  Century  is  a  day  of  specialties.  In 
every  line  of  business  the  cost  of  production  is  reduced 

There  has  never  been  accomplished  in  the  world's 
history,  any  great  reformation,  scientific  achievement 
or  educational  advancement  without  co-operation.  The 
baud  of  workers  may  have  been  small  in  any  case — 
but  that  only  meant  the  more  absolute  co-operation. 
The  Captains  of  Industry  throughout  the  world  are  to- 
day appl.ving  co-operative  methods  to  their  industries; 
not  only  in  manufacturing,  but  in  mercantile  establish- 
ments are  these  advance  ideals  being  successfully  ap- 
plied. Profit  sharing,  the  bonus  systems  of  payment, 
the  faithful  service  yearly  rewards,  and  the  more  es- 
sential and  most  easily  ajjplied  salary  and  commission 
to  salesmen,  are  commended  as  w^orthy  the  trial  of 
every  furniture  dealer. 

We  see  shorter  hours,  welfare  work,  improved  ma- 
chinery, safegiiards  in  factories,  more  sanitary  sur- 
roundings, everywhere  improved  working  conditions, 
coupled  with  accident  insurance,  employees'  pensions, 
and  old-age  annuities,  all  worked  out  to  encourage  and 
promote  a  more  friendly  understanding  between  capi- 
tal and  labor.  Xotwithsta)i(lin<;'  all  this,  unrest  and 
discontent  is  everywhere  apparent.  It  will  need  strong 
minds,  conservative  reasoning  and  able  leadership  to 
guide  its  destiny. 

Co-operation  and  the  get  together  spirit  will  help 
more  than  anything  else.  Through  this  agency  high- 
est efficiei'cy  and  lowest  cost  of  production  can  only 
be  secured.  A  friendly  understanding  between  em- 
ployer and  emi)loyee  is  most  desirable.  The  relation- 
ship between  these;  two  vital  forces  must  be  of  the  most 
cordial  naluri-.  'I'here  must  be  respect  for  one  from 
the  otlicr.  There  must  be  the  feeling  from  employee 
that  he  is  getting  his  .iust  portion.  There  must  be  a 
willingness  on  the  part  of  every  successful  employer 
to  cut  the  loaf  with  fairness  for  those  who  knead  and 
bake  it.  The  man  who  is  willing  to  work  hard  should 
receive  the  increa.sed  reward  of  com ijensation  lie  is  en- 
titled to.  lie  should  not  lie  lield  on  a  plane  with  the 
f)ther  man,  who  is  naturally  la/y  and  unwilling  to  do 
a  fair  day's  work. 

Cf)-o|»erati  ve  methods  applied  to  your  business, 
gentlemen,  will  help  you  solve,  the  vexatious  questions, 
rjive  each  man  in  your  employ  llu-  place  liis  own  efforts 

«  "A'n  !i(IcIi<;hu  (lr;Iivepeil  before  tlie  wmx  inl  icm  ol  I  hi;  I  ii^Lnliuutil  Kin  iiitiirc 
Kealcrs  of  the  I  riited  HlatcM  in  \ew  Voi  k. 


deserve.  It  will  bring  out  the  best  that  is  in  him,  if 
he  knows  his  extra  effort  is  to  be  rewarded.  One  sales- 
nian  receiving  $20  a  week  to-day  may  add  fifty  per 
cent,  to  his  sales  provided  he  secures  a  small  bonus  of 
a  certain  per  cent,  on  every  sale  he  makes.  He  may 
double  his  salary,  but  isn't  it  a  good  investment  from 
your  standpoint? 

Another  salesman  on  a  similar  basis  would  soon  wake 
u])  when  he  found  inefficient  methods  were  depriving 
him  of  the  reward  within  his  own  reach  and  by  his 
own  effort. 

In  a  like  manner  the  success  of  the  National  organi- 
zation depends  upon  the  measure  of  co-operation  and 
work  put  into  it  by  its  members,  and  judging  from 
appearances,  I  see  a  willing  army  of  workers  before 
me. 

There  must  be  unity,  co-o])eration,  self-sacrifice,  con- 
fidence, and  a  united  support  from  every  member.  Like 
one  strong  chain  without  a  faidty  link,  we  do  not  want 
even  one  disgruntled,  or  pulling  the  wrong  way  mem- 
ber. 

'Now,  what  is  the  first  and  most  important  element 
in  establishing  successful  business  i-elations'?  It  is  con- 
fidence. What  better  way  to  establish  confidence  than 
to  gather  here  and  discus^  Avays  and  means  to  make 
ourselves  stronger  and  better  business  men.  The  pub- 
lic are  interested  and  it  is  for  us  to  shoAV  them  that 
we  are  a  unit  of  strength,  like  other  trade  organiza- 
tions. We  need  their  confidence  as  a  support  to  our 
foundation.  Our  very  presence  bespeaks  our  desire 
for  co-operation  and  recognition  of  the  need  of  a  great 
furniture  trade  organization.  Competition  has  become 
so  keen  in  these  days  that  there  is  no  place  in  the 
business  world  for  the  laggard.  We  must  be  up  and 
doing,  on  the  alert  and  watchful  for  the  wireless  mes- 
sage when  it  comes.  The  man  who  turns  in  too  early 
or  neglects  his  post,  loses  his  chance  for  service  and 
may  possibly  miss  opportunity,  which  does  not  stand 
and  knock. 

As  furniture  men,  we  need  to  get  together.  In 
Massachusetts  for  some  years  owr  dealers  through  the 
Home  Furnishers'  Association  have  enjoyed  helpful 
and  ])leasant  business  relations,  much  to  our  mutual 
advantage.  Our  field  of  usefulness  is,  however,  lim- 
ited to  the  border  of  our  own  State.  Other  State  or- 
ganizations have  been  equally  as  helpful  to  their  mem- 
bers. But  to  hold  the  standing  we  should  command 
in  the  community,  we  need  one  great  National  organi- 
zation, comiirisiug  the  thiidiing  and  ])rogressive  deal- 
ers at  every  point  from  the  Atlantic  to  the  Pacific, 
from  the  Great  Lakes  to  the  gulf.  Mutual  protection 
in  conducting  our  business  demands  such  an  organi- 
zation. Once  organized  on  proper  lines,  like  a  tele- 
phone, we  will  wonder  how  we  ever  worried  along 
without  it.  It  will  solve  for  us  many  perplexing  ques- 
tions. It  will  give  us  an  opportunity  in  convention  to 
discuss  and  improve  biisiness  conditions,  to  stamp  out 
ruinous  business  customs,  to  adjiist  ridiculous  terms  of 
credit,  to  promptly  bring  to  justice  tlu'ough  the  co- 
operation of  our  own  members,  those  who  abuse  the 
credit  system ;  to  have  friendly  and  working  agree- 
ments with  our  members  throughout  the  country,  re- 
garding the  handling  of  accounts  of  our  customers, 
who  like  the  Arab,  fold  up  their  tents  in  the  night  and 
silently  steal  away;  to  secure  uniform  State  Lease 
Fjaws,  to  baffle  the  wholesale,  retail  and  curb  stone 
l)roker  evil  ;  to  regulate  the  cost  of  doing  business,  to 
study  store  waste  and  leaks;  to  consider  methods  of 
reducing  overhead  charges;  to  investigate  co-operative 
or  rnulual  insurance  for  our  benefit:  to  force;  trans- 
portation comi)anies  to  l)e  more  careful  in  the  hand- 
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WuiX  of  sliipiuents  and  to  have  an  ovg-anization  larg-p 
onongh  to  be  heard  in  Washins'ton,  or  elsewhere,  when 
pi-oposed  increases  in  rates  affecting  our  business  are 
contemplated. 

Yes,  let  us  get  together,  gentlemen.  It  is  a  good  sign 
to  see  such  a  gathei'ing  as  this.  Let  us  interchange 
ideas;  let  us  go  home  with  new  thoughts,  new  friends, 
now  enthusiasm,  new  determinations,  new  business 
ideals;  let  us  take  our  help  more  into  our  confidence — 
let  us  give  them  greater  responsibilities — let  us  make 
them  a  part  of  the  great  machine.  Get  them  together, 
talk  to  them,  ask  for  their  ideas,  encourage  them,  and 
apjily  up-to-date  co-operative  methods  to  your  business 
enterprise.  By  so  doing  y^u  will  find  your  task  much 
lighter,  niiicli  pleasanter,  much  more  profitable. 


FIXED  PRICES  IN  FURNITURE. 

At  a  I'ecent  meeting  of  the  Minnesota  Retail  Furn- 
iture convention  an  interesting  address  was  delivered 
on  the  subject:  "Can  Manufaeeurers  Fix  the  Retail 
Price  on  our  Merchandise?"  The  chief  speaker  was 
J.  J.  "Worlein,  and  in  part  his  address  was  as  folloAVS: — 

"Our  mercantile  life  depends  on  that  magic  word, 
'prnfit, '  "  said  he.  "And  herein  lies  the  answer  to  my 
question. 

"In  handling  a  question  of  such  importance  as  this 
one,  it  is  well  for  us  not  to  overlook  the  fact  that  in 
order  to  be  successful  we  must  follow  certain  scientific 
business  principles,  or  rather  natural  tendencies,  and 
thus  we  have  again  the  two  factors  governing  business 
transactions,  manufacturing  and  profit,  because  with- 
out manufacturing  there  can  be  no  source  of  profit  to 
the  distributor;  then  again  we  will  all  admit  that  the 
detail,  the  investment,  the  knowledge,  the  foresight, 
and  the  ability  to  create  salable  merchandise  all  de- 
mands a  higher  business  calibre  than  we  find  in  the 
average  present-day  small  merchant. 

"If  what  I  have  said  is  true,  then  it  again  proves 
that  the  manufacturer  ought  to  dominate  the  situation  ; 
that  is,  if  he  manufactures  his  merchandise  in  a  scienti- 
fic way,  and  by  so  doing,  his  product  should  be  dis- 
tributed to  the"  best  advantage.  But,  friends,  just  as 
soon  as  you  reach  the  distributor  or  small  merchant, 
we  have  reached  the  obstacle  around  which  you  can 
find  the  cause  of  almost  every  business  failure;  the 
fiiumcial  reporting  agencies  tell  us  that  only  20  per 
cent,  of  the  retail  business  ventures  are  successful, 
leaving  80  per  cent,  of  the  manufacturers'  probable 
field  of  labor  unprofitable. 

"If  so,  does  it  not  necessarily  follow  that  he  should 
dictate  to  the  distributor  what  the  maximum  selling 
price  should  be.  especially  if  he  finds  that  the  dis- 
tributor is  distributing  his  wares  upon  a  basis  which 
we  know  will  only  spell  disaster  and  business  failure? 
So  I  firmly  believe  that  the  manufacturer  is  of  calibre 
enough  to  be  able  to  find  out  what  the  right  retail  sell- 
ing price  should  be  on  the  merchandise  he  makes,  know- 
ing the  conditions  under  which  it  is  sold,  and  the  gen- 
eral average  of  overhead  expense  it  carries.  And, 
therefore,  he  can  fix  the  retail  selling  price  of  his 
wares,  which  in  turn  becomes  our  merchandise. 

"While  chapters  could  be  written  of  the  merits  ami 
demerits  of  the  disti'ibntor,  the  trend  of  business  con- 
ditions is  bringing  home  to  us  small  dealers  every  day 
instances  which  are  gradually  bringing  our  profits  to 
the  danger  point.  As  human  nature  is  the  saine  the 
world  over,  I  believe  the  only  remedy  for  these  eoTidi- 
tions  is  of  the  get-together  of  the  manufactunu-  and 
distributors  on  a  basis  that  will  produce  a  reasonable 


compensation  to  both  and  also  a  protection  to  the  pnb- 
lic  against  the  nnsi-rn pnloiis  and  (ieceiving  selling  plans 
now  practiced." 

OPTIMISM  THAT  COUNTS 

fiy  Thomas  E.  Dockrell. 

Optiuiism,  to  some  men,  is  a  splendid  stimulant,  'i'o 
others  it  acts  as  a  powerful  narcotic — it  induces  dreams 
deeper  than  those  of  opium. 

The  man  who  carries  a  hustle-blister  on  his  backbone 
— who  .sometimes  slips  because  of  the  very  pace  at 
which  he  travels,  needs  optimism  to  help  him  until  he 
reaches  his  goal.  The  man  who  is  travelling  so  fast 
that  his  breath  is  coming  hard  and  his  heart  is  nearly 
bursting  needs  optimism  so  that  he  can  hold  his  pace 
until  .the  race  is  won. 

But  the  man  who  dreams  of  distant  Eldorados — who 
believes  all  is  well  because  he  is  unruffled — who  be- 
lieves that  the  rvumer  ahead  of  him  will  drop  exhaust- 
ed, and  that  then  he  can  quietly  stroll  past  him  in  the 
race — lives  in  a  fool 's  paradise. 

To  know  that  the  glory  of  the  fight  is  in  fighting — 
to  know  that  the  reward  of  struggling  is  increased 
ability  to  struggle — to  know  that  all  that  is  worth 
while  in  life  is  bourul  up  with  motion,  progress,  growth 
and  difficulty — that  is  the  real  optimism. 

To  know  that  only  effort  breeds  improvement,  that 
evolution  is  only  achieved  in  travail,  that  all  progress 
is  attained  only  through  struggle — that  is  the  real  op- 
timism. 

Lack  of  ambition,  indifference,  laziness,  and  satis- 
faction with  ease  and  quiet,  are  not  optimism.  To 
dream  dreams — to  sit  still  and  be  content  to  see  the 
other  man  forge  ahead — to  feel  that  nothing  matters 
so  long  as  all  is  peaceful  that  is  false  optimism — the 
o])timism  of  the  dead. 

A  scientist  watched  the  evolution  of  a  butterfly  of 
a  particularly  I)eautiful  species  from  its  cocoon.  As 
he  watched  its  struggles,  he  conceived  the  idea  of  help- 
ing it  to  escape  from  its  silken  womb  by  cutting  some 
of  the  threads.  The  buttei-fly  came  to  its  new  exist- 
ence lacking  the  exquisite  colors  it  should  have  had. 
Then  the  scientist  realized  that  the  beautiful  creature's 
coloring  was  achieved  through  its  birth-struggles,  and 
that  by  minimizing  these  he  had  i)revented  it  fro7n  at- 
taining its  marvelous  possibilities  of  variegated  hue. 

Nature  has  provided  that  all  that  is  worth  while  and 
great  shall  be  achieved  only  through  struggle.  All 
that  has  been  of  value  in  history  was  born  of  effort. 
To  know  that  progress  only  comes  through  struggle 
and  travail  and  overcoming — that  is  the  real  optim- 
ism.   Fight  on! 


A  PERIOD  PUN. 

A  well  known  lawyer,  who  is  an  enthusiastic  col- 
lector of  anti(iues,  tells  the  following  exp(>rienci' : 

"I  once  entered  a  Wardonr  street  shop  in  London." 
he  is  (juoted  as  saying,  "and  the  salesman  pointed  out 
to  me  a  dilapidated  chair. 

"  'Tluit  there  chair,  sir,'  he  said,  impressively,  'be- 
longed lo  Fionis  Cross-Eye,  King  of  France.' 

"'Louis  Cross-Eye?'  said  f.  'Wh\-  there's  no  sneli 
person. ' 

"  'Oh,  yes,  then^  is.  sir,'  the  salesman  replied,  and 
he  showed  me  a  ticket  marked  '  Ijouis  XL'  " 


You'i-e  a  bad  salesman,  your  face  is  a  poor  show- 
case.   You  display  doubt  aiul  consequeidly  inspire  it. 
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STOVES 


KEEPING  UP  INTEREST  IN  STOVES. 

AYhile  it  is  true  that  the  bulk  of  the  stove  business 
has  been  done  for  this  season,  this  is  no  reason  why 
inte'rest  in  the  department  should  be  dropped  alto- 
gether. There  are  always  some  people  who -  want  a 
stove,  no  matter  what  the  season.  Even  in  the  middle 
of  summer,  one  may  be  wanted  by  people  who  are  not 
.so  fortunate  as  to  have  gas  in  their  house.  Just  about 
this  season  there  is  a  good  trade  to  be  done  with  peo- 
ple who  did  not  buy  a  stove  during  the  regular  sea- 
son, thinking  the  one  they  had  would  last  them  for 
another  year.  It  may  be  that  their  calculations  went 
wrong  and  they  now  find  that  the  range  has  "gone  to 
pieces."  If  it  is  beyond  repair,  they  surely  must  need 
a  new  one.  Then,  too,  there  are  some  people  who  do 
not  buy  when  the  rush  is  on,  thinking  there  will  be 
bargain  sales  at  the  tail  end  of  the  season,  of  which 
they  can  take  advantage. 

Keep  the  department  in  good  condition,  the  stock 
looking  fresh  and  up-to-date,  so  that  when  you  have 
a  prospective  customer,  you  will  not  have  to  take  her 
to  a  stock  covered  with  dust  and  not  looking  its  best. 
A  stove  is  a  thing  that  sells  more  from  looks  than  any- 
thing else.  Of  course,  it  has  to  be  able  to  do  the  work 
for  which  it  is  intended,  but  all  makers  of  stoves  who 
have  built  np  a  big  reputation  know  that  their  line 
mu.st  look  nice  and  they  combine  neat  trimmings  with 
the  good  woi'king  qualities  of  the  stove  they  turn  out. 
If  the  dealer  allows  the  nickel  trimmings  on  a  stove 
to  show  signs  of  wear,  the  woman  who  desires  her 
kitchen  to  look  nice  will  pass  it  by. 

Do  not  be  afraid  to  put  in  a  window  display  of  stoves 
and  kitchen  uten.sils  at  this  season.  If  you  have  the 
idea  that  such  a  move  would  be  unseasonable,  get  rid 
of  it.  A  good  display  can  be  made  up  to  embrace  a 
stove,  kitchen  cabinet,  cooking  tools  and,  in  general, 
make  it  a  model  kitchen.  The  results  will  justify  it. 
An  advertisement  in  your  regular  advertising  space 
will  serve  to  draw  attention  to  it. 

Even  if  you  do  not  put  in  a  window  display  of  stoves 
and  push  their  sale  to  any  extent,,  do  not  fail  to  gather 
prospects  for  next  season's  trade.  There  are  many 
other  ways  by  which  you  can  gather  names  for  your 
mailing  list  and  these  names  will  prove  to  be  of  great 
value  before  long.  Watch  the  marriage  notices.  One 
dealer  who  always  makes  it  a  point  to  do  this,  says 
that  75  per  cent,  of  his  stove  trade  comes  from  "new- 
lyweds. "  When  he  gets  their  names,  he  makes  a  call 
in  person  or,  if  he  is  very  busy,  send.s  a  letter  and 
calls  attention  to  the  line  he  is  carrying.  If  the  peo- 
ple are  not  in  need  of  a  range  at  that  time,  he  finds 
out  when  they  will  rerjuire  one,  makes  an  entry  in  a 
book  he  keeps  for  that  purpose  and  gets  after  them 
when  the  time  comes. 


MAIL  ORDER  CATALOGUE  VALUABLE. 

The  purchase  of  a  stove  is  quite  a  big  event  in  any 
household  and  the  housewife  is  bound  to  look  over 
many  lines  before  making  her  selection.  In  this  she 
will  not  forget  the  mail  order  house  catalogues,  and 
these  are  gotten  up  in  such  a  Avay  as  to  make  her  be- 
lieve she  is  getting  great  bargains. 


The  mail  order  house  affects  the  hardware  retailer 
on  stoves  more  than  on  any  other  line  he  handles. 
Therefore,  he  should  secure  a  copy  of  all  the  catalogues 
that  come  into  his  town  and  make  a  study  of  the  stove 
department  particularly.  He  will  then  be  able  to 
quote  figures  and  nuike  a  good  comparison  of  the  lines 
ottered  by  the  mail  order  houses  and  those  he  is  sell- 
ing. 

A  retailer,  writing  in  an  exchange,  says  he  likes  to 
study  the  mail  order  catalogue  the  minute  it  strikes 
the  town.  "If  the  mail  order  house  is  my  deadly 
rival,"  he  says,  then  this  is  my  rival's  salesman.  "l 
have  a  chance  to  get  next  to  his  line  of  talk,  while  he 
never  gets  a  look-in  at  mine! 

"For  instance,  a  customer  comes  in  to  look  at  some 
heaters.  I  play  up  the  selling  points  of  my  line  and 
he  asks  the  price  of  an  article  that  strikes' his  fancy. 
T  tell  him,  $4-1.  'Why,'  he  says,  'So-and-So  in  Chicago 
offers  the  identical  stove  for  $28.50.' 

"  'If  it's  the  identical  stove  at  that  price  I'll  order 
a  cargo  myself.'  I  shoot  back  at  him  cheerfully— for 
it  doesn't  do  to  get  hot  under  the  collar  first  thing  and 
call  the  mail  order  man  a  cheat  and  a  swindler.  While 
I'm  jollying  along  that  line  I  run  over  the  pages  of 
' So-and-So 's'  catalogue.  'I'll  bet  this  is  the  stove  you 
mean !'  I  exclaim. 

"  'The  very  same.'  says  Mr.  Customer.  'See,  there's 
the  price,  $28.50.    I  told  you  so.' 

"  'And  how  much  does  it  weigh?'  I  ask,  impressive- 
ly- 

"  'The  catalogue  says' — I  let  him  look  it  up  for  him- 
self— '360  pounds.' 

"Then  I  jiroceed  to  show  him  that  the  catalogue 
stove  at  $28.50  costs  him  7.9  cents  a  pound.  Mine,  550 
pounds  or  over,  at  $44,  costs  practically  the  same. 

"  'So,'  I  add,  'you  are  i)aying  the  identical  price  in 
each  case.  But  if  you  buy  this  stove  of  mine  you  get 
a  great  deal  better  value.  Of  course  you  know  a  heav- 
ier stove  holds  the  heat  longer,  warms  the  room  more 
uniformly  and  doesn't  need  to  be  kept  at  its  full  capa- 
city to  do  either  or  both.  Then,  the  heavy  stove  lasts 
longer;  at  the  very  least  it  will  outlast  two  or  three 
light  stoves.  Mr.  Blank  bought  one  19  years  ago,  not 
as  pretty  as  this  one,  and  it's  still  in  use.  giving  good 
service,  and  it  hasn't  cost  half  a  dollar  for  re])airs  all 
that  time.  To  get  the  service  my  stove  gives  you  for 
$44  you  would  have  to  buy  at  least  three  mail  order 
stoves  one  after  another,  paying  $85.50 — nearly  twice 
as  much.' 

"Then  I  dissect  that  mail  order  stove,  bit  by  bit, 
comparing  it  here,  there  and  the  other  place  with  the 
heater  I'm  showing.  Mine  has  more  bright  metal  work, 
it  has  a  better  lid  equipment,  the  oven  is  more  up  to 
date — well,  to  cut  it  short,  I've  studied  that  catalogue 
stove  and  I've  studied  my  own  and  I  know  the  weak 
points  of  the  other  article  and  the  strong  points  of 
mine.  And  in  95  cases  out  of  100  I  not  only  make  the 
sale,  but  enlist  a  missionary  in  my  cause  who  under- 
stands the  why  and  wherefore  of  a  lot  of  cheap  mail 
order  'bargains. ' 

"I  just  give  the  buyer  a  fair  comparison  of  values, 
and  let  it  go  at  that.  Abuse  of  the  other  fellow  doesn't 
pay." 


Clerk  (to  woman  who  has  fingered  over  everything 
in  the  store  without  buying  anything) — "Excuse  me. 
Madam,  but  are  you  shopping  here?" 

•Customer — "Certainly.    What  would  I  bo  doing?" 

Clerk— "I  though  perhaps  you  might  be  taking  an 
iiiventory." — L.  S.  H. 
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Picture  Framing 


SUGGESTIONS  FOR  A  PICTURE  DEPARTMENT. 

A  large  furniture  dealer  who  does  an  extensive  busi- 
ness ill  pictures  and  picture  frames,  gives  some  good 
suggestions  on  how  to  make  money  out  of  this  de- 
partment. In  an  exchange,  he  says  that  by  adding 
cut  flowers  and  plants  to\  your  business,  it  will  help 
you  to  get  more  trade.  As  they  do  not  take  much 
room,  you  can  give  them  a  little  space  in  your  window 
and  .lust  a  corner  in  your  store.  People  that  like  flow- 
ers like  pictures.  You  will  see  a  big  increase  in  your 
business  at  once,  and  advertise,  even  if  but  one  line 
each  day.  Change  your  advertisement  each  day,  as  a 
person  is  not  interested  in  reading  an  advertisement 
twice.  People  will  look  to  see  what  you  will  say  next. 
Just  little,  snappy  ads.,  not  any  lengthy  affairs.  I 
notice  changing  the  window  display  twice  a  week  is 
an  excellent  tiling.  You  Avill  find  the  day  you  change 
your  window  that  you  will  sell  twice  the  pictures  that 
you  do  any  other  day  during  the  week.  Don't  place 
the  pictures  the  same  one  time  as  you  do  the  other. 
Make  an  entire  change,  and  be  sure  to  place  among  the 
pictures  in  your  window  some  children's  pictures,  as 
the  children  Avill  often  notice  things  quicker  than  older 
])eople,  and  they  will  draw  the  crowd.  Do  not  be 
Fifraid  to  ask  a  good  price  for  your  pictures,  as  the 
people  that  want  one  certain  picture  will  just  as  soon 
pay  $4  as  $2.75.  If  you  take  an  order  for  a  frame  and 
mat,  explain  to  the  lady  why  this  mat  looks  better 
than  that,  and  if  the  picture  needs  a  heavy  or  fancy 
moulding,  tell  the  lady  why.  She  will  feel  that  you 
know  your  business,  and  she  will  come  back  and  bring 
her  friends.  If  a  customer  is  cranky,  the  more  pleasant 
you  should  be.  If  you  are  jileasant,  you  will  get  her 
trade.  If  you  get  cross,  you  Avill  lose  her.  Do  you 
act  as  if  you  are  in  stich  a  hurry  that  she  can't  take 
time  to  collect  her  thoughts.  Act  easy  with  the  cus- 
tomer and  she  will  feel  at  home  in  your  store.  If  you 
hustle  her  up,  you  will  drive  her  out;  and  be  as  kind 
to  the  poorly  dressed  customer  as  you  are  to  the  well- 
dressed  and  rich  customer,  and  the  homely  as  well  as 
the  good-looking  one.  It  will  pay  you,  and  you  will 
be  advertised.  The  homely  one  will  have  friends,  and 
maybe  moneyed  people,  and  if  you  treat  her  kindly, 
they  will  come  your  way.  Don't  act  as  if  it  was  hard 
work  to  show  your  customers  your  goods ;  act  as  if  it 
was  your  biggest  pleasure. 

In  cutting  glass  for  your  pictures,  you  will  have 
pieces  sometimes  not  bigger  than  three  inches  wide. 
You  do  not  need  to  throw  them  away,  nor  scraps  of 
mats.  You  can  find  little  pictures.  Mount  them  on 
scraps  of  mats,  and  use  your  little  pieces  of  glass  and 
passportout  them.  It  does  not  matter  what  shape  they 
are  or  how  small,  but  do  the  work  neatly.  Place  them 
on  the  wall,  as  they  help  fill  in  among  your  big  pic- 
tures. You  will  get  15  cents  each  and  they  do  not 
cost  you  much.  Have  your  clerks  fit  these  little  pic- 
tures up  rather  than  to  sit  idle.  It  looks  bad  to  the 
trade  to  have  your  clerks  sifting  down  folding  their 
hands.  You  get  something  out  of  what  you  otherwise 
would  throw  away.  You  will  find  very  soon  how  ])eo- 
ple  will  run  for  those  little  pictures.  I  have  people; 
come  in  my  store,  asking  where  on  earth  I  get  hold 
of  such  cute  things.  But,  of  course,  that  is  my  own 
business.    Last  Christmas,  when  I  first  thought  of  this 


little  scheme,  I  fii-sf  made  up  two  (lo;:en,  thinking  they 
were  such  nice  little  things  that  they  will  sell;  and  I 
thought  they  will  help  fill  out  on  the  wall.  Well,  from 
the  first  day  on,  my  whole  spare  time  was  taken  up 
by  fixing  these  little  pictures.  Some  Avere  not  bigger 
than  2x3.  Ladies  will  tell  others  that  we  have  cute 
little  things  in  our  store  that  they  can't  find  any  place 
else. 

You  see,  it  is  not  only  the  value  in  selling  these  little 
pictures,  but  they  advertise  you.  Ynu  will  get  lots  of 
framing,  and  they  Avill  hel]i  you  sell  pictures  of  more 
value.  Do  not  let  people  beat  you  down  on  your  goods. 
Have  a  price,  and  stick  by  if.  When  taking  orders  for 
frames  do  not  give  the  customer  price  by  the  foot,  for 
she  Avill  go  to  yonv  competitor  and  see  how  much  he 
will  frame  her  picture  for  at  the  same  per  foot.  If  you 
are  cheaper,  she  may  come  back,  but  that  takes  up  too 
much  of  your  time  to  wait  on  her  twice,  as  others  may 
be  waiting.  Give  her  a  price  on  the  frame,  glass,  mat, 
all  completed,  and  she  will  be  satisfied,  for  she  will 
know  if  she  can  pay  that  sum  or  not.  If  not,  then 
figure  on  a  cheaper  moulding.  Do  not  be  afraid  ;  you 
Avill  get  her,  I  think,  and.  for  a  fact,  T  know  if  you 
practice  what  is  in  this  article,  you  will  be  able  to  se- 
cure more  customers  and  more  goods  can  be  sold. 


A  SCHEME  THAT  SOLD  MOLDING. 

By  A.  B.  Lever 

A  furniture  dealer  in  an  Eastern  Ontario  town  re- 
cently made  a  good  thing  out  of  a  job  lot  of  room 
inolding  which  he  bad  purchased  at  a  cent  a  foot. 

Ordinarily  this  molding  Avould  b;i\'c  retailed  at  3  to 
4  cents  a  foot,  but  the  dealer  in  (|U(»sfion  concluded 
that  he  Avould  be  netting  a  sufficient  i)rofit  if  he  sold 
at  2  cents  a  foot. 

In  pursuance  of  his  plan  he  got  out  a  neat  and 
effective  circular  for  the  spei  ial  purpose  of  interesting 
the  contractors  and  Imilders  in  his  locality.  The  result 
was  most  gi-if ifying.  Not  only  did  be  sell  to  a  num- 
ber of  his  old  customers,  but  he  succeed(Ml  in  getting 
liusiness  from  c(mtractors  whom  he  had  never  been 
able  to  interest  before. 

"This,"  remarked  the  dealer  to  the  Furniture  Woi'ld, 
"was  two  inontlis  ago,  but  we  are  still  getting  en- 
(luiries." 


SPECIALIZING  IN  FELT  MATTRESSES. 

The  Ontario  Springs  Bed  &  Mattress  Co. ,  Ltd.,  London, 
Out.,  have  recently  installed  in  their  new  factory  on  York 
St.  the  latest  and  most  expensive  g-arnet  machinery  for 
manufacturing  all  grades  of  felts.  They  purpose  nqaking 
a  specialty  of  felt  mattresses  the  coming  season,  and  will 
be  in  a  position  to  supply  their  customers  first  hand,  the 
middleman's  profit  being  eliminated.  Their  "  Peerless  " 
and  "  Kmpress  "  grades  of  felt  mattresses  compare  with 
the  very  best  manufactured,  while  their  "  Our  Own"  and 
"  Royal  "  grades  are  deservedly  popular  with  the  trade. 

They  have  also  added  another  large  steel  press,  or 
filler,  to  the  mattress  department,  in  order  to  comply  with 
the  growing  demand  for  their  goods  along  this  line.  This 
will  increase  their  output  at  least  100  mattresses  per  day, 
so  that  their  customers  can  absolutely  rely  on  prompt 
shipment. 


If  the  price  tag  didn't  ;ittr;ict  the  f\e  so  strongly, 
we  might  be  able  to  discriininnlc  better  in  selecting 
furniture. 
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THE  COLONIAL  RUG. 

Seldom  is  the  power  of  simplicity  moi-e  forceful  than 
in  the  attractive  window  filled  with  Colonial  rugs,  says 
Bessie  L.  Putnam.  The  cool,  ro^stful  colors,  the  charm- 
ing designs,  and  the  ease  Avith  which  they  may  be 
handled  and'  cleaned  appeal,  while  the  low  cost  rend- 
ers them  accessible  to  the  humblest  home. 

Tiio  old  rag  carpets  of  our  grandmothers,  dazzling  in 
l)rilliant  colors  and  reflecting  much  hard  work  of  the 
maker  in  her  efforts  to  surpass  the  gay  stripes  of  a 
neighbor,  ha^'e  been  rejilaced  by  the  rugs  of  soft  col- 
ors. They  are  woven  Avith  white  warp,  the  latter  be- 
ing left  at  the  ends  to  tie  in  a  handsome  fringe.  The 
soft  olive  green  might  have  been  evolved  from  the 
tub  of  oak  bark :  and  the  dull  brown  or  dead  leaf  color 
lacks  the  brilliancy  of  the  tan  vat  when  the  dye  was 
fresh.  But  the  subdued  colors  will  prove  infinitely 
more  restful. 

The  scheme  is  simple ;  a  plain  color  for  the  main  part 
and  the  same  at  the  extreme  ends,  with  a  border  of 
a  foot  or  so  between  in  some  lighter  but  always  har- 
monizing hue.  And  now  comes  the  use  of  stencil,  al- 
ways in  th-e  simplest  patterns,  and  with  never  more 
tluiii  two  colors,  one  being  often  used.  Be  the  design 
a  quaint  Japanese  figure  or  a  sirnple  flower  and  foliage 
in  conventional  design,  the  effect  is  equally  pleasing. 
One  of  dull  green  may  show  two  or  three  strijies  of 
white  alternating  with  those  of  green,  or  the  old  twist- 
ed stripe  emphasizes  the  Colonial  effect. 

You  may  have  a  worthy  woman  in  your  own  town 
wild  will  be  delighted  to  furnish  .just  such  rugs.  This 
will  liei-,  and  it  Avill  help  you;  for  a  comprehen- 

.sive  exhibit,  Avell  announced  through  the  press,  is  sure 
to  attract  more  than  mere  admii-ing  glances.  Service 
is  suggested  on  terms  which  are  alluring,  and  the  home- 
inade  handiwork  is  sure  to  receive  the  attention  which 
it  deserves. 


MYSTERIOUS  MARK  IN  OLD  TAPESTRIES. 

The  Antiquarian  Comnnssioii  of  the  Cote  d'Or  in 
France  discussed  lately  a  minor  mystery  which  has 
puzzled  several  branches  of  trade  for  some  years  past, 
no  solution  being  offered.  What  the  society  wants  to 
know  is  the  meaning  of  a  cypher  resembling  in  shape 
Ihe  figure  four  (4),  often  found  on  or  near  the  selvage 
f)f  old  ta|)estries,  fjictures,  stained  glass,  tombstones 
and  in  old  l)ooks  where  it  is  evidently  a  printer's  mark. 

The  example  shown  at  the  meeting  was  a  reproduc- 
tion of  a  mark  found  in  an  old  church  at  Seurre  in  the 
''ote  d'Or,  where  it  is  placed  over  an  initial  G  of  an 
insf  ription  on  a  stained  glass  window.  The  mark  is 
widely  used  iji  })usiness  in  Cermany  and  France,  being 
lilaced  on  finished  works,  on  bills  and  on  signs,  but 
no  one  knows  its  signification. 

Dr.  Jourdin  advanced  the  theory  at  the  meeting  that 
it  was  the  sign  of  the  cross  made  without  lifting  the 
neneil.  To  this  theory  it  was  objected  that  such  a 
sign  would  be  tnore  likely  to  have  the  point  downward, 
])ut  Dr.  .jourdin  showed  among  the  many  examples  he 


had  ('oll(M-ted  that  the  earliest  specinu^nts  were;  made 
with  the  point  downward,  thus  giving  the  Christian 
sign  used  l)y  printers,  a  class  greatly  distrrtsted  by  the 
(Ihurch  at  one  time,  it  was  ])robal)ly  used  to  inspire 
( onfideuce  in  the  character  of  the  printed  matter. 


VICTIM  OF  BANDIT. 

J.  Roy  Syer,  traveller  for  the  Canadian  Carpet  and 
Comforter  ilanufacturing  (Company,  Toronto,  who  was 
one  of  the  passengers  on  the  Imperial  Limited  that  was 
held  up  by  a  lone  bandit  as  it  was  leaving  Vancouver, 
B.C.,  recently,  has  arrived  home. 

Mr.  Syer  was  one  of  the  "unfortunates  in  the  obser- 
vation car,  who  were  forced  to  give  up  their  money. 
Contrary  to  reports,  however,  he  saved  some  money 
which  w^as  stored  away  in  an  inside  pocket,  together 
with  his  watch. 

Over  seven  hundred  dollai's  in  all  is  said  to  have 
been  secured  from  the  one  car,  one  man  losing  $210 
and  another  $150. 


HOW  A  SALE  WAS  LOST. 

It  hardly  seems  necessary  to  call  the  attention  of  the 
average  window  decorator  to  the  fact  that  all  goods 
on  show  must  be  scrupulously  clean,  says  a  writer  in 
an  exchange,  yet,  while  standing  in  front  of  a  store, 
heard  comments  on  an  otherwise  attractive  Avindow 
display  that  caused  much  food  for  thought,  and  woidd 
have  caused  an  immediate  emergency  call  from  any 
member  of  the  firm  or  the  windoAV  trimmer  himself. 

In  the  instance  noted  there  was  a  really  attractive 
showing  of  rugs,  but  upon  going  to  the  Avindow  for  a 
closer  examination  the  goods  were  found  to  be  quite 
dirty  and  soiled. 

While  pausing  a  moment  to  study  the  Avindow  I 
noticed  Iavo  Avomen.  evidently  shoppers,  stop  for  a 
closer  inspection.  One  of  them  remarked  that  while 
the  rug  Avas  of  attractive  design  and  coloring,  and  the 
price  Avithin  her  means,  "It  Avould  take  a  vacuum 
cleaner  to  make  it  fit  for  home  use." 

Anxious  to  learn  whether  the  women  were  lookers 
or  buNcrs  the  writer  learned  that  one  of  the  women 
Avas  to  be  married,  and  with  the  older  one  was  making 
a  tour  of  the  various  stores  with  a  view  to  purchasing 
floor  coverings  for  the  ncAV  home.  There  Avas  no  lik- 
ing for  any  particular  store,  but  the  sight  of  that  soiled 
rug  in  the  Avindow  caused  them  to  pass  that  store  with- 
out even  entering  to  see  what  might  be  had  on  the 
inside. 

While  this  might  be  an  exc(q)tional  case,  the  chances 
are  even  that  the  store  would  have  had  the  benefit  of 
at  least  a  call,  and  had  their  salesmen  and  other  mem- 
bers of  their  selling  force  been  alive  to  their  oppor- 
tunities, as  the  emjiloyees  of  this  particular  store  are 
supposed  to  be,  the  name  and  address  of  the  ])rospec- 
tive  customer  could  have  been  secured  for  future;  cata- 
logues and  other  mail-order  A\fork.  The  store  and  the 
salesmen  that  take  advantage  oP  the  exceptional  case 
ar-e  the  ones  that  meet  with  permanent  success. 

The  )uan  Avho  was  responsible  for  placing  the  soiled 
rug  in  th(!  AvindoAv  Avould  not  take  money  from  the 
cash  drawer  of  his  emphiyer,  but  in  your  mind  Avas  he 
not  guilty  of  unintentionally  keeping  from  his  em- 
yiloyer  money  that  would  have  undoubtedly  found  its 
way  there? 


There  is  no  touch  so  profitable  as  knowing  how  to 
touch  the  public  fancy, 
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Higher  Prices  on  Brass  and  Metal  Beds 


The  beg'iiiniiio'  of  1913  .saw  a  rise  in  price  in  metal 
beds.  This  action  should  have  come  lon<>-  ayo,  but  was 
deferred  for  various  reasons,  chief  of  which  was  the 
keen  competition  among  makers  of  this  class  of  goods. 
One  manufacturer  was  afraid  to  ]mt  up  his  figures,  for 
fear  some  other  man  would  not  follow  suit,  and  thus 
capture  all  the  trade.  However,  now  that  most  manu- 
facturers have  raised  their  prices,  it  nuist  not  be 
thought  that  there  is  a  combine  or  "trust."  Such  isi 
not  the  case.  For  some  time,  every  manufacturer  of 
metal  beds  in  C'anada  has  wanted  to  increase  his  sell- 
ing price  but  has  been  afraid  to  take  the  initiative. 
On  Jan.  1,  one  of  the  largest  makers  in  this  country 
sent  out  notice  of  an  increase  in  prices,  and  when  some 
of  the  others  heard  of  this  they  were  only  too  glad  to 
follow  suit. 

Differences  in  Advances. 

The  extent  of  the  increase  varies  in  different  fac- 
tories. One  maker  has  made  an  average  advance  of 
five  per  cent,  on  all  lines,  while  on  some  of  his  better 
grade  stufi'  the  advance  figures  out  at  about  ten  per 
cent.  Anothei"  manufacturer,  however,  has  only  made 
a  very  slight  advance,  but  the  notices  he  has  sent  out 
regarding  this  contain  advice  to  the  effect  that  there 
is  almost  sure  to  l)e  another  rise  before  long.  He  pre- 
fers, for  reasons  of  his  own,  to  make  his  increases  small 
ones  but  to  make  them  frequently,  instead  of  putting 
M]i  the  price  all  at  once. 

The  principal  reason  for  the  advance,  of  course,  is 
the  rapidly  increasing  cost  of  all  raw  materials  that 
enter  into  the  manufacture  of  brass  and  iron  beds. 
For  the  past  six  months  everything  was  "going  up." 
Take,  for  instance,  these  figures :  Six  months  ago  iron 
angles  cost  $1.15  a  cwt.  To-day  they  are  $1.70.  Iron 
tubing  has  advanced  five  per  cent,  during  the  last  half 
year.  Pig  iron  that  was  as  low  as  $18  per  ton  is  now 
$22.50.  Coke  has  jumped  from  $5  to  $7  a  ton.  Round 
iron  that  sold  six  months  ago  for  $1.95  is  now  worth 
$2.15  per  100  pounds,  liedstead  trimmings  show  an 
advance  of  15  per  cent.  The  increase  in  the  price  of 
brass  has  caused  everything  in  the  solid  brass  line  to 
jnniii  up  anywhere  from  10  to  20  per  cent. 

The  Advances  in  Raw  Material. 

The  reason  raw  material  is  so  high  is  this.  Most  of 
this  stuff  is  imrcha.sed  in  the  United  States.  For  the 
past  few  years  times  over  there  have  been  dull.  After 
the  middle  of  last  year,  however,  l)usiness  in  all  lines 
picked  up  and  mills  began  to  get  busy.  Naturally, 
this  ])nt  prices  up.  The  demand  to-day  for  all  raw 
materials  used  in  the  manufacture  of  metal  beds  is 
greater  than  it  ever  ha.s  l)een.  Mills  are  running  to 
full  ca])acity  and,  in  some  cases,  are  having  difficulty 
in  filling  orders.  Ordei^  placed  to-day  could  not  be 
filled  for  six  months.  Canadian  bedstead  manufac- 
tui-ers  were  warned,  however,  that  this  coiulition  of 
att'airs  would  prevail  and  most  of  them  ai-e  well  sup- 
plied. Indications  are  that  present  conditions  will  ])re- 
vail,  and  it  is  certain  that  there  will  be  no  over-pro- 
duction of  the  materials  that  go  to  make  u])  a  metal 
bed.  In  view  of  this,  it  would  be  well  for  retail  furni- 
ture dealens  to  anticipate  their  needs  in  metal  beds,  f()r 
1913  i)romises  to  be  an  exceptionally  big  year,  and  if 
manufacturers  cannot  get  material  with  which  to  mak(! 
the  beds,  how  can  the  retailer  expect  delivery  when 

Yet,  in  spite  of  all  these  increases,  Caimdian  l)c(l- 
he  most  needs  the  goods? 


stead  manufacturers  allowed  their  i)rices  to  remain  the 
same.  The.v  have  been  losing  mone.v  on  some  lines  and 
making  very  little  on  others.  One  large  shipper  has 
been  selling  for  $2  an  iron  bed  that  cost  him  .$2.25  to 
turn  out.  No  firm  can  do  this  for  long  and  remain  in 
business,  so  there  was  only  one  course  left  open — ad- 
vance selling  prices.  As  stated  before,  this  would  have 
been  done  long  ago  were  it  not  for  the  foolish  com- 
petition. This  competition  exists  largel.y  to-day,  but 
manufacturers  are  endeavoring  to  correct  these  condi- 
tions ;  in  fact  they  are  forced  to  it.  If  things  went 
on  much  longer  the  way  they  have  been  for  some  time 
back,  there  would  not  be  a  metal  bed  manufacturer 
in  Canada. 

A  Lack  of  Backbone. 

"The  trouble  has  been,"  said  one  maker,  "that  Can- 
adian manufacturers  have  not  had  backbone  enough 
to  run  their  businesses  independeiitly.  We  have  all 
been  afraid  to  put  up  our  prices  for  fear  the  other 
fellow  would  undersell  us.  Such  a  policy  as  this 
among  Canadian  manufacturers,  in  view  of  the  rapid 
growth  taking  place  in  our  country  is  foolish.  We 
can  get  our  price  (and  the  retailer  can  get  his)  if  a 
stiff  upper  lip  is  kept.  People  are  coming  into  Can- 
ada in  droves.  The  first  thing  that  a  family  needs  is 
a  bed,  spring  and  mattress.  The  demand  for  these 
goods  is  equal  to,  if  not  ahead  of  the  supply.  This 
insures  the  fact  that  the  dealer  can  get  his  price.  The 
people  nnist  have  a  bed  and,  while  they  will  not  stand 
for  being  held  up,  the  retailer  will  not  have  to  cut  his 
I)i'ice  in  order  to  sell  the  goods." 

With  the  increased  selling  i)rice,  manufacturers  are 
improving  their  beds  in  various  ways,  which  will  aid 
the  retail  dealer  materiall.y  in  getting  a  higher  price 
than  he  has  received  hei'etofore. 


SERVICE  BRINGS  BUSINESS. 

You  can  do  it  a  little  better  the  next  time  you  try 
if  you  do  your  best,  says  The  Northwest  Trade.  It 
is  service  which  brings  the  business  to  you,  and  it  is 
service — the  best  of  service — which  makes  the  business 
permanent.  Buyers  are  more  independent  than  they 
once  were.  They  want  the  best  deal  the.y  can  get,  the 
maximum  quality  for  their  money,  courteous  treat- 
ment and  the  best  service  obtainable.  You  can't  de- 
pend on  prices  fixing  sales,  for  the  other  fellow  can 
sell  just  as  cheaply  as  .you  do,  so  the  competition  must 
be  regulated  to  a  large  extent  on  the  question  of  ser- 
vice given.  Unless  you  convince  people  that  you  offer 
more  in  these  respects  than  the  other  fellow,  the.y  are 
just  as  apt  to  stop  at  his  store  as  your  own.  If  they 
believe  there  is  any  advantage  in  trading  with  you, 
they  will  beat  a  path  to  your  place  of  business.  Estab- 
lish a  reason  in  the  minds  of  your  customers  why  they 
should  trade  at  your  place  of  business,  and  the  (|ues- 
tion  of  succes.s  is  solved.  You  want  more  business  this 
year  than  you  had  last,  but  have  you  figured  where  it 
is  to  come  from?  It  is  to  be  had,  an<l  it  is  for  you 
to  go  after  it.  Talk  your  goods  and  services  more 
effectively  and  make  your  patrons  more  welcome  to 
vour  store,  and  the  result  will  be  what  you  are  look- 
ing for. 


Iv  iSowiiia 
(jireeu. 


is    repoi'ted    |o    lijive   succeeded    C.  II 
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Sell  "IDEAL"  Felt 

When  a  customer  wants  a  hair  mattress  and  hasn't  got  the  price  it  is  a  good 
idea  to  tell  that  particular  customer  just  how  an  "  Ideal "  felt  mattress  is  made. 
The  processes  through  which  the  material  passes  are  very  interesting.  The 
raw  cotton  is  imported  in  bales,  f^irst  of  all  we  cleanse  it  by  passing  it 
through  a  duster  and  cleaner.  Then  it  is  passed  on  to  a  felting  machine. 
This  machine  has  a  number  of  large  rolls  or  "cards"  which  comb  out  the 
cotton  fibres  and  lay  them,  layer  after  layer,  on  top  of  one  another  until  a  thick 
sheet  of  fleecy  fehing  is  formed. 

This  felting  is  then  conveyed  to  the  Filling  machines. 

We  shall  suppose  in  the  meantime  a  case  has  been  made  in  the  Ticking  Room. 

This  case  is  fitted  over  the  end  of  the  filling  machine  and  the  felt  is  compressed 
and  forced  into  it  until  the  required  amount  is  contained. 

Mattresses  in  1913 


*  IDEAL  BEDDING  C 


o 
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Our  Travellers 

The  open  end  is  then  stiched,  closed  and  the  felt  case  transferred  to  the 
Finishing  Room.  The  case  is  here  inspected  and  if  it  is  O.K.,  is  bound, 
upholstered,  tufted  and  finished. 

Every  "Ideal"  mattress  is  hand  tufted.      This  insures  uniformity  through- 
out.   And,  on  the  best  grades  We  stitch  all  edges  b\)  hand. 

We  use  the  best  fine  arts  tickings  and,  altogether,  produce  the  most  comfort- 
able sanitary  and  attractive  felt  mattresses  it  is  possible  for  human  ingenuity 
and  the  most  modern  machinery  to  turn  out. 

That  is  why  you  may  have  every  confidence  in  selling  your  customer  an 
"  Ideal "  mattress. 

And  finally,  you  make  a  Handsome  Profit 
on  the  "  Ideal "  Line. 

Ask  our  traveller  for  full  information  about  "  Ideal "  felt  mattresses  next  time 
he  calls. 

Wai  TeD  You  Why 


10  JEFFERSON  AVENUE    -    TORONTO,  ONT. 

Branches  at  Winnipeg  and  Calgary 
Represenlatioes  at  Montreal,  Ottawa,  London,  Winnipeg,  Regina,  Calgary  and  Vancouver 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


One  Phase  of  the  Labor  Question 

A  prominent  furiiiture  manufacturer  reeenj:,iy  stated 
that  each  spring  he  had  c()nsideral)le  trouble  through 
some  of  his  bencli  hands  leaving  him  to  Avork  outside 
on  building  eonstruction.  He  continued  further  and 
said  tliat  this  trouble  was  not  found  among  the  more 
skilled  mechanics  but  with  those  who  had  smaller  jobs 
in  the  works.  In  his  opinion,  it  is  impossible  to  stop 
this  altogether,  for  you  cannot  compel  a  man  to  work 
at  a  bench  inside  if  he  prefers  the  free  open  air.  You 
can,  however,  refuse  to  give  him  a  job  if  he  comes 
hi\ck  to  you  Avhen  the  snow  begins  to  tiy.  But,  very 
oftiMi,  ;i  manufacturer  is  glad  to  get  the  help  that 
eome.s  to  him  at  the  beginning  of  the  winter,  and  will 
willingly  give  a  man  work.  But  men  who  can  work 
on  buildings  do  not  look  for  inside  jobs  in  the  same 
large  numbers  they  used  to.  The  time  was — and  not 
so  long  ago,  either — when  it  Avas  the  custom  among 
contractors  to  make  every  effort  to  close  m  their  jobs 
along  about  the  end  of  November,  when  actual  outside 
construction  work  Avas  supposed  to  cease  for  the  Avin- 
ter.  Not  so  noAvadays,  as  any  one  may  have  noticed 
that  Avork  goes  on  the  year  round  without  interrup- 
tion, except  perhaps  for  a  fcAV  days  of  very  severe 
Aveather.  '  These  changed  conditions  in  building  meth- 
ods are  more  apparent  in  the  larger  toAvns  and  cities 
Avhere  big  office  and  bank  buildings  are  going  up,  to 
say  nothing  of  the  large  apartment  houses.  In  most 
instances  the  sum  paid  for  the  land  on  which  these 
buil(ling.s  are  being  erected  Avas  tremendous.  So  the 
ownei-  urges  the  brick  and  concrete  contractor  to  keep 
busy,  and  unless,  as  already  stated,  the  Aveather  be- 
comes very  severe,  Avork  keejjs  going  all  Avinter. 

The  contractor  for  the  carpenter  work  is  keejiing 
y)aee  also  Avith  these  changing  conditions.  He  puts  up 
a  shop  I'ight  on  the  construction  ground  into  Avhich 
he  sometimes  puts  a  fcAV  AvoodAA'orking  machines  Avhieh 
he  runs  either  l)y  electric  power  or  gasoline.  This  en- 
ables him  to  keep  quite  a  numbqr  of  men  at  Avork  mak- 
ing frames  and  getting  out  other  Avoodwork  that  Avill 
be  requii-ed  as  the  brick  Avork  proceeds. 

The  ui)-to-date  contractor  of  outside  construction 
Avork  considers  the  coinfort  of  his  men,  these  tempor- 
ary Avorkshops  being  kept  warm  and  made  as  good  a 
place  to  Avork  in  as  a  man  could  Avish  for.  Usually 
he  engages  the  serAnces  of  a  good  general  machine 
hand  Avho  keeps  the  saAvs  in  condition  and  the  ma- 
chines j)ro|)erly  adjusted,  as  well  as  doing  the  most 
particular  i)art  of  the  Avork. 

With  these  efforts  being  made  to  add  to  their  com- 
fort, and  in  A'iew  of  the  fact  lhat  more  money  can  be 
earned  Avith  the  building  contractor,  many  men  prefer 
to  stay  Avith  him  tliroujiliont  the  Avinter. 

Experience  of  Manufacturers  in  Canada. 

The  Canadian  Furniture  World  Avrote  to  several 
furniture  manufacturers  for  their  vicAvs  regarding  this 
question,  and  received  some  interesting  replies. 

Baltz  Bros.  &  Co.,  Berlin,  Out.,  Avrit(!  regarding  the 
subject,  a.s  folloAVS:  "We  have  occjisionally  had  trouble 


with  some  of  our  bench  hands  leaving  us  to  go  on  out- 
side work  during  the  summer  months,  but  very  seldom. 
The  reason,  evidently,  is  that  they  cannot  stand  inside 
Avork,  and  take  advantage  of  any  opportunity  they  can 
to  Avork  outside.  We  do  not  think  that  it  is  impossible 
to  prevail  on  a  man  to  Avorl^:  inside,  Avhen  his  intentions 
are  to  work  outside  during  the  sunnuer  months.  We 
do  not  think  that  there  is  this  same  tendency  among 
Avorkmen  Avho  are  Avell  advanced  in  their  trade,  but 
that  it  is  more  noticeable  anuuig  men  Avho  are  poorly 

A  manufacturer  of  chairs  gives  his  views  as  folloAA'S: 
paid  on  inside  work." 

"Every  spring  sees  a  great  number  of  changes  in 
our  factory.  We  have  not  found  so  nuxny  changes  tak- 
ing place  in  the  bench  fiats  or  Avith  the  more  skilled 
mechanics;  the  changes  are  chiefly  anu)ngst  the  me- 
chanics of  lesser  skill  and  the  laborers. 

"We  believe  the  reason  for  so  many  changes  during 
April  and  May  is  partly  the  restlessness  that  takes  hold 
of  men  at  this  season,  and  partly  the  fact  that  the  la- 
borers especially  can  earn  more  money  outdoors  diu'- 
ing  the  summer  months. 

"We  cannot  say  that  we  argue  the  matter  Avith  them 
very  earnestly;  in  fact,  about  the  only  argument  that 
Ave  put  up  to  them  is  that  their  present  job  in  the 
factory  is  pernuinent  throughout  the  year,  Avhile  the 
outside  work,  though  offering  a  larger  rate  per  hour, 
is,  at  the  best,  for  not  more  than  two-thirds  of  the 
year,  and  much  of  this  period  is  broken  by  lost  time. 
But,  as  a  rule,  the  argument  does  not  have  much  effect, 
and  Ave  find  the  men  make  the  change  and  Ave  do  our 
best  to  fill  their  places." 

A.  EdAvards,  manager  of  the  Elmira  Interior  Wood- 
Avork  Co.,  Limited,  Elmira,  Ont.,  has  some  interestirg 
views  on  the  subject.    He  says : — 

"In  regard  to  any  difficulty  of  our  bench  men  leav- 
ing in  the  spring  to  work  outside  on  buildings,  Ave  have 
pretty  well  eliminated  that  trouble  by  several  things 
Avhich  Ave  have  endeavored  to  bring  al)Out.  Whenever 
we  have  had  an  application  for  a  i>osition  from  a  man 
who  Avants  a  job  for  the  Avinter,  Ave  invariably  turn 
him  down,  telling  him  Ave  have  no  such  positions  va- 
cant, and  explaining  in  a  few  words  that  we  do  not 
desire  to  teach  men  a  few  months  and  when  they  be- 
come useful  and  earning  something  for  lis  have  them 
leave  us  in  the  lurch  at  our  busiest  season  for  the  sake 
of  an  apparent  gain  for  a  few  months  outside. 

"Should  you  suspect  an  applicant  might  tr-eat  you 
that  way  it  is  better  not  to  engage  him  at  all.  How- 
ever, by  pointing  out  to  the  man  the  fact  that  wet 
days  and  other  drnwbacks  cut  the  api)arently  large 
Avages  down  a  considerable  degree,  and  using  other 
arguments  along  that  iinc,  you  may  obtain  a  valuable 
nu;chanic  aiul  a  good  Avorkman  who,  after  a  season's 
trial,  will  })e  convinced  that  a  steady  jol)  day  in  and 
day  out,  rain  or  sliine,  is  far  better  than  taking  chances 
outside. 

Treat  Men  as  Men. 

"The  ])est  way  for  an  employer  to  hold  his  men  is 
to  treat  them  as  men.    It  is  not  necessary  to  be  fam- 
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iliar  with  them  socially,  hut,  as  a  factory,  do  all  yon 
can  to  make  it  ])leasant  for  yonr  employees,  in  good 
sanitary  arrangements,  cleanliness,  good  light  and 
heat,  and  paying  decent  wages,  with  a  general  appre- 
ciation of  their  services  as  workmen  making  money 
for  your  firm.  Take  an  interest  in  their  outdoor  sports 
or  other  ujilifting  amusements.  An  employer  who  can 
make  of  his  establishment  a  place  where  workmen 
want  to  obtain  a  position  because  of  decent  treatment 
and  appreciation,  will  never  be  much  troubled  with 
men  leaving  in  the  spring  or  any  other  time,  unless, 
of  course,  as  occasionally  happens,  men  go  to  positions 
at  wages  you  cannot  afford  to  pay  in  that  particular 
line.  Even  then  make  a  phint  to  wish  that  employee 
well.  He  is  doing  nothing  wrong  in  trying  to  improve 
his  condition.  Often  that  same  employee  will  come 
back  and  make  one  of  your  best  men — after  his  lesson. 

"In  our  factory  this  year  we  have  introduced  a  sys- 
tem of  giving  each  man  a  good  holiday  during  the 
summer  months  (a  few  at  a  time)  without  deduction  of 
pay.  This  is  based  on  the  length  of  time  a  man  has 
lieen  with  us.  We  believe  in  doing  this  as  it  has  been 
greatly  appreciated  by  our  men  and  will  stimulate 
them  to  better  service.  But  more  particularly  it  will 
hold  them  with  a  feeling  of  loyalty  to  our  interests 
probably  as  well  as  anything  we  could  have  done. 

"A  word  to  employers.  Treat  your  employees  well. 
Don't  take  on  professional  grnntlers  and  unsteady 
men,  and  your  factory  will  be  overrun  with  appli- 
cants, and  you  will  find  no  trouble  with  men  going  out 
to  the  uncertainties  of  the  building  trade  in  the 
spring. ' ' 

An  exceedingly  good  view  on  the  situation  is  ex- 
pressed by  one  of  Toronto's  largest  manufacturers. 
He  brings  out  points  none  of  the  other  makers  have 
brought  to  light  and  says: — 

Train  Up  Young  Men. 

"I  believe  that  all  furniture  manufacturers  have 
more  or  less  trouble  in  connection  with  losing  a  num- 
ber of  their  men  when  the  building  season  opens  up. 
AH  men  employed  by  planing  mills  and  building  trades 
are  affiliated  with  strong  union  organizations  in  each 
city.  These  organizations,  to  a  large  extent,  are  local, 
therefore  they  are  only  of  interest  to  the  particidar 
city  or  town  where  they  are  organized.  As  all  Iniild- 
ers  and  planing  mill  men,  in  the  same  city  or  town, 
have  to  pay  the  same  wages,  they  are  in  competition 
with  one  another  under  the  same  conditions.  Therefore 
higher  wages  are  not  a  detriment  as  far  as  capital  is 
concerned,  and  it  merely  helps  to  raise  the  cost  of 
living.  The  contractor  merely  bases  his  price  on  what 
he  or  his  competitors  have  to  pay  for  labor,  and  for 
this  reason  no  determined  effort  has  ever  been  made 
to  fight  the  claims  of  the  union  for  an  advance  from 
year  to  year.  As  a  furniture  manufacturer  has  to  com- 
pete with  all  sections  of  Canada,  and  with  manufac- 
turers all  over  the  world,  they,  of  lu'ce.ssity,  must  limit 
the  wages  paid,  otherwise  they  would  be  forced  to 
close  down  their  factories.  While  there  is  no  organi- 
zation amongst  the  furniture  manufacturers  as  to  what 
wages  should  be  paid,  an  organization  of  this  kind 
v.'ould  be  beneficial,  so  that  they  could  determine  on 
a  fair  wage  to  pay,  taking  into  consideration  the  com- 
petition from  other  countries.  Of  eoiarse  United  States 
factories  can  manufacture  goods  at  a  less  cost  than 
ranadian  factories.  The  two  maiti  reasons  for  this  are 
that  thev  specialize,  having  an  immense  population  to 
cater  to,"  and  they  have  a  cheaper  class  of  labor;  this 
labor  to  a  large  extent  is  foreign.  We  might  call  them 
the  scum  of  Europe.   They  live  on  a  very  much  lower 


scale  than  do  our  Canadian  mechanics,  and,  as  the 
majority  of  them  are  hard,  steady  workers,  factories 
that  employ  such  help  can  |)roduce  goods  cheaply. 
While  this  is  true,  it  would  be  a  step  backward  to  in- 
troduce such  labor  into  Canadian  factories,  and  as  long 
as  we  have  the  protection  of  30  per  cent,  our  Canadian 
factories  can  afford  to  pay  a  little  more  than  they  do 
in  the  United  States  for  the  producticm  of  their  goods, 
and  still  undersell  the  imported  article. 

"In  further  reference  to  building  trades,  there  is, 
of  course  a  reason  why  carpenters,  machine  men  and 
painters,  who  work  in  planing  mills,  or  for  contract- 
ors, get  higjier  wages.  It  is  a  fact  that  the  average 
man  gets  work  only  from  eight  to  nine  months  each 
year.  The  painters,  during  the  winter,  try  to  get  posi- 
tions as  varnishers,  and,  in  some  cases,  the  carpenters 
and  machine  men  get  employment  in  furniture  factor- 
ies, and  when  the  spring  opens  up,  they  go  hnv.k  to 
their  old  employment  at  higher  wages.  The  only  way 
for  furniture  manufacturers  to  remedy  this  is  not  to 
employ  men  who  are  connected  with  the  building 
trades,  unless  they  can  be  assured  that  they  will  work 
all  the  year  round  for  the  factory  that  gives  them  em- 
ployment during  the  winter  months.  It  would  be  more 
profitable,  where  a  shortage  of  help  exists,  to  train  up 
young  men  to  the  furniture  industry,  instead  of  taking 
on  men  from  the  building  trades." 


WOODSTOCK'S  NEW  MAYOR. 

J.  B.  McBeath,  manager  of  the  Woodstock  branch 
of  the  Canada  Furniture  Manufacturers,  Limited,  was 
elected  Mayor  of  Woodstock  for  1913.  When  nomin- 
ations opened  two  other  candidates  opposed  IMr.  Mc- 

 — ^ 


.John  (;.  McHiCATii 
Mnyor  Elect  of  Woodstock 

Heath,  but  these  later  withdrew  and  he  was  elected  by 
acclamation. 

Mr.  ]\IcBeath  is  an  Englishman  by  birth,  having  first 
seen  the  light  in  Bath.  Aat  an  early  age,  he,  with  his 
parents,  came  to  Canada,  locating  in  Toronto  in  1853. 
Seven  years  later  he  went  to  Woodstock,  and  has  been 
a  continuous  resident  of  that  city  ever  since. 

He  ha.s  had  a  long  experience  in  the  furniture  trade 
and  i§  kpowp  ty  mdnnfacturers  all  over  the  country. 
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lu  1S7G  he  became  an  employee  of  the  Hay  Company, 
and  has  remained  with  the  business  under  successive 
owners.  The  Andereon  Company  and  the  Canada  Furn- 
iture Manufacturers. 

His  career  in  the  municipal  field  has  been  a  long  and 
useful  one.  and  should  stand  him  in  good  stead  when 
he  is  occupying  the  chair.  In  1906  he  was  elected  an, 
alderman  of  the  city,  and  has  continuously  served  in 
tliat  capacity.  He  was  chairman  of  the  Industrial  Com- 
mittee, chairman  of  the  Parks  Committee  (before  the 
commission  was  appointed),  and  for  the  past  three 
years  has  been  chairman  of  the  Finance  Cpmmittee. 
During  his  whole  municipal  service  he  has  been,  also, 
a  manager  of  the  Charity  Committee. 

For  the  past  four  years,  Mr.  McBeath  has  been 
strongly  urged  to  run  for  the  Mayoralty,  the  Council 
members  promising  that  he  would  not  be  opposed  by 
them.  Mr.  McBeath,  however,  has  steadily  refused  the 
honor,  until  the  election,  when  he  was  induced  to  try 
for  the  Chief  Magistracy  by  a  general  demand. 


WEBER'S  ELECTION  DAY  EXPERIENCE. 

jMonday,  January  6,  was  election  day  in  Berlin  and 
Waterloo,  and  E.  O.  Weber,  manager  of  the  Waterloo 
Furniture  Co..  ordered  a  new  suit  and  overcoat  from 
his  favorite  taUor. 

No,  it  wasn't  an  election  bet.  The  fact  is  that  Mr. 
AVeber  took  his  first  lesson  in  aeroplaning,  but  instead 
of  "hitching  his  wagon  to  a  star"  he  used  a  skittish 
grey  mare,  and  when  the  motive  power  took  a  sudden 
turn  seating  became  insecure  in  his  cutter  and  Weber 
and  his  red-headed  companion  headed  for  Mother 
Earth,  Weber  landing  on  his  dinner  in  the  middle  of 
a  muddy  and  slushy  roadway. 

History  doesn't  relate  what  would  have  happened 
if  the  2f>0-pound  passenger  had  landed  in  a  like  man- 
ner, but  it  does  record  that  Weber  was  game.  Though 
he  didn't  particularly  fancy  being  a  human  muck- 
raker  he  saw  some  school  children  ahead  and  pluckily 
held  to  the  "ribl)ous"  until  a  path  half  a  block  long 
had  been  carved  in  the  roadway  and  the  runaway  was 
halted. 

Next  time  you  meet  Mr.  Weber  ask  him  to  tell  you 
the  story  of  the  red-headed  girl  and  the  "White 
Horse."  He'll  buy  the  cigars  or  buttermilk  even  if  it 
does  take  the  margin  of  profit  off  a  few  "  Monimakers. " 


FRENCH  METHOD  OF  SEASONING  TIMBER. 

A  novel  electrical  method  of  treating  timber  is  said 
to  have  given  striking  results  in  France,  and  to  have 
changed  the  greenest  wood  into  perfectly  seasoned 
material.  A  watertight  tank  of  suitable  size  is  re- 
quired. The  timber  is  i)iled  on  a  large  lead  plate  at 
the  bottom  until  the  tank  is  full,  when  a  second  lead 
plate  is  placed  on  top  of  the  pile  and  connected  to  the 
negative  pole  of  a.  dynamo,  the  bottom  connected  to 
the  positive  pole.  The  space  around  the  timber  is  then 
filled  with  a  solution  containing  5  per  cent,  of  rosin, 
10  i)er  cent,  of  borax  and  a  trace  of  carbonate  of  soda. 
On  turning  on  the  current,  it  passes  from  plate  to  plate 
through  the  wood,  driving  out  the  sap,  and  the  rosin 
and  borax  takes  its  j)lace  in  the  cells  and  interstices. 
This  process  being  completed  the  timber  is  taken  out 
and  dried,  when  it  is  ready  for  use. 

When  carved,  the  article  is  usually  stained  a  uni- 
form black  by  an  alum  preparation,  then  waxed  with 
a  preparation  of  wood  oil  and  blacking  and  polished, 
or  sometimes  finished  with  a  special  f)reparation  of 
Ningpo  varnish.    Foreign  oils  and  varnish  are  some- 


times used  for  special  purposes,  but  as  a  rule  only 
native  materials  are  employed.  Of  late  a  demand  has 
gi'own  for  the  furniture  in  natural  dark  red  of  the 
wood,  furniture  nearer  real  and  likely  to  become  more 
popular  as  it  becomes  better  known.  A  strong  de- 
mand is  gi'owing  for  furniture  manufactured  from  this 
wood  on  plainer  lines  and  to  some  extent  for  settees 
and  chairs  in  Chinese  styles.  The  popularity  of  the 
furniture  on  the  whole  seems  to  be  increasing,  although 
there  has  been  no  material  change  in  average  volume 
of  shipments.  The  high  cost  of  this  furniture  in  the 
Unitecl  States  by  the  time  freight  and  duty  are  paid 
seems  to  be  the  chief  factor  against  its  more  general 
use. 


GOLD  MEDAL  COMPANY'S  NEW  FACTORY. 

The  Gold  Medal  Furniture  Manufacturing  Company 
some  time  ago  purchased  a  factory  in  Uxbridge,  Out., 
three  storeys,  200  x  50 ;  also  some  outside  buildings  for 
storage  purposes.  They  have  built  a  large  new  kiln 
and  equipped  the  factory  throughout  with  the  very 
latest  machinery.  As  a  parlor-frame  factory  it  will 
be  one  of  the  most  modern  and  up-to-date  on  this  con- 
tinent. They  made  a  start  on  the  6th  of  this  month 
and  they  expect,  within  ten  days  from  that  time,  tO; 
have  all  the  machines  in  full  operation.  They  have 
employed  about  seventy-five  men,  but  from  week  to 
week  this  number  will  be  gradually  added  to  until 
they  are  running  to  the  full  capacity  of  their  factory, 
which  will  take  about  one  hundred  and  fifty  employees. 
The  Gold  Medal  Furniture  Manufacturing  Co.  call  this 
their  No.  5  factory  which  they  have  in  operation.  With 
this  large  addition  to  their  former  equipment,  they 
will  be  able  to  take  care  of  their  customers  and  ship 
orders  promptly. 


GENDRON  TRAVELLERS  OUT. 

Travellers  representing- the  Gendron  Mfg.  Co.,  Toronto, 
have  started  out  on  the  road  again  with  a  full  line  of 
samples.  The  Gendron  line  includes  some  new  wooden 
body  carriages,  painted  in  different  colors,  and  some  new 
reed  body  carriages.  The  firm  has  a  large  sample  room 
at  their  Toronto  works,  and  out-of-town  furniture  dealers 
are  at  all  times  welcome  to  call. 


TRAVELING  BAG  FOR  MR.  EDWARDS. 

The  employees  of  the  Interior  Woodwork  Company, 
Elmira,  Ont.,  the  other  day  presented  Mr.  A.  Edwards, 
the  manager,  with  a  handsome  traveling  bag. 

"  During  the  few  years  you  have  been  with  us  in  the 
capacity  of  manager,  "said  a  clause  in  the  address,  "which 
have  been  pleasant  years  to  us,  and,  we  believe,  profitable 
to  the  company,  we  have  learned  to  look  up  to  you  as  a 
man. " 

Referring  to  the  presentation,  the  Elmira  Signet  says  : 
"This  incident  shows  that  even  in  these  strenuous  times 
it  is  possible  to  run  a  business  successfully  without  treat- 
ing the  hands  as  though  they  were  machines  for  turning 
out  the  work." 


Cashier — "But  there  is  not  a  cent  here  to  pay  this 
cluM^k  of  yours." 

Fair  Customer — "I  am  glad  that  you  have  confessed. 
If  your  bank  is  hard  as  that,  you  can  give  me  what 
m(mey  I  have  here  and  I  will  take  my  account  to  a 
safer  institution." 


January,  1913. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


39 


Knobs  of  News 


The  Citv  Furniture  Co.,  Vancouver,  B.C.,  has  sold  out. 

G.  S.  Wilson.  Norwich,  Ont.,  is  closing  out  his  fur- 
niture department. 

Miller  Harris,  furniture  dealer,  Sackville,  N.B.,  re- 
cently suffered  fire  loss. 

The  Cape-Fletcher  Furniture  Co.,  Limited,  has  been 
incorporated  at  Saskatoon,  Sask.  Capital  stock, 
*1 00,000. 

Gallaher  &  Charbonneau,  furniture  manufacturers, 
^lontreal,  have  dissolved  partnership,  Alf.  Gallaher 
contijiuing. 

R.  H.  Williams,  furniture  dealer,  Regina,  Sask.,  was 
a  recent  vivsitor  to  tlie  show  rooms  of  the  Toronto 
Furniture  Company. 

The  Saskatchewan  Gazette  contains  notices  of  the 
incorporation  of  the  Dominion  Furniture  Co.,  at  Moose- 
jaw,  Sask.    Capital  stock,  $40,000. 

J.  Alex.  Carignan  &  Cie,  furniture  dealers.  Three 
Rivers,  Que.,  have  dissolved.  T.  A.  Carignan  and  J. 
II.  Carignan  have  been  registered. 

T.  E.  Simpson,  Limited,  is  the  name  of  a  concern 
recently  incorporated  for  the  manufacture  of  church 
and  office  fittings.   Head  office  Sault  Ste.  Marie,  Ont. 

A  new  furniture  manufacturing  concern,  known  as 
Lindsay  Library  and  Office  Fittings,  Limited,  Lindsay, 
Ont.,  has  been  incorporated.  Several  Newmarket,  Ont., 
men  are  behind  the  concern. 

Percy  Brown,  of  the  Waterloo  Furniture  Co.,  and 
G.  A.  Gruetzner,  manager  of  the  Hespeler  Furniture 
Co.,  Limited,  spent  the  two  or  three  days  following  the 
ut'w  year  at  the  Grand  Rapids  Furniture  Exhibition. 

A  convention  of  the  various  state  and  local  furni- 
ture associations  will  be  held  in  the  New  York  Furni- 
ture Exchange  on  Tuesday,  January  28th,  1913,  during 
the  progress  of  the  Furniture  Exposition.  It  is  hoped 
that  every  dealer  who  contemplates  visiting  New  York 
in  the  near  future  will  make  an  effort  to  be  present 
at  the  convention,  as  many  matters  of  vital  interest 
will  b'^  taken  u]i,  among  them  the  question  of  existing 
adverse  legislation  and  the  need  of  proper  legislation 
in  the  various  states. 


DELIVERY  FURNITURE. 

One  of  the  most  imi)()rtaiit  details  of  the  furniture 
business  is  the  delivei\y  of  goods,,,  but  is  is  not  so  re- 
garded by  a  large  number  of  dealers  who,  perhaps 
from  oversight,  have  allowed  their  delivery  service  to 
degenerate;  into  a  slipshod,  haphazard  affair,  as  if  they 
thought  any  old  way  was  good  enough,  so  long  as  the 
goods  got  to  their  destination. 

A  furniture  dealer  who  is  satisfied  with  sindi  a  ser- 
vice is  missing  a  good  chance  to  popularize  his  store 
at  very  little  expense.  The  thing  to  do,  suggests  an 
exchange,  is  to  hire  a  driver  who  has  a  presentable  ap- 
pearance, and  who  can  be  civil  and  obliging  when  he 
calls  with  till'  load.  Let  him  understand  that  you  ex- 
pect him  to  i)ut  the  furniture  exactly  whore  the  cus- 
tomer wants  it,  and  if  need  be,  move  some  of  the  other 
pieces  around  to  make  room  for  the  new.     Let  him 


'.nve  a  final  inspection  to  the  drawers  and  castors,,  etc., 
before  he  leaves,  and  never  fail  to  leave  one  of  your 
cards  with  the  owner,  with  a  request  to  let  you  know 
if  anything  is  amiss. 

Such  a  man  is  a  jewel,  and  if  you  haven't  got  one 
like  him,  be  sure  you  find  one,  for  he  can,  if  he  is  the 
right  sort,  bring  i^denty  of  business  to  your  store. 


VALUING  THE  STORE  AND  STOCK. 

When  you  have  grown  weary  of  the  business  of 
merchandizing,  when  the  lumbago  hits  you  and  green 
fields  and  a  little  garden  plot  hold  a  restful  meaning 
to  your  tired  eyes,  you  will  look  around  for  someone 
to  take  the  load  from  your  shoulders  and  leave  good 
round  dollars  in  exchange  for  your  business. 

With  most  merchants  the  time  of  selling  is  vague 
and  indefinite.  They  know  in  a  hazy  way  that  they 
will  sell  some  time,  but  never  have  conducted  their 
business  in  a  way  to  attract  a  possible  investor.  It  is 
not  infrequent  that  we  learn  of  mercliants  who  have 
reaped  considerable  returns  from  their  business,  and 
yet  who  are  unable  to  dispose  of  the  business  at  a 
fair  price,  says  the  Cincinnati  Trade  Review. 

It  is  notable  that  the  largest  percentage  of  mer- 
chants can  demand  no  bonus  for  their  accumulated 
trade.  Neither  will  the  investor  assume  outstanding 
accounts  at  any  figure.  One  would  decide,  then,  that 
the  sale  of  stock  and  fixtures  .should  bring  the  regular 
invoice  price.  This  is  seldom  the  case.  The  buyer 
generally  secures  an  invoice  man  from  the  jobbing 
house  and  the  result  of  this  stocktaking  is  invariably 
much  lower  than  the  i)rivately  conducted  invoice.  The 
merchant  who  believes  he  has  a  $5,000  stock,  generally 
wonders  at  the  invoice  statement  of  $4,500.  Many 
merchants  are  unable  to  sell  outright.  Their  exten- 
sive credit  accounts,  trading  stamps,  old  stock  com- 
petition, cut  prices  and  inefficient  clerks  are  all  scanned 
by  tile  investor  who  passes  the  store  up  as  a  bad  risk. 

No  merchant  can  determine  as  to  when  he  will  wish 
to  sell  his  store.  He  must  conduct  it  in  such  a  man- 
ner as  will  attract  the  investor  and  eliminate  the  fea- 
tures that  render  it  undesirable.  Arrange  and  man- 
age your  store  as  if  you  were  to  show  it  to  a  prospec- 
tive customer.  Thus,  some  day,  you  will  sell  it  with- 
out effort,  or  rather,  it  will  sell  itself.  And  if  you  do 
not  sell,  the  plan  of  conducting  your  store  for  the  eyes 
of  the  buyer  will  gain  for  it  the  approval  of  the  cus- 
tomer and  self-satisfaction.  Study  Avell  the  question: 
Will  your  store  sell? 


TRADE  JOURNALS  READ  FOR  BUSINESS 
REASON. 

By  R.  R.  Shuman 

The  advertising  nf  trade  journals'  pages  are  not 
something  ta(d<e<l  on,  ])urely  for  the  publishers'  rev- 
enue, as  in  the  case  of  tlic  ])opiilar  media,  but  form  part 
of  the  value,  part  of  the  news-interest,  and  are  read 
often  more  carefully  than  the  text. 

The  eyes  that  read  those  pages  are  the  eyes  of  the 
employing  few.  not  the  employed  multitude.  They  are 
eyes  that  direct,  not  tlio.se  that  obey. 

The  buying  j)ower  of  five  thousand  readers  of  the 
average  trade;  pa])er  is  greater  than  that  of  five  hun- 
dred thousand  readers  of  the  average  consumer  med- 
ium. And  the  advertiser  should  avail  himself  of  the 
l)ri\i!('ge  of  winning  the  acquaintance  and  the  confid- 
ence of  these  men  tliroiigh  their  own  business  journals. 


Solid  Copper,  Electro  Copper  and  Bronze,  Interchangeable 'Linings 


B 


EGIN  Nineteen  Thirteen  right  by  sending  us  an  order  for  one  of  our  Interchange- 
able Metallic  Linings.   No  up-to-date  Funeral  Director  should  be  without  one. 


By  placing  one  of  our  Bronze  Metallic's  in  a  cheap  cloth  covered  Casket,  you 
have  something  that  will  take  the  place  of  a  steel  vault  at  considerable  less  cost,  and 
will  meet  the  Government's  regulations  as  to  shipping  bodies  to  any  part  of  the  world. 
They  are  hermetically  sealed,  which  makes  them  perfectly  air-tight,  water-proof  and 
vermin-proof. 

We  carry  the  following  kinds  in  Hamilton  and  at  our  Winnipeg  Branch  : 

METALLIC  LININGS 

Bronzed  Metallic  Lining,  octagon  end,  half  glass. 
Bronzed  Metallic  Lining,  elliptic  end,  half  glass. 
Bronzed  Metallic  Lining,  square  end,  half  glass. 
Bronzed  ,  Metallic  Lining,  extra  or  mammoth  sizes. 

Solid  Copper  Polished  Metallic  Lining,  elliptic  end,  with  full  bevelled  glass. 
Electro  Plated  Top,  octagon  and  square  end,  with  half  glass. 


//  you  haven't  yet  tested  the  quality  of  our  goods  and  enjoyed 
the  prompt  service  we  give  our  customers  send  us  a  trial  order 
and  We'll  surely  convince  you.       .        .        .        .  . 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Phone  517  Hamilton  and  Winnipeg 

All  Hours — Day  and  Night  Canada 


January,  1913. 
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Undertakers'  Department 


Problems  affecling  the  Underial^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    news  of  the  profession  throughout  Canada. 


Permanent  Preservation'' 

By  H.  S.  Eckels,  Ph.G. 

Nothing  gets  on  my  nerves  quite  so  emphatically  as 
to  have  a  lecturer  or  writer  n]ioii  embalming  start  away 
back  in  the  time  of  tlie  Pliaraohs  and  begin  to  explain 
all  of  the  details  of  the  ancient  Egyptian  methods  of 
preserving  the  dead  human  body.  Perhaps  this  is  be- 
canse  I  have  heard  it  so  often.  Perhaps  it  is  because 
ninety-nine  out  of  every  hundred  writers  on  the  sub- 
ject figuratively  toss  their  heads  over  their  shoulders 
and  emit,  at  least,  casual  references  to  the  mummy. 
Yet.  after  all,  it  is  well  for  us  to  remember  that  the 
the  fact  that  our  museums  are  full  of  mummitied  bod- 
the  fact  that  ourmusenms  are  full  of  mummitied  bod- 
ies and  that  every  archaeological  expedition  adds  still 
others  of  Egypt's  rulers  to  the  gruesome  list.  It  is 
only  by  keeping  this  fact  in  mind  that  we  may  bring 
ourselves  to  realize  what  the  public  expects  when  we 
talk  of  embalming.  They  imagine  it  means  the  ab- 
solute and  permanent  ])reservation  of  the  body.  They 
fancy  that  the  work  of  the  undertaker  of  the  Twen- 
tieth Century  will  end\ire  throughout  the  ages  as  has 
the  Avork  of  the  ancient  Egyptians. 

Why  not  give  them  that  kind  of  work?  We  can — 
and  better  than  they  even  dream  of — if  we  will.  Sifted 
down  to  the  last  analysis :  To  do  so  is  simplicity  itself, 
much  as  manv  even  jirogressive  undertakers  may  doubt 
it. 

To  i)erman('ntly  pi-eserve  the  body  means  the  abso- 
lute destrnctidii  of  the  germs  of  decomposition  and  de- 
cay. To  accomplish  tliis  we  have  but  to  saturate  every 
particle  of  the  tissue  with  a  standard  embalming  fluid. 
This,  to  be  sure,  is  not  as  simple  as  it  seems.  All  of 
the  standard  fluids  do  not  possess  sufficient  penetrative 
power  to  accomplish  this  purpose.  All  of  them  do 
possess  it  in  sufficient  degree  to  at  least  temporarily 
hold  the  putrefactive  germs  in  submission,  in  other 
words,  to  give  temporary  preservation. 

I  believe  that  absolute  penetration  and  com|)lete 
saturation  can  be  obtained  oidy  by  the  use  of  a  fluid 
whose  base  is,  or  which  contains,  a  very  large  propor- 
tion of  some  such  penetrating  chemical  as  peroxide  of 
hydrogen.  I  believe  this  because  I  have  made  many 
tests  which  seem  to  me  to  furnish  a  reliable  basis  for 
mv  conclusions.  I  have  made  them  not  only  with  a 
peroxide  of  hydrogen  fluid  but  with  raw  formalde- 
hyde fluids  as  well.  Sui)erficial  preservation  is  easily 
oi)tained  with  a  raw  formaldehyde  fluid,  but  to  inject 
a  sufficient  quantity  to  secure  even  temporary  preser- 
vation is  almost  certain  to  be  fatal  to  cosmetic  effect. 

The  public  are  growing  to  know  more  and  more 
about  embalming  year  by  year.  They  are  beginning 
to  realize  that  while  there  are  many  enibalmers  who 
are  willing  to  take  the  time  to  do  good  and  careful 
work,  there  are  many  who  do  not  and  will  not. 

We  have  a  knowledge  of  embalming  extendmg  l)ack 

^hiTis  the  first  of  a  series  of  three  articles  on  this  subject  which  will 
appear  in  Tlie  Canadian  Furniture  World  and  the  Undertaker. 


some  six  thousand  years.  We  know  that  there  was  a 
process  for  taking  care  of  the  remains  of  the  dead  six 
thousand  years  ago.  I  have  read  and  studied  this 
history  carefully  and  emphatically  state  that  at  no 
time  during  these  sixty  centuries  has  as  good  embalm- 
ing been  done  as  we  are  doing  to-day — and  we  can  do 
still  better.  We  have  added  features  which  the  em- 
balming of  six  thousand  years  ago  could  not  possibly 
have  possessed,  cosmetic  effect,  for  instance.  We  are, 
however,  far  to  prone  to  lose  sight  of  the  fact  that 
permanent  preservation  is  quite  as  essential  a  part  of 
our  work  as  it  was  of  the  work  of  the  ancient  Egyp- 
tians. There  was  a  religious  reason  for  the  thorough- 
ness of  their  preservative  methods.  While  such  super- 
stition no  longer  prevails  and  we  are,  therefore,  robbed 
of  this  incentive  to  do  good  work,  there  is  a  compell- 
ing motive  for  us  to  give  the  public  what  the  public 
expects. 

If  we  have  made  progress  during  the  i)ast  five  or  ten 
or  twenty  years,  we  can  make  just  as  much  more'  pro- 
gress during  the  next  five  or  ten  or  twenty  years,  but 
we  must  strive  along  the  line  of  educating  the  people 
to  such  a  point  that  they  will  demand  what  we  know 
it  is  possible  for  us  to  give.  Unless  Ave  have  this  im- 
pelling demand  our  progress  as  a  profession  is  doomed 
and  Ave  soon  will  be  at  a  standstill. 

Permanent  preservation  ai)peals  to  me  as  the  ]n-oper 
thing  to  attain  })y  embalming.  It  should  appeal  to 
each  of  us.  We  must  feel  that  Ave  are  Avorking  for 
that  thing  and  carry  that  conviction  by  our  attitude 
and  by  our  conversation.  And  to  carry  that  convic- 
tion to  our  hearers,  Ave  must  have  it  ourselves,  have  it 
backed  by  the  most  exact  knoAvledge  of  Avhat  we  have 
done  and  AA-hat  the  results  of  our  Avork  must  be.  There 
is  no  question  of  doubt  but  that  l)y  the  destruction 
of  the  germs  that  caused  the  sejiaration  of  the  elements 
of  the  body,  the  process  Avhich  avc  call  decomi)osition, 
that  the  l)ody  can  be  as  Avell  ])reserved  by  scientific 
methods  as  the  surface  tissues  of  the  animal  Avhicli 
Ave  tan  into  leather  and  Avhich  Ave  Avear  upon  our  feet. 

Permanent  preservation  can  be  accomplished  by  good 
embalming,  and  I  Avant  to  outline  good  embalming: 
(rood  embalming  is  the  injection  of  a  thoroughly  jiene- 
trating,  (lisinfe(!f ing  fluid  into  the  dead  human  body 
by  means  of  the  arterial  circulation,  for  the  ])urpose  of 
bringing  that  medium  info  contact  with  tlie  tissues 
throughout  the  entire  body.  This  is  jxissiiile  only  by 
the  proix'i-  injection  of  the  proper  iliiid  during  the  pro- 
per draining  of  the  t)lood. 

A  few  days  ago  an  undertaker  asked  me.  "When  do 
you  use  a  trocar,  before  the  injection  or  do  you  Avait 
until  afterAvard,  to  stick  it  into  the  heart  .'" 

"I  do  not  use  it  at  all."  I  told  him.  I  knoAV  that 
ten  years  ago  I  taught  the  use  of  the  trocar,  and  so 
did  every  othei-  man  Avho  demonstrated  teach  the  use 
of  the  trocar  and  insti-ucl  liis  iMii)ils  how  to  stick  it 
into  the  body. 

Why  did  I  teach  it?  Recause  that  Avas  the  Avay  that 
I  Avas  taught  and  I  thought  that  if  was  the  thing  Avhich 
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Evel  Quality  Caskets 


are  all  the  name  implies 


No.  418  "C"  Panel  Shrine  Design  16D40 


OUR  "C"  shrines  are  made  to  work  automatically.     The  sides  control  the 
action  of  the  roll  end,  which  is  thrown  out  or  tightly  closed  when  the  sides 
are  lowered  or  raised.     There  is  no  chance  for  confusion  or  delay  when 
closing  the  casket  at  the  final  moment,  and  any  feature  which  helps  to  make  your 
work  run  smoothly  cannot  fail  to  be  of  advantage  to  you. 

The  shrine  is  made  out  of  a  very  nice  quality  of  Swiss  silk,  and  honeycombed, 
on  the  bias,  by  hand.  This  biased  honeycombing  costs  us  more  than  if  we  did  it 
in  the  regular  way,  but  we  succeed  in  giving  you  work  that  will  not  crush  or  pull 
out  of  place.     It  always  looks  as  if  it  had  just  left  the  factory. 

The  shrine  is  formed  by  cutting  the  top  mould.  All  you  have  to  do  when 
trimming  is  to  lift  the  top  off  the  same  as  you  would  an  ordinary  casket.  You 
will  find  it  very  easy  to  handle. 

All  hinges  used  are  of  brass.  They  are  very  thin  and  neat,  thus  doing  away 
with  any  unsightly  bulges  in  the  cloth. 

We  are  selling  a  great  many  of  these  caskets,  and  if  you  have  not  already 
used  them  we  can  honestly  recommend  them  to  you  as  being  of  exceptional  value. 
"QUALITY  "  above  every  other  consideration  is  our  aim,  and  we  certainly  give 
it  to  you  in  this  style  of  casket. 

The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton  ■  -  Canada 


Trade  Murk 
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should  1)0  (lone  when  I  was  ealled  iipou  to  take  eare 
of  the  body.  Even  as  lately  as  ten  years  a<jo,  it  would 
have  been  impossible  to  convince  the  average  under- 
taker that  a  body  was  properly  embalmed  until  it  had 
been  trocared  like  a  sieve.  And  then  what  happened? 
The  funeral  in  two  or  three  days,  too  often  a  bad  sub- 
ject, the  si)oken  disgust  of  the  man  who  said  that  em- 
balming was  not  a  science  to  be  depended  upon,  the 
falling-  back  upon  the  ice  box  and  the  trocar,  the  for- 
getting that  our  position  calls  for  ])rofessional  skill  and 
ability. 

The  man  who  uses  a  trocar  to-day  on  a  normal  body 
has  no  just  claim  to  the  title  of  a  professional  because 
he  ha.s  sacrificed  every  pl^iisihle,  obvious  thing  that 
he  needs  to  depend  upon  in  the  way  of  circulation. 
Why  ru|)ture  the  circulation  before  you  know  that  the 
circulation  is  coiujilete?  And  Avhen  you  do  know  that 
the  circulation  is  complete  there  is  no  need  to  rupture 
it.  If  you  have  jjroperly  arterially  embalmed  a  body 
and  know  that  you  have  done  so,  you  do  not  need  a 
trocar.  If  you  have  only  partially  embalmed  a  body 
and  are  in  doubt  whether  or  not  your  work  has  been 
thoroughly  aecomjilished,  wait  until  you  do  know  posi- 
tively. If  you  find  that  the  body  was  not  thoroughly 
embalmed  during  your  first  call  re-inject  the  body 
and  finish  your  ai'terial  work.  If  you  use  the  trocar 
before  aou  know  this  and  then  find  that  the  body  is 
not  thoroughly  embalmed  arterially,  you  canngt  make 
a  re-injection  and  finish  your  work  properly. 

Don't  burn  your  bridges  behind  you! 

Drain  the  blood. 

I  know  that  many  will  think  immediately  of  those 
very  emaciated  consumptive  cases  in  which  there  looks 
to  be  no  blood — I  mean  by  this,  no  excess  of  blood — 
after  death.  True,  you  might  have  no  trouble  with 
such  bodies  if  you  did  not  drain  the  blood,  but  it  is 
equally  true*  that  if  you  did  drain  the  blood  there 
would"  be  no  ill  effects  and  that  you  would  be  on  the 
safe  side.  Never  yet  have  I  seen  the  body  whose  ap- 
pearance has  been  injured  or  whose  preservation  has 
been  imi)aired  by  blood  drainage. 

On  the  other  hand,  blood  mixed  with  embalming 
fluid  and  left  in  the  surface  tissues  of  the  body  will 
assume  the  same  condition  as  the  same  quantity  of 
blood  mixed  with  the  same  quantity  of  fluid  will  assume 
if  it  is  allowed  to  stand  in  a  bottle.  Just  as  the  mix- 
ture in  the  bottle  will  grow  darker  in  color,  so  this 
mixture  grows  darker  in  the  tissues  if  it  is  allowed 
to  remain  there.  If  it  is  in  the  surface  tissues  the 
discoloration  naturally  becomes  quickly  evident. 

A  peroxide  of  hydrogen  fluid  ameliorates  this  con- 
dition to  a  marked  degree,  and  yet  I  should  be  very 
loath  to  guarantee  results  in  any  case  where  blood 
were  not  drained.  Let  me  repeat  that  you  will  do  no 
harm  bv  draining  the  blood  from  any  body.  You  will 
do  vourself  a  lot  of  good  by  practising  the  draining  of 
blood  and  you  will  learn  that  you  are  nearer  to  secur- 
ing permanent  preservation  Avhen  you  are  draining  the 
blood  from  the  vascular  system  in  every  case  where 
blood  circulation  exists  before  you  start  the  embalm- 
inc. 

The  flow  of  the  blood  in  the  draining  process  is  proof 
evident  that  the  vascular  system  is  surcharged.  How 
(juicklv  flushing  may  be  brought  about  in  life!  It  will 
become  evident  if  vou  trv  to  stand  on  your  head,  when 
the  backward  flow  of  blood  will  quickly  suffuse  the 
face  neck  and  ears.  After  death  the  back  i)iTssure 
from  gases  is  apt  to  force  the  blood  into  the  face  .pist 
as  the  weight  of  the  blood  does  when  we  try  to  stand 
on  our  heads.  .i  ^  x  • 

Blood  is  a  viscid  liquid.   When  you  realize  that  it  is 


this  viscid,  stagnant  blood  that  is  filling  Ww  capillar- 
ies— that  it  should  be  removed — and  that  in  order  to 
secure  this  removal  circulation  is  necessary  and  tbat 
circulation  can  be  attained  only  by  the  injection  in  tlu' 
arteries  and  from  the  arteries  to  the  capillaries,  and, 
while  these  capillaries  are  being  emptied  in  the  veins 
and  the  veins  into  your  blood  bottle,  sinc(i  we  know 
that  the  veins  hold  only  a  certain  quantity  of  blood, 
we  have  to  realise  that  in  those  eases  where  there  is  a 
mixture  of  blood,  the  only  sane  and  sensibb;  thing  to 
do  is  to  drain  the  veins  during  the  injection  of  the 
embalming  fluid. 

Do  not  wait  until  you  get  through  with  thoroughly 
arterially  embalming  the  body  before  you  drain  the 
l)]ood,  for  if  you  do,  in  your  injection  you  will  fail  to 
gain  the  advantage  of  thorough  circulation  of  the  fluid, 
since  the  resistance  naturally  offered  by  the  blond  in 
the  capillaries  and  the  veins  will  prevent  thorough 
penetration  unless  the  fluid  can  force  the  blood  out 
ahead  of  it.  The  sensible  thing  to  do,  therefore,  is  to 
drain  the  blood  from  both  the  arteries  and  the  veins. 
I  want  to  emphasize  this  to  the  men  who  are  Avilling 
to  go  to  the  trouble  and  who  are  willing  to  take  the 
time  necessary  in  order  to  secure  the  best  results.  And 
right  here  I  want  to  say  that  nian.v  of  the  younger 
men  to-day  are  spending  more  time  than  their  elders 
in  attaining  these  results.  They  are  doing  more  think- 
ing and  more  studying  and  they  are  learning  more. 
They  are  willing  to  work  more  on  the  bodies  which 
they  embalm  than  many  of  their  elders  are  to-day  or 
than  any  of  their  elders  were  a  few  years  ago. 

Ten  years  ago  you  Avanted  to  embalm  a  body  ii.i  an 
hour.  Either  you  hurried  through  your  Avork  so  that 
the  family  Avould  not  think  that  you  Avere  ])osting  the 
body,  or  else  having  "completed"  your  Avork  you  sat 
around  for  an  hour  or  an  hour  and  a  half  to  make  the 
family  think  that  embalming  Avas.  after  all,  an  intri- 
cate and  time-consuming  operation. 

I  have  had  some  failures  and  I  knoAV  A\iiy  I  have 
had  them.  We  all  have  had  failures  and,  in  most  cases, 
Ave  realize  Avhy.  These  failures  should  be  a  lesson  to 
us — that  Ave  should  be  Avilling  to  do  more  Avork,  fake 
more  time,  use  more  fluid  and  produce  better  results. 
T  have  the  courage  to  say  this  because  I  know  hoAV 
many  failures  have  resulted  from  too  much  haste  and 
too  much  worry.  And  haste  begets  Avorry.  Worry  in 
its  turn  begets  failure. 

One  point  must  ncA'er  be  lost  sight  of,  and  that  is 
that  Avhat  avc  must  obtain  is  the  circulation  of  the 
embalming  fluid  to  replace  the  circulation  of  the  blood. 
This  is  elementary.  Yet,  it  is  a  jidinf  Avhicli  is  evaded, 
neglected  or  forgotten  by  too  many  avIio  call  them- 
selves embalmers. 

f  To  be  continued ) 


In  the  December  numlicr  of  The  Canadian  Furniture 
World  and  the  Undertal^er,  under  flic  heading,  '"i'o- 
ronto  Undertaker '.s  New  Kstablishment "  ap])eared  an 
item  referring  to  B.  D.  Ilumphrey's  new  ])lace  at  10.")8 
Yonge  St.  Unfoi-funafely,  the  name  of  the  E.  J.  Hum- 
phrey Burial  ("o.  Avas  used  in  connection  Avitli  this, 
Avhich  gave  the  impression  that  it  was  the  establish- 
ment of  this  latter  firm  which  Avas  described. 

The  E.  .1.  Humphrey  Burial  Co.  is,  hoAvever,  noAV 
occupying  ww  (piartcrs  on  Queen  St.  W.,  Toronto. 


G.  S.  Thom[)son,  manager  of  the  Semmens  iV;  Kvel 
Casket  Co.,  Fjimitcd.  Winnipeg.  IMan..  branch,  is  tak- 
ing a  short  vacation  visiting  fricndfs  in  the  East. 
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THE  GLOBE  CASKET  CO. 

LONDON,            -:-  CANADA 

Manufacturers  of 

FINE 

BURIAL 

CASKETS 

CASKET 
HARDWARE 

BURIAL 
ROBES 

LININGS,  ETC. 

UNDERTAKERS' 
SUNDRIES 
EMBALMING 
FLUIDS  AND 
INSTRUMENTS 

Is  it  worth  anything  to  you  to  feel  when 
you  have  given  your  order,  that  it  will  be 
promptly  filled  with  goods  which  are  well 
manufactured  and  perfectly  finished? 

If  so,  send  your  orders  to  us  and  we  will 
guarantee  perfect  satisfaction. 

Express  orders  have  special  attention  day 
or  night. 

Resolutions  Are  Timely 

We  would  like  yours  to  be,  to  buy  more  goods  from  us 
than  in  the  past. 

Our  factory  facilities  second  to  none  and  capable  staff 
to  handle  your  orders  day  or  night,  freight  or  express. 

Asl^  to  be  shown  ourEbonette  Line  ofCasl^et  Hardware. 

Trusting  1913  may  be  your  best. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 
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ODDITIES   FROM  AN  UNDERTAKER'S  DIARY.- 

B\)  Jos.  Kerr,  IVinnipeg 

I  want  to  say  that  it  is  not  my  intention  to  inflict 
on  the  members  of  this  association  any  long  preamble 
of  a  reading,  as  I  do  not  consider  they  are  in  any 
mood  for  appreciating  or  digesting  snch. 

Secondly,  it  has  been  said,  that  it  is  easy  to  give  ad- 
vice and  teach  bnt  hard  to  always  practice  what  you 
preach.  My  remarks  will  be  confined  to  short  inci- 
dents by  the  way  in  my  experience,  and  if  possible, 
assist  you  just  starting  out  on,  probably,  your  life's 
profession,  to  miss  some  of  the  rocks  and  shoals  that  I 
have  touched  or  mistakes  J  have  made. 

My  first  incident  in  life  occurred  when  I  was  but 
six  years  old.  I  was  not  the  director  at  that  funeral, 
but  the  incident,  trivial  as  it  may  appear,  was  so  im- 
pressed on  me  as  to  make  it  last  until  the  present  time. 

I  attended  the  funeral  of  an  Irish  Catholic  lady 
along  with  my  mother  and  a  number  of  other  Protes- 
tant mothers,  Presbyterians  as  it  were,  who  consid- 
ered they  would  be  derelict  of  their  duty  towards  a 
neighbor  family  if  they  did  not  attend  deceased's  fam- 
ily, being  the  only  Catholic  family  in  our  district. 

A  Lasting^  Impression. 

The  day  being  warm  in  July  we  small  boys  were 
allowed  to  remain  outside,  and  through  an  open  w^in- 
dow  we  could  hear  the  murmuring  of  prayers  being 
said  by  the  members  of  the  family  and  some  Catholic 
friends  from  a  distant  settlement.  Our  curiosity  was 
at  once  aroused  to  action,  and  by  aid  of  a  chair  and 
the  other  boys  I  succeeded  in  getting  high  enough  to 
see  in  through  the  open  window,  and  by  mistake  ac- 
cidentally went  against  a  bottle  sitting  on  the  win- 
dow sill"  which  had  previously  contained  medicine. 
The  stillness  of  the  room  and  the  breathless  silence  of 
the  guests  caused  the  crash  of  the  bottle  on  the  floor 
to  sound  like  an  explosion,  and  worse  than  all  that  I 
exclaimed  in  loud  tones,  "Oh,  boys,  there  goes  all  the 
Holy  Water."  Just  then  my  eyes  caught  my  mother's 
eyes  and  her  countenance  formed  an  impression  on 
me  right  then,  but  that  impression  was  sealed  on  me 
that  same  evening  with  a  limb  of  an  old  apple  tree, 
and  it  remains  with  me  to  this  day  and  probably  to 
the  end. 

My  second  impression  I  got  the  next  summer  at  the 
funeral  of  a  well-known  old-time  resident  who  had 
passed  away  to  the  great  majority  on  the  29th  of  June, 
1865,  and  liad  been  known  for  the  last  forty  years  as 
Billy  Hov.  He  was  known  for  at  least  twenty  miles 
around  as  a  man  of  great  strength,  who  at  logging 
bees  could  lift  the  end  of  any  log.  He  had  seven 
grown-up  sons,  all  nearly  as  strong  as  himself.  He 
had  begun  his  life  in  1828  in  the  Canadian  forests  of 
giant  trees,  and  the  result  was  four  hundred  acres 
of  beautiful  cleared  land  which  now  blo.ssomed  like 
the  rose.  He  was  also  known  to  be  able  to  drink  more 
high  wines  and  Avater  than  any  other  man  and  stay 
on  his  feet  at  a  logging  bee ;  therefore,  you  will  note 
he  was  a  man  of  some  prominence  in  the  community. 
He  always  bought  his  sons  just  before  the  twelfth  day 
of  July  "in  each  vear  a  suit  of  clothes.  If  they  wore 
it  out  "in  one  day  they  did  without  the  balance  of  the 
year,  or  until  flic  next  twelfth  of  July. 

When  I  reached  the  late  home  of  the  deceased  the 
service  was  in  progress.  Being  cramiied  for  room  in 
the  large  stone  house  the  remains  had  been  removed 
outside  on  the  green,  resting  on  two  chairs,  and  the 
mass  of  old  timers  had  circled  round,  having  come  m 

'Paper  read  before  tlie  Western  Canada  Kmbalmers  Association  in 
convention  at  Winnipeg. 


some  eases  20  miles.  Some  had  black  coats  on  and 
very  high  white  collars,  reaching  up  past  their  ears. 
Others  had  different  colored  suits  with  no  white  col- 
lars or  ties,  but  in  every  case,  the  boots,  whether 
coarse  or  fine,  had  been  freshly  shined,  and  all  had 
their  hats  of¥  in  their  hands.  Those  having  any  hair 
left  on  their  heads  had  it  anointed  and  brushed  flat 
and  very  smooth.  I  pushed  my  way  in  through  the 
limbs  of  the  congregation  standing,  until  I  reached  the 
inner  circle.  I  took  a  good  look  at  the  coffin,  which 
was  made  with  a  V  joint  at  the  shoulders  covered  with 
black  cloth  and  had  rope  handles.  The  uncovered  re- 
mains had  not  been  thoroughly  embalmed  in  a  mod- 
ern sense.  My  eyes  caught  first,  the  dark  colored  face, 
next,  the  minister,  the  Rev.  Mr.  Anderson,  who  had 
been  the  divine  teacher  among  the  flock  of  all  that 
district  for  the  previous  forty  years.  He  was  a  very 
large,  tall,  square  man,  hoary  with  age,  square  face 
with  curves  of  time  in  long  lines  centering  at  his  lips, 
and  as  he  pressed  his  lips  together  and  said,  "This 
low,  dark  and  narrow  house  appointed  for  all  living," 
the  impression  was  left  on  me  more  than  an  apple 
tree  could  have  done,  that  remains  just  as  clear  at 
this  moment  as  it  was  on  that  warm  June  day  in  the 
year  1865. 

Experience  With  His  Teacher. 

Later  on,  when  attending  school,  our  teacher,  Mr. 
Nailor,  on  one  beautiful  Saturday  morning,  took  a 
stroll,  admiring  the  great  trees  and  scenery,  to  a  road- 
side hotel,  imbibed  somewhat  freely,  sat  down  on  a 
log  by  the  roadside  and  was  found  dead  on  Sunday 
morning,  A  nearby  French  family  allowed  their  house 
to  be  used  as  a  morgue  and  undertaking  parlors,  and 
after  the  P.M.  large  preparations  were  made  for  the 
funeral.  The  undertaker  was  called  and  i)repared  an 
elegant  coffin.  Altogether  the  old  schoolmaster's  cred- 
it was  good.  The  .young  folks  congregated  for  two 
days  and  two  nights,  and  the  Frenchman's  home  was 
turned  into  a  sort  of  hotel.  All  was  to  be  settled  out 
of  the  unpaid  salary  of  the  deceased  schoolmaster,  but 
unfortunately  the  writings  had  not  been  proi)erly 
made  between  the  schoolmaster  and  the  corporation 
of  ratepayers  and  the  school  tax  was  uncollectable. 
Therefore  another  lasting  impression  was  made  on  me 
to  see  that  further  assurance  was  necessary  thnu  an 
uncollectable  account.  From  a  flnancial  ])oiut  of  view 
that  impression  stays  with  me  yet. 

He  Took  Refreshments. 

Another  incident  that  T  considered  of  vital  imi)ort- 
anee  at  the  time  occurred  when  I  was  about  seyenteen 
years  of  age.  I  lost  my  situation  in  an  luidertaker's 
establishment  in  Santa  Rosa,  (-alifornia,  through  stoji- 
ping  for  refreshments  on  the  road  to  the  cemetery 
with  a  funeral. 

The  undertakers  had  the  contract  for  county  bur- 
ials and  it  was  my  duty  to  make  coffins  according  to 
specifications  and  head  boards  according  to  specifica- 
tions, and  inter  in  a  graye  dug  according  to  specifica- 
tions, the  remains  of  indigent  persons  from  the  county 
hospital  in  the  County  farm  burial  ground  which  was 
situated  about  six  miles  from  the  County  town  in  Son- 
oma County,  Cal,  I  had  only  a  one  horse  outfit  which 
was  a  little  slow  for  me,  even  in  the  days  of  old  when 
everything  went  slowly.  There  was  a  negro  cottage 
on  tile  roadside  about  midway  between  the  town  and 
the  burial  ground,  and  as  I  was  funeral  director, 
hearse  driver  and  chief  mourner,  I  could  not  see  why 
I  should  not  stop  and  haye  a  cool  drink  of  buttermilk. 
But  alas!  1  received  an  invitation  to  have  some  hot 
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Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  ot 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       Ingersoll,  Ontario 


Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pmt-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  tnal  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 


RE-Concentrated  DIOXIN 

Is  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured  ;  but  it  is 

Scientific  Strength 

Secured  by  the  Scientific  Application  of 

Scientific  Methods 

without  Crude  Chemicals  and  Contains 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  is 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Order  a  Trial  Shipment  To-day! 


H.  S.  Eckels  &  Co.,  1922  Arch,  Philadelphia,  Pa. 
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pjnieakes  ;iiid  honey  and  yielded  to  the  persuasion. 
My  bos.s,  Mr.  Rollar,  happened  that  way  from  attend- 
ing another  funeral  and  my  horse  and  vehicle  attract- 
ed his  attention,  and  he  waited  until  I  came  out,  and 
1  was  di-essed  down  to  the  Queen's  taste,  and  resigned 
my  situation  as  soon  as  that  funeral  was  over. 

This  incident  was  heavy  on  me  just  then  as  situations 
were  not  as  plenty  as  they  are  now,  but  I  learned  tluil 
an  undertaker  shouUl  go  as  direct  as  possible,  neither 
turning  to  the  right  nor  left  until  liis  funeral  was 
over.  1  might  just  add  that  those  indigent  people 
were  lOer's  in  tlie  days  of  old. 

Returned  Fr3m  the  Dead. 

Another  impression  I  got  about  eight  years  ago  in 
the  city  of  Winnipeg  was,  a  man  identified  by  liis  wife 
and  sister  from  Toronto,  prepared  by  me  for  ship- 
ment, my  expense  bill  paid  by  the  sister,  taken  to  a 
liamlct  where  deceased  was  born,  viewed  by  many  of 
his  old  classmates  who  had  know  him  from  school 
days,  interred  in  the  old  family  plot,  and  in  less  than 
tAVO  weeks  he  walked  into  my  office  sound  and  well, 
and  I  telegraphed  his  sistci-  in  Toronto  that  her  ])i'other 
had  just  arrived  sound  and  well,  and  was  encpiiring 
about  his  suit  case  and  clothing.  The  im])ression  I 
got  from  this  was  not  to  be  too  sure  about  identifica- 
tion of  any  body  you  ever  have  in  your  possession, 
however  I  looked  out  for  money. 

A  Drunken  Hearse  Driver. 

Another  incident  occurred  to  me  some  eight  years 
ago  in  Winnipeg.  I  was  fortttnate  in  getting  a  nice 
Masonic  funeral,  and  was  over  anxious  to  have  ^t 
gone  through  with  in  very  dignified  style.  My  hearse 
had  been  thoroughly  polished,  the  fur  all  straightened 
and  brtished  down  on  everyone's  plug  hat,  and  while 
the  Masonic  service  was  being  conducted  at  the  Temple 
our  hearse  driver  got  hold  of  a  bottle  from  some  of 
the  cabmen  and  he  must  have  drank  it  all,  for  on 
the  road  to  St.  John's  Cemetery  he  pulled  out  of  the 
funeral  procession,  which  was  a  long  line  of  cabs,  into 
a  vacant  lot  and  stopped.  I  was  obliged  to  stop  and 
funeral  and  go  over,  and  after  using  moral  persuasion, 
I  was  obliged  to  use  force  to  get  the  lines  and  drove  it 
myself,  the  minister  driving  my  phateton.  What  do 
you  think  of  that  for  an  impression? 

We  have  had  otir  rooms  selected  by  wealthy  people 
to  get  married  in. 

After  all,  I  feel  our  profession  with  all  its  worries 
and  troubles  is  the  best  profession,  and  when  we  think 
we  are  in  a  profession  of  such  high  calling,  it  becomes 
us  to  make  the  best  of  it  and  try  and  elevate  it  at 
every  move.  When  our  Master  was  on  earth  he  cared 
not  for  what  care  he  gave  His  earthly  body,  sometimes 
being  neither  well  clothed  nor  well  shod,  but  at  His 
death  His  body  was  placed  in  a  brand  new  tomb,  and 
great  care  was  given.  Another  lesson  to  us  that  should 
be  an  imj)ression  fo  stimulate  us  all  to  go  ahead  and 
elevate  the  good  work. 


THE  UNDERTAKER,  OF  COURSE. 

A  teacher  was  liearing  the  class  in  civics  and  asked 
this  question: 

"If  the  President,  Vice-President  and  all  the  mem- 
bers of  the  Cabinet  died,  who  would  officiate?" 

The  class  thought  for  some  time,  trying  in  vain  to 
recall  who  came  next  in  succession. 

James  at  last  had  a  happy  inspiration,  and  he  ans- 
wered : 

"The  undertaker."— Harper's  Magazine. 


BRITISH    UNDERTAKERS    CODE     OF  § 

ETHICS.  I 

1.  As  an  nn(i(!rtaker  on  entering  the  busi-  8 

ness  becomes  thereby  entitled  to  all  its  jirivi-  S 

leges,  he  incurs  an  obligation  to  exert  his  8 

best  abilities  to  maintain  its  honor  and  dig-  8 

nity.  to  (extend  its  usefulness,  and  to  exalt  3 

its  standing.  g 

I*.  Secrecy  and    delicacy,  when    re(pni-ed  g 

by  peculiai-  circumstances,  should  be  strict-  § 

ly  ohsei'ved.    The  obligation  of  seci-ecy  ex-  8 

tends  heyotid  the  jieriod  of  professional  ser-  o 

vices.  8 

3.  Noiu'  of  th(>  i)rivacies  of  personal  and  g 
domestic  life  should  ever  be  divulged.  « 

4.  All  undertaker  should  rely  chieHy  on  8 
his  professional  abilities  and  acquirements  U 
for  the  development  of  his  business,  and  « 
should  discourage  advertisements  in  the  jiul)-  § 
lis  ]ivess  tluit  tend  to  loudness  and  competi-  S 
tion,  lool-.iiig  forward  to  fh(>  time  when  such  g 
advertisements  will  be  eonsidei-ed  uupi'ol'es-  8 
■liorud.  S 

When   two   undertakei's  are  called   al  g 

the  same  tinu;  to  attend  the  same  case,  bolli  8 

should  show  a  willingness  to  withdraw,  leav-  g 

ing  the  clioice  witli  the  family.  8 

G.  An   undertaker    should  never    shrink  8 

from  the  faithful  discharge  of  his  duties  in  ■  » 

case  of  epidemic  and  contagious  diseases.  S 

7.  When  an  undertaker  is  called  in  case  of  o 
sudden  death  or  accident,  because  the  fam-  « 
ily  undertaker  be  not  at  hand,  he  .should  8 
offer  to  resign  the  case  to  the  latter,  who  o 
should  remunerate  him  for  services  rend-  8 
ered.  S 

8.  When  an  undei'taker  accompanies  the  Q 
remains  and  funeral  party  to  a  distant  i)lace,  8 
and  if  the  remains  are  ])laced  in  care  of  an-  8 
other  undertaker,  anything  he  may  do  after  S 
that  should  be  as  a  friend  of  the;  family,  oi-  8 
as  assistant  to  the  undertaker  in  charge  of  S 
the  final  arrangements  S 

!>.  When  an  undertaker  orders  from  a  dis-  8 

til  lit  place  a  corpse  i)repared  and  shii)iied  to  g 

his    care,  all    proper  expenses    .should    be  S 

charged  to  the  undertaker  giving  flui  order.  "  8 

and  it  should  be  considered  a  professional  8 

obligation,  and  ])ayment  made  at  once.  g 

1(1.  Touting  and  soliciting  for  funeral  oi--  o 

dei's  is  derogatory  to    the  profession,    and  8 

sliould  be  rigorously  discouraged.  g 

UNDERTAKERS  WANTED. 

There  are  oi)enings  for  funeral  directors  and  fiirni- 
t.ur(^  dealers  at  Melville,  Sask.,  and  at  the  following 
places  in  Alberta:  Edson.  Holden,  Mirror.  Wabamum. 

The  Secretary  of  the  Board  of  Trade,  or  Mayor  of 
each  town,  will  give  further  information. 


Mr.  A.  J.  II.  Eckardf.  of  the  National  Casket  Com- 
jiany,  Toronto,  is  taking  an  active  interest  in  the 
formation  of  a  citizens'  league  for  tlic  securing  of 
better  municipall  government  in  that  ic"')  -  At*a  recent 
meeting  he  was  elected  a  member  of  the  executive. 
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THE  UNDERTAKER  AND  THE  "SCRIBE." 

Not  long  ago  a  representative  of  the  Canadian  Furn- 
iture Woi-ld  and  the  TTndertaker  droppeti  in  to  see  a 
prominent  Toronto  funeral  director  whom  he  had  never 
met  before.  He  walked  into  Mr.  Blank's  office  in  a 
business-like  manner,  without  that  -sorrowful  expres- 
sion that  usually'  accompanies  a  person  visiting  an' 
undertaker.  Mr.  Blank  turned  slightly,  saw  this  ex- 
pression was  missing,  evidently  thought  no  business 
was  coming  his  way  but  that,  instead,  he  would  be 
asked  for  some,  and  went  back  to  his  work.  After 
keeping  the  "Scribe"  waiting  for  three  or  four  min- 
utes, he  turned  round  in  his  chair  and  asked,  "Well, 
what  do  you  want?" 

Now,  here  is  a  question.  If  a  person  is  to  receive 
courteous  treatment  from  a  funeral  director,  must  he 
enter  the  latter 's  sanctum  with  a  woe-be-gone  look  and 
eyes  red  from  crying?  Fortunately  there  are  few  men 
in  the  business  who  would  treat  a  person  in  this  man- 
ner, whether  they  were  going  to  get  business  or  be 
asked  for  some.  As  a  matter  of  fact,  the  Furniture 
World  was  going  to  give  the  man  some  free  publicity. 
When  our  representative  saw  how  Mr.  Blank  acted,  he 
felt  like  telling  him  to  go  to  that  place  where  snow  is 
unknown,  and  walking  out.  He  thought,  however,  of 
that  old  rule,  "Do  xmto  others,  etc.,  and  stuck. 


FUNERAL  MANAGEMENT. 

From  time  immemorial  it  has  been  the  custom  of 
the  human  race  to  dispose  of  their  dead  by  burial  or 
cremation.  In  years  gone  by,  the  undertaker  Avas 
simply  a  maker  of  coffins,  while  in  this  more  enlight- 
ened day  everything  is  left  to  him  from  the  time  of 
death  until  interment  is  made.  Hence  he  is  a  director. 
He  has  the  management  of  the  funeral  throughout. 

He  gets  the  wishes  of  the  family  and  sees  that  they 
are  carried  out.  He  has  the  casket  placed  in  the  room 
in  the  best  position,  with  regard  to  light,  and  so  the 
flowers  may  be  arranged  and  banked  to  make  the 
mo.st  pleasing  appearance.  He  has  arranged  with  the 
family  beforehand,  that  they  take  leave  of  the  loved 
one  before  the  friends  arrive,  and  has  learned  their 
wishes  as  to  the  disposition  of  the  friends  in  the  car- 
riages. He  has  seen  the  minister  and  singers,  and 
suggested  that  they  take  this  or  that  place,  so  as  to 
best  be  seen  and  heard  during  the  services. 

It  is  best  that  the  friends  pass  by  the  casket,  as 
they  enter  the  house,  so  as*  not  to  create  so  much  con- 
fusion at  the  conclusion  of  the  services.  He  has  in- 
structed the  bearers  before  hand  that  they  would  take 
their  places  just  outside  of  the  door,  so  that  when  their 
services  are  required,  they  can  be  notified  by  an  un- 
obstructive  nod  of  the  head  or  a  look.  He  then  takes 
the  head  of  the  casket,  his  assistant  the  foot,  and  thus 
they  pass  from  the  room  and  deliver  the  casket  into 
the  hands  of  the  bearers.  His  assistant  then  proceeds 
to  the  funeral  car,  opens  the  doors  of  the  same,  and 
the  casket  is  reverently  placed  and  secured  in  position 
for  its  journey  to  the  cemetery.  The  bearers  are  then 
assigned  to  their  carriages  before  the  car,  and  the 
family  and  friends  are  directed  to  their  proper  con- 
veyances at  the  door  of  which  the  assistant  stands 
ready  to  open  and  close  at  the  proper  time,  and  to 
call  the  next  carriage.  The  flowers  are  then  taken 
out,  conveyed  to  the  cemetery  and  placed  on  the  fam- 
ily lot. 

The  most  heartrending  7)art  of  the  funeral  is  now 
at  hand.  After  the  committal  service,  the  director 
should  have  the  family  retire  to  their  carriages,  and 


be  driven  to  another  part  of  the  cemetery  or  outside 
of  it,  until  the  grave  is  closed  and  filled,  when  they 
can  come  back  and  see  the  moulded  earth  covered  with 
beautiful  flowers.  A  more  pleasing  impression  is  thus 
created,  than  if  the  family  see  and  hear  the  clods  or 
fro;  en  earth  thrown  in  by  those  who  fill  the  grave. 
This  can  be  easily  done  by  the  previous  arrangement 
with  the  family,  and  they  will  thank  you  for  the  sug- 
gestion after  it  is  all  over. 

The  funeral  director  of  to-day  should  be  a  gentle- 
man in  every  sense  of  the  word.  One  in  whom  people 
have  every  confidence.  He  should  be  gentle  and  sym- 
pathetic. However,  he  should  remember  that  he  is 
employed  in  a  business  capacity,  and  not  that  of  a  - 
mourner.  He  should  l)e  quiet  and  unobtrustive  yet 
ever  bear  in  mind  that  it  is  his  business  to  leave  noth- 
ing undone  that  will  add  to  the  comfort  and  mitigate 
the  sorrow  of  the  bereaved.  Before  going  to  the  fun- 
eral house  he  should  have  in  his  mind  what  he  is  to 
do,  and  to  have  done,  both  at  the  house  and  at  the 
cemetery.  Finally  he  should  be  keenly  alert  in  case 
of  an  untoward  accident  and  quick  to  correct  the  de- 
fect. 


PRESENTATION  TO  JOHN  SNOW. 

The  emjiloyees  of  the  firm  of  John  Snow  &  Son,  Hali- 
fax, N.S..  presented  John  SnOw,  Sr.,  the  head  of  the 


.John  Snow 
The  man  who  got  the  uiiibrena. 

firm  with  a  valuable  silk  umbrella-  The  presentation 
was  made  by  W.  G.  Smith,  the  local  representative  of 
the  firm  of  Christie  &  Co.  of  Amherst.  IMr.  Snow,  in 
a  few  brief  remarks,  acknowledged  the  gift  and  thank- 
ed the  donors  for  their  thoughtfullness. 


UNDERTAKER  AROUSED  SUSPICION. 

Wliile  a  morgue-keeper  of  New  York  City  was  stand- 
ing outside  the  building  over  which  he  had  charge,  he 
saw  an  automobile  drive  up  and  two  men  step  out 
and  throw  something  into  the  East  River.  He  took  the 
number  of  the  auto  and  notified  the  police,  who,  on 
investigation,  found  the  ear  belonginl  to  an  under- 
taker. According  to  the  undertaker's  story  a  Avealthy 
dry  goods  merchant  of  Montreal  died  a  week  ago  in 
New  York.  Previously  he  had  given  instructions  that 
his  body  was  to  he  cremated  and  the  ashes  thrown 
into  the  river.  At  first  the  jjolice  did  not  credit  his 
story  and  dragged  the  river  in  the  hope  of  finding  a 
})ody.    Their  (ifforts,  however,  were  to  no  avail. 
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WHEN  IS  IT  NECESSARY  TO  DRAW  BLOOD. 

By  P.  B.  Dixon 

I  once  had  a  man  tell  me  that  he  bad  heard  a  ntun- 
ber  of  jieople  make  ol),iections  on  account  of  the  o])er- 
ator's  removing  blood.  I  cannot  see  why  there  should 
be  any  ground  for  objecting  to  the  preparation  of  the 
body  by  embalming  from  any  person  when  the  work  is 
done  in  a  clean  and  workmanlike  manner.  I  am  satis- 
fied, and  my  experience,  I  expect,  is  as  varied  as  any 
of  you  who  are  jiresent.  I  will  average  the  embalmiiig 
of  more  than  one  body  a  day  the  year  around.  In  all 
of  the  bodies  that  I  have  handled  in  the  past  year  I 
have  not  found  it  necessar.-v^  to  use  a  vein  tube  or  tro- 
car for  the  removing  of  blood,  either  through  the  veins 
or  directly  from  the  heart.  I  am  afraid  that  the  im- 
pression has  gone  forward,  and  by  the  yov;ng  members 
nf  the  in'ofession  that  it  is  absolutely  necessary  that 
they  should  remove  some  blood  in  order  to  properly 
jirepare  the  body  they  are  working  upon.  If  they  are 
laboring  under  this  impression  they  are  wrong.  It  is 
not  necessary  to  remove  one  drop  of  blood,  unless  there 
are  certain  peculiar  conditions  existing.  Now  those 
certain  peculiar  conditions  are  these:  that  body  must 
have  died  from  apoplexy,  valvular  disease  of  the  heart 
or  there  must  be  so  much  blood  in  that  body  that  there 
is  no  room  to  put  any  fluid  there  before  it  is  necessary 
for  you  to  remove  any  of  it.  If  you  do  remove  it  it  is 
only  necessary  to  make  room  for  the  fluid  to  put  in  that 
body.  You  will  only  find  in  cases  of  apoplexy,  val- 
vular disease  of  the  heart  or  that  body  is  so  full  of 
blood  there  is  no  room  to  put  any  fiiiid  in  without  us- 
ing great  pressure,  of  course,  and  driving  the  blood 
more  or  less  to  the  surface  of  the  face.  In  that  case 
it  is  necessary  to  remove  some  blood  in  order  that  yon 
may  preserve  that  body  and  also  retain  a  cosmetic  ap- 
pearance of  the  face.  The  removing  of  the  blood  does 
not  tend  to  assist  in  the  preserving  of  that  body  one 
iota.  It  sometimes  gives  you  an  opportunity  of  having 
a  better  cosmetic  effect.  That  is  the.  only  advantage 
to  be  derived  from  drawing  the  blood,  as  the  cosmetic 
appearance  of  the  body  after  you  have  finished,  and  I 
would  by  all  means  impress  it  upon  you  that  it  is  not 
necessary  to  unnecessarily  draw  blood,  and  I  find  it 
is  necessary  to  do  that  only  one  in  a  hundred  eases. 


SUNDAY  FUNERALS  CONTINUED. 

An  attempt  to  abolish  Sunday  funerals  in  Liverpool 
has  failed,  the  Burials  Committee  having  refused  to 
accede  to  the  request  of  the  Bishop  and  some  of  the 
clergy  of  the  various  denominations. 

The  chairman  of  the  monthly  meetings  of  Liverpool 
undertakers,  said  to  an  interviewer:  "It  would  be 
a  great  hard.ship  to  the  working  men  of  the  city  if 
Sunday  funerals  were  abolished  altogether.  It  is  a 
custom  which  has  existed  from  time  immemorial,  but 
for  the  last  twenty-five  years  there  have  been  no  fun- 
erals in  Liverpool  Corporation  cemeteries  after  9  a.m., 
except  those  for  which  special  permission  has  been 
granted." 

At  a  meeting  of  the  Rotherham  Trades  &  Labor 
Council  a  resolution  was  carried  unanimously  thank- 
ing those  clergymen  of  that  place  for  refusing  to  obey 
the  Instructions  of  the  clergy  and  ministers  not  to 
take  Sunday  funerals. 


NEARLY  BURIED  ALIVE. 

A  man  named  S.  IMnsik  nari-owly  escaped  being  bur- 
ied alive  in  Winnipeg  recently.  Musik  was  found  to 
all  appearances  dead  in  his  bed,  and  after  an  examin- 


ation a  tloctor  pronounced  life  extinct.  The  coroner, 
however,  was  not  quite  satisfied  with  the  story  that 
reached  him,  and  possibly  suspecting  foul  play,  sent 
an  official  to  investigate.  While  watching  by  the  body 
the  officer  thought  he  detected  a  slight  movement  of 
the  blankets.  On  this  being  repeated  a  doctor  was 
summoned  and  made  an  examination.  All  the  usual 
tests  showed  entire  abseiu-e  of  reflex  action  of  muscles 
and  breathing.  Susjiecting  the  man  might  be  suffer- 
ing from  cranial  pre.ssure*,  causing  what  is  known  as 
cheynestokes,  or  suspended  breathing,  the  physician 
drew  off  some  blood  serum  from  the  spinal  canal,  with 
the  result  that  reflex  action  returned,  and  with  some 
care  the  num  was  soon  on  his  feet. 


NEW  PARLORS  AT  MEDICINE  HAT. 

Jes.sop  Nott,  funeral  dii-ector,  IMedicine  Ilat,  Alta., 
is  erecting  one  of  the  most  up-to-date  residential  un- 
dertaking parlors  in  the  West,  with  separate  morgue. 
It  is  being  built  on  a  lot  50  x  140  feet,  and  will  have 
light  on  all  sides.  Cathedral  art  stained  glass  is  used 
in  the  windows  in  the  chapel,  and  for  lighting  com- 
bination gas  and  electric  indirect  drop  concealed  lights 
are  used,  giving  the  chapel  interior  a  mo.st  beautiful 
effect. 

The  building  is  two  storeys  high,  with  an  S-foot  base- 
ment. A  full  description  of  the  layout  of  the  establish- 
nu^nt,  with  cuts  of  same,  will  appear  in  an  early  issue 
of  The  Canadian  Furniture  World  and  the  Undertaker. 


DEATH  OF  JOHN  McGUIRE. 

Mr.  John  McGuire,  funeral  director,  Moosomin,  Sask. , 
passed  away  on  January  5th  at  the  age  of  67  }  ears,  leaving- 
his  wife,  four  sons  and  two  daughters  to  mourn  his  loss. 

Mr.  McGuire  was  born  in  Kingston,  Ont.,  and  came 
West  in  the  rush  of  1882,  settling  in  Moosomin,  where 
he  conducted  a  successful  sash  and  door  and  furniture 
manufacturing  business. 


Gossip  of  the  Profession 


A.  A.  Morden,  undertaker,  Wellington.  Ont.,  has 
gone  out  of  business. 

The  Godue  Casket  ^Ifg.  Co.,  Sutton,  Que.,  have  dis- 
solved, and  Dame  Julieniu'  Gendron  registered. 

C.  L.  Hadley  has  purchased  the  business  of  W.  T. 
Gilmour  &  Son,  Prince  Albert,  Sask. 

Bonesteel  &  llanford.  Limited,  is  the  name  of  a  new 
concern  at  Ingersoll,  Out.,  which  has  been  granted  a 
provincial  charter  to  cai'ry  on  an  undertaking  and 
livery  business.  Adoli)hus  Staples  will  look  after  the 
undei'taking  ciul  of  the  business. 

►Stanley  .1.  Hurst.  Devil's  Lake,  North  Dakota,  has 
opened  an  undertaking  business  in  Lcfhbridgc,  Alta. 

At  the  recent  municipal  elections  held  in  Virden, 
IVfan..  T.  A.  Carscadden,  funeral  director,  was  elected 
May 01-  by  a  large  majority. 

J.  A.  Reid,  Banff.  .\lla..  has  opened  in  tiic  under- 
taking business  in  that  place. 

John  Thomson,  of  the  J.  Thomson  Co..  Winnipeg. 
.Man.,  is  spending  the  winter  in  California. 

J.  W.  Connolly,  of  the  Connolly-^lcKitdey  Co..  Tjim- 
itcd.  Edmonton,  .Mta..  is  away  on  a  short  holiday 
trip  to  St.  Paul,  Minneapolis  and  other  American  cities. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Earrie — 

Smith,  G.  G.  &  Co. 
Bowman  ville— 

Disney,  R.  S. 
Brockville — 

Quirml)aeh,  Geo.  R,,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 

Coboeonk— 

Greenlev,  A. 
Copper  Cliff— 

Boyd,  W.  C. 
Dungannon 

.Sproul,  William 
Dutton — 

Schultz,  B.  L. 
Elmira— 

Dreisinger,  Chris. 
Fenelon  Falls— 

Deyman,  L.  &  Sou. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William— 

Cameron  &  Co.,  711  Vietori:i 

.Morris,  A. 
Haileybury— 

Thoriie  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Hobinson,  J.  ii.  &  Co.,  10-21 
John  St.  N. 
Hanover — 

WunnenVierg,  Norman. 
Hastings- 
Howard,  I'.  N. 
Hepwcrth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaugliey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Ilendrcn,  Geo.  G. 
Little  Current — 

Sinjs,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  ir. 
North  Augusta — 

Wilson,  J.  K. 
North  Bay— 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L 


Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Rank 
Petrolia— 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

K'ankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

.NT.  L.  Brandon. 
St.  Thomas- 
Williams,  P.  R.  &  Sons,  ,-)]f) 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — • 

Henry,  J.  G. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1.508 
Danford  Ave.  Private  Am- 
bulance. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  II. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo— 

Klippert   Undertaking'  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 

Cowansville — 
Judson,  M.  B. 

Montreal- 
Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 
Cadorette,  Mongeau  &  Leary. 

St.  Laurent — 
Oougeon,  Jos. 

NEW  BRUNSWICK 

Petitcodiac — 

.Tonah,  D  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — . 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B.— 

Peaton,  A.  J.  &  Son,  374-384 
George  St. 


MANITOBA. 

Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Ci.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  L 
Lanigan — 

Robertson,  Wm. 
Rush  Lake— 

Friesen,  John  M. 

Prinee  Albert- 
Howard,  A.  C. 

For  Sale 
Wanted 


Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  Gil 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer— 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


FOR  SALE — White  hearse  and  black  hearse  in  good  repair. 
Apply  Mrs.  Byron  Addison,  Norwich,  Ont.  12-11-2 

PARTNER  WANTED— Undertaker  in  British  Columbia  City  is 
willing  to  lake  in  partner.  State  amount  available  to  invest.  Box 
107,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto.  12-10-tf. 


FOR  SALE — Undertaking  business,  in  western  coal  mining 
town,  population  2,500.  Have  stock  worth  $1,000.  Good  reasons 
for  selling.  Box  108,  Canadian  Furniture  World,  32  Colborne  St., 
Toronto.  12-10-tf. 

FOR  SALE — Undertaking  and  Furniture  business.  Doing  good 
town  and  country  trade.  No  opposition.  Everything  in  first  class 
condition,  good  reason  for  selling.  Box  102,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  St.,  Toronto.  12-12-1 


WANTED — A  line  of  Upholstered  Furniture,  Case  goods.  Iron 
Beds  and  Chairs,  for  the  West,  by  an  experience  Furniture  man  on 
Commission.  Address  Box  103,  Furniture  World  and  The  Under- 
taker, 32  Colborne  St..  Toronto.  12-10-3 

FOR  SALE — A  good  paying  Furniture  Business  in  an  Ontario 
town  of  4,000.  Will  sell  on  easy  terms  to  experienced  man  if  he  has 
a  small  capital.  Best  reasons  for  selling  the  business.  Address 
Box  109  Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
St.,  Toronto.  12-10-3 

LINES  WANTED  — Traveller  calling  on  Furniture  trade  in 
Toronto  and  leading  towns  in  Ontario,  also  Montreal  and  Quebec 
City,  is  open  for  good  line  for  all  or  part  of  above  territory  for  1913. 
Address  Box  111,  Canadian  F"urniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  12-12-1 

FOR  SALE — A  fine  coal  black  team,  16  hands  one  inch,  five  and 
eight  years  old  mare  and  horse,  good  in  all  harness,  sound  roaders 
and  good  drivers.  Will  sell  one  or  both.  Address  Box  284, 
Ingersoll,  Ont.  12-12-1 

WANTED— Experienced  Partner  with  $8,000  to  take  interest 
in  first-class  Furniture  Business  doing  from  five  to  six  thousand 
a  month.  This  is  located  in  one  of  the  best  cities  in  British 
Columbia.  Unless  you  have  the  capital  and  experience  and  mean 
business  do  not  answer  this.  Apply  Box  110,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  Street,  Toronto.  12-12-2 


Canadian  School  of  Embalming 

Instruction   in    Practical   Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      JlcLagaii      Furniture  Co., 

Stratford. 
John  C.  Muiidi-11  &  Co.,  Elora. 

BABY  CARRIAGES. 
Gendrou   Mfg.   Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK   AND    STORE   FIXTURES.  ^ 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture   Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring   Bed    &  Mattress 

Co.,  London. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel    Furniture    Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture    Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett  &  Piatt   Spring  Bed  Co., 
Jsor. 

Spring  Bed  &  Mattress 
tidon. 

ing  Co.,  Toronto. 
ROOM  CHAIRS. 

Berlin. 
IfBouter  Furniture  Co., 

liture   Co.,  Berlin. 
BED  ROOM  SUITES. 
Knechtel   Furniture    Co.,  Hanover, 
Dymond-Colonial   Co.'s,  Strathroy 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 
Malcolm  &   Souter,  Hamilton. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 
Otto  T.  E.  Veil  &  Co.,  Toronto. 

CAMP  FURNITURE. 
Stratford   Mfg.    Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 
Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 
Baetz  Bros.,  Berlin 
Dymond-Colonial  Co 
Knechtel  Furniture 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  Co.,  Waterloo. 
H.  Krug  Furniture  Co.,  Berlin. 
Canadian  .Rattan    Chair    Co.,  Vic- 
toriaville. 
Gold    Medal    Furniture    Co..  To- 
ronto. 

Imperial    Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville   Chair   Mfg.   Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Uymond-Colonial  Co.'s,  Strathroy. 
Toronto  Furniture   Co.,  Toronto. 

CHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel    Furniture    Co.,  Hanover. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


Strathroy. 
Co.,  Hanover. 


CHURCH  FURNITURE. 

Globe  Furniture  Co.,  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Kills   Furniture   Co.,  IngersoU. 
Gold     Medal     Furniture     Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel    Furniture    Co.,  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial    Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.,  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 

DINNER  WAGONS. 

Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial  Co.'s,  Strathroy. 

DRESSERS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
Orillia   Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iColonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddinf  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair   Mfg.   Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

KITCHEN  CABINETS. 
Knechtel    Furniture   Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Knechtel    Furniture    Co..  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN  SEATS  AND  SWINGS. 
Stratford   Mfg.   Co.,  Stratford. 


LIBRARY  TABLES. 

Dymond-Colonial   Co.'s,  Strathroy. 

Geo.      Mcljagan      Furniture  Co., 
Stratford. 

Malcolm  &   Souter,  Hamilton. 
MATTRESSES. 

Knechtel   Furniture    Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold     Medal    Furniture    Co.,  To- 
ronto. 

Standard   Bedding  Co.,  Toronto. 
Ontario    Sjiring    Bed    &  Mattress 

Co.,  London. 
Ideal   Bedding  Co..  Toronto. 
MAGAZINE    RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis   Furniture  Co.,  IngersoU. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel    Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Malcolm  &   Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel    Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  C'l-aig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis    Furniture   Co.,  IngersoU. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture   Co.,  Hanover. 

PEDESTALS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto    Furniture    Co.,  Toronto. 

PILLOWS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co..  Waterloo. 

RATTAN  FURNITURE. 
Imperial   Rattan  Co.,  Stratford. 
Canadian    Rattan    Chair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel    Furniture    Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief   Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug   Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 
STOVES  AND  RANGES. 

Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Gait  Stove  Si  Furnace  Co.,  Gait. 
SIDEBOARDS. 

Knechtel    Furniture    Co.,  Hanover. 

Stratford  Chair  Co.,  Stratford. 
CHINA  CABINETS. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Stratford  Chair  Co.,  Stratford. 

Toronto  Furniture  Co.,  Toronto. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel    Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia    Furniture    Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOURETTES. 

Flora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  BACKS. 

Eureka  Mfg.   Co..   Warren,  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

Dynioiid-'Cdloiiiiil    Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

KIlis    Furniture    Co..  IngersoU. 
(Jold    Medal    Furniture     Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz   Bros.,  Berlin. 
Ellis  Furniture  Co.,  IngersoU. 
Imperial  Rattan  Co.,  Stratford. 
Iniperial  Furniture  Co.,  Toronto. 
John  C.  MundeU  &  Co.,  Elora. 
Knechtel    Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal     Furniture     Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfsr.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial    Rattan    Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford    Mfg.   Co..  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 

Iniperial   Rattan  Co.,  Stratford. 
Gendron  ^Ifg.  Co.,  'foronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving   Co.,  U.xbridge. 

CLAMPS. 

Batavia  Clamp   Co.,   Batavia,  N.Y. 

CURLED  HAIR 
GrilHn  ( ''uled  Hair,  Toronto 

ENGRAVINGS.  , 

Legg  Bros.  Engraving  Co.,  Toronto 

Jt  aRNITURE  SHOES. 

Onward   Mfg.    Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 

('anadian    ijinderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wileo.x    &     Knapp,  Conneautville, 
Pa. 

SPRINGS. 

James  Steele,  Guelpli. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts 
town,    N.  J. 

STERILIZED  HAIR. 

Griffin   Curled   Hair  Co.,  Toronto. 

VARNISHES. 

R.'  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wni.  R.  I'i'rrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell   &  Co.,  lnger.soll. 

BURIAL  ROBES. 
James  S.    Elliott   &    Son.  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co..  London. 
Semmens  &  Evcl  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 

CASKETS  AND  COFFINS. 

James  S.   Elliott  &  Sons,  Prescott. 
Evel    Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.    Thompson  Co.,  Toronto. 
CHURCH  TRUCKS. 

Bomgardner    tMfg.    Co.,  Cleveland. 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chi'mical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  IngersoU. 

LO'WnERING  DEVICES. 
Bomgardiier     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 
Canadian    School    of  Embalming, 
Toronto. 
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A  CEMENT  CASKET  COVER 


Here  is  our  patented  cement 
vault  with  outside  cover,  also 
of  cement  —  strikingly  smple 
in  design  —strong  m  composi- 
tion and  warranted  to  with- 
stand the  Ravages  of  Time 
and  influence  of  all  Sub- 
merged Forces.  The  illus- 
tration also  conveys  the  simp- 
licity of  the  Lowering  Device 
which  can  easily  be  manipu- 
lated by  a  boy  of  ten ! 

Your  inquiries  will  receive 
Prompt  and  Courteous  Atten- 
tion. 


Canadian  Cement  Casket  Co.,  Limited 

PRESCOTT  :  ONTARIO 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ::  ONTARIO 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform  48  x  27  inches;  Height  of  Truck- 14]  inches;  Centre  Wheel- 
14  inche.  diameter;  Front  Wheel- 6 J  inche.  diameter;  U  inch  Steel  Axle, 
turned ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-worlting  plants,  etc. 
Sidej.  Stakes  and  Platform, 
hardwood.  Weight,  I  50 lbs. 


Write  U»  for 
Price* 


W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


Trucks  furnished 

complete 

or  with  castings 

of  steel  parts. 

The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,   Pianos,  etc. 

We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


ESTABLISHED  1869 


Adams  &  Raymond 
Veneer  Co. 

^     INDIANAPOLIS,  INDIANA 

i^ANUFACTURERS 

w  OF 


PLAIN  5  FIGURED 


VENEERS  - 
C/RCASS/A/y)  WALNUT^ 


QUARTERED  OAK. 
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THE  BERLIN-WATERLOO  EXHIBIT 

{Cutitinued  from  J'fge  j) 

efforts  are  sueiCKsful  is  proNCM  in  llic  ;i piieara lu-c  of  tlieir  gootls. 
A  new  line  shown  for  tliis  scnson  was  a  cnniiilotc  suite  in 
fumed  oak. 

A.  J.  Scafe  &  Co.,  Berlin,  Ont.,  manufacture  English  living 
room  and  i-lub  furniture  of  liifjli  quality  and  a  line  of  ehib 
ciiairs,  Chesterfields  and  library  sets  were  shown.  Nothing  but 
mahogany  is  used  in  tlie  manufacture  of  their  goo<ls  and  the 
design  and  finish  is  of  the  best. 

The  Shurley  &  Dietrich  Co.,  Gait,  Ont.,  disi)layed  an  extensive 
line  of  their  "  Alaple  Leaf  iron  and  brass  beds.  Shurley  Ji: 
Dietrich  aie  noted  for  the  finish  they  i>ut  on  their  goods  and 
the  lines  on  disi)lay  bore  out  the  reimtation  they  have  gained. 
The  same  grade  of  material  for  finishing  is  \.ut  on  the  elieaper 
lines  as  oi<  the  high  ijrice<l  stuff:,  A  line  of  their  side  cribs 
was  shown  along  with  the  iron  beds.  'iliese  liave  a  [latent 
arrangement  whereby  the  side  can  l)e  lowered  or  raised  to  any 
desired  height.  It  works  so  easily,  but  yet  it  is  ini|iossible  for 
a  child  to  force  it  down,  on  account  of  the  patent  attachment. 
The  feature  of  the  8.  O.  line  is  that  the  tubing  used  in  all 
their  beds  is  close  joineil  ami  close  diawii,  making  it  impossible 
to  crack  the  seams. 

THE  BANQUET. 

On  Thursday  evening,  a.  nn)nstcr  banijuef  was  held  in  the  new 
Masonic  Hall  in  Berlin,  to  \\\n  \\  all  visiting  retaileis,  manu- 
facturers and  trave.iers  were  invited.  The  e\'ening  was  given 
up  to  toasts,  speeches  and  song  and  story  by  local  talent. 

Oeo.  Ijimg,  of  the  Lang  Tanning  ('n.,  fierlin,  was  in  the  chair. 
Also  at  the  head  table  were  ('.  IL  Mills,  M.P.I',  for  North  Water- 
loo, Mayor  Kuler  of  Berlin  ami  .1.  C.  Breithaupt,  president  of 
the' Board  of  Trade.  Mr.  Lang,  opened  the  proi'eedings  with  a 
speech  in  which  he  \vel:-om?d  every  one  and  assured  them  that 
the  city  of  Beiliu  wmi'd  do  all  in  its  power  to  make  fiitiiie  exhi- 
bitions a  success.  Mayor  iOu'er  also  addressed  the  delrgates  and, 
after  complimenting  the  var'ous  manufa  tnieis  and  dealers  on 
the  success  of  the  show,  urged  greater  co-npei  at  i.m  among  tlunn. 

Mr.  Breithaupt,  whose  father  was  the  first  manufacturer  of 
furniture  in  Berlin,  spoke  glowing'y  of  the  rapiil  stiidcs  the  in- 
dustry was  n-.aking  in  this  country  and  hojied  to  see  it  make  even 
greater  |)rogress  than  it  has  in  the  past. 

The  toast  list  was  quite  a  long  one  ami  includeil  The  King, 
The  Furniture  Buyers,  The  Kurnituie  ATaiuifact\ir.rs.  The  I'ress. 
The  toast  to  the  buyers  was  responded  to  by  .bilni  Leslie,  Win- 
nipeg, A.  M.  Tanney,  of  J.  A.  Banfield  Co.,  Winnipeg;  A.  (Jom- 
stock,  Peterborough';  Mr.  Lappin,  Gooilwins,  Limite(i,  Montreal; 
>  orm.  Keene,  London;  Mr.  Lanigan  of  the  N".  S.  Furniture  Hons  - 
Haliia.\,  N.  S. ;  Mr.  I'Jxe.e.t,  i-'iccLt  n,  >,.  L.,  ;  ud  il.  M. 
Wightman,  of  W.  H.  Whalen  &  Co.,  I'ort  Arthur,  all  of 
whom  expressed  the  pleasure  it  gave  them  to  be  at  the  meeting 
and  told  of  the  excellent  lines  Canadian  Finrniture  Manufacturers 
;ire   now  putting  on  the  market. 

"The  Furniture  Manufacturers,"  brouglit  forth  speeches 
from  (;.  A.  Gruetzner,  of  the  Hespehn-  Furniture  Co.,  Hespeler; 
Mr.  Rumball  of  the  Kensington  Furniture  Co.,  Goderich ;  Mr. 
Luke  of  St.  Catharines;  H.  Krug,  Berliii;  Mr.  Moss,  the  Crown 
Furniture  Co.,  Preston,  and  Bill  Gowdy.  of  Quality  Beds,  Lim- 
ited, Welland.  Othe  s  were  called  upon  but  could  not  l  e 
found.  Several  matters  were  brought  out  during  these  speeches, 
among  tlwin  the  transportation  problem.  Mr.  Moss  dwelt  at 
some  length  on  this  subject  and  thought  that  the  dealer  and 
manufacturer  sliouhl  co  operate  more  to  get  after  the  railwavs 
and  make  them  gi\-e  the   furniture  trade  greater  considerati m 

E.  O.  Weber,  of  the  Waterloo  Furniture  Co.,  Waterloo,  gave  a 
talk  on  behalf  of  the  reception  ccnnmittee.  Tie  referred  to  th^ 
hitch  in  getting  cheap  rates  for  tiie  exhibition  and  explained  wl  y 
things  went  wrong.  He  assured  those  present,  however,  that 
such  would  not  be  the  ease  next  year. 

■Speeches  were  delivered  by  Herb.  Snyder  of  Snyder  Bros.  TIii- 
holstering  Co.,  Waterloo;  i<"'rank  Coornbc;'-.  of  Coianbes  iV;  '  o., 
Kincardine,  Out.;  Mr.  Sa  s,  of  Ihe  Berlin  Interior  Hardwoul 
Co.,  Berlin;  Mr.  McBride,  of  the  Globe  i'nrai.nre  Co.,  Wateiloi, 
and  Mr.  Budge,  of  the  Alaska  Feather  &  Down  Co..  Montrcil. 
that  he  tlimight  that,  in  the  interests  of  the  furniture  trade 
Mr.  Coombes  aroused  considerable  discuss'on  by  the  statem-nt 
a-s  a  whole,  the  exhibition  should  be  an  annual  affair  and  that 
it  should  be  held  in  Toronto  or  some  other  large  centre.  He 
pointed  out  that  the  industry  hail  raeched  sii'ch  i)roportions  tint 
exhibitions  similar  to  those  in  Grand  Rapids  were  necessary,  but 
that  they  would  not  be  sn  h  a  success  if  made  in  Be'-lin  as  thev 
would  be  in.  say,  Toronto.  Tf  an  annual  exh'bit'on  was  I  eld 
ii.  Toronto,  it  would  bring  manufacturers  and  buyers  from  all 
over  the  country  where  now,  so  far  vs  t-xhibits  are  concerned,  t'-e 
thinsr  is  practically  local.  However,  nothinc-  was  done  bevond 
a  little  controversy,  but  this  is  a  big  subjest  and  is  hound  to 
come  iifp  again. 

'  Mr.  C.   H.  Mills,  M.P.P.,  made  a   mo'-t   felicitous  sp.'r'cli.  He 


said  that  in  order  to  the  esl;iblislimeiit  of  homes,  which  were 
the  centre  of  the  country's  iuliueiice  flic  limiilure  nianufa<-turi  r-i 
anu  turniture  dealers  were  as  essential  a^  [neachers  and  niatri 
inouy. 

'  '  lu  Berlin,"  he  added  amid  .applause,  "we  lia\e  the  finest 
furniture  tactories  in  Canada  ami  we  have  the  men  engaged 
in  the  industry  who  are  not  alraid  to  take  a  chance.  When 
1  see  the  furniture  that  is  turned  out  by  the  factories  of  Berlin 
an. I  Waterloo  i  get  more  cockey  than  ever." 

The  eloquence  of  the  traveliing  profession  was  brought  out 
in  speeches  by  Messrs.  Iliggnibotham,  J.  K.  Edwards,  Sherln oolie, 
Que.,  and  Pat.  Sonunerville,  of  the  I'.llis  Furniture  O).,  ingersoU. 
iMr.  Edwariis  referred  to  the  time  he  and  his  fellow  travellers 
had  keeping  care  of  the  visiting  ret:iileis,  and  thought  that  the 
latter  should  bring  their  wives  along  in  order  that  the  salesmen 
iniglit  have  a  chance  to  get  scnne  sleep. 

I'at.  Somm-rvdlle  told  of  his  long  experience  in  the  iiuniture  b-s- 
iue^s  .aiid  of  how  he  had  watched  the  industry  grow  and  tlie 
quality  of  the,  work  turned  out  by  (Canadian  manufaetureiS  im- 
prove. "American  manufacturers  have  nothing  on  us,"  saiil  he, 
' '  in  the  matter  of  the  high  class  work  turned  out.  They  can  beat 
us,  however,  in  the  cheaper  lines  and  they  are  doing  all  in  their 
power  to  dump  this  poor  stuff  on  this  market.  Wo  must  stop 
it  and  must  get  together  in  order  to  devise  ways  and  moans  to 

do  so." 

Chairman  Lang  ]iropose<l  the  health  of  The  Press,  which  toast 
was  responded  to  by  W.  L.  Edmonds  and  Weston  Wrigle.v,  man- 
aging editor  and  business  manager  respectively  of  Tlu;  Caiiailiaii 
iurniture  World  and  tiie  L' ndertaker,  Toronto,  ami  {■''rank  V.. 
Pond,  of  the  Furniture  .lournal,  Toronto 

An  eiijoyalil(>  evening  was  liroiiglit  to  a  close  about  II  o'(doid( 
and  all  joined  hands  anil  sang  l"'or  Aidd  Lang  Syne. 

THOSE  WHO  ATTENDED  BERLIN  EXHIBITION. 

A  paitial  list  of  the  retailers,  travellers  and  nia  nut  ac  i  urers 
who  atteiide(|  the  exhibitiim,  is  as  follows: 

James  Fowler,  Toronto;  Fredrick  Kreiner,  Beidiu;  O.  A. 
Sehreiter,  Berlin;  C.  A.  Richardson,  Berlin;  II.  A.  Lijipert,  Ber- 
lin; R.  S.  Porteous,  Berlin;  N.  Ilonderich,  Milverton;  1). ,  S. 
Wilhelm,  New  Hamburg;  W.  Euler,  Mayor,  B,erlin;  J.  A.  Hall- 
man,  Berlin;  A.  G.  Sehreiter.  Berlin;  \V  M.  Patttn-s,  London; 
H.  T.  Krug,  Berlin;  Geo.  H.  Ilachborn,  Berlin;  Chas.  AdIofI', 
i>erlin;  K.  A.  Bre(d<enridge,  Owen  Sound;  T.  C.  Trace,  Toronto;. 
A.  F.  Stieh,  Eorest ;  L.  A.  J'otli,  New  Dundee;  P.  T.  Groom, 
Waterloo  E.  F.  Kellv,  Hamilton;  C.  Ureshbriu;  W.  ,).  Lindsey, 
Woodstock;  H.  W.  Bottonis,  Woodstock;  J.  W.  Abbott,  Toronto; 
A.  K.  Dunke,  Toronto;  T.  J.  Pom,  Toronto;  Geo.  Lang,  Berlin; 
W.  T.  Sass,  Berlin;  H.  Ford,  Berlin;  Philip  Gies,  Berlin;  Frank 
Goodwin,  St.  Thonnis,  Ont.;  D.  L.  Shafer,  St.  Thomas;  T  E. 
Coonibe,  Kincardine;  (1.  Button,  Lucknow;  N.  J.  Johnston,  Kem- 
mon;  A.  E.  Sanders,  Toledo,  Ohio;  J.  S.  Shantz,  Berlin;  G.  II. 
Brett,  Dunnville;  F.  D.  Rumball,  London;  J.  A.  Kumball, 
Goderich;  E.  O  Weber,  Berlin;  C.  E.  Werner,  Berlin;  Allan  A. 
Ebv,  Berlin;  C.  Ii.  Mills,  Berlin;  N.  V.  Boyd,  Mitchell;  A.  D. 
Mi'llei-,  Mitchell;  J.  C.  Breithaupt,  Belin;  T.  A.  Wetzel,  Berlin; 
A.  L.  Hixon,  Berlin;  W.  W.  Arrowsmith,  Montreal;  C.  F.  Traut, 
Jr.,  Woodstock;  N.  II  Letter-,  Waterloo;  Frank  O.  Cuudill. 
Hamilton;  John  Leslie,  Winnipeg;  Geo.  H.  Honsberger,  Toronto; 
W.  L.  Edmonds,  Toronto;  (!.  Weston  Wrigley,  Toronto;  E.  A. 
Forson,  Toronto;  Edward  Lipjiert,  Toronto;  O.  E.  Evans,  To- 
ronto; John  P.  McCanunon,  Paris;  L.  A.  Gullonay,  Berlin;  L. 
K.  Clemens,  Berlin;  W.  M.  O.  Winterholt,  Berlin;  J.  C.  Hunt, 
Dorchester;  A.  J.  Scafe;  V.  G.  b'uppel.  Gait;  K.  C.  Torrance; 
John  K.  (iilmour,  Winnipeg;  E.  A.  Gruetzner,  Hespeler;  Thos. 
Gruetzner,  Hanover;  Thea  Buck,  Hes[i(der;  J.  W.  Baile.y,  Ber- 
lin; F.  T.  Mo.y,  Berlin;  S.  S.  Nash,  Cliesley;  W.  A."  Luke, 
Oshawa;  K.  W!  Krug,  Berlin;  Win.  May,  Berlin;  G.  O.  Luke, 
Hamilton;  E.  II.  Scully,  Berlin;  D.  E.  Staffers,  Chesley;  M.  F. 
Anthes,  Montreal;  C.  H.  Berny,  Toronto;  A.  W.  Barlctt.  To- 
ronto; C.  J.  Baetz,  Berlin;  C.  J.  Baetz,  Berlin;  L.  Voiles, 
Toronto;  J.  Cohen,  Toronto;  L.  K(dly,  Hamilton;  W.  J.  Nash, 
Hamilton;  E.  Bagshaw%  Hamilton;  .\.  E.  Everett,  St.  John, 
N.B.;  A.  E.  Giizlay,  Toronto;  E.  Budge,  Montreal;  C.  R.  Wood- 
burn,  Ottawa;  J.  A.  Cougell,  Toronto:  W.  L.  Jennings,  Fred- 
ericton,  N.B.;  J.  A.  McLaughlin,  T<o-onto;  A.  Moss,  Preston; 
R.  D.  McGillvray,  Preston;  G.  W.  .lones,  Preston;  O.  A. 
K(dfer,  Berlin;  A.  E.  Craig,  Toronto;  II.  H.  Wightman,  Fort 
William;  A.  M.  Tanney,  Winni|)eg;  Geo.  H.  McDonald,  Win- 
nipeg; J.  W.  Dare,  Hamilton;  Bruce  fjeaxoTis,  \'anc(ui\ (>r;  J.  B. 
Ro(diiiel,  Midland;  Edgar  K'oberts.  Winnipeg;  T.  .\itliur  Car- 
scadtlen,  \'irdoi),  .Man.;  Win.   GowJy,    Welland  II.  Manta.g- 

Berlin;  J.  D.  Lanigan,  Halifax,  N.S.;  P.  A.  Somerville,  llamii- 
ton;  F.  M.  liiglis,  Berlin;  J.  B.  Snider.  Wjiterloo;  M.  E. 
Bramble,  Waterloo;  II.  G.  Be(d<er,  Waterloo;  W.  J.  1.  Parsons, 
Sarnia;  A.  Bl.ack,  Orillia;  C.  .1.  lleaslip,  Ilagersville;  T.  R. 
Pearson  St.  Thomas;  Jos.  Bropli\.  (Joderiidi;  W.  J.  Roistan, 
(ioderich;  .1.  \\.  Sussex,  London;  \'..  !«'.  Pnrtle,  Toronto;  V.  Cr. 
Curie.  Toronto;  O.  Kinge,  Beilin;    W.    II.    Snyder,  Waterloo; 
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W.  E.  Cassia V.  Toronto;  C.  F.  Covvell,  Tovouto;  C.  F.  Ott, 
Watoiloo:  H.'c.  WalUer,  ]'etei-boro;'  W.  H.  Grotz,  Berlin;  E. 
W.  Knig,  Berliu;  J.  A.  Mvmaell,  Flora;  J.  Kuauff;  H.  M. 
Snyder:  \V.  JI.  Toniliu,  Toronto;  W.  1.  Lake,  St.  Catharines; 
G."  II.  Eumball,  Merlin;  M.  Ejistein,   Hamilton;  J.  J.  Marks; 

A.  Tr\-in_u-,  Ottawa;  Wni.  Buchanan,  Oriliia;  W.  Comstock, 
I'eterboro;  A.  T.  Roberts,  Toronto;  P.  F.  Brown,  Toronto;  W. 
E.  Long,  Brantt'ord;  R.  W.  11  igginbottoni,  Toronto;  M.  J. 
Brown,  F.  Scluerwaltz,  Toronto;  A.  F.  Mills,  Regina;  Wni.  L. 
P.  Snyder,  New  Hanilmrg;  H.  T.  Edwards,  Tjondon;  N.  H. 
Keene,  London;  A.  Keene,  London;  S.  Tliompe.  (Juelph;  C.  P. 
P^astnian,  N'ancouver;  11.  F.  Ropps.  Stratford;  Walter  J.  Sturb, 
Berlin;   (!.  S.  Henilerson,  Toronto. 

-  M.  E.  Long,  Biantfoni ;  Mr.  Leitcli,  The  Hudson  Bay.  Co.,  Cal- 
gary; Mr.  Austin,  Chatliam,  Ont. ;  Clark  Washburn,  Durham  Fur- 
niture Co.,  Durham.  Ont.;  Frank  and  Stan.  Goodwin,  St.  Thomas; 
.T.  A.  Adams,  Kensington  Furniture  Co.,  Goderieh,  Ont.;  E.  J. 
.Johnson,  of  No'len,  Hallett  &  .Johnson,  West  Toronto;  J. 
.lackson,  Woodhouse  &  Co.,  Montreal;  B.  D'.  Kilgour,  Mat.  Brown, 

B.  W.  Higginbothani  and  Bruee  Leavens,  of  the  G%o.  J.  Lippert 
Table  Co.,  Berlin;  Walter  Bateman,  Gendron  Mfg.  Co.,  Toronto; 
E.  Roat.  C  P.  Eastman,  D.  iS.  Wilhelm,  Dan  Maclntyre  and 
X.  Hornrieh,  with  1>.  Hibner  Furniture  Co.,  Berlin;  A.  E.  Evans, 
Berlin  Fnrnitnri-  Co.,;  W.  H.  Beney,  Toronto;  J.  R.  Steadman, 
Petrolea;  11.  A.  Ostrander,  Tillsonburg;  M.  E-.  Long,  Brantford; 
Clark  Washburn,  Durham;  E.  .Jeffrey,  Imperial  Furniture  Co., 
Toronto;  ,Ias.  H'.  .Jackson,  Georgetown;  lieith  Edwards,  Sher- 
brooke,  Que.;  Jackson,  Woodhouse  Furniture  Co.,  Montreal; 
Staeger  &  Co.,  Hespeler;  N.  J.  Johnston,  Keninore;  N.  Carkner, 
Kenniore;  W.  .7.  Webster  and  W.  F.  Turner,  Reliable  Furniture 
C;o.,  Toronto;  Lou  Phippen,  Sarnia;  Mr.  Lutz,  The  Right  House, 
Hamilton;  Chas.  Trowbridge  and  Myron  Stern  of  the  Home  l^^ur- 
niture  Co.,  Toronto;  F.  L.  Kelly  of  Alex.  Thompson  &  Co.,  Ham- 
ilton; T.  L.  Pursel,  Brantford;  Dr.  Partriilge  and  Mr.  Beatty, 
of  the  Traiford  Furniture  Co.,  London;  Mr.  Luke,  Hamilton; 
S.  Levinter,  Toronto;  W.  Finlayson,  Paris;  Norm.  Keene,  Ontario 
Furniture  Co.,  London;  A.  E.  Craig,  Toronto  Carpet  Co.,  Toronto; 


A  section  of  the  Furniture  Show  in  the  Market  Hall,  Berlin,  where 
about  twenty  inaruifacturers,  including  the  Alaska  Feather  and 
Down  Co.,  made  exhibits. 

Geo.  Shelhorn,  T.  Eaton  Co.,  Toronto;  F.  Schierholtz,  New  Ham- 
burg; Sandy  Thompson,  Guelph  Carpet  Co.;  Harry  Trott,  Colling- 
wood;  Wes.  Walker,  Clinton;  .J as.  Brophy,  Goderieh,  and  J.  F. 
Wildman,  Oflfice  Specialty  Manufacturing  (!o.,  Toronto;  J.  F. 
Wildman,  Toronto;  Mr.  Renaud,  of  Renaud,  King  &  Patterson, 
Montreal;  Mr.  Loizelle,  Henry  Morgan  &  Co.,  Montreal;  Mr. 
Leitch,  The  Hudson  Bay  Co.,  Calgary;  Mr.  Krug,  Edmonton; 
.Mr.  Wright,  of  Wright  &  Hepburn,  Port  Arthur. 

#.     *  * 

SHIP  FURNITURE  BY  C.  P.  R. 

Refognising  the  important  part  played  by  the  FurnitU7'e  Indus- 
try in  Berlin,  the  Gait,  Preston  &  Hespeler  Ry.,  (f!anadian 
Pacific  Ry.  connection  with  Berlin)  in  order  to  accomodate  tin; 
increasing  output  of  the  fafitories  have  enlarged  their  facilities 
three  folil,  and  have  one  of  the  Ijest  equipi)ed  and  most  u)j-to-date 
freight  sheds  and  offices  in  Canada.  I^ess  than  car-load  lots  are 
loaded  with  a  view  to  avoid  transhipment  en  route.  Through  ears 
are  made  direct  to  Hamilton,  Toronto,  Montreal,  Winnipeg,  ami 
other  large  distributing  centres.  Connection  is  made  at  (<alt 
with  all  the  through  fast  freight  trains  on  tlie  main  line  of  the 
Canadian  Pacific  Railway,  cars  from  Gait,  Preston,  lles[)elei' 
railway  |)oints  thus  making  as  good  time  as  any  traffic  carried 
on  these  trains.  At  Berlin  freight  traffic  receives  liri'H'eied  at- 
tention, a  special  staff  being  employed  to  look  solely  after 
this  department. 


The  Stratford  Exhibition 

An  Exceedingly  Good  Display  is  Made  by  the 
Manufacturers  of  the  Classic  City— Some  In- 
teresting New  Lines  and  Styles  Shown  — 
Generous  Entertainment  Arrangements. 

The  third  annual  exhibition  of  Made-in-Stratford  furniture  was 
held  during  the  ten  days  of  January  9  to  18.  The  various  manu- 
facturers of  the  city  acquitted  themselves  nobly  in  the  matter 
of  exliibits.  The  displays  were  large  and  vvell  arranged  md 
showed  the  trouble  to  which  the  different  firms  went  to  make 
the  show  a  success.  Their  efforts  were  rewarded  in  the  goodly 
number  of  buyers  who  attended,  although  the  exhibition  >lc- 
fierved  even  greater  attention  than  it  received  from  the  retail 
furniture  trade. 

Buying  from  catalogue  and  from  photographs  is  all  rig-ht  and 
the  only  logical  way  when  the  goods  cannot  be  seen,  but  a  much 
l^etter  idea  of  whether  or  not  the  goods  will  please  your  custom- 
ers am  ba  hadi  by  seeing  the  lines  as  they  stand  on  the  floor 
of  the  manufacturers'  show  rooms. 

A  dealer  who  says  he  has  not  the  time  to  attend  an  affair  of 
this  kind  cannot  realize  the  benefit  to  be  derived  from  doing 
so.  Proof  of  this  is  found  in  the  fact  that  of  those  who  came 
to  Stratford,  the  greater  percentage  were  buyers  for  the  most 
successful  furnituire  firms  in  Canada  to-day.  If  you  did  not 
atten<l  this  year,  make  it  a  point  to  do  so  in  1914. 

The  Entertainment  Provided. 

The  entertainment  committee  of  the  exhibition  certainly  ful- 
filled its  mission.  Visiting  buyers  were  met  at  the  station  and 
driven  to  the  Albion  Hotel,  where  excellent  aceommoilation  was 
providied  at  the  expense  of  the  manufacturers.  For  amusement, 
the  guests  'vvere  taken  to  the  theatre,  the  curling  rink,  or  any 
other  entertainment  they  desired'. 

The  Exhibits. 

Each  factory  had  space  specially  fitted  up  for  the  occasion. 
All  were  decorated  in  an  attractive  manner  and,  in  factories 
where  the  stuff  was  used,  large  samples  of  leather  used  in  the 
upholstering  were  hung  on  the  wall  and  added  much  to  the  ap- 
pearance. 

McLagan  Furniture  Co. 

The  display  of  the  (ieorge  McLagan  Furniture  Co.  occupied 
a  large  portion  of  the  third  floor  of  their  factory  and  included 
dining  room  sudtes,  hall  furniture,  music  and  China  cabinets,  li- 
brary tables,  parlor  tables,  jardiniere  stands  and  pedestals,  and 
the  Gunn  book  sections  and  filing  devices.  This  firm  has  the 
largest  range  of  dining  room  furniture  made  in  Canada,  and  the 
major  portion  of  the  line  was  on  display.  In  addition  to  this, 
they  showed  innumerable  designs  in  parlor,  library  and  hall  pieces. 
Several  new  patterns  were  shown  in  hall  seats  and  mirrors,  which 
attracted  considerable  attention.  These  were  shown  in  all  the 
finishes,  but  fumed  oak  seeu-ed  to  be  the  most  popular. 

This  season's  display  in  dining  room  furniture  has  been  added 
to  by  many  new  designs  in  buffets  and  China  cabinets.  The 
Colonial  design  was  shown  in  sizes  and  patterns  to  fit  any  room, 
as  were  mission  and  arts  and  crafts  designs.  Those  finished  in 
fumed  oak  attracted  most  attention. 

A  feature  in  the  display  was  the  Gunn  sectional  book  case  anil 
office  devices  shown  in  Mission  and  Colonial  eflfeets,  something 
heretofor  not  done.  Arrangements  are  now  under  way  to  in- 
stall new  machinery  which  will  greatly  increase  their  output  in 
1913. 

The  assortment  shown  in  the  McLagan  line  is  unsurpassed 
anywhere  on  the  American  continent,  and  those  dealers  who  took 
the  time  to  visit  the  display  voted  it  well  spent. 

The  Imperial  Rattan  Co. 

The  Imperial  Rattan  Co.  showed  a  full  line  of  their  uphol- 
stered furniture,  reed  and  rattan  furniture  and  Davenport  beds. 
In  upholstered  goods,  the  feature  was  a  fine  line  of  Englisli 
leather  and  tapestry  goods  in  solid  and  loose  cushion  effects; 
also  English  Chesterfields  and  tapestries.  The  coverings  on  rat- 
tan furniture  ran  largely  to  tapestries  and  cretons.  A  new 
finish  called  Toona,  a  name  given  by  H.  H.  Wightman,  of  The 
W.  H.  Whalen  Co.,  Fort  William,  on  account  of  its  resemblance 
to  Toona  mahogany,  was  well  received.  Rattan  and  leather  up- 
holstered also  was  shown  in  a  number  of  new  designs,  an,l  a 
full  line  of  fumed  and  white  enamel  finish  in  all  the  different 
upholsteries. 

A  special  feature  of  the  rattan  line  was  a  number  of  new 
reed  chairs,  in  close  weave  German  designs,  finished  in  natural 
ami  brown.  These  are  particularly  adapted  ror  living  room 
iind  den. 

Living  room  and  library  chairs  anil  corridtor  sets  in  Spanish 
leather,  genuine  English  moroccos  and  goathair  finish  were  fav- 
oi'jubiy  commeided  on. 

All  this  stuff'  is  new  and  bound  to  take  well.  Mr.  Strudley,  the 
manager  of  the  firm,  was  abroad  recently  and  imported  several 
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THE  NEWEST  THING  IN  TABLE  SLIDES 

INTERESTED  HUNDREDS  AT  THE  BERLIN  EXHIBITION 


Our  Positive  Ex- 
tension Controller 
enables  a  person 
to  open  both 
sides  of  a  table 
by  pulling  gently 
on  one  side,  is 
positively  the  best 
selling  feature  on 
any  table  being 
offered  to  the 
retail  furniture 
trade. 

We  also  make 
the  Perfection 
Table  Slide. 


Just  as  it  made  a 
hit  with  all  who 
saw  it  at  the  Ber- 
lin Exhibition,  it 
will  win  instant 
favor  with  your 
customers. 

We  specialize  in 
quarter-cut  oak 
extension  tables. 

Write  for  infor- 
mation about  our 
new  controller 
slide. 


No.  202    Top  48  X  48 


The  Berlin  Table  Manufacturing  Co.,  Berlin 


FLAT  TOP  DESKS  and  WOOD  MANTELS 


Our  System  Desk  shown  is  unexcelled  for  convenience 
and  you  can  have  a  Legal  Blank  Section,  Card  Index 
Section  or  Document  File  as  well  as  a  regular  Filing 
Drawer.  Our  No.  200  is  the  best  low  priced  desk  on 
the  market.  We  make  also  Filing  Cabinets,  Vertical  and 
Sectional,  in  1 ,  2  and  4  drawer  styles,  Card  Indexes,  etc. 


We  are 
among  the 
largest 

manufacturers 
of  wood 
mantels 
in  Canada 


Desk  No.  195 

We  also  manufacture,  for  the  upholstering  trade,  frames 
in  parlor,  den  and  dining  styles,  Davenports,  Folding 
Bed  Ends,  etc. 


No.  300 


Elmira  Interior  Woodwork  Co.,  Elmira,  Ont, 

Only  12  miles  from  Berlin  with  excellent  facilities  for  shippinK  in  carload  lots  by  G.T.R.  or  C.P.R. 
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(ino  lines  of  Kng.isli.  (ievman  ;iiul  Fioiicli  erotoiis,  for  use  on 
till'   lirniV  ijooils. 

Globe-Wernicke  Co.,  Limited. 

The  extensive  line  of  book  cases,  filing  cabinets  and  other  of- 
fice sujiplies  ninnufaetured  by  the  lobe- Wernicke  Co.,  Limiteii, 
was  siiown  iu  a  well-arranged  display  in  their  factory.  Tiiis 
firm  will  shortly  bring  out  two  now  lines  of  book  cases  diffeieiit 
to  anything  on  tliis  in:irket.  One  of  these  they  will  call  the  Art 
Mission  style,  something  the  same  as  the  old  Mission  style,  only 
they  do  away  with  tlie  steel  end  irons.  The  other  will  be  in 
SJieratoii  style,  made  of  mahogany  and  iidaid  with  ivory.  A  new 
l)o^>k  case  catalogn(>  is  now  being  jiiepared  and  will  l)e  mailed 
soon. 

To  meet  the  growing  demand  for  their  line  of  desks,  the  firm 
has  piircha.sed  the  plant  of  the  Stratford  Desk  Co.  A  fine  ex- 
hibit of  these  was  shown  in  the  ile^k  factory  and  im  luded  all 
their  well-known  line.  They  are  getting  out  several  new  lines 
and  are  following  the  style  of  the  best  American  manufactur- 
ers in  turning  out  desks  with  single  |ianel  back  and  em's.  These 
can  be  suppliedi  in  any  finish  desired. 

With  the  new  facilities,  1913  will  see  them  in  a  p.isition  to 
fill  all  orders  for  book  cases,  office  furnitwe  and  desks. 

Stratford  Mfg.  Co. 

I^awn  swings  and  chairs,  verandah  furniture,  folding  chairs 
and  tables  were  featured  in  the  display  of  the  iStratford  Mfg. 
Co.  Messrs.  Moore  and  Harris  looked  after  all  visit'ng  re- 
tailers, and  many  took  the  opportunity  {)f  going  through  tlK> 
factory. 

This  firm  has  recently  gone  into  the  manufacture  of  ironing- 
boards,  bake  boards  and  clothes  dryers.  The  slogan  of  the  firm 
has  always  been,  "Quality  Mrst"  and  this  will  be  followed  out 
in  the  new  ilnes. 

uAnother  new  departure  by  this  concern  is  the  manufacture 
of  connected  folding  chairs  for  theatres,  assenddy  halls,  etc.  These 
are  in  very  neat  design  and  are  sure  to  take  well  with  the  trade. 

X  new  catalogue  embracing  the  whole  line  is  now  being  pre- 
pared and  will  be  ready  for  distribution  about  Feb.  1st. 

The  Stratford  Chair  Co. 

Two  large  rooms  were  necessary  to  accommodate  the  d'splay 
of  the  Stratford  Chair  Co.  These  were  decorated  esfiecially  for 
the  occasion  and  large  samples  of  the  cow  hide  leather  used 
by  the  firm  were  hung  all  around  the  walls.  Dining  room  chairs 
are  this  firm's  specialty  and  nmny  fine  samples  were  shown  in 
golden,  fumed  and  early  English  finishes,  the  former  predomi- 
nating. These  were  shown  both  in  plain  and  u])hols^'eved  ?eats. 
The  display  also  included  rockers  of  both  the  cheaper  and  better 
greades,  den  chairs  and  rockers  in  the  different  finishes,  bed  room, 
office  and  a  full  line  of  children's  chairs. 

The  new  lines  were  grouped  together  and  iniduded  a  number 
of  dinners  in  Colonial  ami  Sheraton  design.  Cohlcn  oak  was 
the  prevailing  finish,  although  the  various  other  ones  weie  shown. 

Case  goods  were  shown  in  wide  range  in  another  roDin.  Tlus^ 
were  mostly  in  surface  oak  and  early  English  finishes.  Several 
new  lines  of  dining  room  suites  of  different  sizes  were  shown 
in  early  Engli.sh,  with  China  cabinet  and  dinner  waggon  to 
match.  Several  odd  extension  tables  in  surface  oak  were  in- 
cluded in  the  display;  also  small  parlor  tables  in  the  same  finish. 

The  big  featurei  of  the  ease  goods  display  was  a  new  dining 
room  set  complete,  in  fumed  oak  and  consisting  of  buffet,  ex- 
tension table,  China  cabinet,  side  table  and  set  of  chairs.  The 
back  of  the  buffet  is  furnished  in  any  one  of  three  designs. 

For  early  Spring  trade,  several  new  lines  of  dresses  ami  stands, 
in  satin  walnut,  will  be  put  on  the  mraket. 

Another  new  article  was  a  dining  room  set  in  fumed  satin 
walnut.  The  fini.sh  on  this  is  equal  to  fumed  oak  in  appear- 
ance and  is  bound  to  prove  a  big  .seller.  The  tabl?  in  this  set 
extends  to  six  feet  and  eight  feet.  They  also  showed  a  new 
line  of  bed  room  furniture  in  this  finish. 

Frame  and  Hay's  Exhibit. 
The  Frame  &  Hay  Wire  I'Viicc  Co.  had  a  disjjlay  of  bed 
springs,  wire  mattres<-s  and  cots  in  the  McLagan  factory.  A 
feature  of  their  springs  is  the  addition  of  a  special  heavy  No. 
!)  g-ahanized  wire  support.  To  make  their  "Classic  Queen" 
sjiring  al>solutely  vermin-proof,  thi^  k(^y-vvay  is  now  covered  witli 
:i  lacquered  tin  band. 

The  Stratford  Bed  Co. 

This  is  a  new  concern  starting  to  manufacture  brass  bods. 
Operations  ha/1  not  commenced  at  the  time  of  the  exhibition 
and,  unfortunately,  samples  of  their  line  were  held  uj)  by  the  rail- 
ways. The  firm  will  make  the  medium  and  better  class  beds. 
TTie  ()lant  is  located  on  the  top  floor  of  the  W.  A.  Kemp  Co. 's, 
building.      Fred.  ('.  Heniiicke  is  the  manager. 

Those  Present. 

.].  W.  Chowen,  Winni[)eg,  represt-ntive  af  the  Strnlford  af- 
flliate'l  lines  in  Manitoba, 


Arthur  M.  Tanney,  buyer  for  J.  A.  Banfield,  Winnipeg. 
E.  C.  Rohfrtisch,  re{)resentiug  the  Globe-Wernicke  Co.    in  the 
West. 

H.  H.  Wightman,  manager  and  buyer  for  the  W.  H.  Whalen 
Co.,  Ltd.,  Fort  William,  Out. 

T.  A.  Griffin,  representing  The  Stratford  (!hair  Co.  in  Western 
Ontario,  and  M.  Stewart,  representing  the  same  firm  in  the  West, 
.r.  Letter,  Waterloo,  Ont. 

.T.  W.  Ward,  representing  Graham  &  Reid,  Edmonton,  Alta. 
Herb.  Casner,  representing  the  Globe-Wernicke  Co.,  in  West- 
-  ern  Ontario,  and  as  far  east  as  Belleville. 

Mr.  Wright,  Wright  &  Hepburn,  Port  Arthur,  Ont. 

— ■  Krug,  Edmonton,  Alta. 

.John  P.  McCammon,  Paris,  Ont. 

Fred.   Holingsworth,  Globe-Wernicke  Co. 

—  .Jackson,  Georgetown,  Ont. 

Fred  Keeler  and  R.  A.  Skinner,  Ingersoll,  Ont. 

R.  Gray,  Montreal. 

Mr.  Gordon.  Montreal,  Que.,  with  City  House  Furnishing  Co. 

A.  Renaud,  Montreal,  Que.,  with  lienaud,  King  &  Patterson. 

Mr.  Jjoiselle,  IMoutreal,  Que.,  with  H.  Morgan 

.John,  Watt,  Millbank,  Ont. 

Mrs.  Patten,  London,  Out. 

Miss  I'atten,  Jjondon,  Ont. 

J.  Jackson,  Arkona,  Ont. 

R.'.T.  Leach,  Calgary,  Alta.,  with  Hudson's  Bay  Co. 
J.  T'.  McCammon,  I'aris,  Out. 

M.  J.  Forbes,  Stratford,  Ont.,  with  .1.  A.  Duggan. 
Mr.  Ijappiii,  Montreal,  (^ue  ,  with  Gi)odwins.  Limited. 
W.  Walker,  Clinton,  Out. 

Mr.  Tiuney,  Ihiuiiltou,  Out.,  with  Geo.   11.  I'^iulknor. 
R.  A.  Breckenriilge,  Owne  Sounil,  r)ut. 
A.  E.  Everette,  St.  John,  N.B. 

E.  J.  Coles,  Woodstock,  Ont.,  with  E.  J.  Coles  &  Co. 
Mr.  Trout,  Woodstock,  Out.,  with  E.  J.  Coles  &  Co. 
J  M.  Struthers,  Guelph,  Ont. 
Mr.  Struthers,  Jr.,  (iueljdi,  Ont. 

Mr.  Ellis,  Jr.,  Ingersoll,  (hit.,  with  Ellis  Furniture  Co. 
Samuel  Avery,  Caledonia,  Ont. 

Mr.  .Jackson,  Montreal,  Que.,  with  Woodhouse  &  Co. 
Mr.  Hunt,  Dorchester,  Ont. 
Louis  Yolles,  Toronto,  Ont. 
Mr.  Cohen.  Toronto,  Ont. 

Win.  Pearson,  Toronto,  Out.,  with  F.  C  Burroughs. 
.T.  Burroughs,  Toronto,  Out.,  with  F.  C.  Burroughs. 
R.  White,  Stratford,  Ont  ,  with  R.  White  &  Co. 
Mr.  Luke,  Oshawa,  Ont. 
Mr.  Jjuke,  Hamilton,  Ont. 

Mr.  .Jennings,  Frederictoii,  N.B.   with  Jjemont  &  Son 

D.  Becker,  New  Hamburg,  Ont. 

L.  Phippen,  Sarnia,  Out.,  with  Phipp(>u  &  Simpson. 

Mr.  .Johnston,  Toronto,  Out.,  with  Nodeu,  Ilallet  &  .lohnston. 

E.  J.  Ellsworth,  Port  Colborue,  Out. 
Mr.  Ruppel,  Elinira,  Ont. 

Mr.  Hewitt.  Mitchell,  Out. 
Mr.  Barlett,  Toronto. 
Mr.  Coltart,  Chatham,  Ont 
N.  J.  Boyd,  Mitchell,  Ont. 

Mr.  Pierson,  St.  Thomas,  Out.,  with  Bahlwin  Robinson. 

Mr.  Brett,  Dunnville,  Ont. 

Mr.  Jjutes,  Hamilton,  Ont. 

Mr.  Abbott,  Hamilton,  Ont. 

i^T.  T,.  Brandon.  St.  Mary's,  Ont. 

Miss  Matheson.  Stratford,  Ont. 

Will  White.  Stratford,  Ont 

Mr.  Lonu-,  Braiitford,  Out. 

H.  A.  Ostraudei-,  Tillsouburg,  Ont. 

T.  Arthur  (Jarscadden,  Yirden,  Man. 

Mr.  Cassidv,  Toronto,  Ont. 

Mr.  Coryell,  Toronto,  Ont. 

Mr.  Schreiter,  .Jr..  Berlin,  Ont. 

Mr.  Luke.  St.  Catharines,  Ont. 

Mr.  and  Mrs.  11    H.  J''alls,  Simcoe,  Ont. 

8  Although  four  members  of  the  staff  of  the  Can-  8 

8  adian  Furniture  World   attended   the  Berlin-  8 

S  Waterloo  and  Stratford  Exhibitions  it  was  not  g 

8  possible  to  obtain  the  names  o'  all  the  retailers  8 

S  who  visited  them  simply  because  many  of  them  8 

8  returned  to  their  homes  without  registering.  8 

»  Our  list  is  therefore  incomplete  as  far  as  they  8 

g  are  concerned.  8 
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Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Thr^*^ 
times  the  quantity  sold  over  last  seaso" 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  org-inal  newness, 
eaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


Domestic  Specialty  Co. 


Hamilton^  Ontario 


Limited 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Famished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


//  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  maizes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N,J. 


Short  Reach  Clamp 

For  Drawer  and  Table  Tops 


Colt's  Quick  Acting  Clamps 


AmM  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Lines  You  Can  Sell 


You  must  be  critical  in  the  selection 
of  your  Chair  Stock  this  ye^ar  for  it 
is  the  Criterion  of  the  Quality  of 
your  whole  Furniture  Department. 

Imperial  Reed  and  Upholstered 
Furniture  is  of  such  Superlative 
Quality  as  to  give  satisfaction  to 
your  most  exacting  customer. 

Replenish  your  stock  now  and  get 
the  full  benehts  to  be  derived  from 
the  Mixed  Carload  Rates  secured 
by  ordering  through  the  Stratford 
Shipping  Combination. 


Imperial  Rattan  Company,  Ltd. 


STRATFORD 
ONTARIO 


Chairs  of 
Distinction 


That's  what  you  get  when  purchasing 
our  Quality  Unes— DISTINCTION. 

it  will  be  our  endeavour  this  year,  as 
last,  to  produce  the  best  and  most  com- 
prehensive range  of  High-Grade  Chairs 
possible  —  chairs  which  will  command 
ready  and  profitable  sales  and  redound 
to  the  credit  of  the  dealer  selling  them. 

Write  for  particulars  and  prices  and 
when  ordering  remember  that  Stratford 
is  a  Mixed  Car-load  Center. 


Stratford  Chair  Co.,  Limited 


STRATFORD 


ONTARIO 
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One  of  the  Commercial  Press,  Limited,  Group  of  Trade  and  Class  Publications 


No.  68 — Colonial  Group 

Colonial  Furniture  is  a  style  that  is  well  adapted  to  the  needs  of  Canadian 
people.  The  above  group  gives  full  evidence  of  this.  Every  piece  is  made 
to  "stand  up"  and  give  actual  service  and  satisfaction  for  a  lifetime. 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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FOR 

THE  NEW  YEAR 
NEW  LINES 

JOHN  C.  MUNDELL  &  CO.  enter  upon  the  New  Year's  business  with  the  cam- 
paign planned  and  the  new  designs  ready.  All  that  skill  and  experience  could  contri- 
bute was  drawn  upon  in  the  selection  of  the  new  designs,  while  special  prominence 
was  given  to  their  selling  qualities,  and  their  future  popularity  with  the  buying  public. 

These  are  brisk,  snappy  lines,  without  doubt.  They  impress  you  with  their  direct 
value  as  saleable  goods — they  are  at  once  substantial,  attractive,  and  dependable,  and 
for  the  dealer,  a  profit-brmging  investment.  We  are,  ourselves,  particularly  pleased 
with  these  new  designs. 

Among  them  are  New  Rockers  and  Chairs,  Easy  Chairs,  in  Mission  style,  K.  D.  and 
Platform  Rockers,  Tables,  Suite  in  Imitation  Spanish  Leather,  new  design,  Mission 
Stools,  &c.  &c. 

Drop  a  Card  for  Blue  Prints  and  Prices. 

John  C.  Mundell  &  Co.,  Elora,  Ontario 


Order  "Stratford''  Brass  Beds 

^  To  satisfy  your  best  custom- 
ers it  is  necessary  to  give  them 
something  different,  something 
original  and  bearing  the  stamp 
of  quality.  ^  Stratford  beds 
fill  these  requirements,  being  dif- 
ferent to  anything  yet  offered  the 
Canadian  trade.  The  designs  are 
attractive  and  the  quality  is  back- 
ed by  many  years  of  experience 
in  the  making  of  high-grade  brass 
beds.  qWhcn  ordering  a  ship- 
ment from  Stratford  include  in 
your  mixed  car  lot  a  trial  order 
of  Stratford  Beds. 

Ask.  for  Price  List  to-day. 

Stratford  Bed  Co. 

STRATFORD,  ONT. 
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HEARD  AT  THE 
FURNITURE  SHOW 


"Hello,  S- 


 ,  its  like  old  times  to  see  you  again,"  said  one 

furniture  dealer  to  an  old  friend  in  Berlin  during  the  Furniture  Exhibition. 

"  Why,  hello,  Tom,"  was  the  reply.  "  I  haven't  seen  you  since  the 
last  Furniture  show  m  Toronto  years  ago.  It's  like  old  times  to  see  you 
again.    When  did  you  arrive  ?  " 

"  Just  this  morning,  but  I've  had  a  busy  day.  Went  over  to  the 
market  building  first  and  saw  the  displays  there.  Then  went  out  to  a 
couple  of  factories  and  ordered  a  lot  of  case  goods  and  bedroom  suites. 
Just  back  from  Waterloo  now.  Have  you  seen  that  display  of  uphol- 
stered furniture  at  the  Waterloo  Company's  factory?  " 

"  Not  yet,  but  I've  heard  several  speaking  about  it." 

"  Well,  don't  miss  it,  the  whole  show  is  good  this  year,  but  for  a  line 
on  which  you  can  get  a  good  margin  and  sell  quick,  I  think  theirs  is  the 
best  I've  seen.    That  living  room  in  brown  is  a  dandy." 


Many  kind  things  like  the  above  were  said  about  our  dis- 
play at  the  January  Exhibition  and  we  thank  our  friends  for 
their  appreciation  of  our  efforts  to  give  them  lines  which  are 
MONIMAKERS. 

Our  line  of  DRAWING  ROOM, 
LIVING  ROOM.  LIBRARY 
ana  DEN  FURNITURE  is  up- 
to-the-minute. 

Try  a  trial  order  of  MONIMAKERS 

Waterloo  Furniture 

Company,  Limited 
WATERLOO        :  ONTARIO 
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Permanent  Showrooms  Always  Open 
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Baetz  Brothers  &  Company 

Berlin,  Ontario 

PRETTY  PARLOR  PIECES 

Our  Parlor  Chair  Line  in- 
cludes Suites  and  Chairs  in 
Solid  Cuban  Mahogany, 
Birch,  Mahogany,  Oak  and 
Natural  Gumwood  Finishes 

It  is  a  comprehensive  line 
Better  investigate 

"SPECIALIZING  IN  CHAIRS" 


The 

Lippert 
Furniture 
Company 

Limited 


A  Leader  in 

Solid  Mahogany  Parlor  Suites 

This  is  our  suite  No.  802  ;  length  of  settee,  55  in.  x  39  in.  high  and 
28  in.  deep.    It  is  made  in  solid  mahogany  or  gold  finish. 

We  manufacture  a  complete  range  of  parlor  suites  and  chairs  as  well 
as  den  furniture,  diners,  hall  racks  and  noted  luxury  chairs. 


Berlin 
Ontario 
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Push  the  Onward  SUding  Furniture  Shoe 

Demand  them  on  your  Furniture  and  Metal  Beds  from  the  Manufacturer 


The  old  fashioned  Wheel  Caster  is 
rapidly  losing  favoi*  as  a  result  of 
the  increased  demand  for  the  much 
more  popular  and  economical 
Onward  Sliding  Furniture  Shoe. 
The  wise  furniture  dealer  will  be 
prepared  to  meet  this  demand. 
Augment  your  stock  of  Onward 
Sliding  Furniture  Shoes  without 
delay.  Descriptive  Circular  and 
discounts  upon  request. 


Display  Furniture  Shoes  on  some  furniture  in  your  window  and  you  will  have 
many  inquiries  for  them. 


Toronto  Retail  Store 

423  Yonge  Street 


Onward  Manufacturing  Co. 

BERLIN,  ONTARIO 


Western  Agents; 

Moncrieff  &  Endress,  Ltd. 
Scott  Block,  Winnipeg. 


THE  NEWEST  THING  IN  TABLE  SLIDES 


INTERESTED  HUNDREDS  AT  THE  BERLIN  EXHIBITION 


Our  Positive  Ex- 
tension Controller 
enables  a  person 
to  open  both 
sides  of  a  table 
by  pulling  gently 
on  one  side,  is 
positively  the  best 
selling  feature  on 
any  table  being 
offered  to  the 
retail  furniture 
trade. 

We  also  make 
the  Perfection 
Table  Slide. 


No.  202  -Top  48  X  48 


Just  as  it  made  a 
hit  with  all  who 
saw  it  at  the  Ber- 
lin Exhibition,  it 
will  win  instant 
favor  with  your 
customers. 

We  specialize  in 
quarter-cut  oak 
extension  tables. 

Write  for  infor- 
mation about  our 
new  controller 
slide. 


The  Berlin  Table  Manufacturing  Co.,  Berlin 
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Bentwood  Costumers 


THOROUGHLY  UP-TO-DATE 

for  Office,  Hall,  or  Bed- 
room use.  Made  in  all 
finishes.  All  parts  screwed 
together  with  no  glued  joints 
to  become  loosened. 

Write  today  for  Prices. 

JACOB  &  JOSEF  KOHN 

Vienna,  Austria 

Ceuiadian  Branch:  "r^^-vr* r^m.Tri^^  _ 

21 5  2 19  Victoria  Street,        TORONTO,  ONT. 


No.  \mil  No.  1094/2  No.  1093/1 

Three  Popular  Sellers 


u 

»  ■ 

t 

j:  1 

* 

'-—Jl 
~  .J 

■  ■  ■  '  ■^ia 

^^^^ 

4  Drawer  Vertical  Filing 
Cabinets 

Did  you  ever  try  the  Elmira  Cabinet — acknowledged  to 
be  among  the  best. 

All  quartered  Oak.    Drawers  are  fitted  with  easy  rolling 
metal  Ball  Bearing  Rollers — (a  late  improvement.) 

Letter  and  Cap  sizes  also  can  be  furnished  with  legal 
Blank  and  Card  Index  Sections. 

Send  for  Prices. 

Manufacturers  of  Desks,  Wood  Mantels,  Etc. 


Elmira  Interior  Wood  Work  Company 

ELMIRA  ONTARIO 
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"Do  You  Keep  the  Hamilton 
Kitchen  Cabinet?" 

When  such  an  inquiry  is  made — and  you  have  the  goods  in  stock — it  is  as  easy  to 
make  a  sale  as  it  is  to  sell  a  kitchen  chair.  The  sale  will  be  made  before  the  customer 
enters  your  store — by  our  campaign  of  advertising — not  mere  publicity,  but  selling  talk 
directed  to  meet  the  needs  of  housewives. 

THE  HAMILTON  KITCHEN 

CABINET 

Write  to-day  for  dealer's  proposition  so  that  you  may  have  the  cabinets  to  show  when 
the  demand  starts.  You  have  built  up  your  business  by  satisfying  your  customers  on 
every  transaction. 

Don't  disappoint  them  when 
they  ask  for  the  Hamilton. 

The  Hamilton  is  so  well 
constructed  that  it  will  reflect 
credit  on  you  as  the  seller. 

It  is  so  reasonably  priced — 
even  allowing  for  a  goodly 
profit  for  you — that  one  custo- 
mer will  not  hesitate  to  re- 
commend the  Hamilton  to 
another  customer. 

Write  to-day  to 
THE 

Hamilton 
Incubator 

Company,  Limited 

55  Shaw  Street 
HAMILTON  ONTARIO 
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Metal  Beds  of  Exceptional  Value 


nPO  meet  the  stiff  advances  in  prices  of  materials 
used  in  the  construction  of  all  lines  of  metal 
beds,  we  have  lessened  the  cost  of  production  by 
improvements  in  our  factory  and  by  producing  new 
lines  that  are  artistic  in  design  and  as  usual  will  be 
finished  beyond  reproach.  Let  us  prove  to  you  that 
we  have  met  the  contingency  for  our  mutual  benefit. 
See  our  1913  Hanger  illustrating  Fourteen  Beds  of 
exceptional  value,  designed  by  men  alive  to  every 
detail  of  the  Bedstead  Trade  of  the  Moment. 


Canada  Beds,  Limited,  Chesley,  Ont. 


MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  sod  Common  Sense  Kiln  on  the  Market 
In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


Kitchen  Specialties 

Our  new  line  of 

Ironing  Boards,  Sleeve  Boards, 
Clothes  Bars  and  Dryers 

would  make  a  seasonable  window  display 
in  March  or  April  and  attract  many  women 
customers. 

Send  for  one  of  our  new 
catalogues  now  and  be  able 
to  stock  up  on  this  specialty 
line  before  house  cleaning 
time  comes. 

We  also  manufacture  step 
ladders,  chair  step  ladders, 
folding  chairs  and  tables, 
etc. 

Stratford  Mfg. 

Company,  Limited 
STRATFORD,  ONT. 
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Our  Display  at  the  Berlin  Exhibition 


IN  WHICH  WE  FEATURED 


Our  No.  440  Bedroom  Suite 

In  Louis  XVI.  period  design,  Quarter-cut  GUMWOOD,  with  Kyonox  Finish 

Dining  Room  Buffets,  Telephone  Tables 

and  Smokers'  Tabourettes 

Our  Lines  of  HIGH  GRADE  FURNITURE  are  becoming 
widely  known,  and  we  invite  your  inquiries  for  these  as  well 
as  for  our  popular  priced  lines. 

Kensington  Furniture  Company 

Goderich       ::  Ontario 
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lUKUlilU    rUKiiiiUtvL    oUriLI  nUUijLo 

•  The  firms  advertised  below  will  ship  in  mixed  car  lots  tf  desired.   Both  high  grade  and  moderate  priced  furniture, 
beds  and  bedding,  are  manufactured  in  Toronto,  and  prompt  shipments  can  be  made  on  any  of  the  four  leading 
railways  operating  in  Ontario. 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames,  "Hercules"  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagiass  and  Cotton  Mattresses 
4  Grades— 4  Prices 
Lee-Burrell,  Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 
Turkish  Rockers,  Leather  Upholstered 
Couches,  Hig^h  Grade  English  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 
(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX    BROS.,  ToFOIltO 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

'Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 


Here's  the  Book  that 
will  he  Your  Ad.  Man 


Retail  Advertising 
Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  Eire 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully: 

Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 

Absolutely  New  Just  Published 

Send  us  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 

Puljlishers 

Canadian  Hardware,  Stove  and  Paint  Journal 
Toronto,  Ontario 


272  pages 
Bound  in  Cloth 


For  Every  Furniture  Man 


How  to  Kn6w 
Period  Styles 
in  Furniture 


■ 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 


IN  FURNITURE 

150  Pages       317  Illustritions 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "  How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  S'ibject. 

Students  -The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

FS  ndim  $l.r,0.  Kerp  the  hook  10  days,  and  if  it  isn't  worth  the 
price,  rciurn  it  and  (jet  your  money  bade. 

The  Commercial  Press 

Publishers  T.is  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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1913-The  Ellis  Line 


Our  travellers  are  now  on  the  road  for  the  new  year  with 
complete  lines  of  Photos  and  Samples  of  a  large  line  of 
Coverings  imported  direct  from  the  best  markets.  You 
will  find  our  Three  and  Five-piece  Suites  attractive  and 
ready  sellers  which  will  enable  you  to  largely  increase  your 
trade,  and  we  are  in  a  better  position  to  fill  your  orders 
with  greater  promptness  than  ever  in  our  history.  Do  not 
delay  in  placing  your  order ;  we  appreciate  it  as  much  as 
you  appreciate  the  goods. 

We  wish  you  a  successful  and  profitable  year. 

The  Ellis  Furniture  Company 

Ingersoll,        -        -  Ontario 


Jamieson^s 
Turpentine 

Stains 


IN  ALL 
SHADES  OF 

OAK 

MAHOGANY  and 
WALNUT 


They  do  not  raise  the  grain  of  the  wood,  thus  elimi- 
nating sanding,  while  they  produce  a  finish  that 
for   beauty   and    durability    cannot    be  equalled. 


R.  C.  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABLISHED 
1858 


VANCOUVER 


Over  fifty  years  of  experience  guarantees  the  quality  of  our  products. 
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No.  22  Genuine  English  Morocco 


Comfort,  Strength  and  Beauty 


All  these  Selling  Features  are  Confined  in  our  line  of 
Leather  Upholstered  Chairs  and  Couches. 

"'In  "Imperial  Leather  Upholstery"  the  quality  is  guar- 
anteed to  your  customer  and  a  satisfactory  margin  of 
profit  is  assured  to  you. 

IV rite  for  prices — they'll  interest  you. 

Imperial  Furniture  Company 

585-591  Queen  St.  West,  TORONTO,  ONT. 


ALBROUGH  COUCHES  ARE  FAST  SELLERS 


We  are  specialists" m  Couches 
and  can  thus  offer  you  the  very 
best  quality  at  most  reasonable 
prices. 

Some  of  our  new  designs  are 
particularly  attractive  and  we'd 
like  to  show  them  to  you. 

Drop  us  a  line 
for  particulars 


Offering  a  quick  turnover  at  a  good  profit 


Xo.  14.'),  spriiif?  ctlife,  \  cut  oak  oval  moulding,  double 
stutt'otl,  second  all  hair,  size,  TfixSO  in. 


J.  P.  ALBROUGH  &  CO.,  Thames  St.,  Ingersoll,  Ont. 


Iron  Bed.  No.  112 

List  Price  $10.00 


You  can  capture  the  Iron  Bed  Trade  of 
Your  town  with  Ontario  Iron  Beds 

Wideawake  dealers  all  over  Canada  are  boosting  their  sales  by  handling  them. 
There  is  no  time  like  the  present  for  overhauling  your  stock  and  sending  us  an 
order  to  fill  the  vacant  places. 

Write  for  1913  List 

The  Ontario  Spring  Bed  &  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 


LONDON 


ONTARIO 


"WHO'S  WHO"  IN  THE  CANADIAN  FURNITURE  TRADE 

is  shown  in  the  Buyer's  Directory  of  the  Canadian  Furniture  World  and  The  Undertaker.  Use 
this  department  when  you  want  to  know  quickly  "  who  makes  what "  and  where  they  make  it. 

1/  you  want  to  know  where  any  Furniture  or  Undertakers  line  not  listed  is  manufactured,  write  us  and  we'll  give  \)ou  the  information. 
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The  Gold  Medal  Line 


PARLOR 
SUITES 

AND 

FANCY 
CHAIRS 


COUCHES 

AND 

DAVENPORTS 


IMPERIAL 
STEEL 
SLIDING 
COUCHES 


HERCULES 

(IRON  OR  WOOD) 

BED 
SPRINGS 


See  our  new  catalogue  and  get  a  sample  of 

Our  New  Never  Stretch  Mattress 

This  is  a  new  patented  way  of  making  the  tick  so  that  when  tufted 
there  are  no  loose  folds  to  stretch  out  and  cause  the  mattress  to  get 
out  of  shape.  Sold  mostly  for  felt  mattresses. 

OUR  LARGE  NEW  FACTORY  AT  UXBRIDGE,  ONT., 

which  is  now  in  operation,  practically  doubles  our  former  plant  and 
the  facilities  it  affords  insures  perfection  of  manufacture  and  prompt 
shipments. 


Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Furniture  Coverings  and  Upholsterers'  Supplies 

Head  Office  and  Factory  at  TORONTO,  Ont. 


Factories  cdao  at  :- 


Montreal,  Que. 


Winnipeg,  Man. 


Uxbridge,  Ont. 
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Tired  Sdlesmdu /j  Poor  Salcsmai 


Q  A.M. 

WoVo  EFFICIENT 


11  A.Y^X    ^      C>  m      J  PASS. 

dO^  EFFICIENT      ^ofo  EFFICIENT       20%  EFFICIENT 


S 


ALESMANSHIP  is  a  matter  of  vitality,  energy, 
enthusiasm. 


The  pictures  tell  accurately  why  the  Rug  Pile  is  the  enemy  of  good  salesmanship. 

Every  showing  of  the  rugs,  forty  to  sixty  or  seventy  in  a  pile,  weighing  thirty  to  forty 
pounds  each,  takes  strength  that  should  go  into  selling  the  goods. 

The  salesman  who  has  to  deal  with  Rug  Piles  puts  his  enthusiasm  into  turning  the 
rugs  instead  of  talking  their  merits. 

Moncrief  Rug  Racks  conserve  all  his  energy  for  selling. 

The  Moncrief  Rack  is  practically  indestructible.  The  heaviest  rug  cannot  affect  the 
alignment. 

The  arms  swing  easily  and  stay  just  where  you  put  them. 

You  can  show  three  customers  at  one  time,  without  inconvenience  from 
a  rack  holding  seventy-five  rugs. 

These  are  just  a  few  pointers  about  Moncrief  Racks. 

They  are  time  and  money  savers. 

Write  for  the  catalog  and  full  information. 


Tliero  is  a  Moncrief  Rack  for  everything  that 
must  be  shown  to  sell. 


Moncrief  Mfg.  Co. 

CENTRAL  FALLS 
R.  I. 
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$14  Daily  or  $4,200  per  Annum 

This  is  what  a  Manag-er  of  a  prominent  Box  Factory  stated  he  was  saving  when  he 
ordered  his  second  Linderman  Machine  a  few  days  ago.  The  first  machine  was  installed 
six  months  previous  and  after  carefully  keeping  track  of  the  output  he  found  that  he  was 
saving  approximately  $4.00  a  day  in  labor  and  $10.00  a  day  in  lumber  ;  obtaining  a  third 
greater  output  from  the  printer  ;  reducing  the  breakages  of  shooks  passing  through  his 
factory  75%  and  obtaining  a  greater  output  also  on  the  resaw,  nailers,  etc.,  due  to  the  fact 
that  a  Linderman  panel  is  rigid  and  will  not  fall  apart  as  do  the  ordinary  matched  shooks. 

In  the  lumber  saving  it  was  found  that  the  Linderman  joint  retiuired  from  'ain.  to 
i/(  in.  less  lumber  ;  that  there  was  a  large  saving  in  the  edging  waste  at  the  sizing  saw  and 
also  a  reduction  in  the  purchase  price  of  the  lumber,  besides  eliminating  the  necessity 
for  carrying  st(>cks  of  various  width  lumher  on  hand,  and  where  before  the  box  factory  was 
continually  calling  for  specific  size  lumber,  since  the  Installation  of  the  Linderman  this 
annoyance,  trouble  and  expense  had  been  eliminated. 

It  was  for  such  reasons  that  they  decided  to  install  a  second  Linderman  Machine  so 
as  to  do  away  with  practically  all  matching,  making  the  ends,  sides,  tops  and  bottoms  of 
their  boxes  by  the  Linderman  method,  80,/  of  these  boxes  being  put  together  without  glue. 

The  manager  further  stated  that  never  in  all  his  history  had  ho  had  so  few  complaints 
from  his  customers  regarding  his  boxes  and  that  he  never  had  been  able  to  make  anywhere 
near  as  fine  a  looking  box  as  he  was  making  at  present. 

What  the  Linderman  Dovetailer  does  for  others,  it  will  do  lor  you,  whether  it  be 
boxes,  furniture,  interior  trim,  etc. 


CANADIAN  LINDERMAN  CO.,  LTD. 

MUSKEGON,  MICH  '^°<"'^  "  WOODSTOCK,  ONT. 
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"IdeaF^  Beds  win  and  hold  customers.  Their 
quahties  are  well  advertised— and  in  service, 
they  live  up  to  the  advertising. 

Have  You  Seen  the  new  "Ideal"  Bali-Bearing  Caster? 

iiiiiiiiiii 
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THE  COMMERCIAL  PRESS,  Li.mited 

32  COLHORNE  STREET,  TORONTO 
*    Phone  Main  4978 


most  every  in.staiuu'  lie  was  accompanied  by  his  vnte, 
whose  keen  observation  stood  him  in  good  stead. 

It  is  two  ycarx  since  this  man  made  his  venture  into 
the  furniture  tra(h>,  and  although  his  two  sleepy  com- 
])etitors  are  still  predicting  his  failure,  he  has  secured 
the  bulk  of  the  trade  in  his  neighborhood. 

His  two  competitors  are  in  the  meantime  rubbing 
their  eyes.  They  are  not  yet  thoroughly  awake,  and 
it  is  very  doubtful  whether  they  ever  will  be. 

A  business  man  that  is  thoroughly  asleep  is  the  hard- 
est thing  in  the  world  to  awake. 


D.  O.  McKiNNON,  P7-e.iu/rnt        Weston  Wriglkv,  Mrmager 
W.  L.  Edmonds,  Manapinp  Editor 
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A  Drygoodsman 's  It  is  a  dangerous  thing  to  allow 

Furniture  Venture.        a  business  to  fall  asleep.  For 

while  it  sleeps  a  competitor 
may  slip  in  and  take  away  the  trade.  This  a  couple 
of  furniture  dealers  in  a  small  Western  Ontario  town 
have  discovered. 

The  two  furniture  dealers  in  this  particular  town 
had  built  up  a  fairly  large  and  profitable  business  with- 
out any  particular  effort  on  their  part.  They  were 
honest  fellows  and  were  well  liked.  But  they  did  not 
develop  Avith  the  times.  Their  methods  were  the  same 
as  those  they  employed  when  they  began.  They  never 
bothered  their  heads  about  dressing  their  window  or 
anything  else.  And  as  for  advertising,  that  was  simply 
a  waste  of  money  and,  of  course,  not  to  be  counten- 
anced. 

A  local  dry  goods  merchant,  who,  after  five  years  of 
energetic  effort  had  built  up  an  exceptionally  good 
trade,  tried  to  induce  them  to  adopt  more  modern 
methods.  He  pointed  out  that  it  would  be  better  for 
the  town  as  well  as  for  themselves  if  they  would  do 
so. 

"The  more  progressive  merchants  you  have  in  a 
town  the  better  for  the  town,"  he  declared.  "It  at- 
tracts people  and  helps  to  k(^e])  them  away  from  the 
city  department  stores."  he  added. 

B\it  it  was  all  to  no  purpose.  They  would  not  wake 
up.   They  preferred  to  sleep. 

Finally  this  aforesaid  drygoodsman  decided  to  add 
a  line  of  furniture  himself.  Tie  rented  the  store  next 
to  his  own  and  put  in  a  line  of  furniture,  a  little  better 
on  the  whole  than  that  carried  by  the  two  old  dealers. 
Tie  made  good  use  of  his  windows,  and  the  furniture 
he  kept  on  the  floor  of  his  store  was  well  and  taste- 
fully arranged.  Window  and  interior  cards  were  free- 
ly used  and  attractive  and  well  illustrated  advertise- 
ments were  run  in  the  local  papers. 

When  he  started  he  did  not  know  very  much  about 
the  furniture  trade.  But  he  made  up  his  mind  to  learn. 
Wherever  there  wa.s  a  furniture  exhi})ition  he  visited 
it.  Occasionally  he  took  a  run  into  one  of  the  cities  and 
visited  the  furniture  departments  of  the  department 
stores  as  well  as  the  regular  furniture  stores.    Tn  al- 


Those  who  do  not  know  the  cost  of  doing  busi- 
ness not  infrequently  have  an  opportunity  of 
repenting  at  leisure. 

Furniture  It  is  nearlv  a  year  before  the 

Exhibition.  next  furniture  exhibitions  at 

Building.  Berlin,    Waterloo    and  Strat- 

ford will  be  opened  again.  But 
the  event  is  not  too  far  away  for  considering  now  the 
question  of  a  permanent  exhibition  building. 

That  such  a  building  is  necessary  most  people  are 
agreed.  Practically  the  only  difference  of  opinion  is 
in  regard  to  its  location.  This  is  quite  evident  from 
the  remarks  heard  at  the  Berlin  banquet. 

The  fact  that  there  is  some  difference  of  opinion  on 
this  point  makes  it  all  the  more  important  that  the 
sooner  the  matter  is  taken  up  in  the  rt^gular  wav  the 
better.  It  takes  longer  to  make  a  port  when  the  winds 
are  contrary  than  Avhen  they  are  favorable. 

The  Furniture  World  would  suggest  that  the  manu- 
facturers of  Stratford.  Berlin  and  Waterloo  take  initi- 
atory steps  at  once  to  consider  the  matter.  They  have 
the  first  right  to  be  heard,  and  if  they  will  get  to- 
gether and  discuss  the  matter  in  the  broad  spirit  in 
which  it  is  expected  they  will,  a  workable  scheme  will 
do  doubt  ultimately  be  devised. 

The  important  thing  at  the  moment  is  to  get  started 
on  the  scheme. 

Attractive  pi-ices,  backed  by  judicious  adver- 
tising, have  been  known  to  make  skates  slide 
out  of  the  store  at  the  tail  end  of  the  season. 


Unprofitable  to 
Stay  Away  From 
Furniture 
Exhibitions. 


While  the  attendance  of  retail- 
ers at  the  recent  furniture  ex- 
hibitions at  Berlin.  Waterloo 
and  Stratford  increa-sed  three- 
fold compared  with  the  pre- 
vious year,  yet  the  number  was  not  nearly  as  large  as 
it  should  have  been. 

Exhibitions  of  this  kind  are  of  dii'ccl  interest  to 
every  retail  furniture  dealer  in  Canada.  There  can 
be  no  question  about  this. 

At  these  exhibitions  are  to  be  seen  furniture  which 
cannot  be  seen  under  similar  circumstances  anywhere. 
At  best  catalogues  convey  but  a  very  dim  idea.  At  an 
exhibition  the  furniture  is  to  be  seen  as  it  actnallv  is. 
This  naturally  enables  tlie  retailer  to  form  a  better 
opinion  than  he  otherwise  could  in  regard  to  the  merits 
of  eadi  and  evrv  line  of  furniture  exhibited. 

That  r(>tailei-s  who  visit  exhiliitions  find  it  profitable 
has  been  |)roved  time  and  again.  Tlieir  knowl(>dge  is 
increased,  their  ideas  developed,  and  an  ambition  creat- 
ed to  handle  a  better  and  more  profitable  class  of  furn- 
iture. 

IManv  dealers  are  to-day  handling  a  class  of  furni- 
ture which  even  a  year  ago  they  thought  to  be  outside 
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their  class  of  trade.  And  all  because  of  tbe  inspiration 
and  knowledge  they  bad  acquired  at  furniture  exbi- 
l)itions. 

"What  they  gained  those  who  stayed  aAvay  last  year 
and  this  year  lost. 

Tliose  ivho  engage  in  team  iwrk  are  not  Tiec- 
essarily  teamsters.  They  are,  however,  nearly 
always  boosters. 

A  Nice  Point  in  Judgment  has  .iust  been  given 

Business  Law.  in  a  case  by  the  Division  Court 

in  Toronto  which,  while  not  of 
direct  interest  to  furniture  dealers,  is  indirectly  of  in- 
terest to  l)usiness  men  generally  because  of  the  under- 
Iving  principle  upon  Avhich  the  case  rested. 

The  plaintiff  in  the  case  had  left  with  the  defendant 
storekeeper  a  couple  of  articles  for  the  purpose  of  hav- 
ing certain  repairs  made,  but  before  these  were  made 
burglars  entered  the  store  and  appropriated  the  goods 
unto  themselves.  It  was  to  recover  the  value  of  these 
goods  that  suit  was  entered. 

In  eases  of  this  kind  the  law  defines  that  if  a  de- 
fendant can  show  that  he  took  reasonable  precautions 
to  prevent  theft  he  is  exonerated  from  responsibility. 
TTnfortunately  in  this  particular  case  the  defendant, 
either  because  he  had  nn  such  evidence  to  offer  or  his 
counsel  was  ignorant  of  this  technical  point,  made  no 
attempt  to  show  that  he  had  taken  reasonable  pre- 
caution. As  the  presiding  Judge  remarked  he  did  not 
even  attempt  to  show  that  he  had  taken  the  ordinary 
precaution  of  locking  the  door  at  night.  Judgment 
was  accordingly  given  in  favor  of  the  plaintiff. 

The  lesson  Avhich  the  case  impresses  upon  every  busi- 
ness man  who  temporarily  takes  into  his  keeping  an 
article  of  merchandise  is  the  necessity  of  taking  rea- 
sonable precaiition  to  prevent  theft  and  of  being  in  the 
position  to  prove  it  should  thieves  break  through  and 
steal. 

Educating  the  people  to  want  what  you  have 
.  to  sell  is  the  grocer's  problem. 

Why  Many  Fail.  If  one-half  the  business  getting 

ideas  that  were  conceived  in 
the  minds  of  merchants  were  put  into  practical  oper- 
ation success  would  be  a  great  deal  commoner  than  it 
is. 

Men  conceive  ideas,  meditate  upon  them  and  see  in 
them  great  possibilities:  but  there  it,  too,  often  ends. 
They  think  they  will  try  them.  But  they  do  not  make 
up  their  minds  to  do  so.  One  can  never  do  the  small- 
est thing  until  the  mind  is  made  up  to  do  it. 

The  men  who  accomplish  things,  whether  they  be 
small  or  crreat.  are  the  men  of  will  i)ower.  They  will 
to  do.  And  the  greater  the  obstacles  the  higher  docs 
their  will  power  rise.  In  fact,  it  is  the  difficulties  that 
make  men  of  will  poAver  great. 

Our  wills,  like  our  muscles,  develop  as  they  are 
tested. 

Men  who  have  accomplished  thing's  in  business  have 
been  those  who  first  qnictly  thought  them  over,  stage 
by  stage,  persuaded  themselves  that  they  could  accom- 
plish that  upon  which  they  had  set  their  heart,  and 
then  put  their  hands  to  the  plough,  resolving  not  even 
to  look  back  much  more  to  turn  back. 

It  is  not  so  much  the  native  fjiialities  of  the  business 
man  that  determines  the  measure  of  his  success  as  the 
will  poAver  that  is  generated  while  he  is  quietly  formu- 
lating his  plans. 


An  Appeal  for  The  Ad.  Club  of  Peterboro  is 

Home-buying'.  urging  the  citizens  of  that  city 

to  buy  at  home  and  not  from 
the  department  stores  of  the  large  cities. 

Peterboro  is  a  splendid  shopping  centre.  There  is 
probably  none  better  for  its  size  in  Canada.  But  its 
residents,  like  those  in  many  other  cities  and  towns  in 
Canada,  have  become  inoculated  Avith  the  department 
store  microbe.  Business  men  have  been  likcAvise  affect- 
ed. For  what  they  do  not  sell,  and  consequently  have 
to  buy,  not  a  fcAV  of  them  make  tljeir  purchases,  from 
outside  catalogue  hoiases. 

What  is  sauce  for  the  goose  ought  to  be  sauce  for 
the  gander.  If  furniture  dealers,  for  example,  think 
that  the  grocers,  the  hardAvaremen  and  the  dry  goods 
men  should  buy  their  furniture  at  home.  thcA^  in  turn 
ought  to  purchase  their  necessities  from  local  dealers. 

If  this  principle  actuated  business  men  of  all  kinds 
many  thousands  of  dollars  less  would  annually  leave 
not  only  Peterboro  but  hundreds  of  other  toAvns  in 
Canada. 

It  is  just  a  q\iestion  of  business  men  practising  AA^hat 
they  preach. 

A  little  advertising  and  a  few  attractive  win- 
dow displays  will  often  put  life  in  half-dead 
stock. 

A  Traveller's  A  travelling  salesman  bemoans 

Unwise  Zeal.  the   practice  of  his  confreres 

Avho,  although  from  100  to  200 
miles  from  home,  "run  in"  over  SundaA^  He  considers 
it  waste  of  time.  The  traveller  should  be  on  his  ter- 
ritory earh'  Monday  morning,  he  maintains. 

Coming  from  a  travelling  salesman  the  criticism  is 
rather  stransre.  His  keenness  for  business  is  most  com- 
mendable. Without  keenness  success  is  unattainable. 
A  salesman,  be  he  behind  the  counter  or  on  the  road, 
should  dig  and  delve  AAdth  heart  and  soul.  But  he  who 
in  the  interest  of  business  sacrifices  all  else,  is  foolish 
and  not  aviso. 

Give  proper  attention  to  business  bv  all  means.  But 
there  are  other  phases  of  life  Avhich  demand  attention 
as  Avell.  Home  life  is  the  most  important  amoncr  them. 
And  he  is  poor  indeed  who  fails  to  recognize  this. 

But  after  all  we  imagine  the  retailers  Avould  have 
something  to  say  to  travellers  AA^ho  did  not  run  in  over 
Sunday,  and  particularly  if  they  attempted  to  take 
orders  on  Saturday.  We  imagine  they  Avould  get  more 
kicks  than  business. 

The  local  newspaper  ajf^ords  one  means  of 
entering  every  probable  customer's  home. 

Irresponsible  A  number  of  merchants  in  the 

Oollecting  United  States  have    been  re- 

Agencies,  cently  victimized  by  irrespon- 

sible so-called  agencies. 
While  Ave  in  Canada  are  comparatively  free  from  the 
depredations  of  agencies  of  this  class,  it  is  well  that 
business  men  in  this  country  should  be  put  upon  their 
guard. 

A  ncAA'  concern  that  appears  upon  the  scene  may  not 
necessarily  be  dishonest,  but  merchants  cannot  be  too 
carefid  to  whom  they  y)ass  their  accounts  for  collec- 
tion. To  strangers  they  certainly  should  not  pass  them 
AA'ithout  careful  investigation.  Knowledge  should  be 
obtained  of  their  general  reputation,  their  financial 
standing  and  the  methods  they  employ.  With  these 
assured  the  danger  will  to  all  intents  and  purposes  be 
removed. 
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Impressions  of  Recent  Furniture  Exhibitions 


By  IV.  L.  Edmonds 


Retailers  First  impressions  are  not  al- 

Favorably  Avays    favorable.     But  those 

Impressed.  who  attended  the  furniture  ex- 

hibitions in  Berlin,  Waterloo 
and  Stratford  last  month  could  scarcely  have  been 
other  than  favorably  impressed  by  what  they  saw  in 
the  various  and  diversified  factories  which  they  visit- 
ed. Possibly  there  was  one  here  and  there  who  was 
not  favorably  impressed.  Grouchy  men  are  to  be  found 
in  furniture  as  well  as  in  all  other  lines  of  business. 
But  I  must  confess  that  I  did  not  come  across  a  single 
true  specimen  of  the  grouch  type,  though  I  sought 
him  with  patience. 

If  there  Avas  anything  to  complain  about  it  Avas  the 
Aveather.  That  certainly  Avas  not  up  to  the  mark.  It 
Avas  as  unseasonable  as  it  possibl}^  could  be.  It  is  to 
be  hoped  that  next  year  something  will  be  done  to 
appease  the  Weather  Clerk.  A  handsome  desk,  such 
as  Avrs  seen  in  several  of  the  displays,  Avith  a  comfort- 
able desk  ehair  throAvn  in.  might  do  the  trick  next 
year.  At  any  rate  one  might  gather  from  the  occa- 
sional exhibitions  of  inconsistency  that  are  to  be  seen, 
that  to  influence  the  Aveather  clerk  in  the  right  direc- 
tion may  not  be  impossible. 

In  spite,  however,  of  rain,  sleet  and  slush  there  Avas 
so  much  to  be  seen,  so  many  ideas  to  be  gathered,  and 
so  much  information  to  be  picked  up  that  the  average 
furniture  dealers  Avho  Ansited  the  exhibitions  could  not 
fail  to  be  impressed. 


Need  of  a 
Central  Building. 


The  efforts  Avhieh  the  furnitxire 
manufacturers  in  the  three 
places  made  to  provide  for  the 
comfort  of  the  visiting  dealers  naturally  created  a 
psychological  effect  in  the  right  direction.  But  it  is 
for  its  practical  results  that  a  furniture  exhibition 
must  be  .judged. 

Judged  from  its  practical  side,  the  exhibitions  Avere 
fruitful  of  good  results.  The  displays  of  furniture 
being  at  the  different  factories  they  naturally  were  not 
as  convenient  as  if  located  all  under  one  roof.  Neither 
Avere  the  lighting  properties  as  ideal  in  every  instance 
as  they  might  be.  But  everything  was  as  perfect  as 
it  Avas  possible  to  m'ake  it  under  the  circumstances. 

Perfection  cannot  be  expected  in  the  first  A'enture  or 
tAVO.  As  a  matter  of  fact  the  furniture  manufacturers 
have  done  remarkabl.v  well  with  the  facilities  at  their 
command. 

What  it  Avanted  is  a  central  building  specially  con- 
structed for  the  purpose.  No  one  recognies  this  bet- 
ter than  the  manufacturei's  themselves.  And  they'll 
have  it  before  long.  It  is  only  a  question  of  getting 
their  heads  together. 

Its  necessity  has  been  established  by  tlie  .success 
Avhich  attended  last  month's  exhibitions  in  spite  of  the 
someAvhat  crude  conditions  under  Avhich  they  Avere  ne- 
cessarily conducted. 

#    #    #  * 

Conquered  There   were    many  furniture 

Retailers.  dealers  present  AA-ho  had  never 

visited  a  furniture  exhibition 
before.  They  cauie,  they  saAv  and  Avere  conquered. 
In  other  words  they  learned  a  few  things  they  never 
knew  before.  That  is  a  good  thing  for  furniture  as 
Avell  as  for  other  kinds  of  dealers,  and  bears  out  a 


recent  remark  in  the  Furniture  World  to  the  effect 
that  it  is  those  Avho  never  visit  furniture  exhibitions 
who  have  the  most  to  g-ain  by  mending  their  ways. 

More  than  one  dealer  told  me  it  Avas  a  revelation  to 
him.  They  had  seen  catalog-ues  galore  and  travellers  ad 
infinitum,  but  it  Avas  not  until  they  had  visited  the  ex- 
hibitions at  Berlin,  Waterloo  and  Stratford,  and  saAV 
the  actual  goods  on  the  floors  of  the  shoAV  rooms,  that 
they  really  obtained  anything  like  a  grasp  of  the  ex- 
tent, variety  and  quality  of  the  furniture  manufactured 
in  Canada.  They  had  been  taught  by  ocular  demon- 
strations. That  is  why  I  say  "they  came,  they  saw 
and  Avere  conquered." 

*  *    #  * 

Cultivating-  Ideas  One  thing  that  impressed  me 

Regarding  Quality.  Avas  the  influence  these  exhibi- 
tions have  in  cultivating  the 
ideas  of  dealers  in  regard  to  the  quality  of  furniture  they 
should  put  upon  the  floor  of  their  store. 

Many  are  no  doubt  still  Aveak  in  the  faith,  but  many 
have  undoubtedly  had  their  faith  greatly  strengthened 
by  their  visits  to  furniture  exhibitions.  I  came  across 
a  number  of  instances  of  this.  And  those  Avho  had  ex- 
perienced an  increase  in  their  faith  by  the  practical 
results  which  had  obtained  from  their  experiments, 
were  not  backward  in  making  humble  confession  thereof 

I  came  across  instance  after  instance  in  Avhich  a  year 
or  tAVO  ago  dealers  had  been  persuaded  to  place  a  small 
order  for  a  line  of  furniture  AAdiich  they  had  considered 
beyond  their  ken  in  quality,  but  who  had  found  the 
venture  so  successful  that  they  had  sent  repeat  orders. 
And  this  did  not  apply  to  any  one  line  of  furniture; 
it  applied  to  all. 

When  dealers  begin  to  have  faith  in  good  furniture 
they  maturally  begin  to  preach  the  doctrine  of  quality 
to  their  customers.  It  is  not  surprising,  therefore,  that 
at  the  recent  exhibitions  it  Avas  quite  evident  that 
among  both  the  retail  and  manufacturing  branches  of 
the  furniture  trade  an  increasing  interest  in  quality 
Avas  manifested. 

Good  Testimony.  Among  the  dealers  avIio  visited 

the  exhibitions  in  the  three 
toAvns  Avere  a  fcAA^  Avho  Avcre  returning  from  the  recent 
exhibition  at  Grand  Rapids.  Coming  from  the  furni- 
ture manufacturing  centre  of  the  United  States,  I  Avas 
naturally  anxious  to  get  their  vicAV  point  of  things. 
One  or  tAvo  Avere  inclined  to  be  critical,  but  on  the 
Avhole  they  were  as  enthusiastic  as  any  one  regarding 
the  general  improA'^ement  Avhich  Avas  gradually  l)eing 
made  in  the  quality  of  Camulian-made  furniture.  And 
some  of  them.  I  luiderstand,  shoAved  the  faith  that  Avas 
in  them  by  placing  orders  for  certain  lines  of  the 
medium  and  better  grades  of  furnitnr(>  which  they 
have  hitherto  bought  in  Grand  Rapids. 

One  could  .scarcely  ask  for  better  proof  than  this  of 
tlie  geiuM-al  improvement  Avhieh  is  being  made  in  the 
(|uality  of  furniture  that  is  being  turned  out  by  the 
Canadian  factories. 

•  *    *  • 

Eliminating  In  factoi-y  after  factory  I  vis- 

Cheap  Lines.  ited  it  Avas  as  evident  to  me  as 

could  be  that  .I'ust  in  propor- 
lioTi  as  the  desire  to  nuinnfacture  a  better  class  of  furn- 
iture increases  the  cheaper  lines  are  eliminated.  And 
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not  only  are  the  cheaper  lines  eliminated,  but  there  is 
a  decided  tendency  toAvard  cutting  down  the  number 
of  linos  manufactured. 

In  some  of  the  factories  enormous  reductions  were  made 
durin*!-  the  past  year  in  the  number  of  lines  manufac- 
tured, thus  affording-  an  opportunity  of  greater  special-' 
izing  on  those  remaining. 

Specializing  is  evidently  the  goal  toward  which 
furniture  manufacturers  of  Canada  are  to-day  firmly 
setting  their  faces. 

#  *    *    #  ' 

Aiming  at  Not  only  is  there  a  tendency 

Individualism  toward  the  manufacturing  of 

in  Furniture.  a  better  class  of  furniture,  but 

I  was  impressed  with  the  evi- 
dent desire  of  nu)st  of  the  manufacturers  with  whom  I 
came  in  contact  to  create  individualism  in  the  goods 
they  turned  out.  In  other  Avords,  they  were  enthusi- 
astic in  their  desire  to  get  away  from  beaten  paths  and 
to  turn  out  furniture  which  is  at  least  a  little  different 
than  that  turned  out  by  the  other  fellow. 

Of  course,  our  styles  approximate  a  great  deal  to  the 
American,  but  I  came  across  instances  where  in  certain 
lines  a  distinct  attempt  was  being  made  to  depart 
therefrom.  In  one  line,  for  example,  I  found  a  distinct 
attempt  being  made  to  approximate  more  to  the  Ger- 
man and  British  styles. 

There  is  also  being  manifested  an  ambition  to  de- 
velop a  distinctly  Canadian  type.  In  time  they  will 
doubtless  succeed.  It  took  a  long  time  to  build  up 
even  a  national  sentiment  in  Canada,  and  we  cannot 
expect  to  build  up  a  distinct  Canadian  type  of  furni- 
ture in  a  day. 

*  *    «  * 

Educate  Through  Perseverance,  a  liberal  use  of 

Advertising.  printers'  ink,  and  an  honest 

purpose  on  the  part  of  dealers 
to  sell  Canadian  furnitui-e  for  what  it  is  and  not  what 
it  is  sometimes  protended  to  be  will  do  a  great  deal 
toAvard  creating  a  popular  taste  for  the  output  of  our 
own  factories. 

It  is  true  there  is  an  affected  taste  on  the  part  of 
certain  people,  and  particularly  among  the  get-rich- 
f|uick  c]a.ss.  for  foreign  made  furniture.  But  even  edu- 
cation Avill  work  wonders  among  them. 

The  furniture  manufacturers  of  Canada  can  get 
what  thev  want  if  they  want  it  hard  enough. 

Not  long  since  a  lady  in  an  Eastern  Ontario  town 
visited  Toronto  and  purchased  at  $42  wh'at  was  alleged 
to  be  an  antique  table  imported  from  a  European  city. 
She  was  so  delighted  that  she  called  in  a  local  furni- 
ture dealer  to  share  with  her  the  beauties  of  her  bar- 
gain. 

"A  very  nice  table  indeed,"  remarked  the  local  deal- 
er, as  he  picked  up  the  table  and  turned  it  over,  "but 
the  next  time  you  want  to  buy  a  table  like  this  I'll 
sell  you  one  for  $19.  This  table  was  made  in  Canada. 
And  I  have  some  of  this  very  same  make  in  stock." 

Perhaps  this  fact  would  have  been  known  to  his  cus- 
tomer had  ho  advertised  the  fact. 

This  incident  reminds  me  of  another  in  which  a  To- 
ronto lady  a  few  years  ago,  who,  while  in  Enuland, 
bought  a  dining  room  suite  only  to  find  when  slie  re- 
ceived it  that  it  wa.s  made  in  a  Canadian  factory.  And 
then  only  after  being  told  so  by  a  candid  friend. 
•    •    •  • 

The  Manufacturers'  There  is  one  thing  that  pcr- 
Motives.  haps  everv  dealer  who  attend- 

ed  the    furniture  exhibitions 
did  not  realize,  and  that  was  that  the  manufacturers  of 


Berlin,  Waterloo  and  Stratford  did  not  need  to  go  to 
the  trouble  they  did  for. the  purpose  of  securing  new 
business.  They  have  all  the  business  they  can  take 
care  of  for  some  time  to  come.  In  fact  they  have  got 
more  than  they  can  take  care  of.  They,  of  course,  did 
not  turn  down  any  business  that  came  their  way.  And 
many  of  them  got  some  nice  orders  from  entirely  new 
customers. 

But  their  deep,  down  in  the  ground  motive,  if  what 
I  could  gather  was  correct,  was  to  give  the  dealers  of 
the  country  an  ocular  demonstration  of  the  character, 
quality  and  diversity  of  furniture  which  their  factor- 
ies are  turning  out. 

I  have  from  time  to  time  read  in  the  reports  of  the 
('anadian  commercial  agents  abroad  complaints  regard- 
ing the  carelessness  with  which  Canadian  furniture 
manufacturers  pack  their  goods  for  the  foreign  mar- 
kets. I  have  no  doubt  there  was  some  ground  for  the 
complaint. 

But  one  thing  that  impressed  me  in  several  of  the 
factories  I  visited  during  the  exhibition  was  the  pride 
the  head  of  the  firm  took  in  showing  the  methods  they 
employed  in  packing  furniture  for  shipment.  Some 
seemed  to  be  as  enthusiastic  over  it  as  if  it  was  a  re- 
ligious duty.  And  when  manufacturers  get  enthusi- 
astic over  the  right  and  proper  way  of  doing  a  thing 
they  usually  see  that  it  is  well  and  properly  done. 

"Why,"  remarked  one  retailer  in  a  serious  tone  to 
one  of  the  manufacturers,  "vou  pack  vour  goods  too 
well." 

^        ^  ^ 

Learning  How  Among    the    many  valuable 

Furniture  things    which    retailers  who 

is  Made.  made  a  tour  of  the  factories 

learned,  probably  none  was 
more  interesting  than  the  knowledge  they  obtained 
through  an  insight  into  the  various  processes  of  manu- 
facture. The  knowledge  obtained  was,  of  course,  lim- 
ited indeed.    It  could  not  be  otherwise. 

The  various  processes  of  furniture  manufacturing  are 
too  complex  to  be  fully  grasped  in  a  quick  observation 
tour  through  a  factory.  But,  nevertheless,  he  Avas  in- 
deed a  dull  and  unobservant  dealer  who  did  not  pick 
up  information  here  and  there,  Avhich,  appropriated 
and  applied  to  his  own  business,  would  not  enable  him 
to  return  home  better  qualified  to  perform  his  duties 
as  a  furniture  salesman. 

*    *    *  * 

Time  for  Discussing  There  is  one  thing  that  I  Avould 
Trade  Matters.  suggest  should  be  done  at  fu- 

ture furniture  exhibitions,  and 
that  is  that  ])rovision  be  made  for  one  or  more  formal 
conferences  Avith  retail  dealers  AA'hereby  any  and  all 
questions  affecting  the  trade  might  be  discussed. 

Th'at  there  Avas  a  Avant  of  it  during  the  recent  ex- 
hibitions was  quite  evident  from  the  discussions  one 
heard  where  groups  of  manufacturers,  retailers  and 
travellers  gathered  in  hotel  corridors  in  the  evenings. 
Many,  if  not  all  the  retailers,  Avould  have  been  Avilling 
to  have  even  forgone  the  banquet  at  Berlin,  much  as 
they  enjoyed  themselves  at  that  function,  if  that  had 
been  necessary  in  order  to  have  secured  the  desired 
conference.  Others  thought  that  a  part  of  the  time  at 
the  banquet  might  have  been  devoted  to  a  heart-to- 
heart  talk  on  business  matters. 

But  whether  in  the  quiet  of  some  room  or  during 
tlu'  batu|uoting  hour  it  would  be  a  stroke  of  good  pol- 
icy to  provide  for  a  full  and  free  discussion  of  mat- 
ters appertaining  to  business  and  business  methods  dur- 
ing future  exhibitions. 
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Symposium  on  the  Recent  Furniture  Exhibitions 


Views  of  many  Manufacturers  and 
Retailers  regarding  the  Value  of  Exhibi- 
tions and  the  place  of  their  location. 


The  Furniture  World  addressed  a  letter  a  few  days 
a.^'o  to  a  uuiiiber  of  retailers  and  manufactui-ers  asking 
for  their  views  in  regard  to  furniture  exhil)itions.  Up 
to  the  time  of  going  to^  press  the  following  replies 
have  been  received  : — 

United  Action  Urged. 

The  Durham  Furniture  Co.,  Limited.  Durham,  Out: 
We  think  furniture  exhibitions  are  a  splendid  thing. 
We  doubt  of  the  success  of  a  summer  exhibition  as 
Januai'y  apjiears  to  be  the  best  season  for  buyers  from 
the  west. 

We  are  of  the  opinion  that  Toronto  is  the  proper 
place  to  hold  them  as  the  accommodation  is  the  best, 
and,  again,  there  is  a  more  favorable  opportunity  to 
dispose  of  samples  or  exhibits. 

It  appeals  to  us  that  all  furniture  manufacturers 
should  unite  in  having  "one  good  exhibition,"  some- 
thing worth  while  for  dealens  to  visit.  Therefore,  To- 
ronto ai)]iears  to  be  the  proper  place. 

Doubts  Value  of  Exhibitions. 

A  manufactiu'e  who  does  not~  wish  his  name  men- 
tioned, writes :  The  vi^riter  had  not  the  pleasure  of 
A'isiting  any  of  the  Canadian  exhibitions,  but  he  visited 
Xew  York  last  July  and  Chicago  this  January,  and 
discussed  with  a  good  many  of  the  manufacturers  at 
these  exhibitions  the  question  of  whether  it  paid  or 
not,  and,  Avith  very  few  exceptions,  they  told  him  that 
they  wished  that  the  custom  had  never  been  inaugur- 
ated, and  t.b.ot  they  to-da.v  knew  it  did  not  pay  them, 
but  felt  that  they  would  lose  prestige  if  they  did  not 
show. 

There  is  no  (piestion  but  that  these  exhibitions  cost 
a  very  large  amount  of  money,  and  in  our  minds  there 
is  no  doubt  but  what  the  dealer  will  have  to  pay  for 
them  and  the  consumer  ultimately,  and  we  do  not 
think  that  anything  that  tends  to  increase  the  cost  of 
living  to-day  is  a  good  thing  for  this  country. 

If  these  exhibitions  could  take  the  plvice  entirely  of 
the  travelling  salesman  it  Avould  be  a  great  argument 
in  their  favor,  and  though  this  was  the  tendency  when 
they  were  first  introduced,  competition  has  been  so 
keen  that  it  has  been  found  necessary  for  the  men  to 
go  over  their  grounds  just  as  thoroughly  as  though  no 
exhibition  was  held  at  all.  If  we  had  an  exhibition 
here,  at  which  all  manufacturers  showed,  there  is  no 
doubt  in  our  minds  l)ut  what  we  would  have  to  work 
all  the  grounds  .just  the  same,  and  on  this  basis  we 
are  not  in  favor  of  holding  these  exhibitions  semi-an- 
nually, as  is  done  in  the  United  States. 

If,  however,  it  was  found  that  the  majority  of  the 
manufacturers  thought  this  semi-annual  exhibition 
would  jtay  them,  we  have  no  doubt  that  it  would  be 
better  to'  hold  it  in  Toronto  during  the  months  of 
January  and  July  than  at  any  other  point. 

You  ask  if  these  exhibitions  are  not  helpful  in  mak- 
ing furniture  dealers  more  progressive.  Yes,  we  think 
they  are,  but  we  also  believe  that  if  a  good  live  re- 
tailer would  spend  the  same  amount  of  money  as  he 
does  to  go  to  these  exhibitions  on  going  to  large  cities 
and  seeing  what  the  other  fellows  are  doing  there,  he 
would  get,  perhaps,  a  broader  outlook  and  gather  more 


information,  anti,  if  i)ossible,  a  better  holiday  than  he 
would  have  by  going  to  thes(!  exhibitions.    In  the  long 
run  the  bill  of  costs  for  this  would  be  much  lower 
than  i)ut  on  a  large  exhibition  to  broaden  the  views 
of  the  retailer. 

Urges  Manufacturers  to  Confine  Exhibitions 
to  New  Lines. 

J.  M.  Struthers,  Guelph,  Out.:  I  visited  both  the 
Stratford  and  Berlin  factories  exhibit. 

In  reply  to  second  question:  Any  retail  dealer  tak- 
ing the  time  must  be  benefited  and  helped.  Berlin 
has  not  the  hotel  accommodation  for  a  permanent  ex- 
hibit, this  year  being  very  much  overcrowded.  Strat- 
ford gave  us  much  better  accommodation.  No  doubt 
more  dealers  would  attend  if  held  in  Toronto. 

But  the  objections  to  Toronto,  when  held  there  be- 
fore, was  unloading  the  exhibits  on  to  the  dealers  there 
and  upsetting  regular  trade. 

If  they  would  also  show  only  new  designs  and  not  so 
much'  goods  they  have  been  making  for  years,  and 
invited  dealers  twice  a  year,  and  get  the  dealers  to- 
gether and  discuss  the  various  troubles,  such  as  freight 
rates  and  shipping,  luiiform  finish,  and  many  other 
things  that  would  be  of  material  benefit  to  both  manu- 
facturer and  retailer,  great  i-esults  must  follow. 

Urge  Renting  of  Building  in  Toronto. 

Peppier  Brothers,  Limited;  Hanover,  Ont. :  We  be- 
lieve that  furniture  exhibitions,  if  centralized  and  pat- 
ronized by  all  furniture  maiuifacturers,  should  prove  a 
decided  aid  to  the  manufacturer  as  well  as  the  dealer, 
for  it  not  only  helps  to  keep  the  manufacturer  more 
awake  and  susceptible  to  new  ideas,  but  it  brings  the 
dealer  in  closer  touch  with  the  manufacturer.  We 
can  see  no  good  reason  why  the  summer  exhibitions 
could  not  be  made  as  profitable  as  those  in  January. 

We  believe  that  if  the  furniture  men  would  secure  a 
suitable  building  in  Toronto  it  would  be  more  profit- 
able and  successful.  More  would  attend  the  exhibit 
in  Toronto  than  Berlin,  for  very  often  men  who  are 
interested  in  furiiitui'e  are  also  interested  in  other  lines 
of  business. 

We  attended  both  the  Berlin  exhil)il  and  the  Gi'and 
Ra])ids  exhibit. 

Favors  Exhibitions  and  Would  Hold  Them  in  Toronto. 

The  F.  C.  Burroughes  Furniture  Co..  Limited,  To- 
ronto: We  are  heartily  in  symj)athy  with  the  exhibi- 
tion idea  and  fully  appreciate  the  time,  labor  and  ex- 
pense involved  toward  making  it  possible.  Just  at 
the  present  time,  with  all  the  factories  jammed  with 
business,  it  is  a  nuittcr  of  great  sacrifice  to  them  to 
periodically  swing  live  factory  spaee  into  suitable 
showrooms,  with  its  necessary  drag  to  general  factory 
results. 

Your  query  as  to  "whether  exhibitions  stand  to 
make  dealers  more  progressive"  and  "can  summer 
exhibitions  be  as  heljjful  to  the  trade  as  the  Jainiary 
exhibitions  have  proved  to  be,"  we  might  say,  there  i.s 
no  doubt,  that  the  exhibition  of  the  commodities  that 
a  man  does  business  with  every  day  of  the  year,  and 
the  gathering  together  of  the  dealers  in  those  com- 
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modilies,  stands  for  enlightenment,  an  exchange  of 
views,  and  a  far  keener  interest  in  the  game.  Where 
tliere  is  a  bnnch  of  furniture  and  furniture  men  gath- 
ered together  for  display  purposes,  we'll  be  there  to 
see. 

Speaking  casually,  we  are  not  in  favor  of  a  perman- 
ent exhibition  building  at  Berlin  or  Stratford.  That, 
we  believe,  would  have  a  tendency  to  centralize  in  a 
small  way  a  good  healthy  venture. 

Of  course,  we  are  speaking  from  a  dealer^  stand- 
point only.  We  do  not  knoAv  whether  there  is  any 
real  virtue  in  the  permanent  exhibition  policy.  Is  it 
really  feasible?  Does  it  pay,  and  will  it  actually  pay 
the  manufacturers?  Might  this  thing  not  grow  to  such 
proportions,  that  in  time  it  would  prove  too  cumber- 
some and  too  expensive  to  the  manufacturer? 

If  it  is  feasible  and  pays,  we  would  suggest  renting 
suitable  space  in  Toronto  during  the  National  Exhibi- 
tion in  August  and  September,  either  at  the  exhibition 
grounds  or  down  town. 

We  believe  this  will  draw  a  larger  percentage  of  the 
trade  than  any  or  all  of  the  smaller  exhibitions.  The 
dealer  would  have  more  time,  could  make  better  com- 
parisons, and,  instead  of  making  a  business  of  it  in 
the  winter,  it  would  prove  a  pleasure  and  a  holiday  for 
them  in  the  summer. 

Would  still  visit  Berlin  and  Stratford 

N.  J.  Johnston,  Kenmore,  Ont. : — 1  was  at  the  Stratford 
and  Berlin  exhibitions.  1  was  in  Toronto  and  Stratford 
about  Sept.  1st  last  also,  in  quest  of  goods. 

A  summer  exhibition  would  be  a  help  to  the  retailer 
who  would  attend,  but  I  question  if  the  resulting  sales 
would  justify  the  manufacturer  in  going  to  the  expense. 
Trial  will  tell. 

I  think  there  would  be  a  small  increase  in  the  attendance 
if  the  exhibit  were  in  Toronto.  Most  of  those  who  would 
attend  at  Toronto  would  go  to  Berlin  and  Stratford. 

My  opinion  re  the  permanent  exhibition  building  in 
Berlin  is  that  it  is  an  unwarranted  expense.  1  suggest 
that  the  Berlin  people  take  a  lesson  from  Stratford  in 
hospitality. 

Favor  Stratford  for  permanent 

The  Ontario  Spring  Bed  and  Mattress  Co. ,  Ltd.,  London: 
During  the  year  just  closed  we  did  not  visit  any  of  the 
furniture  exhibitions  except  those  at  Stratford  and  Berlin. 
Our  Mr.  Williams,  Sr.,  usually  attends  the  annual  exhibi- 
tion in  Chicago  for  the  purpose  of  getting  new  ideas  and 
keeping  in  touch  with  the  world's  most  noted  designers 
and  producers.  Owing  to  reconstruction  work  going  on 
in  our  new  factory  consequent  upon  building  new  additions 
Mr.  Williams  did  not  last  year  have  the  time  or  oppor- 
tunity to  visit  Chicago,  as  he  has  done  in  the  past,  but  it 
was  from  no  lack  of  interest  that  he  failed  to  attend,  but 
solely  for  reasons  aforementioned. 

That  such  exhibitions  are  helpful  in  making  furniture 
dealers  more  progressive  goes  without  saying.  The  stay- 
at-home,  no  matter  what  has  been  his  past  experience  or 
what  the  advantages  of  his  local  environment,  cannot 
hope  to  keep  himself  thoroughly  posted  by  merely  coming 
in  contact  with  the  best  travelling  salesmen,  and  by  read- 
ing the  best  furniture  literature.  He  must  once  or  twice 
a  year  emerge  from  his  seclusion  among  the  labyrinth  of 
dressers,  buffets  and  stands,  pack  his  grip  and  betake 
himself  somewhere  outside  of  his  own  little  circle  where 
he  will  get  in  closer  touch  with  the  creator  and  the  creat- 
ed along  his  line.  By  so  doing,  the  most  obtuse  cannot 
fail  to  derive  a  good  deal  of  benefit  or  to  absorb  ideas  that 
he  can  put  into  practice  upon  his  return.  The  local 
dealer  in  a  small  town  is  largely  responsible  for  the  taste 


displayed  and  cultivated  by  his  patrons — and  as  you  know 
taste  grows. 

We  are  inclined  to  think  that  July  or  August  exhibi- 
tions would  not  prove  nearly  as  beneficial  as  January 
ones,  for  the  reason  that  most  dealers  have  more  spare 
time  at  their  disposal  in  January  than  in  midsummer. 
Besides  January  is  the  beginning  of  the  season  when 
nearly  all  firms  are  displaying  new  styles  and  readjusting 
prices  for  the  season.  Another  reason  is  the  danger  of 
overdoing  those  exhibitions.  Once  a  year  we  think  quite 
sufficient,  and  that  in  January. 

As  to  a  permanent  exhibition  building.  The  idea  is  all 
right  provided  a  happy  solution  of  the  question  of  loca- 
tion can  be  found.  Personally  we  are  not  inclined  to 
favor  Toronto.  As  Stratford  first  conceived  the  notion 
we  think  the  permanent  building  (if  such  is  decided  upon) 
should  be  located  there.  Stratford  is  a  railway  centre 
and  centrally  located,  and  the  home  of  many  thriving 
furniture  factories  whose  goods  are  recognized  as  staple 
throughout  the  Dominion.  It  is  quite  natural  of  course 
for  Toronto  to  want  to  gobble  up  every  new  thing  that 
comes  along,  and  in  this  connection  we  may  say  that  her 
nickname  of  "Hog  Town"  is  still  characteristic  of  her, 
notwithstanding  her  metropolitan  dimensions.  No,  we 
would  not  vote  for  Toronto.  Not  because  she  is  inclined 
to  be  hoggish,  but  because  we  think  Stratford  a  more 
central  and  in  every  way  a  better  qualified  site  for  an 
exhibition. 

As  these  few  remarks  seem  to  cover  about  all  you  were 
asking  for,  we  submit  them  for  what  they  may  be  worth. 
To  sum  up  we  agree  with  you  that  these  furniture  exhibi- 
tions ought  to  be  encouraged  as  being  beneficial  to  man- 
ufacturer, retailer  and  consumer  alike. 


VISIT  FROM  A  KAMLOOPS  FURNITURE  MAN. 

0.  W.  G-ratt'uuder,  in  charge  of  the  furniture  depart- 
ment of  the  N.  S.  Dalgleish  department  store,  Kam- 
loops,  B.C..  called  at  The  Furniture  World  and  The 
Undertaker  office  a  few  days  ago  on  his  way  through 
Toronto  from  the  west.  Mr.  ftraffunder  is  taking  his 
first  holiday  since  coming  to  Canada  from  Germany 
over  six  years  ago,  and  will  spend  three  months  at  his 
old  home  in  Berlin,  Germany.  He  sailed  from  New 
York.  Before  leaving  for  Europe  he  visited  Berlin, 
Stratford  and  other  furniture  towns  in  Western  On- 
tario, buying  for  his  department  at  Kamloops. 

Mr.  Gralfunder,  in  his  conversation,  said-  he  would 
have  liked  to  come  east  when  the  furniture  exhibi- 
tions were  in  full  swing,  but  found  the  time  incon- 
venient, as  western  furniture  dealers  were  busy  with 
their  stock-taking  just  then.  If  these  exhibitions  were 
held  a  little  later,  he  thought  westerners  would  be 
more  convenienced. 

Mr.  Graffnnder  has-  done  so  well  since  coming  to 
(Canada  that  he  has  induced  his  brother  Bruno  to  settle 
in  the  Dominion.  The  brother  is  in  charge  of  the 
furniture  department  of  the  Hudson's  Bay  Co.'s  store 
at  Kamloops.  Both  brothers  are  cabinet  makers  and 
upholsterers,  and  understand  the  furniture  from  all 
sides. 

g  A    man    who   talks   business   must   meet   competition  S 

8  with  competition;  restraint  with  ati:raction;  negative  g 
Q  argument  with  positive  argument;  objections  with  rea-  M 
W  sons  for  his  goods.  He  must  study  his  man  and  em-  « 
«      phasize  the   major  appeal. — Carroll   D.   Murphy.  8 
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Selling  Methods  in  the  Furniture^  Store 


Some  Experiences 
and 

Suggestions 


BETTER  BUYING— A  WAY  TO  INDUCE. 

By  George  J.  Smith 

We  hear  so  much  about  the  mail  order  houses  these 
days  that  I  sometimes  think  they  get  the  best  kind  of 
advertising  out  of  it. 

If  the  merchants  would  not  howl  so  much  about  the 
"evil  competition"  as  they  call  it,  and  would  hustle 
a  little  more  for  business  they  would  not  lose  so  much 
trade  to  the  mail  order  houses. 

The  way  to  do  is  to  advertise,  go  after  business  aud 
go  after  it  strong,  talk  quality  and  talk  it  hard,  and  if 
it  ever  becomes  necessary  to  take  back  an  article  be- 
cause it  is  not  satisfactory,  do  so  without  a  grunt,  for 
it  is  up  to  you  to  please  your  trade,  even  though  it 
costs  you  a  dollar  or  two  now  and  then  to  please  a 
cranky  or  notional  customer. 

When  you  sell  a  cheap  article  show  the  people  the 
difference  between  it  and  the  better  kind,  and  very 
often  you  can  land  the  sale  for  a  better  piece  of  goods. 

If  you  sell  a  standard  line,  get  two  or  three  cheap 
similar  articles,  and  cut  the  price  to  the  bone  on  them, 
make  the  price  on  one  of  them  lower  than  any  mail  or- 
der house  ever  quoted  before,  even  though  you  lose  a 
little  money  on  it,  the  other  two  can  be  marked  at  a 
little  profit,  advertise  them  at  the  low  price.  This 
brings  the  cheap,  or  mail  order  trade  to  your  store, 
the  people  who  can  see  nothing  but  the  low  price,  and 
when  they  come  show  up  the  cheap  goods  thoroughly, 
be  honest  with  them  on  this  class  of  stuff,  and  show 
them  where  the  standard  article  is  different  and  better, 
etc. 

If  you  are  on  to  your  job,  ten  to  one  you  will  sell 
your  customer  a  good  article,  and  also  convince  him 
that  you  sell  as  cheap  or  cheaper  than  the  mail  order 
house. 

The  public  does  not  want  plunder.  As  a  general  rule 
it  wants  good  value  and  is  willing  to  pay  a  fair  price 
for  it,  but  the  mail  order  houses  have  been  educating 
the  public  to  believe  that  the  merchant  has  been  rob- 
bing him,  and  it  is  up  to  you,  Mr.  Merchant,  to  show 
the  other  side,  show  the  people  that  you  can  sell  at  a 
low  price,  but  when  you  get  them  in  the  store,  talk 
the  better  kind  of  goods  every  time. 

Never  advertise  that  you  will  meet  the  price  of  any 
mail  order  house.  If  you  must  mention  these  firms,  say 
that  you  sell  for  less  money.  If  you  offer  to  meet  their 
prices  you  only  acknowledge  by  that  that  their  prices 
are  lower  than  yours  and  that  you  are  only  coming  to 
them,  for  if  you  can  convince  a  customer  that  you  are 
the  cheapest  when  you  compare  a  certain  piece  of  goods, 
ten  to  one  you  will  have  no  trouble  in  selling  him 
something  on  your  floor  at  a  good  fair  profit. 


METHODS  OF  A  BIG  STORE. 

As  regards  the  handling  of  clerks,  some  of  the  big 
furniture  stores  which  have  fifteen  in  their  employ  at 
the  present  time,  arrange  to  have  each  clerk  handle 
a  customer,  no  matter  what  department  the  buyer  is 
iMierostcd  in.    Everv  clerk  is  supposed  to  know  the 


store's  goods  from  the  basement  to  the  top  floor.  Prizes 
are  given  by  the  management  for  both  the  number  and 
volume  of  the  daily  sales  at  certain  periods  during  the 
year,  and  each  salesman  is  supplied  Avith  a  high  desk 
with  his  name  on  it.  One  feature  of  special  note  in 
connection  with  the  system  of  this  big  store  is  its  ex- 
cellent delivery  system. 


MIXED  DISPLAYS  SPOIL  SALES. 

In  arranging  your  stock  for  display,  writes  Andy 
Schafer,  be  careful  to  keep  the  goods  of  one  manufac- 
turer by  themselves,  so  far  as  they  relate  to  suits; 
otherwise  you  will  create  in  your  customer's  mind  the 
idea  that  your  pieces  don't  match.  This  is  a  serious 
mistake,  but  it  is  one  of  the  commonest  mistakes  of 
furniture  dealers. 

A  few  years  ago,  people  bought  furniture  by  single 
pieces.  A  bed  would  be  picked  out  here  and  a  dresser 
there,  without  much  regard  to  design,  so  long  as  the 
finish  was  about  the  same.  You  seldom  found  a  toom 
where  the  pieces  matched  in  design,  wood  and  finish. 


Now  china  cabiiicl  sliowii.by  llu'  Geo.  McLagan 
Funiilure  Co..  SI  rat  ford. 


Suits  could  be  had,  of  course,  but  they  could  not  be 
broken,  and  they  were  made  only  in  the  most  ex- 
pensive styles  and  finishes.  To  get  one  of  the  single 
pieces  of  such  a  suit  was  very  difficult. 

Do  not  break  up  the  manufacturer's  line.  Never 
show  a  bed  of  one  make  alongside  a  dresser  that  you 
think  matches  it,  but  which  is  the  ])roduce  of  another 
factory.  Nothing  is  an  exact  match  that  is  not  made 
by  the  same  factory,  and  your  customers  will  surely 
hold  you  responsible  for  the  misfit  in  their  rooms. 

These  are  advantages  that  tlie  furniture  dealer  a  few 
years  ago  could  not  enjoy.  That  they  are  possible  to- 
day is  not  fully  realized  by  many  dealers  whose  meth- 
ods of  buying  and  displaying  stock  are  otherwise  com- 
mendable. 
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WHY  MAIL  ORDER  HOUSES  SUCCEED. 

How  often  ^xe  come  across  retail  furniture  dealers 
who  are  continually  crying  against  the  unfair  (?) 
jnethods  of  the  mail  order  houses,  how  they  cut  prices 
and  otfer  to  pay  freight.  Are  their  methods  unfair  and 
do  they  cut  prices  ?  Does  not  the  fault  more  often  lie 
with  the  retailer?  Read  the  following  incident  and 
decide  who  was  to  blame,  the  mail  order  house  or  the 
local  dealer. 

'One  day  recently  the  wife  of  a  furniture  retailer  do- 
ing business  in  a  town  which  is  a  centre  for.  furniture 
manufacturing,  saw  a  chair  delivered  to  one  of  her 
neighbor's  house  from  a  wagon  of  a  local  manufac- 
turer. She  immediately  told  her  husband,  and  on  in- 
quiry he  learned  from  the  manufacturer  whose  wagon 
had  called,-  that  the  chair  had  been  bought  from  a 
Toronto  retail  store  which  ships  goods  all  over  the 
country,  and  Avhich  secured  a  profit  of  well  over  50 
per  cent,  on  this  sale.  The  lady  had  purchased  from 
the  Toronto  firm's  catalogue,  and  as  the  chair  ordered 
was  made  in  her  own  town,  the  mail  order  house,  to 
save  freight,  asked  the  manufacturers  to  deliver  the 
chair  and  charge  their  account.  This  was  done,  which 
explained  the  presence  of  the  manufacturer's  wagon 
at  the  house,  and  which  led  to  the  retailer  charging 
the  manufacturer  with  selling  direct  to  the  consumer. 

The  chair  in  dispute  was  a  special  line,  but  not  one 
dealer  in  the  town  in  which  it  is  manufactured  was 
handling  it  at  that  time.  The  dealer  who  raised  the 
kick  had  been  approached  time  and  time  again  to  stock 
a  few.  and  wa.s  shown  conclusively  that  the  line  paid 
good  profits.  In  spite  of  all,  however,  he  refused  to 
touch  it.  Not  so  with  the  mail  order  house.  They 
handled  it  and  sold  it  at  a  profit  of  well  over  75  per 
cent.  When  the  local  dealer  heard  what  the  line  cost 
and  what  the  mail  order  house  got  for  it,  he  began  to 
open  his  eyes.  He  could  easily  undersell  the  city  man 
and  still  make  a  big  profit. 

The  retailer  had  been  in  the  habit  of  turning  off  the 
liuhts  in  his  windows  at  7  o'clock  each  night.  The 
manufacturer  knew  this  and  offered  to  pay  for  lighting 
the  window  if  the  dealer  would  put  in  a  stock  and  dis- 
play his  line.  He  also  offered  to  give  an  extra  ten  per 
cent,  discount  for  one  month  and  to  pay  for  half  the 
advertising  for  one  month,  provided  the  dealer  would 
sell  the  goods  at  a  margin  of  35  to  40  per  cent.,  his 
idea  being  to  demonstrate  to  the  dealer  that  the  line 
could  be  sold  in  fair  (luantities  locally. 

The  proposition  was  accepted  and  the  retailer  put 
in  a  stock,  displayed  them  in  his  windows  and  sold 
quite  a  number.  He  did  not  i^lay  fair  with  the  manu- 
facturer, however,  as,  instead  of  asking  a  fair  profit  of 
35  or  40  per  cent.,  he  sold  the  goods  at  a  price  high 
enough  to  net  him  over  100  per  cent,  profit. 

By  taking  advantage  of  the  manufacturer  in  this 
way  and  holding  his  prices  away  up,  the  dealer  left 
the  wav  wide  open  for  the  mail  order  house  to  sell  more 
good  in  his  town.  On  most  lines  retailers  should  be 
satisfied  to  do  business  at  a  fair  profit,  and  if  the  re- 
tailer in  a  small  town  boosts  his  price  away  above 
catalogue  houses,  how  can  be  expect  to  get  trade? 

WANTS  TO  BE  TAUGHT. 

When  you  stop  to  think  of  it,  there  is  an  unparalleled 
opportunity  for  the  furniture  stores  of  the  country  to 
take  advantage  of  the  modern  domestic  science  move- 
ment in  a  way  that  will  benefit  their  best  class  of  trade, 
and  at  the  same  time  increase  their  sales  of  these  goods, 
thus  increasing  profits,  says  the  Ilousef urnishing  Re- 
view. This  can  be  done  by  segregating  all  the  latest 
applif«-'i''e.'<  fhev  f-arry  in  one  section— establishing  a 


jnodern  kitchen,  if  you  like,  where  carefully  selected 
samples  of  all  nationally  advertised  kitchen  appliances 
may  be  found  by  the  housewife. 

True,  some  stores  in  big'  cities  have  model  kitchens,, 
model  bath  rooms,  model  laundries,  but  the  tendency 
seems  to  be  put  in  the  goods  that  "look  nice"  without 
regard  of  making  a  truly  comprehensive  display  of 
all  modern  household  appliances.  When  a  club  wo- 
man enters  such  a  model  kitchen  she  expects  to  see 
not  only  the  best  staples  Avith  which  she  is  alreadj' 


The  handsome  store  front  of  Baum  &  Brody,  Windsor,  Ont. 
'I'he  store  is  25  x  107  feet,  with  three  floors  and  basement.  The 
basement  is  the  full  size  of  the  store,  and  will  be  used  for  dis- 
playing- certain  lines  of  furniture.  It  faces  the  river  front  oppo- 
site the  G.T.R.  station,  and  is  the  first  white  enamel  front  store 
to  be  erected  in  Windsor.  The  offices  are  spacious  and  handsome. 
Baum  &  Brodv  i-arr\  furniture,  stoves,  carpets  and  shades.  The 
effect  of  the  window  display  on  each  floor  is  most  striking. 

familiar,  but  also,  and  especially,  the  appliances  which 
are  new  to  her;  appliances  she  has  read  about,  but 
not  seen. 

More  important  still,  she  is  looking  for  information. 
For  example,  she  wants  to  know  the  working  principles 
of  the  fii-eless  cooker.  She  wants  to  find  out  why  con- 
served heat  does  baking,  roasting  and  boiling  without 
fire.  This  means  she  expects  to  find  a  demonstrator 
or  sales  clerk  in  charge,  who  knows  what  he  or  she 
is  talking  about,  and  can  give  her  an  intelligent  ex- 
planation of  the  working  principle  of  these  modern 
ajipliances. 
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HOW  TO  HANDLE  WASHING  MACHINES. 

The  furniture  man  who  i.s  content  to  allow  the  hard- 
ware man  and  implement  dealer  of  his  town  to  take 
all  the  cream  of  the  wa.shing  machine  trade,  while  he 
himself  accepts  the  skim  milk,  is  making  a  huge  mis- 
take. Even  the  cream  of  this  trade,  in  a  whole  lot  of 
towns,  does  not  amount  to  shucks.  Dealers  seem  to 
look  upon  this  device  as  a  luxury  and  do  not  "root" 
for  trade.  This  is  not  right.  It  is  quite  true  thai;  per- 
sons who  have  never  used  a  machine,  nor  seen  one  in 
operation,  do  look  upon  it  in  this  light,  but  once  they 
have  had  a  trial  with  a  good  machine,  their  views  are 
changed  and  it  is  considered  an  absolute  necessity. 

The  up-to-date  farmer  of  this  generation  is  in  the 
market  to  buy  any  device  that  will  save  labor  in  the 
kitchen  or  anywhere  around  the  house.  The  wa!<hing 
machine  is  an  article  of  this  nature,  and  once  you 
show  him  that  it  will  save  his  wife  and  daughters  a 
lot  of  drudgery,  making  the  sale  is  just  like  "taking 
candy  from  a  baby."  By  this,  the  writer  does  not 
mean  that  the  farmer  will  buy  anything  and  ever^, 
thing  that  is  offered  him.  He  is  economical  and  will 
not  spend  his  good  and  hard-earned  (?)  money  unless 
he  can  see  value  received.  When  shown  that  a  wash- 
ing machine  will  add  years  to  the  lives  of  the  female 
members  of  his  household  and  that  it  will  save  wear 
and  tear  on  the  clothes,  he  begins  to  think  that  it  is 
economical  and  that  it  will  be  a  good  addition  to  his 
household. 

The  power  machine  that  is  most  popular  among  the 
farming  community  is  that  run  by  gasoline,  on  ac- 
count of  the  fact  that  this  is  the  mode  of  power  used 
on  most  farms  for  threshing,  wood  cutting,  etc. 

In  the  line  of  city  and  town  household  labor-saving 
appliances,  the  washing  machine  and  especially  the 
power  and  electrically  driven  washers  stand  pre-emin- 
ently at  the  head  of  the  list  as  a  labor  saver  to  the 
woman  who  must  necessarily  do  her  own  house  work 
or  depend  upon  hired  help  for  this  part  of  her  duties. 
The  servant  (juestion  is  the  big  problem  of  the  average 
housewife  to-day  and  it  is  almost  impossible  to  em- 
ploy hired  heli)  who  are  willing  to  do  the  washing, 


and  the  washerwoman  of  the  past  is  now  nearly  ex- 
tinct. 

There  are  some  dealers  who,  for  some  unaccountable 
reason,  look  upon  the  washing  machine  as  an  article 
that  can  be  sold  only  at  certain  seasons  of  the  year. 
This  is  another  mistake.  In  999  out  of  every  1,000 
families,  the  washing  is  done  once  each  week.  There- 
fore it  is  not  a  machine  that  is  only  required  a  few 
times  a  year,  but  all  the  year  round.    With  proper  in- 


troduction, they  can  l)e  sold  at  any  time.  Of  course, 
leaving  a  washer  standing  to  one  side  and  not  in  oper- 
ation, will  not  produce  sales.  Have  it  towards  the 
front  and  ready  to  operate,  and  it  will  be  found  an 
easy  matter  to  interest  almost  every  customer  who 
comes  in  the  store. 

There  are  big  possibilities  for  the  dealer  who  will  go 
after  this  business  in  the  right  spirit.  Sales  can  be 
increased  by  attractive  window  displays  and  catchy 


showings  can  be  made  in  the  store  proper.  Keep  them 
where  people  can  see  them,  and  better  yet,  where  they 
can  get  their  hands  on  them.  When  you  l)uy  anything 
from  a  toy  to  an  automobile  you  like  to  take  it  in  your 
hands  and  see  how  it  runs.  Everyone  else  is  like  you 
in  this  respe&t. 

In  your  windows  and  in  youi-  store  hang  uj)  jtla- 
cards  calling  the  housewife's  attention  to  the  points 
which  vitally  interest  her,  the  ease  of  operation,  the 
quietness  and  thoroughness  with  which  her  washing 
may  be  done,  and  the  fact  that  the  clothes  will  come 
out  of  the  washer  snowier  and  cleaner  than  they  have 
ever  been  before,  and  that  by  using  one  of  these  ma- 
chines her  wash  will  be  on  the  line  by  9  o'clock  in- 
stead of  at  noon,  and  that  she  may  rest,  i-ead  or  have 
her  time  for  other  duties  while  the  machine  is  doing 
the  washing. 

Above  all,  thoroughly  learn  the  machine  that  you 
handle  yourself,  so  that  you  will  be  in  a  position  to 
intelligently  describe  it  to  any  i)rospective  customer. 
Do  not  forget  that  you  must  have  a  sample  to  show 
and  that  you  nnist  let  the  people  know  that  you  have 
the  best  washing  machine  on  the  market,  as  there  are 
thousands  of  i)ossil)l('  customers  Avho  do  not  eveu  know 
that  a  power  or  an  electric  washing  machine  tliat  will 
do  the  washing  and  all  the  wringing  at  a  cost  of  not 
over  1  cent  jx'r  hour,  is  being  manufactured  and  sold 
at  a  ])rice  within  the  reach  of  all. 

Do  not  split  up  your  arguments  or  confuse  your  cus- 
tomer by  handling  more  than  one  line.  Concentrate 
your  selling  force  on  this  line.  If  any  effort  is  made 
to  sell  them,  and  the  machines  are  where  your  trade 
can  see  them,  you  will  be  sui'prised  how  nearly  the 
machines  will  sell  themselves  and  how  your  washing 
machine  profits  will  l)e  increased. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


SPEND  MONEY  ON  WINDOW  APPLIANCES. 

By  Chas.  L.  Philips 

IMouey  spent  on  window  appliances  is  money  well 
invested;  for  the  show  window  is  one  of  your  chiefest 
trade-building  agencies.  It  ranks  right  along  with  ad- 
vertising. Even  the  people  who  read  your  newspaper 
notices  and  are  so  favorably  impressed  with  them  that 
they  resolve  to  visit  your  store  and  buy  certain  things 
that  appeal  to  them,  pause  to  have  a  look  at  your  win- 
dows before  entering.  If  the  metal  stands  are  old 
and  quaint,  or  if  they  are  dingy-looking;  if  the  ar- 
rangement of  the  goods  in  your  window  is  just  com- 
monplace, with  hardly  a  single  touch  of  originality, 
character  or  sentiment  in  the  whole  trim,  is  it  any  won- 
der that  some  of  these  people  whom  you  have  already 
convinced  by  your  advertisement  should  change  their 
minds  at  the  last  minute? 

The  show  window  is  a  little  stage.  It  should  have 
adequate  scenic  equipment. 

Window  appliances  are  durable — provided  they  are 
handled  properly.  You  do  not  have  to  buy  every- 
thing at  once.  Suppose  you  buy  a  papier  mache  cornu- 
copia— you  will  really  need  one  for  getting  up  a  har- 
vest display,  or  whenever  it  is  desired  to  suggest  the 
idea  of  prosperity  and  plenty;  that  cornucopia  will 
last  for  years.  And  so  with  posts,  arches  and  scenic 
decorations. 

Merchants  ought  to  buy  their  window  appliances 
just  as  they  try  to  buy  the  goods  that  they  carry  regu- 
larly in  stock,  i.e.,  they  ought  to  buy  advisedly — seek- 
ing to  get  the  best — and  thus  start  right  in  the  accum- 
ulation of  their  window  equipment.  If  it  is  well  bought 
and  properly  cared  for  it  will  last  indefinitely. 

Big  stores  have  a  special  room  in  which  all  this  win- 
dow equipment  is  stored  when  not  in  use. 

All  artificial  flowers,  vines,  leaves,  sprays,  clusters, 
fruits,  etc.,  are  carefully  packed  in  boxes  and  labeled 
so  that  the  contents  of  the  box  can  be  ascertained  at  a 
glance. 

Generally  this  room  is  not  only  a  store  room  for 
window  appliances,  but  it  is  also  a  kind  of  work  shop 
in  which  the  window  trimmer  builds  devices  and  ap- 
y)lianees  of  his  own  contriving.  It  may  have  a  work 
bench,  a  cabinet  for  paints  and  oils,  varnishes,  etc., 
and  a  box  or  chest  for  a  few  simple  tools,  such  as  a 
plane  or  two,  a  saw,  hatchet,  hammer,  brace  and  bits, 
a  few  chisels,  sandpaper,  glue  pot  and  other  parapher- 
nalia that  the  trimmer  may  require  in  working  out  his 
designs. 

A  good  many  merchants,  of  course,  will  have  no 
occasion  for  going  into  the  matter  so  extensively;  but 
fven  the  small  store  should  have  some  place  where 
window  appliances  can  be  stored  when  not  in  use. 
Otherwise  they  will  be  very  apt  to  get  broken,  mis- 
filaoed  rir  damaged  beyond  the  hope  of  repair. 

It  is  wonderful,  when  you  come  to  think  about  i1, 
how  attractive  store  windows  really  are. 

The  interest  and  variety  and  charm  of  the  city  are, 
to  a  very  large  extent,  dne  to  genius  of  the  window 
trimmer. 


Walking  through  the  principal  shopping  sections  of 
the  city,  and  looking  at  the  various  windows,  has  come 
to  be  a  species  of  recreation  with  an  increasingly  large 
number  of  people. 

Pull  down  the  blinds  and  turn  out  the  lights  of  the 
metropolitan  stores  and  shops  and  the  city  would  im- 
mediately take  a  dull  and  uninteresting  look. 

But  the  small  merchant  in  the  small  town  or  city 
ought  to  remember  that,  if  a  window  trim  can  attract 
a  throng  in  the  big  city,  where  people  are  used  to 
seeing  scores  and  hundreds  of  windows,  a  really  mer- 
itorious window  in  the  smaller  town,  Avhere  people  are 
not  so  used  to  them,  should  create  a  sensation. 

And  it  will. 

The  fellows  in  the  smaller  towns  and  cities  that  are 
getting  the  business  are  the  fellows  that  are  getting 
up  the  niftiest  trims. 

Overhaul  your  windoAv  fixtures  and  appliances.  If 
they  are  old,  dingy  and  dilapidated,  buy  new  ones;  if 
they  can  be  brightened  up  and  repaired,  fix  them  up. 
If  you  need  additional  appliances,  consider  the  neces- 
sary outlay  as  a  profitable  investment.  Equip  your- 
self with  the  things  you  really  require  in  order  to  put 
on  a  good  trim. 

And  begin  with  a  bang  up  good  fall  trim  Avith  plenty 
of  autumnal  color  and  sentiment. 


A  NOVEL  FRONT. 

Merchants  having  stores  with  narrow  fronts  resort 
to  all  sorts  of  expedients  in  the  matter  of  entrance  ar- 
rangement in  order  to  increase  their  window  space. 
This  is  particularly  true  of  the  haberdashery  shops  in 
the  big  cities.   These  merchants  place  such  a  high  value 
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upon  display  space  that  they  frequently  regard  the 
show  windows  as  the  first  consideration.  This  desire 
for  window  space  sometimes  leads  to  queer  designs  in 
store  entrances.  Here,  for  example,  is  shown  the  en- 
trance to  a  Chicago  store  that  is  unique.  This  store, 
according  to  Merchants'  Record  and  Show  Window, 
has  a  small  room  with  a  frontage  of  about  sixteen  feet. 
With  such  a  narrow  front  it  would  be  possible  to  have 
one  fairly  large  window  with  the  entrance  at  the  side. 
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or  two  small  windows  with  the  entrance  in  the  iniddlo. 
The  merchant,  howevei-,  decided  that  he  wanted  more 
space  than  could  be  secured  by  any  ordinary  front 
construction,  so  he  worked  out  the  design  shown  in  the 
sketch.  While  the  measurements  marked  on  the  draw- 
ing are  not  absolutely  correct,  they  are  accurate  enough 
to  give  an  excellent  idea  of  the  windoAVS  and  entrance 
to  this  store.  Naturally  windows  of  this  unusual  con- 
struction would  be  difficult  for  the  decorator  to  handle 
and  their  value  as  compared  Avith  Avindows  of  standard 
construction  is  somcAvhat  problematical.  This  is  only 
one  of  the  many  queer  fronts  ^at  may  be  found  on  the 
side  streets  of  any  great  city. 

A  retail  dealer  on  Youge  Street,  Toronto,  has  just 
Tint  in  a  similarly  designed  AvindoAV,  Avith  tiled  floor- 
ing at  the  entrance  to  the  store.  At  night  the  Avindow 
is  brightly  lit  and  presents  a  particularly  attractive 
appearance. 

ONE  THING  TO  A  WINDOW. 

To  make  the  most  of  .shoAV  AvindoAVs  care  must  be 
used  in  selecting  the  goods  to  be  displayed  in  them. 
It  Avould  take  more  genius  than  most  of  us  possess  to 


make  a  miscellaneous  jumble  of  everything  in  the  store 
attract  anybody.  Either  a  single  article  should  be 
displayed,  or  only  articles  Avhich  are  related  to  each 
other.  Marshall  Field  &  Co.  have  probably  the  finest 
shoAV  windoAA's  in  the  Avorld,  and  thousands  of  dollars 
are  sjoent  to  provide  attractive  backgrounds  and  set- 
tings. They  folloAV  the  princii)le  of  one  thing  to  a 
Avindow  closely.  If  the  most  expensive  shoAv  Avindows 
in  the  country  can  be  used  to  the  best  advantage  in 
this  Avay,  it  is  a  pretty  good  lead  for  others  to  folloAV. 
There  are  a  great  many  things  sold  in  the  modern  store 
Avhich  are  so  well  advertised  that  they  do  not  require 
any  selling  effort.  A  mere  reminder  to  the  customer 
is  enough,  and  if  such  goods  are  tastefully  disi)layed 
in  the  AvindoAVs  or  on  the  counter,  they  Avill  do  their 
own  reminding. 

Nearly  every  possible  customer  Avill  have  i)assed  a 
merchant's  store  in  the  course  of  a  Aveek.  Therefore  a 
AvindoAv  display  may  be  said  to  be  worked  out  at  the 
end  of  a  Aveek.  Another  reason  for  changing  AvindoAV 
displays  frequently  is  that  the  goods  become  soiled 
and  faded,  and  Avhen  put  back  on  the  shelves  their 


freshness  is  likely  to  be  questioned.  It  should  be  the 
practice  to  change  Avindow  displays  every  week  on 
whatever  day  there  is  the  most  idle  help. 

THE  WINDOW  DRESSING  ART. 

By  F.  R.  Fredericks 

WindoAV-dressing,  or  the  decoration  of  Avindows,  has 
on  various  occasions  in  the  past  been  ternu^d  an  "art," 
and  the  term  is  indeed  an  apt  one  in  so  far  as  the 
business  of  bringing  in  trade  direct  from  the  street  is 
concerned,  through  the  medium  of  the  shoAV  windoAV. 
The  real  work  of  "art,"  however,  in  these  modern 
times  lies  more  in  arranging  the  merchandise  displayed 
in  the  Avindow  in  such  a  manner  that  the  display  wi'l 
accomplish  more  than  to  sim])ly  appeal  to  the  outsider 
and  attract  his  attention  Avithout  getting  other  results. 
The  really  eft'ective  display  nuist  bring  the  customers 
into  the  store. 

Getting  doAvn  to  the  actual  Avork  of  Avindow  trim- 
ming, there  is  such  an  endless  variety  of  schemes  that 
may  be  used,  that  it  Avould  be  impossible  to  give  any 
fixed  code  of  instructions.    The  pricing  of  the  goods 


Window  display  of  Nortlioi  n 
wliitc  enamel  suit— a  most 
cttective  arrariKement.  de- 
.scrving  the  liighest  piaisc. 


d-si)layed,  however,  may  be  said  to  be  one  of  the  most 
important  features  of  a  display.  And  right  here  a 
caution  may  be  given ;  many  stores  display  one  line 
of  goods  in  a  window  and  sell  another  line  when  in- 
quiries aroused  by  the  display  are  made.  This  is  not 
good  jjolicy.  The  AvindoAV  disjjlay  should  be  part  and 
parcel  of  the  stock  carried  in  the  store  and  not  a  bait 
throAvn  out  to  catch  the  eye  of  the  unsophisticated. 

Timeliness  of  display  is  one  of  the  most  essential 
things  in  a  windoAv  display.  The  proper  season  is  the 
time  to  remind  prosi)ective  buyers  that  they  are  in 
need  of  certain  lines. 

Although  at  each  season  of  the  year  certain  lines 
can  be  displayed  to  advantage  some  lines  art;  staple 
all  the  year  around  and  can  be  shown  at  any  time. 

Special  AvindoAV  displays  may  be  arranged  in  many 
Avays,  the  sciiernes  depending  on  the  shape  of  the  win- 
dows; some  lines  of  goods  require  the  entire  window 
s|)ace  and  in  cases  of  this  kind  it  is  better  to  make  a 
big  showing  of  all  styles  and  si/cs  ratlier  than  to  mix 
the  goods  it  is  desired  to  feature  with  other  lines.  In 
this  Avay  a  strong  appeal  is  made  to  the  buyer. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Topograph}) 


AN  ADVERTISER'S  EXPERIENCE. 

The  fii-st  thing  to  do  in  getting  up  an  ad.  is  to  find 
out  what  you  want  to  advertise,  says  a  writer  of  ex- 
perience. As  I  was  saying.  I  studied  the  stock  up 
pretty  well  and  made  up  my  mind  what  it  would  pay 
us  best  to  push  at  that  time  and  what  things  the  peo- 
ple were  wanting  just  then,  and  sat  down  to  get  the 
"copy"  ready  for  the  papers. 

First,  I  took  the  small  ad.  in  the  smallest  paper. 
It  was  five  inches,  double  column.  I  drew  up  a  sort 
of  dummy  the  actual  size  of  the  ad.  and  indicated  on 
it  the  style  of  border  and  the  size  of  type  to  be  used 
in  the  different  parts  of  the  ad.,  the  headline,  the  body 
and  the  name  plate.  Then  I  estimated  the  number 
of  words,  the  amount  of  copy  the  space  would  hold, 
and  proceeded  to  write  my  ad. 

I  made  the  heading  catchy,  but  I  was  careful  to 
make  it  indicate  in  some  way  the  line  of  goods  ad- 
vertised below  it.  Then  I  gave  a  brief  description  of 
the  goods,  with  prices,  etc.  That  made  the  ad.  I 
didn't  try  to  talk  about  more  than  one  or  two  differ- 
ent sorts  of  goods  in  one  ad.  of  that  size. 

The  next  larger  ad.  was  twice  the  size  of  the  first, 
and  I  folh)wed  the  same  plan  of  arrangement,  except 
that  I  divided  the  space  up  into  quarters  and  adver- 
tised four  kinds-  of  goods,  putting  a  general  heading 
over  the  whole  and  sub-headings  over  each  of  the 
•  juarter  sections. 

For  the  largest  ad.,  which  was  for  our  best  paper,  I 
had  a  quarter  page  and  made  it  up  on  about  the  basis 
of  the  second  ad.,  but  with  more  subdivisions,  cover- 
ing a  lot  of  different  lines.  I  followed  the  methods 
of  the  full-i)age  ads.  in  the  city  dailies  pretty  closely 
on  this  ad. 

Of  cours-e,  no  ads.  ought  to  run  more  than  once ; 
that's  the  first  rule  of  advertising,  but  under  the  cir- 
cumstances I  could  not  get  up  all  these  ads.  new  every 
day  and  do  all  my  other  work,  so  I  let  them  run  two 
days  apiece. 

I  didn't  expect  to  get  very  heavy  results  from  our 
ads.  right  off,  because  people  hadn't  been  in  the  habit 
of  reading  them.  The  boss  had  written  them  too  eas- 
ily. He  had  too  much  else  on  his  mind  to  get  out  good 
advertisements.  It  isn't  such  a  cinch  to  write  ads.  as 
a  lot  of  people  think. 

The  boss  hadn't  been  writing  ads.  that  any  one  would 
care  to  read,  and  it  would  take  them  some  little  time 
to  discover  that  our  ads.  were  l)eginning  to  tell  things 
that  they  wanted  to  know.  Nobody's  advertising  pays 
the  first  (lay  and  often  it  doesn't  begin  to  pay  really 
until  quite  a  bunch  of  money  has  been  .^pent,  but  if 
the  store  is  right  and  the  goods  are  half  way  right  the 
advertising  will  begin  to  pull  perceptibly  before  so 
very  long,  and  then  the  longer  you  advertise  the  bet- 
ter your  advertising  will  pay.  Its  value  is  cumulative. 
Keeping  right  at  it  is  the  only  thing  that  will  bring 
success. 

After  I  had  been  writing  our  ads.  for  a  montli  the 
boss  figured  up  the  sales  for  the  month  and  found 
that  we  had  done  the  best  business  we  had  ever  done 
for  any  corresponding  j)eriod.    People  were  reading 


our  ads.  and  coming  for  the  goods.  There  could  be 
no  other  explanation. 

After  that  much  experience  I  found  that  I  could 
write  the  ads.  after  hours  at  night  pretty  easily  and 
yet  do  all  my  day  work,  so  the  old  man  just  added 
five  dollars  a  week  to  my  wages  and  I  decided  to  keep 
on  working  overtime. 

Just  by  way  of  observation  I'd  like  to  say  to  other 
young  fellows  who  think  they  are  having  a  hard  time 
getting  their  employers  to  recognize  their  talents,  that 
maybe  they  are  too  much  afraid  of  working  overtime. 
Don't  listen  too  hard  for  the  clock  to  strike  closing 
time. 

I  was  a  little  inclined  at  first  to  tell  what  we  didn't 
do  or  what  we  didn 't  sell.  I  wanted  to  say  that  our 
ribbons  didn't  have  those  threads  of  cotton  in  that 
made  other  people's  ribbons  cheaper.  I  wanted  to 
say  things  like  that,  but  I  had  it  brought  to  my  atten- 
tion pretty  forcibly. one  day  that  I  was  wasting  good 
space  advertising  the  fact  that  somebody  was  under- 
selling us  on  ribbons  and  that  we  were  trying  to  ex- 
plain why  they  could  do  it.  I  stopped  telling  what 
we  didn't  do  and  sell.  I  concluded  that  any  reference 
to  a  competitor  or  any  admission  that  you  have  a  com- 
petitor is  sure  to  do  that  competitor  a  little  good  and 
you  a  little  harm.  "Many  a  mickle  makes  a  muckle," 
you  know,  so  I  cut  that  all  out. 

Then  I  had  to  have  a  try  at  being  funny  in  adver- 
tisements and  at  making  up  an  ad.  in  poetry.  I  really 
thought  the  ads-.  I  got  out  along  each  of  these  lines 
were  rather  clever  until  I  read  in  some  ad.  man's  book 
that  such  stimts  were  about  the  limit  and  were  a  ter- 
rible waste  of  both  time  and  good  space,  then  I  thought 
it  over  and  concluded  the  ad.  man  was  right. 

One  of  the  principles  I  worked  out  good  and  strong- 
was  that  of  quoting  prices  in  all  our  ads-  I  never  sent 
out  an  ad.  that  didn't  tell  how  much  we  charged  for 
the  goods  it  advei'tised.  I  never  was  so  foolish  as  to 
s'pend  our  advertising  appropriation  in  telling  people 
that  we  were  giving  great  bargains  and  then  not  tell 
them  a  single  price  to  prove  it.  Prices  are  the  only 
proof  the  reader  has  generally.  He  can't  see  the  goods 
in  the  paper.    Money  talks,  and  so  do  prices  talk  too. 

I  discovered  that  when  I  had  been  writing  the  ads. 
for  awhile,  it  came  a  lot  easier  than  at  first  to  use 
good  crisp,  snappy  sentences.  When  I  began  it  seemed 
to  be  awfully  hard  to  keep  from  talking  in  dictionary 
language.  The  big  words-  would  seem  to  crowd  the 
short  ones  out  of  my  head. 

After  a  while  that  trouble  disappeared,  and  the  kind 
of  talk  that  I  wanted  to  use  was  the  kind  that  was  on 
the  tip  of  my  tongue  all  the  time.  I  found  besides 
that  using  good  crisp  language  describing  goods  in  the 
ads.  helped  me  to  talk  to  people  the  same  way  from 
behind  the  counter,  and  I  found  that  it  made  me  a 
better  salesman,  so  the  rule  works  both  ways. 

Like  most  kinds'  of  sensible  eff'ort,  working  at  the 
advertising  helps  a  man  in  more  way  than  one,  and  he 
does  something  for  himself  besides  getting  the  ads. 
written.  I'd  advise  every  merchant  and  every  clerk 
to  have  a  try  at  writing  the  store  ads.,  even  if  they 
don't  use  the  ones  he  writes,  just  for.  the  experience. 
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ADVERTISING  HELPS  SALESMEN. 

By  H.  M.  Barnes 

The  salesman  who  appreciates  advertising  and  uses 
it  as  one  of  his  important  selling-  points  has  everything 
to  gain  and  nothing  to  lose,  even  from  the  most  seltish 
point  of  view. 

Advertising  is  the  salesman's  servant,  not  his  sub- 
stitute. It  helps  him  secure  a  larger  volume  of  busi- 
ness, it  makes  him  worth  more  to  his  firm  as  well  as  to 
himself,  it  makes  his  salary  check  bigger.  In  addition 
to  the  certain  personal  benefits  to  be  gained  by  taking 
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COHPLETE 
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HERE  IS  YOUR  (;HANCE  TO  MAKE  A  BIG 
SAVING  ON 


Chiffoniers  and  Dressers 


IF  v»u  n.-f-.i  such  arti.'lfS  aiul  <!»  not  tak«'  iidvantiiR-'  of  th)s  sale  yoii 
^vli]  be  tbe  loser.  y\n(l  Whv  J  Because  tli<?  rjintie  ol'  values  that  it  of 
1.1.-.  means  a  sn-    '-t  sa\iiiti  of  from  $^.25  to  $16.75.  vbicb,iact  will 
riinble  von  to  ct>Dibi?T?!TTlitv  and  economy  in  the  one  purchaflf?"'  & 

liv  means  of  this  you  will  no  doubt  rralizo  the  imperative  need  ol 
ninng  todav  at  these  savinps.  instead  of  !it  full  prices  later  on.  Thf 
..llcctiou  affoi-ri<!  the  choire  e£  several  different -etyles,  prieea  and  finSalrc?, 
is  of  a  kind  fhaf  is  rarely  exploited  at  such  great  reductions.  See 
iheui  m  the  Seventh  avenue  ^^-indow.  also  on  the  main  floor  S( 
jiue  stoii'.    And  as  a  reminder— don't  miss  it. 


nth  i 


M.-hogany  Finished 
Dressers,  regular  $16.65, 
for   $12.50 


Solid  Oak  Dressers, 
-eguUr  $16.50,  for 
 $11.75 


OeDulne  H  a  h  o  g  any 
Dressers,  regular  $30.00, 
for   $19.75 


Waxed  Gold  Oak 
Chiffoniers,  reg.  $46.50, 
for    $29.75 


Solid  Oak  Dressers, 
regular  $24.75,  for 

$16.50 


Genuine  M  a  h  o  g  any 
Dressers,  regular  $28.75, 
for  $19.50 


Royal  Oak  Dressers, 
regiUar  $18.50,  for 
.  .   $15.25 


The  Sale  of 


MADRAS  MUSLINS 


M 


Ends  Today 

b,i\e  tak.  ii  advaiila^ 


fvi.n'd  n.x.i-.  Seventh  A 


Lot  3 — W  idi'i  45  inches, 
nurth  6oi;.  Special  .  .40c 

Lot   4— Black  SToiind 
«ith    rotored  patlerns, 
Special  30< 


Comforters  at 


Half  Price  and  Less 


THIS  sale  stixtcd  Kridav,  hut  "ill 
today  if  quantities  last  that  loog.  The^ 
rome  in  assorted  floral  patterns  and  are 
filled  with  sanitary  cotton  down.  Regular  $9.00 
and  $9,50,  for  $4.50 

Sefrtnd  Floor,  Seventh  Ave.  Store 


MAHOGANY  OFFICE 
FURNITURE 


Roll  Top  Desks 

sieo  9110 

Fl»l  Top  Desks 

938  t<i  9W 


Double  Flat  Top  D»kB.  Type- 
wnting  Stands  910.00 


Armchatn,  Tilters.  Office.  Recep- 
tion Chain,  eic  «8.75  lo  9-tO 


NOTICE  TO  BUSINESS  MEN 


'j-'ii 


d  mall)  oilier  lines  and  styles  (O 
.in  order  to  accommodate  the 
Liiurc  our  office  furniiure  depart- 
ip.irier^  t.  ill  enable  us  lo  csctiibit 


The  original  was  9  x  15,  but  even  in  its  reduced  size  one  obtains  a  good 
idea  of  its  matter  and  layout,  both  of  which  are  excellent. 

advantage  of  advertising,  the  representative  has  a  cer- 
tain duty  in  connection  with  it.  It's  his  duty  to  him- 
self to  make  the  most  of  his  opportunities.  It's  his 
duty  to  energetically  carry  out  the  policies  of  his  com- 
pany; how  otherwise  can  he  be  loyal  to  his  firm? 


HIS  SIGHT  RESTORED. 

After  20  years  of  total  blindness.  Walter  P.  Guy, 
Worce.ster,  Mass.,  has  had  his  sight  restored.  TTp  till 
the  time  he  was  stricken,  Mr.  Guy  was  head  of  the 
Guy  IMilling  Co.,  a  firm  known  all  over  the  New  Eng- 
land States.  Since  he  lost  his  sight  ho  has  travelled 
extensivelv  and  has  become  known  as  the  "Blind  Trav- 
eller." 

Mr.  Guy  was  recently  told  that  there  was  a  bare 


chance  of  an  operation  relieving  him  oF  his  affliction 
and  he  took  the  chance.  When  the  bandages  were  re- 
moved after  the  operation,  he  excitedly  exclaimed,  "I 
can  see,"  and  was  able  to  make  out  dimly  the  outlines 
of  his  wife  and  child.  It  is  hoped  that  in  time  his  sight 
will  be  completely  recovered. 


ADAMS  COMPLETE  ALTERATIONS. 

The  alterations  in  the  store  of  the  Adams  P'urnitiire 
Co.,  Toronto,  are  now  comi)]eted  and  tlie  whole  ground 
Hoor  has  been  transformed  in  appearance.  The  office 
formerly  was  located  at  the  northwest  corner,  but  has 
lieen  removed  and  now  occupies  the  entire  west  side 
of  the  balcony  which  runs  round  the  whole  of  the  first 
floor.  The  stairs  leading  to  the  balcony  have  been  re- 
moved and  a  fine  central  stairway  has  been  i)ut  in. 
This  gives  much  more  room  for  large  displays.  The 
stairs  leading  to  the  basement  have  been  taken  from 
the  centre  of  the  floor  over  to  the  side,  and  a  wide 
main  aisle  runs  through  the  centre  of  the  store  to  the 
main  stairway. 

The  ofifices  having  been  removed,  enabled  the  firm 
to  put  in  a  fine  new  entrance  off  James  Street.  'I'his 
move  also  gave  them  two  extra  display  windows. 

The  firm  figures  that  these  alterations  have  given 
them  far  more  display  space  and,  too,  the  goods  can 
be  shown  to  much  better  advantage. 

Some  big  changes  have  also  been  made  in  the  win- 
dov/s  of  the  store.  The  firm  has  put  in  a  system  of 
backgrounds  that  show  off  the  goods  to  much  better 
advantage.  It  consists  of  four  sets  of  interchangeable 
sections  that  can  be  used  to  match  displays  of  furniture 
for  various  rooms.  One  of  these  is  Japanese  grass, 
with  fumed  oak  panels,  another  one  is  in  blue,  with 
imitation  burlap  and  mahogany  strappings  formed  into 
panels,  and  another  one  consists  of  real  silk  rose  ])anel 
and  white  enamel  strappings.  These  can  be  changed 
around  from  one  window  to  another  and  made  uji  into 
various  shapes. 

This  arrangement  is  a  great  improvement  over  the 
old  system  of  having  the  windows  open  at  the  back. 
One  hundred  per  cent,  better  light  is  had  and  the  dis- 
plays can  be  fixed  up  much  better. 


PEPPLER  BROS.  NEW  FACTORY 

Peppier  Bros.,  Hanover,  Ont.,  have  their  new  furniture 
factory  now  in  active  operation,  and  are  making-  a  high 
_  grade  line  of  extension  tables,  diners, 

china  cabinets,  buffets,  dinner  wag- 
ons, parlor  and  fancy  tables.  Their 
travellers  are  getting  ready  for  the 
road  preparatory  to  calling  on  the 
trade.  The  four  Peppier  brothers 
are  engaged  in  the  business. 

One  of  tbe  most  popular  of  the 
Pepplers  is  Henry,  who  has  taken 
great  interest  in  public  ;ifTairs,  and 
who  is  at  present  mayor  of  bis  town. 
He  also  is  highly  thought  of  in  busi- 
ness circles,  especially  so  because 
of  his  connection  with  the  furniture  trade. 


Hf;nry  I'Eri'i.F.H 


COMPETITORS  GO  INTO  JOINT  BUSINESS 

J.  V>.  Hoover  and  W.  WalUcr  have  l)nuulit  tlie  furn- 
iture business  of  C.  H.  (Jonery,  Guelph.  An  interest- 
ing feature  in  connection  with  the  matter  is  that 
Messrs.  Hoover  and  Walker  Avere  formerly  competitors 
in  Clinton,  the  former  doing  business  under  the  style 
of  Hoover  &  Ball.  Mr.  Walker  will  continue  his  Clin- 
ton store,  which  is  an  exceptionally  fine  one,  under 
the  management  of  J,  C  McMath. 
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Circular  Letters — The  Great  Two- 
Cent  Salesman  for  the  Retailer 

By  C.  M.  Lemperly 

My  subject  is  Circular  Letters.'  I  do  not  mean  nor 
shall  I  refer  at  all  to  the  subject  of  dodg-ers  or  cheap 
circulars.  I  mean  real  personal  letters,  duplicated  neat- 
ly and  accurately  and  run  olf  in  quantities;  then  headed 
in  on  the  correspondence  typewriter  Avith  the  man's 
name  and  address  to  match.  If  this  Avork  is  properly 
done  and  there  are  many  shops  devoting  fheir  time  to 
the  proper  mechanical  execution  of  letters,  then  all 
that  remains  for  you  to  do  is  to  plan  the  sales  talk  of 
the  letter,  decide  on  the  mailing  list,  what  yon  want 
to  push,  then  get  busy. 

Selecting  the  Subject. 

First  to  be  considered  in  planning  the  campaign  is 
what  you  want  to  advertise  or  to  feature  in  your  let- 
ters. Perhaps  your  store  has  .some  unique  methods, 
service,  merchandise.  If  .so.  then  make  capital  of  such 
things  in  strong  letters. 

Of  course  most  ads.  and  letters  feature  some  one 
article  at  a  seasonable  time,  Avhich  you  may  want  to 
liolster  up  in  a  sales  Avay  or  for  Avhich  you  think  there 
Avonld  be  a  strong  sale  if  it  Avas  properly  advertised. 

Having  made  up  your  mind  just  Avliich  article  you 
AA'ill  feature  in  your  letters  (and  I  recommend  at  least 
a  three-letter  series),  then  proceed  to  attack  the  most 
likely  field  by  securing  a  responsible  mailing  list. 

The  Mailing  List. 

Most,  retailers  build  their  own  mailing  lists  locally, 
either  from  telephone  directories  or  mercantile  books. 
But  if  they  Avant  to  extend  their  field,  then  there  are 
many  concerns  making  a  specialty  of  handling  and 
compiling  mailing  lists.  These  lists  are  sold  nominally 
and  are  fairly  accurate. 

NoAv  you  have  your  plan  in  mind  and  you  have  a 
mailing  list.  What  next?  The  actual  writing  of  the 
letter. 

Plan  of  Campaign. 

One  strong  selling  letter  and  tAvo  folloAA-ups  gener- 
ally do  the  business.  Send  the  original  letter  out  when- 
CA^er  you  choose.  Then  folloAv  it  in  10  or  15  days  with 
the  second  letter.  Then  in  another  15  days  follow  it 
up  with  the  third  letter,  each  more  forceful  than  the 
first.  That  pulls  the  prospect  into  line.  One  letter  will 
not  accomplish  much.  It  takes  two  or  three  shots  to 
kill  many  a  fine  bird. 

You  Avould  not  expect  a  trade  paper  advertisement 
to  bring  croAvds  to  your  store — just  a  one  time  ad. 
Then  AA-^hy  expect  a  letter  to?  You  must  follow  it  up 
with  other  letters  and  let  the  prospect  know  you're 
after  him  and  Avon't  let  up  until  he  trades  with  you. 

Ten  Rules. 

There  are  just  about  ten  hard  and  fast  rules  to  follow 
in  AA'riting  a  successful  form  letter.  In  preparing  your 
first  letter  bear  these  in  mind  at  all  times.    When  the 

1.  Know  Avhat  you  are  going  to  Avrite  about, 
letter  is  finished,  check  it  against  these  rules: — 

2.  Get  the  vieAvpoint  of  the  recipient. 

3.  Tell  vour  storv  clearlv,  brieflv  and  convincingly. 

4.  Talk  ""you"  not  "we." 

5.  Avoid  extravagant  phrases. 

6.  KnoAV  Avhen  to  stop. 

7.  Don't  revise  too  much. 

8.  Make  your  letter  personal. 

9.  Be  sincere,  honest  and  straightforwardf. 

10.  Use  good  common  sense. 


NoAv  it  is  not  difficult  to  prepare  strong  circular  or 
form  letters  AA'hen  you  have  this  formula  to  go  by. 

In  my  Avork  I  am  called  upon  to  prepare  letter  cam- 
paigns for  hundreds  of  concerns  in  almost  every  line 
of  business.  I  am  also  asked  to  criticize  many  cam- 
paigns. 

I  ahvays  have  the  above  ten  rules  before  me  be- 
cause in  nearly  every  case  the  fault  with  the  letters 
we  write  can  be  attributed  to  a  failure  to  bear  in  mind 
some  of  these  points. 

There  is  no  perfect  letter  writer.  There  never  will 
be.  But  there .  are  many  men  approaching  perfection 
and  who  can  consistently  write  letters  that  pull  in- 
quiries and  orders. 

Be  Natural. 

Most  of  us,  in  preparing  form  letters,  become  un- 
natural. Immediately  we  touch  pen  to  paper,  we  lose 
our  indiA'iduality  and  are  afraid  to  shake  off  conven- 
tion. 

The  successful  ad.  and  letter  Avriters  of  to-day  for- 
get that  they  are  writing — they  try  to  talk.  If  we 
Avould  adopt  conversational  methods  in  our  letters  we 
Avould  convince  more  people  to  buy  our  goods  and 
patronize  our  stores. 

Another  common  fault  is  boastfulness.  We  forget 
that  our  prospects  are  not  so  much  interested  in  the 
great  sales  we  are  making  or  the  things  we  are  accom- 
plishing, as  they  are  in  what  our  goods  Avill  do  for 
them.  How  will  onr  goods  benefit  them?  How  can 
they  save  money?  How  can  they  profit  by  purchasing 
from  us? 

The  Letter  That  Gets  Business. 

The  business  of  Avriting  circular  letters  is  a  peculiar 
one.  This  is  true  because  every  man  feels  deep  in  his 
heart  he  can  Avrite  a  "darn"  good  letter.  Many  of  us 
are  fooled.  We  think  Ave  can,  but  tests  don't  measiire 
up  to  our  estimation  of  ourselves.  Results  alone  count. 
We  can  prepare  a  beautiful  letter,  word  it  smoothly, 
make  it  a  splendid  specimen  of  the  English  language, 
but  that  does  not  necessarily  mean  the  letter  AAdll  get 
business.  Some  of  the  best  pulling  letters  in  the  Avorld 
are  homely  in  their  language  but  have  something  in 
them  that  rings  true,  that  compels,  that  convinces, 
that  magnetizes. 

When  properly  used  the  circular  letter  at  tAVO  cents, 
is  the  best  salesman  in  the  Avorld.  When  improperly 
used  it  can  be  the  worst  salesman.  It  can  even  an- 
tagonize. 

There  are  books  on  the  subject,  yes.  But  there  is  no 
book  like  experience  and  the  successful  letter  writers 
of  to-day  have  had  their  turn  at  the  mill.  "Discimus 
agere  agendo"  is  a  good  motto — "We  learn  to  do  by 
doing." 

Here's  to  the  much  praised  and  much  abused  cir- 
cular letter.  If  you  treat  it  right,  it  will  turn  your 
stock  and  be  your  best  friend.  All  it  wants  is  a  little 
thought,  a  little  attention,  a  little  recognition. 

8  Classifleation  and  order  mean,  in  the  first  place,  g 

g  deflniteness  of  function.   Everybody  knows  exact-  g 

I  ly  what  he  has  to  do  and  how  he  has  to  do  it:  there  g 

a  is  definite  organization.  Deflniteness  of  operation  g 

§  follows  as  a  consequence.   Everything  is  done  at  g 

I  the  time  it  should  be  done,  in  the  proper  order  and  § 

a  according  to  its  proper  relation  to  other  things.  S 
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A  STRONG  CARPET  SITUATION. 

The  carpet  situation  is  imist  interest!  i  i  at  present, 
and  is  showing  a  decided  firmness  with  advances  al- 
ready made  on  English  lines,  and  a  withdrawal  of 
prices  on  Canadian  goods.  Without  any  doubt  the  price 
of  all  carpets  Avill  be  up  next  buying  season. 

The  situation  during  the  past  two  years  appears  to 
be  that  British  manufacturers  and  European  carpet 
makers  generally  have  been  so  loaded  np  with  stocks 
that  they  wished  to  reduce  before  making  new  prices, 
although  they  say  they  have  had  to  pay  very  much 
higher  prices  for  their  raw  material.  During  this  per- 
iod but  two  slight  advances  have  been  made.  W^ith 
the  opening  of  the  year,  however,  there  was  a  lessen- 
ing of  the  visible  supply,  because  of  the  splendid  buy- 
ing last  fall.  English  makers,  consequently,  have  been 
enabled  to  advance  prices  on  their  respective  lines, 
though  representatives  of  British  houses  state  that  the 
new  prices  are  not  commensurate  with  the  increased 
cost  of  manufacture  during  the  past  several  years.  As 
an  instance  it  is  stated  that  Axminsters  that  were  sell- 
ing throughout  last  year  at  the  mills  at  69  pence  act- 
ually cost  66  pence  to  produce. 

The  new  prices  of  English  Axminsters  have  gone  as 
high  as  six  pence  over  last  year's  prices,  which  to  Can- 
adian buyers  would  mean  an  advance  of  15  cents,  duty 
and  freight  included.  Brussels  and  Wiltons  are  up 
from  21/0  to  5  cents  a  yard  higher,  and  the  various 
grades  of  tapestries  are  up  from  4  to  9  cents. 

The  increased  cost  of  raw  materials,  of  course,  is  the 
immediate  cause  of  the  advance.  Cotton  yarns  which 
were  selling  some  months  ago  at  17  cents  are  now  22 
and  23  cents;  Avorsted  tops  which  a  year  ago  could  be 
bought  for  25  cents  are  now  35  cents;  jute  has  gone 
up  from  7  to  10  cents  during  the  same  period;  and 
even  canA'as  for  bailing  is  uoav  30  per  cent,  higher  than 
a  year  ago.  Add  to  this  the  increasing  factorv  costs, 
due  to  higher  Avages,  the  manufacturers  think  there 
could  be  no  other  thing  to  do  but  increase  the  prices 
of  the  finished  product. 

Working  out  a  solution  of  the  new  prices,  so  far  as 
the  householder  is  concerned  she  would  have  to  pay 
$2.10  more  than  a  year  ago  to  cover  an  average-sized 
room  requiring,  say  35  Awards.  As  the  life  of  a  carpet 
Avould  be  from  5  to  10  years,  according  to  the  Avear 
and  care  given  it,  this  Avould  mean  an  added  cost  of 
onh^  20  to  40  cents  a  A^ear  over  the  old  quotations. 

The  agents  of  English  mills  sav  thov  can  never  tell 
in  advance  when  prices  Avill  change.  They  do,  of 
course,  knoAV  conditions,  but  they  haA'e  to  figure  out 
for  themselA'es  the  time  AA-ben  advances  Avill  come.  It  is 
a  strange  thing,  though.  thcA'  saA'  that  AA'omen.  AA'ho  are 
mostly  the  carpet  buA-ers  for  the  home,  will  pay  an 
advance  of  from  one-third  to  one-half  more  for  a  tail- 
ored or  ready-made  suit,  but  thcA-  Avill  object  most 
streiiuously  to  an  advance  on  carpets  or  other  house- 
hold goods. 

All  Canadian  maker's'  prices  are  withdrawn,  and 
Avhile  they  are  not  sending  out  new  lists,  and  do  not 


intend  doing  so  until  the  commcncemeut  of  the  next 
season  on  May  1,  they  are  holding  firm.  Some  makers 
have  raised  prices  about  5  per  cent.,  but  others  are 
standing  pat,  and  ])refer  to  pass  orders  up  rather  than 
shade  on  quotations.  Of  course  they  say  that  just  noAV 
with  deliveries  under  Avay  is  no  time  for  sales,  the 
only  orders  coming  in  being  repeats  or  orders  from 
ncAv  concerns  entering  business. 

Asked  as  to  the  English  prices  affecting  the  Cana- 
dian market  the  opinion  seemed  divided.  Canadian 
makers  say  British  prices  do  not  at  all  govern,  while 
English  mills'  representatives  here  say  the  old  country 
situation  controls  the  Canadian  market. 

Through  it  all  German  carpets  remain  as  yet  un- 
affected. The  German  mills  Avould  like  to  see  reciprocal 
trade  arrangements  entered  into  between  Canada  and 
Germany,  hoping  thereby  to  have  the  duty  reduced 
from  35  per  cent,  to  271/2  per  cent.  They  believe  they 
could  do  a  great  deal  more  business  in  Canada  if  this 
concession  \A'as  granted.  As  it  is  quite  a  little  German 
Axminsters  are  said  to  be  so'd  in  Canada. 


RUGS  VERSUS  CARPETS. 

Authorities  in  the  carpet  field  say  there  is  an  in- 
creasing demand  for  carpets  in  preference  to  rugs  and 
squares.  While  admitting  that  squares  and  rugs  haA^e 
a  decided  hold  at  present  on  home  owners  because  of 
the  prevailing  tendency  for  hardAvood  flooring,  they 
think  that  the  present  rage  is  but  a  fad,  and  that  those 
carpet  buyers  who  are  folloAAang  the  stA'les  bA'  putting 
'n  imitation  oak  flooring,  or  AA^ho  are  A'arnishing  or 
painting  the  outer  edge  of  rooms  so  as  to  make-be- 
lieve, are  beginning  to  find  that  it  is  cheaper  and  bet- 
ter to  carpet  the  whole  floor  surface.  In  proof  of  the 
assertion  that  the  carpet  output  is  increa.sing,  mill 
books  shoAv  an  increase  in  production  in  all  depart- 
ments of  from  25  per  cent,  to  331/5  per  cent,  for  stand- 
ard Aveaves  and  patterns  in  little  OA^er  a  year. 

There  is  no  question.  hoAA'cver.  of  the  firm  hold  that 
at  present  obtains  AAnth  rue's  and  squares.  Both  mak- 
ers and  jobbers  saA'  there  is  a  steady  sale  of  this  line, 
with  not  the  least  inkling  of  a  diminution  in  sight. 


PERSIAN  PATTERNS  IN  CARPETS. 

A  novelty  in  the  carpet  fioM  is  an  imitation  oriental 
carpet,  a  sample  of  AA^hich  is  beinc  sIioaa-u  hv  Otto  T. 
E.  Veit  &  Co..  Toronto.  It  is  an  old  Persian  pattern  of 
the  16th  century,  and  Avas  originally  OAvned  bv  the 
Gobelin  factory,  Paris,  France.  A  special  featui-e  of 
the  interior  of  the  rug  are  the  numerous  animal  fi<r- 
ures,  scattered  OA^er  the  rucr,  and  in  the  main  found  in 
the  group  shoAvn  scA'cral  times  and  representing  a  AA'ild 
animal  attacking  and  throAving  doAA-n  a  stag.  These 
animal  ms's  in  general  Avere  croated  in  the  times  of  the 
most  precious  and  sumptuous  products  of  luxury  in 
carpet  weaA'ing  in  Persia. 

The  floAvcr  figures  shoAvn  in  the  interior  of  the  rucr. 
especially  the  fan-palmettes  m  their  various  i>ositions, 
aro  a  special  feature  of  th(>  decorations  in  nhl  PciNian 
manuscripts  of  the  first  half  of  the  Ififh  century,  and 
on  the  tiles  of  the  same  period. 

The  inscriptions  in  the  nrnaments  tell  of  flic  i'u»r 
itself.  It  is  to  he  inferred  therefrom  that  the  ru"-  Avas 
destined  for  the  use  of  a  powerful  sovereign,  and  has 
therefore  been  avoa'ch  at  fhc  Rhah's  carpet  mill.  The 
general  impression  of  the  carpet  is  compared  with  a 
garden  and  the  decorations  or  motives  Avifh  tulips  and 
otiier  flowers. 


32 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


February,  1913 


Furniture  Prices  Going  Higher 

In  c'diiforniity  with  the  higher  prices  reported  on 
brass  and  metal  beds  in  last  month's  issue  of  the  P^irn- 
iture  AVorld  there  is  also  an  inerease  in  prices  on  some 
grades  of  furniture  amounting-  to  from  five  to  twenty- 
five  per  cent. 

The  increased  cost  of  raw  materials  and  labor  is  the 
immediate  cause  of  the  rise  of  j)rices. 
'.  Whik^  a'l  makers  have  not  raised  prices,  the  various 


Everyone  knows  the  original  Coltart  of 
Chatham,  Ont. :  a  few  know  C'oltart's  son, 
the  furniture  man  of  tlie  same  place  ;  but 
here  is  C'oltart's  son's  son,  aged  5  months. 


furniture  manufacturers  throughout  Canada  state  that 
manufacturing  costs  have  greatly  increased  of  late,  and 
that  raw  material  has  steadily  advanced  throughout  the 
past  year. 

Some  of  the  Ontario  manufacturers  who  have  ad- 
vanced their  prices  say  these  advances  run  somewhat 
on  a  sliding  scale  of  five,  ten,  fifteen,  twenty  and  twen- 
ty-five per  cent.,  dependent  on  the  quality  of  wood  en- 
tering into  the  articles  of  furniture,  and  consequently 
on  the  low  or  high  grade  quality  and  price  ■  of  the 
manufactured  furniture.  Practically  every  grade  of 
lumber  has  gone  up  during  the  past  twelve'  months,  in 
some  cases  the  advance  has  been  as  high  as  fifty  per 
cent.,  and  these  not  always  the  higher  grade  of  goods. 
Veneers  and  cabinet  woods  are  easily  twenty-five  per 
cent,  higher. 

The  up-keep  of  plant,  installing  of  new  and  higher- 
priced  machinery,  and  more  costly  packing  and  crat- 
ing charges  are  also  contributary  causes  to  the  increas- 
ing prices  of  finished  furniture  lines. 

AH  makers  have  not  advanced  prices,  however.  Those 
who  have  not  done  so  state  that  owing  to  the  fact  of 
their  specializing  more  and  more  this  is  not  necessary, 
specializing  offsetting  any  advances  which  otherwise 
would  have  to  be  made. 

One  of  the  largest  manufacturers  in  Canada  writes: 
We  note  your  request  for  the  reasons  for  an  advance 
in_  furniture  being  necessary  at  the  present  time.  In 
this  connection,  we  might  state  that  there  are  really 
many  reasons  why  an  advance  is  not  only  desirable, 


but  absolutely  necessary,  if  furniture  is  to  be  marketed 
at  a  fair  advance  on  cost. 

Firstly,  we  might  draw  attention  to  the  very  steep 
advance  in  the  cost  of  all  domestic  lumber,  ranging 
from  .$2.50  to  $4  per  1,000.  including  crating  mater- 
ials. Other  materials  such  as  benzine,  furniture  trim- 
mings, and  many  other  items  entering  into  the  cost  of 
the  finished  article  have  likewise  increased  to  a  very 
considerable  extent,  and  in  addition  to  this,  the  cost 
of  labor  is  steadily  advancing. 

On  examining  our  costs,  we  find  that  articles  which 
we  marketed  at  a  fair  substantial  profit  six  months  ago, 
are  to-day  being  sold  at'  actual  cost.  Other  reasons 
might  be  cited,  by  way  of  justification  for  an  increase 
of  this  kind,  but  those  just  mentioned  are  the  most 
important. 


BAD  FIRE  IN  FURNITURE  STORE. 

St.  Thomas,  Feb.  6. — The  large  furniture  store  of 
Baldwin  &  Robinson,  Ltd.,  this  city,  together  with  the 
stock,  went  up  in  flames  to-day.  The  fire  started  in 
the  basement,  near  the  furnace,  and,  while  it  had  not 
made  much  headway  when  first  discovered  by  the  jan- 
itor, smoke  prevented  the  checking  of  it,  and  by  the 
time  the  firemen  had  arrived  the  whole  place  was 
burning.  The  building  is  located  in  the  centre  of  a 
large  block,  and  the  firemen  were  forced  to  devote  their 
energies  to  the  front  and  the  rear.  It  was  two  hours 
before  the  flames  forced  their  way  through  the  roof, 
and  in  this  'H'ay  streams  of  water  were  played  upon 
the  fire  from  an  adjoining  roof. 

The  firemen  were  greatly  handicapped  by  the  zero 


E.  O.  Webkk 
Of  the  W^aterloo  Furniture  Co.;  chair- 
man of  the  IJerlin-Waterloo  exhibition. 


weather  prevailing,  as  well  as  by  the  lack  of  sufficient 
water  pressure,  and  it  was  necessary  to  secure  the  as- 
sistance of  operators  in  the  Bell  Telephone  office  to 
appeal  over  the  telephone  to  large  users  to  prevent 
the  opening  of  water  taps  until  the  fire  was  under 
control. 

The  total  lo.ss  will  not  exceed  fifty  thousand  dollars. 
Baldwin  &  Robinson  will  lose  $25,000  on  stock,  with 
$15,000  insurance,  and  $20,000  on  building,  with  in- 
surance $11,000. 
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IMilton  Bniley,  ret'cutly  married,  saw  all  his  Fnrni- 
tiii'e  for  his  new  home  go  up  in  smoke  on  tlu'  day  it 
was  to  have  l)een  taken  from  the  store. 

Haldwin  &  Robinson's  new  spring  stock  is  at  pre- 
sent in  the  ears  ready  to  be  delivered,  and  the  tii-m 
will  be  doing  business  again  within  a  few  days. 


DISPLAY  METHODS  OF  NEW  STORE. 

In  anticipation  of  the  "February  Furniture  Sale" 
season  The  T.  Eaton  Co.,  Toronto,  have  removed  their 
furniture  stock  from  their  o'^d  Queen  Street  building 
to  the  new  structure  at  Albert  and  James  Street,  oc- 
cupying the  three  lower  floors  with  an  array  of  their 
fnrniture  stock.  The  ground  floor  is  laid  out  with  a 
showing  of  office,  library,  den  and  general  furniture 
That  appeals  more  particularly  to  men.  On  the  second 
floor  are  displayed  sets  and  bed  and  dining-room  furn- 
iture, Avhile  the  third  floor  is  set  apart  for  showing 
beds  aaid  bedding,  sewing  machines,  upholstered  lines, 
antiques  and  fancy  furniture. 

Of  interest  to  fnrniture  dealers  is  the  layout  of  the 
new  store  and  the  special  features  for  showing  off  the 
various  lines.  The  show  windows  are  not  exclusive, 
as  the  sales  floor  runs  right  up  to  the  street  line,  thus 
allowing  for  a  contracted  or  elaborate  display,  as  it 
suits  the  season  or  taste  for  show. 

On  the  second  floor  is  a  furnished  house,  consisting 
of  about  15  rooms,  capable  of  showing  not  only  furn- 
iture lines,  but  also  all  house-furnishing  goods.  The 
design  of  the  house  is  similar  to  most  homes  in  the 
suhui-bs  of  all  cities.  On  the  third  floor  is  another 
fui'nished  house,  built  substantially  of  pressed  brick. 
This  house  is  capable  of  displaying  to  advantage  the 
most  exclusive  and  elaborate  furniture  lines.  A  new 
feature  of  this  furnished  house  idea  is  the  verandah, 
on  Avhieh  will  be  shown  in  rotation  different  lines  of 
summer  rockers  and  outdoor  furniture.  A  display  rack 
worth  noting  by  furniture  men  is  that  used  in  showing 
tables,  by  means  of  which  it  is  jiossible  to  C(uiserve 
space  by  placing  one  table  above  another  without  one 
table  in  any  way  touching  the  other.  The  rack  con- 
sists of  two  sets  of  uprights  with  grip  hook  on  each 
on  which  the  table  rests,  the  fable  itself  acting  as  the 
('i'oss])iece  to  keep  the  rack  firm. 


Knobs  of  News 


Merritt  Leavens  has  sold  his  furniture  husitu'ss  at 
Wei  win,  Sask.,  to  John  IMcLean. 

Frederick  Davis,  furniture  dealer,  New  Westminster. 
ii.C,  has  assigned. 

The  Lucknow  Furniture  (Company's  premises  at 
liucknow.  Out.,  were  damaged  by  fire  recently. 

W.  IT.  Lift,  general  store  and  furnitiare  dealer  and 
undertaker.  Marmora,  Out.,  has  advertised  his  stock, 
etc.,  for  sale  by  auction  on  February  12. 

The  Wilson  Furnifui'e  Company,  of  Lethbridge, 
Alta.,  recently  moved  into  a  larger  store,  their  busi- 
ness having  increased  beyond  the  capacity  of  their 
former  premises. 

Wilkins  &  Jackson,  furniture  dealers,  Tillsonburg, 
Out.,  have  dissolved  partnershir).  W.  J.  AVilkins  will 
continue  the  business. 


A  meeting  of  creditors  of  The  Scott  Furniture  Co., 
Scott.  Que.,  is  called  for  Feb.  17. 

The  Honu'  Furniture  Co..  Montreal,  has  been  regis- 
tered. 

W.  J.  Pengolly,  upholsterer,  Winnipeg,  is  dead. 

The  Chas.  Austin  Co.,  furniture  deah^rs,  Chatham, 
Out.,  have  moved  into  their  tine  new  building  at  that 
place. 

D.  M.  Kemp  has  I'ciuoved  I'l^oni  the  old  (piarters  into 
his  new  furniture  store  at  Windsor,  Ont. 

Samuel  rjracey,  furniture  dealer,  Wingiiani.  died  re- 


Picituv  K.  Hi;(i\\N 
who  will  ag'ain  soil  "(iaic"  Hrds  as  woll  as 
"  Watei'loo"  anil  "llcs|irlcr"  hirriil  iii'e. 


eently.  He  was  in  business  in  Wingham  for  several 
years. 

J.  H.  Chellow,  furniture  dealer.  l>lythe.  was  found 
dead  in  bed  the  other  day. 

A.  L.  Hixon,  of  the  Onwartl  j\Ianufacturing  Co.,  Ber- 
lin, has  gone  East  and  Avill  carry  the  firm's  line  in  On- 
tario, Quebec  and  the  IMaritime  provinces. 

The  Ives  Modern  Bedstead  Co.,  ('ornwall.  Out.,  have 
adopted  the  Onward  sliding  shoe  to  i-eplace  the  castors 
on  some  of  their  lines. 

Travelers  calling  on  the  Home  Furniture  &  Carpet  Co., 
at  Parliament  and  Queen  Streets,  Toronto,  will  be  in- 
terested to  know  that  J.  F.  Brown  is  giving  personal 
attention  to  the  management  of  that  concern.  Chas.  H. 
Trowbridge,  who  several  months  ago  was  taken  on  to 
manage  the  store  having  left,  Mr.  Brown  has  promoted 
C.  Tadman  to  assist  him  in  the  management  temporarily. 

Percy  E.  Brown,  who  has  ot  late  been  representing  the 
Anchor  Manufacturing  Co.  in  Western  Ontario,  has  gone 
back  to  his  old  love,  and  will  cover  the  same  ground  for 
Geo.  Gale  &  Sons,  Waterville,  Que. 

Chas.  Broderick  has  retired  from  the  Bedells  Furnish- 
ing Co.,  Yonge  .Street,  Toronto,  to  go  into  business  for 
himself,  it  is  rumoured. 


ANOTHER  ADVANCE  IN  STOVES  PROBABLE. 

It  is  understood  lhal  stove  manu laet  urers  are  con- 
sidering another  5  i)er  cent,  advance  on  stoves  and 
furnaces,  the  advance  of  pei-  cent,  nuule  three  months 
ago  not  being  eonsidci'ed  suflieient  to  cover  the  in- 
crea.sed  cost  of  labor  and  material. 
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A  Department  of 
Experiences  and 
Suggestions.    .  . 


APPROPRIATE  SELECTION  AND  ECONOMICAL 
USE  OF  VARNISH  IN  THE  FINISHING 
ROOM. 

By  A.  Ashmun  Kelly  in  "Wood  Craft." 

Varuishes  iu  common  use  are  three  in  number,  name- 
ly: fixed  oil  varnish,  volatile  oil  varnish,  and  spirit 
varnish.  The  first  named  varnish  is  the  most  import- 
ant of  the  three  and,  correctly  speaking,  has  no  sol- 
vent, it  being  necessary  to  melt  its  gum  in  order  to 
make  the  varnish. 

Volatile  oil  varnish  is  represented  by  dammar  var- 
nish, the  dammar  gum  being  dissolved  by  turpentine. 
There  are  several  of  these  soft  gums  that  may  be  dis- 
solved by  turpentine.  They  have  neither  durability 
nor  gloss,  being  used  chiefly  for  making  enamel  paint, 
or  for  varnishing  maps,  wall  papers,  etc. 

Gum  Shellac  and  Other  Varnishes. 

Spirit  varnish  is  represented  by  gum  shellac  var- 
nish, the  gum  being  easily  dissolved  with  alcohol, 
either  in  the  cold  or  warm  state.  Spirit  varnish  is 
useful  for  giving  a  finish  to  certain  kinds  of  furniture, 
and  for  giving  a  finish  to  tool  handles,  etc.  Shellac 
has  a  very  limited  value  as  a  varnish,  its  chief  value 
being  as  an  under  coat  for  oil  varnishes,  or  for  inter- 
ior finishes,  for  it  is  incapable  of  standing  exposure 
to  the  weather.  It  is  lacking  in  durability  and  elastic- 
ity. 

The  fixed  oil  varnishes  consist  as  a  class  of  vehicle, 
house,  cabinet,  and  furniture  varnishes.  They  are  com- 
posed of  a  fossil  gum,  linseed  oil  and  turpentine.  The 
gum  has  the  generic  or  family  name  of  "copal,"  a 
name  applying  to  all  fossil  gums.  There  are  Zanzibar 
copal,  North  Coast  copal,  Pebble  copal,  Manila  copal, 
etc.,  according  to  the  locality  whence  they  are  derived. 
.\mber,  from  which  articles  of  jewelry,  etc.,  are  made, 
is  simply  a  copal  or  fossil  gum,  and  varnish  is  some- 
times made  from  it,  it  being  a  very  hard  gum.  These 
fossil  gums  were  juices  of  trees  of  a  very  remote  age, 
perhaps  antedating  the  earliest  dynasty  of  the  Phar- 
aohs. 

Zanzibar  and  Kauri  Gums. 

Zanzibar  gum  is  by  far  the  best  ever  found  but  the 
supply  seems  to  be  practically  at  an  end,  the  island 
of  Zanzibar  having  been  dug  over  by  the  natives  sev- 
eral times,  and  the  supply,  very  small  at  best,  is  yearly 
decreasing.  New  Zealand  is  now  furnishing  a  consid- 
erable supply,  and  much  comes  from  the  Philippine 
Islands.  That  from  New  Zealand  is  known  as  kauri 
gum,  and  is  the  most  useful  varnish  gum  we  now  have 
in  any  considerable  amount.  The  gum  is  a  product  of 
the  g'auri  tree,  which  is  still  in  existence,  though  the 
new  gum  has  no  value  for  varnish-making.  The  fossil 
gum  is  found  in  the  soil,  at  no  great  depth,  the  natives 
locating  it  by  producing  the  earth  wit  hpointed  irons< 

The  making  of  varnish  is  apparently  one  of  the 
simplest  f)perations,  involving  merely  the  boiling  of 
some  gum  with  oil  and  turpentine.  A  certain  quan- 
tity of  the  gum  is  placed  in  a  copper  kettle  over  a 
fire,  where  the  heat  slowly  melts  the  gum.    Then  some 


prepared  linseed  oil  is  added  and  the  mass  is  stirred, 
after  which  it  is  boiled  some  more,  then  some  tur- 
pentine stirred  in,  after  which  comes  the  straining  and 
filtering,  and  the  varnish  is  done. 

But  the  utmost  care  must  be  exercised  from  the  first 
in  order  to  get  a  perfect  result.  The  gum  is  first  care- 
fully sorted  and  graded,  each  grade  for  a  certain  class 
of  varnish.  Correct  weighing  of  the  gum  must  be 
watched  carefully,  which  is  done  by  the  cook  with  a 
stirring  rod ;  the  proportions  of  oil  and  turpentine 
must  be  just  so.  Guesswork  is  never  permissible  in 
making  varnish.  It  requires  years  of  experience  to 
make  a  good  varnish  cook. 

Aging  of  the  Varnishes. 

Another  thing,  although  the  same  formula  may  be 
used,  the  same  gum,  etc.,  and  the  same  varnish-maker, 
yet  there  is  one  more  essential  to  success,  namely,  uni- 
formity of  quality,  which  can  only  come  from  large 
tankage  capacity  and  ample  time  for  ripening.  Un- 
ripe varnish  will  not,  cannot,  give  good  results.  And 
this  ripening  cannot  be  produced  by  artificial  means. 
It  is  said  that  whisky  may  be  made  old  in  24  hours. 
Not  so  with  varnish.  It  requires  three  to  twelve 
months,  according  to  the  grade. 

In  order  to  allow  the  varnish  ample  time  for  aging 
it  is  necessary  to  have  a  vast  quantity  of  it  in  tanks, 
and  this  is  one  of  the  heaviest  items  of  expense  in 
connection  with  its  manufacture.  To  fill  orders,  how- 
ever large  or  frequent,  means  to  keep  up  a  large  stock 
of  the  fluid.  Hence  it  is  that  some  inferior  varnishes 
might  be.  excellent  if  only  they  had  had  time  for  ripen- 
ing. A  varnish  lacking  in  age  will  cause  trouble  in 
sweating  out. 

The  varnish-maker  has  hundreds  of  formulas  for 
making  varnishes,  from  the  best  down  to  the  worst, 
or  perhaps  it  should  be  said,  down  to  the  cheaper  ones 
that  are  just  as  useful  for  their  purposes  as  the  costly 
ones  are  for  theirs.  Here  is  a  formula  that  will  illus- 
trate the  class  of  loAv-priced  rubbing  varnishes,  of' 
which  much  is  used  on  cheap  and  medium  grades  of 
furniture,  house  work,  etc. 

Melt  in  the  kettle  100  pounds  of  Manila  copal  gum 
and  50  pounds  of  hardened  rosin.  In  another  kettle 
place  12  gallons  raw  linseed  oil  and  boil  with  it  15 
pounds  of  dry  pulverized  litharge  and  1  pound  borate 
of  manganese  until  the  drying  mediums  are  well  taken 
up,  when  the  oil  is  placed  in  the  kettle  with  the  mixed 
gum  and  rosin  and  the  whole  fused  by  keeping  it  on 
a  low  fire  until  amalgamated,  when  the  kettle  is  taken 
to  the  thinning-room,  where  10  gallons  spirits  of  tur- 
pentine are  added  first,  then  15  gallons  of  benzine. 
When  this  varnish  is  well  made  and  filtered  or  aged 
by  settling  it  will  dry  hard  enough  in  24  hours  to  be 
rubbed  with  pulverized  pumieestone  and  water  with- 
out turning  white,  so  it  is  claimed. 

Importance  of  Having  the  Right  Varnish. 

There  are  many  varnishes  for  many  purposes.  It 
is  very  important  to  select  the  right  varnish  for  the 
work  in  hand.  Even  price  alone  will  not  guide  one. 
We  may  think  that  as  the  work  in  hand  is  low-cost 
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work  we  may  as  well  take  any  low-cost  varuisli,  but 
there  may  be  one  of  the  low-cost  goods  better  for  this 
particular  purpose  than  another  of  the  same  class. 
This  is  why  a  finisher  should  have  a  good  workii^g 
knowledge  of  the  nature  and  methods  of  manufacture 
as  well  as  the  uses  of  varnishes.  Correct  knowledge 
along  this  line  would  enable  him  to  avoid  many  var- 
nish troubles. 

Most  responsible  varnish-makers  make  varnishes  for 
all  special  purposes,  and  it  is  safe  enough  to  use  these 
upon  faith  rather  than  take  chances  when  one  is  not 
well  versed  in  varnish-making.  It  may  safely  be  be- 
lieved that  the  best  varnishes  the  cheapest,  and  prob- 
ably no  one  who  buys  and  uses  varnish  in  a  commer- 
cial, way,  as  in  a  tinishing-room  for  instance,  wiU  dis- 
pute this,  though  they  no  doubt  will  say  that  it  must 
often  be  a  matter  of  price.  We  all  know  that  it  takes 
just  as  much  time  to  apply  a  poor  varnish  as  a  good 
one,  and  we  also  know  that  varnish  is  great  for  spread- 
ing over  a  surface,  hence  a  little  goes  a  long  way  and 
woidd  often  seem  to  warrant  good  goods  when  very 
inferior  goods  are  used. 

In  the  Varnish-room. 

One  of  the  most  important  matters  pertaining  to  the 
varnish-room  is  ventilation,  to  allow  of  the  carrying 
away  of  the  gases  arising  from  the  drying  varnish, 
and  to  provide  a  free  circulation  of  fresh  air,  without 
which  varnish  will  not  dry  properly.  Often  a  poor 
luster  is  due  to  an  iminire  air,  for  it  is  well  known 
that  plenty  of  fresh  air,  barring  drafts,  will  produce 
a  better  glo.ss.  Drafts.  pa'.'ticularly  cold  or  damp 
drafts,  are  bad  for  a  varnish-room,  and  are  to  be 
avoided  and  watched  for,  especially  in  changeable 
weather.  It  is  a  good  plan  to  have  hinged  windows 
inside  of  the  regular  windows,  these  not  affecting  the 
entrance  of  light,  but  preventing  drafts. 

The  varnishing  done  in  the  morning  has  all  day  for 
drying  in,  which  is  desirable,  as  then  the  temperature 
If  not  so  variable  as  at  night  time. 

The  varnishing-room  should  be  tight,  but  yet  have 
ample  provision  for  ventilation,  the  fresh  air  coming 
in  near  the  floor  and  having  an  exit  near  the  ceiling. 

An  even  temperature  is  important  in  the  varnish- 
room,  and  a  pretty  high  one,  too ;  say,  72  degrees. 
Varnish  spreads  much  easier  when  work  and  varnish 
are  both  warm.  Have  a  thermometer  in  the  room, 
placed  about  where  it  can  register  the  average  tem- 
perature of  the  room. 

In  the  varnishing-room  should  be  a  closet  for  keep- 
ing the  brushes  and  cans  of  varnish,  also  the  varnish 
pots  or  cups.  Keep  the  varnish  brush  clean  all  the 
time.  Put  it  away  clean.  A  half-elastic  brush  is  best, 
for  a  too  stiff  bristle  will  cut  the  varnish  and  .show 
through ;  or  if  too  soft  of  bristle  it  will  not  spread 
the  varnish  well. 

Get  the  Rubbing  Even. 

It  is  surprising  to  see  how  careless  some  varni.shers 
are  when  it  comes  to  appl^ang  the  rubbing,  the  result 
of  which  is  seen  in  a  ridgy  surface  that  will  take  a 
lot  of  work  to  make  smooth.  Take  time  and  pains  to 
get  the  coat  on  smooth  and  level  and  of  uniform  thick- 
ness. This  will  save  you  hours  maybe  of  hard  rubbing, 
with  a  possibility  of  a  good  job  with  hardly  any  rub- 
bing. 

The  idea  of  rubbing  a  piece  of  varnished  furniture 
or  house  fitment  is  to  dull  the  gloss  and  make  a  sur- 
face like  a  piece  of  dulled  plate  glass.  Wiien  the 
vehicle  varnisher  rubs  out  a  job  it  is  with  a  view  to 
getting  a  level  and  smooth  surface  for  the  finishing 
coat,  which  always  is  a  gloss.    There  is  that  differ- 


ence in  the  work  of  the  two,  but  the  end  is  very  much 
tile  same,  a  smooth  and  even  surface,  it  is  not  neces- 
sary to  have  any  brush  marks  to  rub  out,  if  you  will 
apply  the  varnish  right.  It  is  difficult  to  rub  out  the 
bi'ush  marks,  and  when  they  have  been  removed  it 
will  be  found  that  most  of  the  varnish  also  has  been 
taken  off. 

Some  finishers  advise  a  little  finishing  with  the  rub- 
bing varnish,  say  one  tablespoonful  to  the  pint  of  rub- 
bing. But  oil  never  should  be  used  for  slowing  up 
a  too  quick  rubbing  varnish.  It  is  a  good  rule,  too,  to 
doctor  varnish  as  little  as  possible,  it  being  better  to 
get  the  right  kind,  one  that  will  require  no  doctoring. 
However,  a  little  finishing  in  rubbing  can  do  no  harm. 

One  of  the  most  important  and  easily  made  tests  for 
a  varnish  is  to  varnish  a  prepared  board  with  it  and 
let  it  become  perfectly  dry,  just  as  in  ordinary  var- 
nishing practice.  Then  place  a  wet  sponge  on  it  and 
let  it  remain  so  over  night.  If  the  varnished  surface 
shows  up  bright  and  clear  next  morning  it  may  be 
accepted  as  a  durable  varnish.  But  if  it  shows  up 
white,  then  it  has  absorbed  water,  and,  of  coui-se.  is 
not  proof  against  water  or  weather.  If  it  remains 
white  after  it  has  dried  out  it  proves  that  the  water 
has  dissolved  part  of  the  varnish,  and  hence  it  is  not 
fit  for  any  purpose  where  water  or  dampness  can  get 
at  it.  In  fact,  it  contains  rosin,  which  is  easily  affect- 
ed by  water. 

A  varnish  that  will  dry  over  night  so  as  to  allow 
of  being  touched  without  marring  is  good  enough  for 


Nuw  buffet  shown  by  the  Geo.  MoLagan 
Furniture  Co.,  Stratford. 


ordinary  furniture  or  house  work.  This  is  assuming 
;i  temperature  of  summer  heat,  or  say  about  72  de- 
grees Fahr.  In  damp  or  cold  weather  it  is  better  not 
to  apply  a  second  coat  too  soon,  but  to  allow  extra  time 
for  drying. 

AVe  hear  of  a  varnish  that  dries  from  the  bottom 
up,  and  of  others  drying  from  the  outside.  The  ex- 
pression "drying  from  the  l)ottom"  means  the  ditTcr- 
ence  between  the  surface  drying  of  boiled  oil,  the 
j)rincipal  thiinier  in  ordinary  oil  varnish,  and  the  more 
uniform  drying  of  a  raw  oil,  or  of  raw  oil  with  driers 
added,  as  in  paint.  Literally  considered,  the  state- 
ment is  incorrect.  Oxidation  must  occur  at  the  sur- 
face of  the  oil.  or  paint,  or  varnish,  as  the  case  may  be, 
and  not  at  the  bottom.  The  term  drying  from  the 
liottom  up,  as  explained,  indicates  a  certain  process 
that  is  different  from  the  usual  drying  of  ])aiut  or 
varnish  that  is  a  strong  self-drier,  or  that  has  had 
driers  added. 
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It  would  require  more  space  thau  1  have  to  fully 
explain  this  matter,  though  it  is  important  to  kuow 
about  it.  Both  raw  and  boiled  oil  dry  by  absorbing 
oxygen  from  the  atmosphere,  but  raw  oil  takes  it  up 
very  slowly  and  it  permeates  the  oil  entirely  in  time, 
thickening  it  and  making  it  quite  gummy  long  before, 
the  surface  is  really  dry. 

Boiled  oil  Avill  begin  to  dry  over  the  surface  first, 
and  Avill  not  become  gummj^  as  the  raw  oil  does,  in 
the  same  time.  This  will  explain,  I  think,  the  mean- 
ing of  a  varnish,  oil,  or  paint,  drying  from  the  bottom 
up.  Many  varnish  salesmen  talk  glibly  about  this 
matter,  claiming  that  their  goods  dry  from  the  bot- 
tom up,  which  may  not  be  so.  But  this  we  do  know, 
a  slow-drying  varnish  is  a  more  durable  one  than  a 
(juick-drying  varnish. 


METHODS  OF  DRIVING  AND  GLUEING  DOWELS 
THAT  REDUCE  COST. 

[Manufacturers  of  chairs,  furniture,  refrigerators,  etc., 
are  finding  that  the  use  of  machinery  for  glueing  and 
driving  dowels,  saves  them  from  65  to  75  per  cent,  in 
labor  costs,  and  from  25  to  30  per  cent,  of  the  glue 
over  the  older  method  of  di-iving  and  glueing  done  by 
hand. 

Illustrated  herewith  is  a  machine  for  glueing  chair 
i-ungs  automatically.  It  is  maiuifactured  by  the  Daub- 
cr-BcIl    [Machine    Co..    Oshkosh,    Wis.,    who  make 


.Machine  for  driving  iiud  glueing  dowels  tliat  saves  glue  and  latjor. 


machinery  of  this  class.  AVith  these  glueing  machines 
the  glue  is  forced  directly  into  the  dowel  holes  by  small 
injectors  or  pumps  wliich  are  very  simple  in  construc- 
tion. They  can  l)e  regulated  to  deliver  the  pi-op(^r 
amount  of  glue  necessary  to  coat  the  hole.  This  in- 
sures each  hole  being  i)roperly  glued,  prevents  the 
work  being  daubed  on  the  outside,  and  eliminates  any 
cx[)ense  of  cleaning  off  the  work.  Hoppers  are  pro- 
vided on  the  machines  into  which  the  dowels  may  be 
tlirown  loo.sely,  and  iti  which  they  are  automatically 
straightcnefi  and  fed  to  the  drivers.  Different  lengths 
of  dowels  can  be  handled  on  the  same  machine.  The 
machines  are  made  in  several  ty[)es  suitable  for  seat 


I'l'amc  work,  rails  of  all  kinds,  refrigerator  work,  etc. 

The  machines  are  ad.justable  for  work  of  all  sizes 
and  for  work  bored  on  an  angle.  The  makers  claim 
that  with  the  use  of  the  machines  the  cost  of  doing 
work  of  this  class  can  be  reduced  to  less  than  half  of 
what  it  is  when  done  by  hand.  Letters  from  promin- 
ent manufacturers  state  that  the  piachines  are  saving 
them  from  two-thirds  to  three-quarters  of  the  former 
cost  of  this  work,  and  from  25  per  cent,  to  30  per  cent, 
of  the  glue. 

The  accompanying  illustration  is  of  the  .single  hop- 
per machine  suitable  for  chair  rails  of  all  kinds.  One 
manufacturer  using  this  type  and  who  has  only  had  it 
in  use  a  few  months  claims  to  be  glueing  the  holes  and 
driving  the  dowels  in  both  ends  of  -2',2  I'ails  per  min- 
ute. 

The  A.  R.  Williams  Machinery  Co..  Toronto,  are  the 
Canadian  agents  for  these  machines  as  well  as  for  the 
line  of  dowel  door  machinery  manufactured  by  the 
Dauber-Bell  Machine  Co. 


FIFTY  YEARS  MAKING  FURNITURE. 

J.  Oliver  &  Sons,  Ijimited,  Ottawa,  recently  cele- 
brated their  half  a  century  in  business  by  tendering 
a  banquet  to  their  employees.  It  was  a  big*  success. 
The  firm  was  started  in  1862  and  incorporated  in  3899. 

That  they  are  in  an  active  and  growing  condition  is 
evident  from  the  fact  from  the  expansions  they  are 
nmking  to  their  plant. 

They  have,  for  example,  just  built  a  large  addition 
to  theii-  dry  kilns,  and  a  three-storey  addition,  80  x 
45.  to  their  manufacturing  department.  They  have 
equi])ped  this  new  addition  with  several  new  machines 
of  the  latest  design,  which  should  increase  their  out- 
jiut  50  per  cent. 

They  have  been  in  the  same  position  as  the  rest  of 
the  furniture  manufacturers  in  Canada  during  the  past 
year,  viz..  been  unalile  to  fill  all  orders  promptly,  but 
with  their  new  addition  they  have  this  will  be  over- 
come ill  the  future. 


KEEP  GLUE  ROOM  WARM. 

The  beauty  of  face  veneer  is  spoiled  by  stains  about 
as  much  as  the  beauty  of  our  gentler  sex  is  Jiuirred 
by  the  use  of  cosmetics,  and  it  is  a  practice  about 
I'qiially  hard  to  frown  down. 

The  novice  in  the  glue  room  is  likely  to  become  ner-' 
vous  and  excited  when  there  is  snmc  particidar  job 
of  gluing  to  do.  and  get  in  such  a  splutter  to  do  it  be- 
fore the  glue  sets,  that  he  will  make  a  bad  job  of  it. 
The  best  plan  is  to  keep  the  glue  room  warm  enough 
to  prevent  quick  setting  of  the  glue,  and  then  take 
reasonable  time  to  do  the  Avork. 


STAINING  MAHOGANY. 

The  markings  on  a  fine  si)eeimen  of  real  mahogany 
M'ood  are  so  beautifully  delicate  that  one  needs  to  be 
very  careful  in  the  staining,  not  to  ol)scure  them.  If  it 
is  desired  to  obtain  an  old  mahogany  effect,  use  a  solu- 
tion of  bichromate  of  potash;  if  a  richer  color  is  de- 
si  i'cd,  use  an  aniline  water  stain,  Bismarck  brown.  This 
may  be  api)lied  to  the  new  wood,  though  some  finish- 
ers apply  it  aftei-  the  filling  of  the  wood.  When  dry, 
san(li)aper  light l.\-  wilh  fine  |)ay)er,  and  ap-ply  a  coat  of 
\'er,\'  lliin  orange  shellac.  The  shellac  bleeds  the  stain 
so  tlial  i1  will  hide  the  fine  marks  made  by  the  sand- 
paper, and  it  will  also  ])rcvent  the  oil  of  th(>  succeed- 
ing varnish  coat  from  entering  the  wood. — A.  Ashmun 
Kelly. 
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Beds  and  Bedding 


WHY  BED  COVERINGS  ARE  HIGHER. 

The  high  price  of  cottons  is  responsible  for  an  a>l- 
vauee  of  bed  coverings,  particularly  comforters  and 
cotton  l)lankets.  Not  only  has  cotton  advanced — about 
20  per  cent. — but  feathers  and  down,  which  enter 
largely  into  the  making  of  oomforters,  have  also  in- 
creased. Roughly,  comforters,  blankets  and  all  bed 
coverings  are  up  5  per  cent,  higher  than  two  months 
ago,  and  imless  the  raw  materials  remain  at  present 
figures  (which  is  not  at  all  likely,  judging  by  indica- 
tions), there  will  be  another  advance  before,  next  faU. 
Wholesale  houses  are  placing  large  orders  at  the  factor- 
ies for  all  kinds  of  coverings. 


THE  MAKING  OF  DOWN  COMFORTERS. 

According  to  The  Review  some  interesting  processes 
enter  into  the  manufacture  of  down  comforters.  Aside 
from  the  cutting  and  harmonizing  of  bodies  and  panels, 
the  treatment  and  handling  of  the  filling  constitute  a 
large  department.  While  much  of  the  best  goose  and 
duck  down  used  is  derived  from  domestic  sources,  large 
quantities  are  also  imported.  These  come  in  large  bales, 
and  when  received  at  the  factory  are  thoroughly 
cleansed  and  put  through  a  classifying  process.  The 
plan  adopted  in  most  factories  is  to  confine  the  feathers 
to  be  classified  in  a  room  with  a  smooth  floor,  at  one 
end  of  which  is  a  blower.  In  the  floor  are  trap-doors 
above  grade  bins,  the  highest  grade  being  at  the  end 
farthest  from  the  blower.  The  air  from  the  latter  has 
the  greatest  effect  on  the  lightest  and  fluffiest  feathers 
and  these  after  a  series  of  blowings  are  finally  separ- 
ated and  deposited  in  the  proper  bin.  The  different 
grades  are  all  assorted  successively  in  similar  fashion, 
and  all  shoAv  varying  degrees  of  Aveight  and  life.  A 
comforter  filled  with  the  best  grade  down  will  weigh 
only  about  3%  pounds,  while  those  filled  with  best 
grade  cotton  Avill  go  a  trifle  over  four  pounds. 

A  compressed  current  of  air  is  also  used  to  fill  the 
comforters  with  down.  The  coverings  are  first  sewn 
together  with  panelings  and  stitching  complete.  Open- 
ings are  left  at  the  sjides  to  admit  the  filler,  a  no/zle- 
like  contrivance  fastened  to  the  down  conveyer.  This 
is  inserted  in  the  openings,  and  the  air  forces  the 
filling  into  position. 

So  light  are  the  d.ifferent  down  fillings  that  it  would 
be  alsolutely  impossible  to  handle  them  in  any  other 
way  than  by  apparatus  such  as  described. 


METAL  BEDS  IN  WEST  INDIES. 

The  Canadian  commercial  agent  in  the  West  Indies 
writes:  "Iron  bedsteads  have  been  occasionally  im- 
ported from  Canada  through  the  furniture  trade.  The 
most  comfortable  and  best  selling  bedsteads  for  the 
tropics  are  made  wider  than  those  in  Canada,  anrl  an 
alteration  in  this  respect  might  result  in  a  market 
lacing  created  for  the  Canadian  beds,  as  Canadian  fnrn- 
itnre  is  now  favorably  received  on  the  island.  Within 
the  last  few  years  the  wooden  bedstead  of  local  manu- 
Tacture  has  almost  entirely  been  replaced  by  lines  in 
brass  and  iron,  and  the  demand  for  these  imported 
bedsteads  is  on  the  increase.  It  would  therc^fore  be 
well  if  Canadian  manufacturers  would  give  some  at- 


tention towards  obtaining  a  share  of  this  trade." 

The  Canadian  trade  returns  do  not  classify  exports 
of  metal  beds.  Under  the  classification  of  "furniture" 
our  exports  are  given  at  $18,528  to  the  West  Indies, 
Bermuda  and  British  Guiana. 


NEW  CASTOR  FOR  BEDS. 

A  fine  sample  of  good  advertising  is  the  hfight  red 
hanger  which  The  Ideal  Bedding  Co.  are  sending  out 
from  their  Toronto  office  descriptive  of  their  new 
"Ideal"  castors,  which  they  say  will  "place  the  metal 
bed  trade  on  a  new  footing."  This  new  castor  which 
is  constructed  on  the  ball-bearing  principle,  has  a  cer- 
tain spring  which  eliminates  all  unnecessary  friction, 
enabling  the  bed  to  travel  over  a  bump  or  uneven  sur- 
face without  causing  a  rattle.  The  company  are  now 
equipping  all  their  steel  beds  shipped  from  their  To- 
ronto factory  with  these  new  "Ideal"  castors.  The.v 
state  that  they  have  in  stock  some  eight  or  ten  thou- 
sand beds  with  old  castors  on,  but  that  they  are  giving 
a  set  of  the  new  castors  with  each  of  the  beds,  so  that 
purchasers  may  have  the  new  equipment.  All  of  these 
new  castors  are  guaranteed. 


A  NOVELTY  IN  BEDS. 

An  American  manufacturer  is  introducing  a  child's 
crib,  made  from  white  enameled  iron  with  a  swinging 
bed.  so  placed  within  its  frame  that  it  may  be  pushed 
under  an  ordinary  bed  out  of  the  Avay  in  daytime  and 
in  such  juxtaposition  to  the  mother  during  the  night 
that  she  need  not  move  from  her  rest  in  order  to  care 
for  her  little  one.  This  new  nursery  is  easily  moved 
from  place  to  place  and  when  used  in  summer  there 
is  a  heavy  netting  which  insures  perfect  comfort  for 
the  child.  Every  part  of  the  bed  and  the  bedding  is 
sanitary,  and  there  is  a  sanitary  box  attached  to  the 
side  of  the  bed  to  hold  all  food  receptacles. 


NEW  PRICE  LIST. 

The  Ontario  S])ring  Bed  &  Mattress  Co.,  Ltd.,  Lon- 
don, Out.,  are  distributing  their  1913  price  list.  This 
list  is  a  complete  summary  of  a  line  throughout  Can- 
ada from  the  Atlantic  to  the  Pacific.  If  a  co])y  has 
failed  to  reach  you  write  for  one  at  once. 


BED  SPRING  MAKERS  ENLARGE. 

Leggatt  &  Pratt,  bed  s])ring  nuinufai'tui'ers,  Wind- 
sor, have  moved  into  their  new  factory,  a  one-storey 
brick  building,  140  x  51  feet  in  size.  They  also  have 
a  new  warehouse,  50  x  100  feet,  of  siieet  iron  construc- 
tion. 1 


DINE  THE  SALES  STAFF. 

The  sales  staff  of  the  Adams  Furnilnre  (^)inpany, 
Toronto,  were  tend(>red  a  compliinenlary  banquet  a 
few  nights  ago  by  the  president  of  the  company  as  a 
tribute  to  the  lici'culcan  efi'orts  of  tlu-  selling  depart- 
ment in  bringing  about  a  most  successful  year.  Cov- 
(M-s  were  laid  for  about  one  hundred,  and  after  tlie 
feasting  and  toast-makiny  an  evening  of  speeches  and 
song  was  indulged  in.  The  president.  C.  S.  Coryell, 
favored  the  ass(>mblage  \vi1h  a  brief  but  interesling 
history  of  the  store's  existence,  which  brought  out  a 
striking  lesson  of  the  reward  of  pluck  and  indomitable 
energy. 
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WE  fiiifl  a  great6r  demand  for  better  class  of  goods  each  year.    It  is  astonishing 
the  number  of  Solid  Oaks  and  high  grade  Plush  and  Cloth  Covered  Caskets 
that  are  used  these  days.    This  goes  to  show  the  prosperity  of  the  country. 

The  trade  are  asking  for  better  quality  of  material  for  the  interior, 
and  more  highly  finished  on  the  exterior.  It  is  now  up  to  the 
manufacturers  to  keep  up  with  the  prosperity  of  the  country. 

This  we  have  made  it  our  business  to  do.  It  is  a  known  fact  throughout  the 
tiade  if  they  want  a  superior  article  they  send  to  the  Semmens  &  Evel  Casket 
Co.,  Limited,  for  it. 

IVe  are  showing  this  month  three  of  our  good  sellers. 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton  and  Winnipeg 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada. 


Permanent  Preservation* 

ByH.  S.  Eckels.  Ph.G. 

PART  II. 

In  taking  up  the  thread  of  our  argument  for  better 
embalming  and  the  securing  of  permanent  preservation 
without  the  sacrifice  of  cosmetic  effect,  I  know  of  no 
point  more  fitting  to  commence  on  than  to  urge  upon 
the  embalmers  the  necessity  of  elevating  the  shoulders 
and  head  and  massaging  the  face,  neck,  ears  and  hands 
while  embalming. 

There  are  more  embalmers  to-day  who  are  willing 
to  take  this  trouble;  who  are  willing  to  introduce  the 
arterial  tube  in  the  artery  and  drain  the  blood  ;  who 
are  willing  to  spend  enough  time  to  then  lower  the 
shoulders  and  head  and  see  how  much  blood  will  flow 
from  the  body  while  in  this  position;  who  are  then 
willing  to  use  their  vein  tube  before  as  well  as  during 
the  injection  of  the  fluid. 

Elevate  the  Body. 

That  fluids  follow  the  lines  of  least  resistance  is  a 
universal  law.  But  go  even  a  little  further.  When 
the  blood  ceases  to  flow  when  the  body  is  level,  elevate 
the  lower  extremities  and  you  will  find  that  still  more 
blood  Avill  come  from  the  arteries. 

Remember  each  of  these  little  points  is  essential  if 
one  is  to  secure  preservation  which  will  endure  and 
cosmetic  effect  which  will  please. 

When  the  tubes  are  inserted  they  reach  either  the 
innominate  artery  or  the  arch  of  the  aorta,  the  sub- 
clavian vein  or  the  innominate  vein,  thereby  relieving 
the  pressure  and  draining  the  blood.  With  these  two 
blood  vessels  open  it  will  not  be  difficult  to  empt.v  both, 
so  that  they  Avill  be  in  proper  condition  to  receive  the 
fluid  ^^^th  the  least  possible  resistance. 

Again  let  me  suggest: 

Elevate  the  head  and  shoulders.  It  is  a  splendid 
plan  to  elevate  them  high — not  .iust  so  that  the  ear  is 
above  the  line  level  of  the  rest  of  the  body,  but  as  high 
as  your  board  will  permit.  I  have  been  manufacturing 
post  mortem  tables  for  years,  and  I  put  a  foot  rail  on 
+hem  so  that  the  undertaker  can  stand  the  body  almost 
upright. 

Try  your  experiments  in  your  own  morgue.  That  is 
the  piace  for  them.    Never  in  the  home  of  a  patron. 

Keep  in  mind  the  arterial  circulation.  Remember 
that  there  are  four  trunk  arteries  leading  from  the 
trunk  of  the  body  to  the  head,  and  that  each  of  these 
arteries  is  at  least  as  large  as  is  the  femoral  artery, 
which  alone  supplies  four  times  as  much  of  the  body 
weight  as  do  all  of  the  arteries  leading  to  the  head. 

It  must  be  obvious,  therefore,  that  in  death  if  tlie 
l)ody  were  laid  perfectly  level  that  the  head  would 
receive  four  times  as  much  body  as  either  limb,  or,  in 
other  words,  sixteen  times  as  much  fluid  per  ounce  of 
body  weight. 

*This  is  the  second  of  a  series  of  three  .articles  onlthis  sub.iecl  which  will 
appear  in  The'Canadian  Furniture  World  and  the  Undertaker. 


We  should  endeavor,  as  far  as  possible,  to  i)ut  the 
body  in  the  position  usually  assumed  in  life. 

I  did  not  propose  to  stand  a  body  on  its  feet — but  I 
would  suggest  elevating  the  head  and  shoulders  as 
high  as  possible,  because  you  will  thus  have  a  more 
effective  distribution  of  the  fluid  to  the  lower  extrem- 
ities. 

The  gravitation  of  your  fluid  downward  helps  its 
circulation.  The  four  trunk  arteries  provide  for  a  suffi- 
cient flow  of  fluid  in  an  upward  direction". 

The  head,  neck  and  ears  always  show  the  circulation 
of  fluid  first — thisi  appears  before  you  have  enough 
fluid  injected  to  embalm  the  body.  Ordinarily  too  much 
fluid  goes  to  the  head  on  the  first  injection.  Incident- 
ally entirely  too  strong  fluid  goes  there,  but  I  will  take 
up  that  feature  of  the  case  later. 

How  much  fluid  should  be  injected?  At  least  as 
much  as  there  was  blood  in  the  body  in  life. 

Indeed,  since  we  do  not  get  the  circulation  of  em- 
balming fluid  with  the  same  thorough  and  even  dis- 
tribution that  the  blood  secures  in  life,  it  often  takes 
more  because  certain  sections  get  an  over-supply  and 
at  the  expense  of  other  parts  of  the  body. 

Since  in  the  vast  majority  of  cases  we  get  more  fluid 
into  the  face  than  we  do  into  other  parts,  let's  start 
the  injection  with  a  diluted  fluid  and  continue  it  in 
that  strength  until  we  have  obtained  a  circulation  in 
the  face  sufficient  to  drive  the  blood  therefrom  to  in- 
sure its  preservation  and  to  leave  the  face  without  that 
hardened,  dried,  mummified  and  shrunken  condition 
that  over-embalmed  bodies  show. 

The  strength  outlined  later  on  in  this  series  of  art- 
icles will  do  the  work.  Then  Avhen  a  stronger  fluid  is 
used  with  which  to  embalm  the  remainder  of  the  body, 
the  capillaries  of  the  face  tissue  will  at  once  contract 
and  no  more  of  the  fluid  of  the  normal  strenath  will 
Q-o  into  the  face  to  destroy  the  cosmetic  effect  which 
has  been  secured  by  the  milder  fluid. 

A  Confession. 

The  undertaker  who  closes  the  casket  before  the  fun- 
eral makes  a  confession  of  either  his  lack  of  care  or 
his  deficiency  in  skill,  which,  in  either  event,  is  a  totally 
unnecessary  blot  upon  his  reputation. 

It  is  possible  not  only  to  embalm  femporai'ily  but  to 
permanently  preserve  nine  hundred  and  ninetv-nine 
out  of  every  thousand  bodies  Avhich  come  into  your 
hands.  About  the  only  exceptions  which  Avould  occur 
are  those  where  the  body  is  terribly  decomposed  be- 
fore it  reaches  the  hands  of  tlie  undertaker,  or  where 
it  has  })een  thoroughly  mangled  and  the  circulation 
comi)le1ely  destroyed. 

In  a  normal  case,  where  the  enil)alnier  has  been  able 
to  begin  his  work  within,  let  us  say  twenty-four  hours 
of  the  time  of  death,  the  case  presents  no  difficulties 
at  all,  no  matter  what  the  cause  of  death.  It  is  simply 
a  matter  of  knowing  how. 

Pei-manent  preserving  is  merely  a  matter  of  equaliz- 
ing the  fluid  distribution.    Etnbaltn  the  body  scientifi- 
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Evel  Quality  Caskets 


are  all  the  name  implies 


No.  418  "C"  Panel  Shrine  Design  16D40 


OUR  "C"  shrines  are  made  to  work  automatically.  The  sides  control  the 
action  of  the  roll  end,  which  is  thrown  out  or  tightly  closed  when  the  sides 
are  lowered  or  raised.  There  is  no  chance  for  confusion  or  delay  when 
closing  the  casket  at  the  final  moment,  and  any  feature  which  helps  to  make  your 
work  run  smoothly  cannot  fail  to  be  of  advantage  to  you. 

The  shrine  is  made  out  of  a  very  nice  quality  of  Swiss  silk,  and  honeycombed, 
on  the  bias,  by  hand.  This  biased  honeycombing  costs  us  more  than  if  we  did  it 
in  the  regular  way,  but  we  succeed  in  giving  you  work  that  will  not  crush  or  pull 
out  of  place.     It  always  looks  as  if  it  had  just  left  the  factory. 

The  shrine  is  formed  by  cutting  the  top  mould.  All  you  have  to  do  when 
trimming  is  to  lift  the  top  off  the  same  as  you  would  an  ordinary  casket.  You 
will  find  it  very  easy  to  handle. 

All  hinges  used  are  of  brass.  They  are  very  thin  and  neat,  thus  doing  away 
with  any  unsightly  bulges  in  the  cloth. 

We  are  selling  a  great  many  of  these  caskets,  and  if  you  have  not  already 
used  them  we  can  honestly  recommend  them  to  you  as  being  of  exceptional  value. 
"  QUALITY"  above  every  ether  consideration  is  our  aim,  and  we  certainly  give 
it  to  you  in  this  style  of  casket. 

The  Evel  Casket  Co. 


Manufacturers  of  Quality  Goods 

Hamilton  -  -  Canada 


Trade  Mark 
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cally  on  the  first  call  to  secure  cosmetic  effect,  and  in 
due  season  re-inject  a  pro])ei'  fluid  l)y  a  proper  method, 
and  you  never  need  close  the  caslvet  in  the  face  of 
relatives  and  friends. 

Too  often  bodies  which  have  seemed  to  be  well  in- 
jected at  the  time  of  embalming-  turn  out  bad  by  the 
time  of  the  funeral.  Probably  too  little  fluid  was  used 
in  but  one  injection,  and  because  the  corpse  had  looked 
natural  for  two  or  three  days  the  embalmer  had  con- 
cluded that  the  work  had  been  done  perfectly.  Shortly 
before  or  on  the  day  of  the  interment,  his  surprise  at 
discovering  that  the  body  is  not  keeping  perfectly,  or 
that  discolorations  have  appeared  on  the  face  and 
hands,  is  so  great  that  he  is  unmanned  and  does  not 
make  any  attemi)t  to  secure  good  preservation.  If  this 
very  same  embalmer  was  to  see  such  a  case  in  the 
hands  of  his  competitor,  he  would  criticize  him  severe- 
Iv  for  not  re-injecting  the  body  the  moment  he  dis- 
covered that  the  first  injection  was  not  wholly  satis- 
factory. In  the  event  that  the  same  embalmer  was 
called  in  to  look  at  someone  else's  case,  the  first  thing 
that  he  woiild  do  would  be  to  re-inject  it. 

Fatal  Mistake. 

Some  of  the  very  best  embalmers  make  the  fatal 
mistake  of  concluding  that  an  embalmed  body  which 
has  received  one  injection  should  keep  forever.  In  the 
event  that  it  does  not,  he  at  once  believes  that  some 
untoAvard  condition  of  the  body,  due  to  some  certain 
kind  of  illness,  has  prevented  a  perfect  preservation, 
or  else  that  the  circulation  was  ruptured  at  the  time  of 
the  first  injection. 

Therefore,  in  his  difficulty  and  perplexity  it  does  not 
occur  to  him  that  he  should  give  a  second  injection 
should  be  discover  on  the  day  of.  or  the  day  before  the 
funeral,  that  some  parts  of  the  body  are  not  keeping. 

I  have  said  that  re-injection  is  the  secret  of  perman- 
ent preservation.  Perhaps  it  would  be  well  to  qualify 
this  by  saying  that  proper  injection  of  a  proper  em- 
])alming  fluid,  followed  by  a  scientific  re-injection  of  a 
suitable  fluid,  form  the  sum  and  substance  of  perman- 
ent preservation.  Of  recent  years  and  especially  quite 
lately,  the  so-called  "Italian  method  has  been  vpidely 
exploited.  It  has  its  merits,  but  it  also  has  its  very 
serious  faults.  Re-injection  here  is  also  "one  of  the 
secrets  of  this  so-called  eternal  process. 

Unfortunately,  however,  by  the  Italian  method  the 
first  injection  is  not  wnthout  objections.  The  instru- 
ments used  almost  never  are  suitable  for  our  purposes, 
and  the  fluid  is  one  with  which  cosmetic  effect  is  an 
absolute  impossibility. 

But  to  return  to  the  ordinary  ca.se  where  the  startjed 
undertaker  decides  in  his  panic  to  face  failure  and- 
screw  down  the  lid  of  the  casket. 

Analyzing  the  conclusions  of  these  old-time  embalm- 
ers, which  so  often  cause  them  to  form  very  set  opin- 
ions ill  this  matter,  the  deduction  is  that  they  have  on 
one  or  more  occasions  made  re-injection  without  secur- 
ing the  good  results  which  such  re-injection  should 
produce.  But  there  is  an  easy  way  out  of  it  which  I 
shall  detail  later  in  this  article.  The  reason  that  they 
have  not  had  good  results  at  the  second  injection  was 
that  at  the  time  the  first  injection  was  made  they  used 
the  sharp-pointed  trocar  too  freely  and  necessarily  at 
random  to  aspirate  the  gases,  and  injected  the  fluid 
into  the  cavities,  puncturing  both  arteries  and  veins, 
thereby  destroying  the  circulation.  As  a  result,  at  the 
time  of  their  second  injection,  they  pumped  into  ru[)- 
,tured  blood  vessels,  which  allowed  the  fluid  to  leak 


out  into  the  cavities.  No  good  ])ossibly  could  be  ex- 
jjected  uiuler  tlu'se  circumstances  from  a  second  in- 
jection through  the  same  arteries  which  were  used 
originally. 

The  circuhition  oF  embalming  lluid  when  the  cor])S(> 
has  been  dead  sevcr'al  hours  never  can  be  expected  to 
equal  the  (urculalion  of  the  blood  in  life.  It  does  not 
take  very  much  to  interfere  with  the  blood  circulation 
in  life.  This  is  apparent  when  eitlier  an  arm  or  a  leg 
remains  in  a  certain  position  for  a  little  while,  and  as 
a  result  the  hands  or  feet  "go  to  sleep."  In  this  com- 
mon phenomena,  the  blood  circulation  merely  is  shut 
off  to  a  sufficient  extent  to  ease  the  part  to  become 
numb  when  the  pressure  is  released  and  the  blood  be- 
gins to  circulate  again,  and  a  tingling  sensation  is  felt 
as  the  tardy  thickened  blood  is  forced  from  the  capil- 
laries by  fresh  arterial  blood,  which  is  pressing  behind 
in  an  ett'ort  to  circulate  these  tiny  blood  vessels. 

Tardy  Circulation. 

We  seldom  think  about  this  tardy  circulation  exist- 
ing in  nearly  every  dead  body  that  is  embalmed,  and 
we  would  be  surprised  if,  after  injecting  half  a  gallon 
or  more  of  embalming  fluid,  some  one  should  tell  us 
that  perfect  capillary  circulation  throughout  all  parts 
of  the  body  had  not  been  obtained. 

Because  so  many  bodies  thus  embalmed  keep  satis- 
factorily until  the  day  of  the  funeral,  our  surprise  is 
so  much  greater  when  it  happens  that  we  have  a  corpse 
that  does  not  keep  perfectly. 

However,  it  is  the  exception  in  embalming  that  makes 
the  biggest  impression  upon  our  minds,  and  it  is  only 
after  some  fifteen  years'  experience,  during  which  time 
I  have  gone  almost  daily  to  visit  and  fix  up  such  spe- 
cial cases,  that  I  have  assurance  enough  to  write  upon 
the  subject  of  "Closing  the  casket  being  needless." 

Of  course,  the  majority  of  such  cases  could  be  read- 
ily fixed  up  by  arterial  injection,  had  the  embalmer 
only  done  the  necessary  arterial  work  at  the  first  in- 
jection, and  either  not  used  the  trocar  at  all.  or  else 
used  a  blunt  cavity  drain  tube  to  aspirate  the  gases 
from  the  alnlominal  cavity,  and  also  used  this  same  in- 
strument to  inject  the  fluid  there. 

I  do  not  decry  the  use  of  the  trocar  to  aspirate  gases 
and  to  give  cavity  injection  whenever  the  gases  are  in 
abundance,  nor  in  those  cases  where  sufficient  fluid  has 
not  been  injected  into  the  arteries.  Under  such  cir- 
cumstances I  always  advocate  the  use  of  the  trocar, 
J  the  blunt  one  when  satisfactory  work  can  be  done  with 
it,  and  the  sharp-pointed  trocar  when  the  blunt  one 
does  not  prove  satisfactory.  But  what  does  seem 
wrong  to  me,  and  I  have  had  the  support  of  a  fair  pro- 
portion of  the  good  embalmers,  is  to  use  a  sharp  trocar 
in  th^gw  f*'?i'Rt»5~^vTie)'c  the  gases  are  not  found  in  abun- 
dance and  when  1Ih>  body  has  been  thoroughly  arter- 
ially  ead^almed.  In  the  first  i)lace,  under  such  condi- 
tions, it  is  unnecessary  work.  It  is  like  burning  the 
bridges  after  you  just  because  you  have  crossed  them. 
And  in  embalming  we  do  not  always  know  that  we 
will  not  need  to  go  back  over  our  tracks. 

(To  be  contiinied.) 


8  Court  rather  than  discourage  suggestions.  Most  8 
8  of  them  may  be  useless,  but  one  possessing  value  « 
Q      will  be  offered  at  least  now  and  then.  8 
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THE  GLOBE  CASKET  CO. 

LONDON    -  CANADA 

Manufacturers  of 

Fine  Funeral  Furnishings 

Our  sales  of  Solid  Oak  and  Mahogany 
Caskets  are  increasing  every  month. 

There's  a  reason!  Let  us  send  you  a  sample! 

It  will  please  you! 


Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  ot 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       IngersoU,  Ontario 
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Manitoba  Undertakers  Dissatisfied 

lu  all  probability,  aceordiiig  to  tbe  Wiunipeg  Free 
Press,  a  convention  of  Manitoba  undertakers  will  be 
held  in  the  near  future  to  i)rotest  against  the  recent 
law  which  went  into  effect  the  first  of  the  year,  and 
which  entails  the  filling  out  of  what  the  undertakers 
term  is  a  needless  and  useless  resume  of  details  as  to 
the  antecedants  of  deceased  persons  on  forms  provided 
for  the  purpose. 

A  Main  Street  (Winnipeg)  undertaker  is  out-spoken 
in  his  denunciation  of  the  new  certificates.  "I  can't 
see  any  object  to  them  at  all  excepting  it  be  that  Mr. 
Dixon,  who,  I  understand,  was  responsible  for  the 
measure,  wanted  to  make  a  showing  in  some  way, "  said 
he.  "We  are  now  working  for  the  city,  for  the  Gov- 
ernment and  for  the  doctors.  The  old  forms  of  death 
certifieates,  which  were  much  abridged,  filled  'all  of  the 
essential  requirements,  while  the  ncAv  ones  are  twice  as 
long,  tAvice  the  size,  and  contain  twice  as  many  ques- 
tions. We  sim])ly  have  to  employ  another  man  whose 
work  will  be  essential  to  hunt  up  data  for  those  certifi- 
eates and  chase  around  with  them  to  the  doctors' 
offices. 

Irksome  Regulations. 

"We  are  supposed  to  have  the  vital  statistics  sheet 
and  the  medical  certificate  sheet  both  filled  out  com- 
pletely and  in  the  hands  of  the  clerk  of  the  munici- 
pality before  the  burial  is  allowed.  In  most  instances 
we  have  not  done  this  because  we  couldn 't ;  we  did  not 
have  time.  We  could  have  been  arrested  and  fined  for 
this,  however,  and  fined  from  $5  to  $100.  To  comply 
with  this  new  law  means  greater  expense  for  the  un- 
dertaker. 

"It  is  safe  to  say,"  the  undertaker  went  on,  "that 
almost  all  of  the  doctors  of  Winnipeg  are  complain- 
ing bitterly  about  the  new  form  also.  Their  report, 
which  is  the  filling  out  of  the  medical  certificate  of  the 
death,  is  required  to  be  registered  with  the  division 
register.  It  does  not  entail  as  many  needless  questions 
as  does  the  vital  statistics  certificate,  but  it  is  bad 
enough.  We  have  to  send  these  blanks  to  the  physician 
and  report  them,  properly  filled  out,  along  with  ours. 

The  undertaker  further  states  that  his  firm  has  late- 
ly buried  30  bodies  within  eight  days.  He  says  that  it 
was  absolutely  impossible  to  fill  out  statistics  requii'ed 
in  all  eases  in  the  time  before  burial.  If,  for  instance, 
ten  days  were  allowed  in  which  to  return  them,  he  says 
that  in  almost  all  instances  the  time  would  probably 
be  ample.  "Suppose,"  he  said,  "that  a  man's  grand- 
father died  at  a  ripe  old  age.  On  the  certificates  no^-, 
required  the  undertaker  must  fill  in  the  old  ma.n  s 
birthplace,  who  his  parents  were,  and  the  birthplace 
of  each  of  them.  Imagine  how  hard  it.  would  be  to 
gather  this  data.  With  the  man's  grandmother  it  wou'd 
be  Avorse,  for  the  woman's  maiden  name  Avould  be  re- 
quired, and  if  she  had  no  other  relatives  living  nearer 
than  her  grandchildren,  the  chances  are  that  it  would 
be  utterly  impossible  to  get  this  data." 

Body  Held  Since  December  31. 

A  case  in  point  is  cited.  The  doctor's  certificate  in 
the  case  of  a  child  which  had  died  on  Dec.  31  had 
reached  the  undertaker  but  this  morning.  "The  doc- 
tors hate  it  as  much  as  avc  do."  said  the  undertaker. 

An  extract  from  this  new  laAv  reads:  "If  any  physi- 
cian who  was  in  medical  attendance  upon  any  deceased 
person  at  the  time  of  death  shall  neglect  or  refuse  to 
make  out  and  deliver  to  the  undertaker  the  medical 


certificate  of  the  cause  of  death,  he  shall  be  deemed 
guilty  of  an  offence  against  this  Act." 

The  undertaker  says  he  has  to  chase  after  the  phy- 
sician for  the  properly  filled  out  death  certificate,  when 
m  reality  he  has  nothing  to  do  with  it.  To  sum  up  the 
whole  situation  very  nearly  all  burials  in  Winnipeg 
could  be  held  up  indefinitely  on  account  of  the  under- 
takers and  physicians  not  filling  out  their  certificates 
completely  before  the  burial  was  i)ermitted,  and  this 
on  account  of  a  seemingly  needless  and  useless  list  of 
statistics. 

Protest  at  Brandon. 

A  press  despatch  from  Brandon  says :  The  new  forms 
which  have  to  be  filled  in  connection  with  the  vital 
statistics  of  this  city,  as  elsewhere,  are  the  cause  of 
severe  adverse  criticism  on  the  part  of  those  Avhom 
they  chiefly  concern.  The  undertakers,  in  particular, 
believe  they  have  a  grievance  to  complain  of;  that  the 
questions  to  be  answered  are  far  more  in  number  than 
is  necessary,  and  rarely  can  be  answered  in  full  Avith 
any  degree  of  accuracy.  Certain  other  stipulations  are 
called  for,  of  Avhieh,  it  is  thought  by  the  undertakers, 
they  have  a  just  cause  for  complaint.  The  question  has 
been  considered  as  to  the  advisability  of  immediately 
calling  together  the  executive  of  the  Funeral  Directors' 
Association  of  the  province,  and  formulating  a  request 
to  the  authorities  for  a  modification  of  the  present  ex- 
actions. At  any  rate,  such  a  strong  feeling  is  prevail- 
ing that  there  is  no  doubt  strong  resolutions  Avill  be 
passed  regarding  the  question  at  the  forthcoming'  an- 
nual meeting  of  the  Association. 


THE  CLERGY  AND  THE  UNDERTAKERS. 

By  Rev.  C.  H.  Elder 

The  relation  of  the  clergy  to  the  undertaker  is  one 
of  Avell-balanced  authority.  A  funeral  may  be  said  to 
be  a  sphere  made  up  of  the  atmosphere  of  authority. 
The  preacher  is  one,  the  undertaker  the  other,  and  as 
the  undertaker  has  the  beginning  and  the  end  of  the 
services,  two  points  of  authority  are  accredited  to 
him,  against  the  minister's  one.  The  relationship  is 
also  one  of  Avilling  helpfulness.  It  is  helpfulness, 
gentlemen,  of  your  profession,  that  a  minister  can 
render  you,  and  this  helpfulness  may  be  of  three  kinds. 
First,  punctuality  as  to  time  of  service. 

The  second  kind  may  be  summed  up  in  tAvo  Avords, 
"reasonable  brevity."  There  is  no  reason  AA'hy  a  min- 
ister should  droAvn  an  audience  Avith  flooding  speech. 
In  my  judgment,  it  is  all  Avrong  to  i)nrden  a  solemn 
occasion,  Avhen  the  nerves  of  the  people  are  already 
stretched  to  their  full  endnranco,  and  it  is  pathetic 
for  a  minister  to  make  himself  so  lengthy  in  his  talk 
and  to  increase  the  emotions  of  sorroAV,  as  to  sink  the 
sorroAV  deeper-  into  the  depths  of  despair. 

The  third  is  that  of  responsive  friendship.  The 
clergyman  can  stand  by  the  undertaker  in  the  hour 
Avhen  controversies  run  thick  and  fast.  I  Avould  get 
betAveen  the  undertaker  and  the  people  every  time 
and  try  to  hel|)  the  undertaker. 

Another  Avay  the  clergyman  can  express  his  friend- 
ship is  by  being  neutral  Avhen  the  family  is  selecting 
an  uiulertaker.  The  i)reacher  is  not  the  undertaker: 
let  the  family  make  their  oAvn  selection.  T  am  not 
like  n  certain  felloAv  in  South  Jersey  of  Avlioni  it  Avas 
said  that  as  soon  as  a  death  occurred  he  rushed  right 
in  and  offered  his  sympathies,  and  invariably  did  tliey 
get  this  felloAV  to  take  the  funeral  services,  and  in- 
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A  CEMENT  CASKET  COVER 


Here  is  our  patented  cement 
vault  with  outside  cover,  also 
of  cement — strikingly  simple 
in  design  — strong  in  composi- 
tion and  warranted  to  with- 
stand the  Ravages  of  Time 
and  influence  of  all  Sub- 
merged Forces.  The  illus- 
tration also  conveys  the  simp- 
licity of  the  Lowering  Device 
which  can  easily  be  manipu- 
lated by  a  boy  of  ten ! 

Your  inquiries  will  receive 
Prompt  and  Courteous  Atten- 
tion. 


Canadian  Cement  Casket  Co.,  Limited 

PRESCOTT  :  ONTARIO 


Resolutions  Are  Timely 


We  would  like  yours  to  be,  to  buy  more  goods  from  us 
than  in  the  past. 

Our  factory  facilities  second  to  none  and  capable  staff 
to  handle  your  orders  day  or  night,  freight  or  express. 

Asl^  to  be  shown  our  Ehonette  Line  of  Casl^et  Hardware. 

Trusting  1913  may  be  your  best. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 
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variably  was  an  undertaker  selected  that  was  close  to 
this  man.  It  was  not  known  for  some  time  afterward 
that  he  was  sticking-  his  nose  into  somebody  else's 
business.  People  said:  "Isn't  he  a  fine  man;  isn't  he 
sympathetic?"  and  then  they  discovered  that  he  had 
a  bigger  pocket  than  he  did  a  heart. 

And,  lastly,  the  preacher  sustains  this  position  to 
the  undertaker.  Viz. :  This  is  a  sad  life ;  you  see  the 
very  saddest  part  of  a  sad  life,  and  I  know  that  it  is 
not  a  preacher's  part  to  make  the  undertaker  feel  that 
he  is  going  to  his  own  funeral;  it  is  not  the  preacher's 
part  to  take  the  crex:)e  ot¥  the  door  and  put  it  on  the 
undertaker's  nose;  it  is  not  the  preacher's  place  to 
be  so  solemn  when  he  is  riding  with  the  undertaker 
that  the  undertaker  feels  that  he  is  sitting  down  be- 
side a  stone;  it  is  the  preacher's  business  to  lift  the 
veil  of  sadness  and  send  a  rift  of  pleasure  into  his  life. 

I  want  to  say  in  all  seriousness  that  the  clergyman 
can  sustain  a  model  relation  to  the  undertaker.  The 
preacher  is  nearer  to  him  than  any  other  person.  He 
can  give  useful  reflection  or  useful  friendship  and 
try  and  enlighten  the  life  of  the  men  who  are  last  at 
the  tomb,  and  I  lielieve  everything  that  I  have  said  is 
a  truth,  and  it  is  the  duty  of  the  clergy  to  sustain  a 
cheerful,  helpful  co-operative  relation  to  the  under- 
taker. 


Modern  Funeral  Conduct  From  Call 

to  Grave"^^ 

By  W.  W.  Edgar,  Winnipeg 

In  giving  this  paper  it  is  not  my  intention  to  instruct 
the  funeral  directors  on  the  subject  of  management 
of  funerals,  as  the  progressive  funeral  directors  vary 
little  in  their  methods  of  conducting  funerals  to-day. 
But  as  we  always  have  founger  members  and  new  ap- 
plicants for  membership  in  our  association,  it  is  not 
out  of  place  to  point  out  a  few  methods.  Experiences 
that  Ave  have  come  in  contact  with  for  our  mutual 
benefit. 

The  Call. 

Right  at  this  point  I  wish  to  lay  particular  stress  on 
the  fact  that  when  the  undertaker  is  called  to  a  home 
to  take  care  of  a  body,  the  member  of  that  family  have 
called  not  merely  a  man.  but  a  professional  man.  It 
is  now  up  to  him  to  bear  this  out  in  deeds  and  man- 
ners becoming  to  the  profession  of  our  fraternity,  not 
forgetting  the  fact  that  he  is  now  dealing  with  people 
who  have  been  stricken  with  grief  by  the  loss  of  a 
loved  one,  consequently  are  in  a  state  of  mind  requir- 
ing gentleness  and  kindness.  He  should  enter  the 
home  with  a  determinate  and  desire  to  make  a  suc- 
cess of  preserving  the  body  of  the  deceased;  he  should 
so  adapt  himself  to  the  wants  of  the  bereaved  family, 
that  his  services  may  be  acceptable  and  satisfactory 
in  the  highest  degree ;  he  .should  not  lay  down  an 
arbitrary  rule  of  procedure,  nor  be  dictatorial  or  offi- 
cious. Never  show  haste  or  impatience,  yet  not  show 
about  his  work.  He  should  always  clearly  state  his 
views  u])on  any  point  under  discussion,  allowing  the 
family  the  fullest  liberty  in  the  execution  of  their  own 
ideas  in  so  far  as  those  ideas  do  not  conflict  with  good 
taste.  Unless  it  be  a  near  friend  he  should  refrain 
from  offering  his  sympathy  in  words  when  entering 
the  home,  as  in  most  cases  they  would  be  wrongfully 
interpreted,  but  he  should  rather  through  a  sympathiz- 

*Pai)er  read  at  the  Convention  of  the  Western  Canada  Funeral  IJirectgrs' 
and  Embalniers'  Association,  Winnipeg. 


ing  manner  leave  that  impression  with  the  people  by 
quietly  and  professionally  prepared  to  care  for  de- 
ceased. 

After  this  has  been  done  he  should  converse  with 
the  members  of  the  family  about  the  arrangements  of 
the  funeral  and  make  an  ap])ointment  when  they  could 
come  to  the  office  to  select  the  casket  and  to  complete 
the  arrangements  and  other  details  tha/t  must  be  at- 
tended to. 

The  Casket. 

In  selling  the  casket  many  a  young  undertaker  has 
framed  the  way  for  his  downfall  and  ruin  as  in  the 
grief  stricken  man  or  woman  or  friends  he  has  only 
seen  a  ready  victim  for  the  exercise  of  his  cunning 
greed  and  extorting  from  them  dou])le  the  fee,  in  that 
he  would  had  circumstances  been  different.  Let  us 
be  consistent.  Let  our  motto  be  "One  price  to  all  and 
the  best  of  services  to  every  one."  Let  the  wealthy 
buy  the  expensive  goods.  Give  him  his  money's  worth. 
In  upholstering  and  trimming  the  casket  no  certain 
rule  can  be  laid  down,  as  this  .should  be  done  accord- 
ing to  the  case  for  which  it  is  to  be  used,  and  in  keep- 
ing with  the  style  of  casket  selected. 

The  Funeral. 

The  question  is  often  asked  shall  the  funeral  ser- 
vices be  public  or  private?  Personally  I  am  partial  to 
home  funerals.  Although  admitting  that  in  some  ca.<?es 
it  is  proper  to  have  the  funeral  from  a  public  place, 
but  I  believe,  as  a  rule,  they  should  take  place  at  the 
family  residence,  for,  if  there  is  anything  sacred  to 
the  family,  it  is  the  care  and  burial  of  their  dead,  and 
if  anything  should  be  a  home  affair  it  should  be  this 
service.  At  the  home  the  bereaved  family  need  not 
poise  as  a  target  for  a  large  audience  of  curious  people. 
There  are  many  advantages  connected  with  the  home 
funeral. 

When  public  funerals  must  be  held  the  Church  or 
lodge  hall  are  the  best,  and  they  should  be  decorated 
in  keeping  with  the  occasion.  At  such  funerals  the 
funeral  director  must  use  system  and  judgment,  as 
in  many  cases  he  not  only  has  the  casket  to  look  after, 
but  an  abundance  of  floral  trilmtes  to  be  artistically 
placed,  and  then  the  mourners  and  pallbearers.  Some- 
times the  people  in  general  to  care  for.  All  this  should 
be  done  with  refined  tact  and  graceful  dispatch,  being 
careful  not  to  show  any  officiousness  or  boisteroustess, 
which  would  be  very  unbecoming  to  a  funeral  di^ec,tor, 
and  not  to  mention  the  unfavorable  impression  it  would 
have  on  all  concerned. 

Processions. 

In  too  many  cases  the  funeral  processions  are  over- 
done, the  sole  object  being  to  advertise.  In  most  of 
such  cases  the  funeral  director  is  to  blame.  T  believe 
all  public  demonstrations  such  as  parading  through 
the  busy  street  with  a  band  in  the  lead  should  be  dis- 
couraged (unless  it  be  under  military  auspices). 

Let  all  demonstrations,  if  such  must  be,  take  place 
at  the  home  or  grave,  but  not  on  the  public  thorough- 
fares. Quiet  and  undemonstrative  processions  add  to 
the  solemn  dignity  of  a  well  conducted  funeral. 

After  the  casket  has  been  deposited  in  the  grave  or 
vault,  the  mourner  and  friend  have  returned  to  their 
home,  the  responsibility  of  the  funeral  director  ceases. 
If  he  has  performed  his  duties  honorably  and  profes- 
sionally the  comments  will  be  in  his  favor,  and  he  will 
always  be  looked  upon  by  the  family  he  ha.s  served  as 
a  friend. 
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Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  trial  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 


RE-Concentrated  DIOXIN 

Is  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured  ;  but  it  is 

Scientific  Strength 

Secured  by  the  Scientific  Application  of 

Scientific  Methods 

without  Crude  Chemicals  and  Contains 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  is 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Order  a  Trial  Shipment  To-day! 


H.  S.  Eckels  &  Co.,  1922  Arch,  Philadelphia,  Pa. 


This  Ad.  is  Worth 
One  Dollar 

We  will  pay  $1  to  any  retailer, 
traveller  or  clerk  who  forwards  to 
us  a  photograph  of  a  window  dis- 
play or  store  interior,  or  a  100 
word  letter  describing  how  some 
merchant  or  clerk  made  a  difficult 
sale,  showing  enterprise  in  "land- 
ing" his  customer. 

The  $1  to  be  paid  as  a  year's  sub- 
scription to  this  paper. 

SEND  A  PHOTO  OR 
WRITE  A  LETTER  TODA  Y 

Address  "The  Editor" 

Canadian  Furniture  World 

and  the  Undertaker 

32  Colbome  St.       -       Toronto,  Ont. 


A  BUSINESS 
EXCHANGE 


JTT  Men  of  brains;  men  of  initiative;  men 
^  of  energy,  selling  ability,  capital,  ex- 
ecutive ability — these  are  the  sort  of  men 
you  can  reach  through  the  "Want  Ad." 
Department  of  The  Canadian  Furni- 
ture World. 

It  is  the  market  place  for  opportunities 
in  the  furniture  and  undertaking  fields, 
it  commands  the  attention  of  the  "cream" 
of  furniture  men.  Your  story  in  a  twenty- 
five  word  ad  will  reach  these  men  at  a 
cost  of  only  one  dollar,  and  you'll  find  it 
a  most  profitable  short-cut  to  results. 
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A  FRENCH  CITY'S  MODERN  MORGUE. 

By  John  Ball  Osborne,  Haore 

Among  the  noteworthy  iniprovemeuts  which  the 
municipality  of  Havre  has  introduced  in  recent  years 
is  the  morgue,  which  was  completed  in  1912.  It  is  a 
model  of  its  kind,  and,  in  fact,  even  Paris  does  not 
possess  a  more  modern  and  up-to-date  establishment, 
while  many  other  French  cities  are  far  behind  Havie 
in  this  respect. 

In  a  port  like  Havre,  where  there  are  more  than 
10  miles  of  water  front  and  where  the  docks,  basins, 
and  harbor  constitute  a  paj't  of  the  city,  deaths  from 
drowning  are  frequent.  The  average  number  of  corpses 
cared  for  in  the  local  morgue  is  8  or  9  per  month. 
The  old  morgue,  a  wooden  structure  built  many  years 
ago,  had  long  been  the  subject  of  criticism,  and.  as  .% 
result,  the  common  council  early  in  1911  made  the  ne- 
cessary apropriations  for  the  present  building.  It  is  a 
handsome  structure  of  cream-colored  brick  and  tiint 
stone,  erected  in  the  center  of  the  maritime  quarter  of 
the  city,  and  covers  an  area  of  2,153  square  feet. 

Contrary  to  the  conditions  which  exist  in  many  Amer- 
ican cities,  where  the  inspection  of  the  dead  is  rendered 
somewhat  difficult  by  formalities,  every  facility  for 
identification  is  offered.  Free  and  uninterrupted  access 
is  accorded  to  the  public  at  all  times  when  the  bodies 
are  exposed,  there  being  two  doors,  one  an  entrance 
and  the  other  an  exit.  The  result  is  that  almost  all 
bodies  are  identified  within  a  few  hours  after  being 
transported  to  the  mortuary. 

The  new  building  has  been  designed  for  the  preser- 
vation of  l)odies  by  freezing.  There  is  a  chamber  for 
the  exhibition  of  bodies  in  which  the  temperature  is 
kept  at  23  degrees  F.,  and  a  temperature  as  low  as 
17.6  degrees  F.  is  sometimes  maintained  in  this  hall. 
In  cases  where  the  exclusive  employment  of  refriger- 
ation is  onerous  arrangements  are  made  to  utilize  the 
process  of  preservation  by  simple  irrigation.  This 
chamber,  which  is  about  16  feet  square,  contains  12 
tables,  thus  permitting  the  exposition  of  12  bodies  at 
once.  There  is  a  small  apartment  ad.joining,  in  which  a 
special  case  can  be  attended  to,  and,  in  the  event  of  its 
being  necessary  to  receive  a  body  before  it  has  been 
preserved  for  autopsy,  the  temperature  can  be  main- 
tained at  5  degrees  F.  If  necessary,  accommodation 
can  be  found  in  the  morgue  for  51  corpses. 

In  order  to  exclude  the  outer  air,  the  walls  are  made 
double,  having  layers  of  felt  and  coi'k  between  them 
from  the  ground  to  the  ceiling.  The  exhibition  hall  is 
separated  from  the  gallery  reserved  for  the  public  by 
a  triple-glazed  partition. 

In  addition  to  the  exhibitions  room  and  the  public 
gallery,  the  building  contains  a  room  for  autopsy, 
which,  if  necessary,  can,  be  utilised  for  giving  imme- 
diate attention  to  injured  persons,  a  room  for  funerals, 
a  room  containing  motors  and  refrigerating  apparatus, 
and  final'y  three  private  rooms  for  the  guardian. 

The  eo.st  of  the  morgue  was  about  $14,000,  of  which 
$9,000  was  for  construction,  and  nearly  $5,000  for  ma- 
chinery. 


CEMENT  BURIAL  VAULTS. 

The  Canadian  Casket  Co.,  Prescott,  Ont.,  have  issued 
a  folder  descriptive  of  their  caskets  and  burial  vaults, 
both  constructed  of  cement.  In  the  vaults  caskets  and 
bodies  may  be  buried  in  Avet  or  dry  ground  with  the 
assurance  that  the  contents  will  be  preserved  forever, 
and  that  the  box.  casket  and  body  are  secure  against 
all  destroying  subterranean  elements,  forces  and  life. 
The  vault  is  waterproof  and  airtight,  thus  resisting  the 


ravages  of  insects,  worms,  vermin,  moisture  and  decay. 
The  cement  caskets,  too,  are  of  concrete,  the  reinforce- 
ments being  iron  piping.  The  advantages  of  their  use 
besides  the  above  mentioned  are  in  removing  bodies 
from  one  burial  place  to  another,  the  construction  of 
these  caskets  allows  of  them  being  handled  with  ease 
and  safety,  a  simple  lifting  device  taking  care  of  the 
work;  the  lessening  of  depth  of  graves,  doing  away 
with  the  possibility  of  falling  in  of  graves. 


ODD  USE  FOR  WOOD  TOOTHPICKS. 

Toothpicks  are  associated  with  restaurants  rather 
than  with  funerals  and  cemeteries,  but,  in  fact,  a  very 
large  number  of  them  are  consumed  in  the  manufac- 
ture of  floral  designs.  Every  flower  and  every  leaf 
Avhich  forms  a  part  of  a  wreath  or  other  design  is  first 
wired  to  a  toothpick,  and  the  wood  embedded  deep 
into  wet  sphagnum  moss  until  the  natural  stem  reaches 
the  moisture,  and  thus  the  flowers  are  supplied  with 


The  handsome  motor  hearse  of  a  British  undertaker.    It  is  a  six- 
cylinder,   50   horse-power  car. 


sufficient  water  to  keep  them  fresh  for  several  days. 
The  toothpicks  are  put  up  in  cases  of  100,000  each 
and  about  6,000  cases  are  consumed  annually  in  the 
floral  business  alone.  Here  also  butchers'  skewers  and 
round  sticks,  eighteen  inches  in  length,  are  used  for 
the  heavier  leaves  and  flowers. 


A  NEGRO  CALLS  ON  DYING  MAN. 

A  negro  porter  in  a  Muskogee  (Okla.)  hotel  was 
shot  by  an  officer  while  trying  to  escape  arrest.  He 
was  taken  to  the  jail  and  laid  on  the  floor  while  a 
negro  doctor  was  summoned.  An  officer  kept  the 
crowd  away  from  the  jail.  Finally  a  pompous  look- 
ing negro  with  gold  glasses  bustled  up  to  the  guard 
and  walked  by  him  with  much  importance.  The  guard 
believed  him  to  be  the  doctor,  and  did  not  question  his 
admittance.  The  pompous  negro  sat  down  in  a  chair 
and  commenced  to  fan  himself. 

"Ain't  you  the  doctor?"  demanded  the  guard, 
sharply. 

"Doctor?  No,  I')ii  the  undertaker.  Ain't  he  dead 
yet?" 


Before  the  house  where  a  colored  man  had  died  a 
small  darkey  was  standing  erect  at  one  side  of  the 
door.  It  was  about  time  for  the  services  to  begin, 
and  the  par.son  appeared  from  within  and  said  to  the 
darkey,  "De  services  am  about  to  begin.  Ain't  you 
gwine  in?" 

"I's  would  if  I's  could,  parson,"  answered  the  little 
negro;  "but,  you  see,  I's  de  crepe." 
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Higher  Prices  on  Caskets  and  Boxes 


A  meetiug  of  the  Canadian  Casket  Manufacturers' 
Association  was  recently  held  in  Toronto^  at  which 
certain  advances  on  the  cheaper  lines  of  caskets  Avere 
considered.  The  manufacturers  feel  they  are  losing 
•money  on  these  lower  grades,  as  there  have  been  prac- 
tically no  advances  made  on  undertaking  goods  in  the 
last  20  years,  while  lots  of  goods  are  really  offered 
at  lower  prices  than  20  years  ago ;  and  this  in  spite  of 
the  fact  that  almost  everything  that  goes  into  the 
manufacture  of  these  goods  in  the  way  of  raw  mater- 
ial has  doubled  in  cost,  and  more  than  doubled  in  a 
number  of  cases.  Labor  also  has  doubled  the  cost  of 
making  these  goods. 

As  a  result  of  this  meeting  the  manufacturers  have 
issued  a  statement  to  the  funeral  directors  of  Canada 
making  clear  their  position,  and  showing  the  new 
prices  on  the  lines  which  have  been  advanced. 

One  of  the  most  prominent  box  makers  in  the  Do- 
minion, whose  factory  is  equipped  with  the  latest  ma- 
chinery, who  owns  his  own  timber  limits,  and  oper- 
ates his  own  mills,  has  a  quotation  of  $4.15  on  6/3 
casket  boxes  in  500  lots,  with  6/0,  5/9  and  5/6  sizes 
very  little  less.  The  manufacturers  say  they  are  los- 
ing money  on  every  box  they  turn  out,  without  at  all 
taking  into  consideration  the  matter  of  freight  rates 
and  competition  Avith  other  makers  in  other  parts  of 
Canada.  For  instance,  on  boxes  shipped  to  Winnipeg 
there  is  a  loss  of  $3.79  on  every  box  turned  out. 

The  makers  say.  too,  there  is  no  money  in  varnished 
caskets  and  coffins  the  way  lumber  has  advanced.  They 
are  paying  just  about  three  times  the  price  for  bass- 
wood  and  pine  to-day,-  and  not  as  good  quality,  as  10 
or  12  years  ago. 

Labor  to-day  is  .just  double  what  it  Avas  ahoiit  six 
years  ago.  in  all  l)ranches  of  business.  Then  you  could 
get  boys  for  about  $2.00  to  $4.00  a  week,  but  now  they 
are  demanding  the  wages  that  men  got  then.  Every- 
thing else  has  gone  up  in  price  the  same  way — eatables, 
wearing  apparel,  etc.,  but  the  casket  business  has  been 
standing  still  at  the  same  old  wholesale  prices.  Handles 
that  are  selling  around  $7.00  per  do::en,  could  not  be 
bought  in  the  States,  where  the  raw  materials  going 
into  these  goods  are  at  their  lowest  price,  for  less  than 
$9.00  or  $9.50  per  dozen.  In  the  States  they  do  not  have 
to  import  any  goods  in  connection  with  their  manu- 
facturing at  all,  while  in  Canada  all  the  materials 
that  go  into  these  cases  are  imported,  and  pay  a  heavy 
duty  besides  on  same. 

Th(!n  chestnut  iuniher  lias  to  l)c  brought  away  from 
West  Virginia.  Tennessee,  and  some  from  Pennsylvania, 
This  is  mostly  the  class  of  lumber  that  is  used  in  cloth- 
covered  caskets,  and  the  freight  rates  are  very  high. 
The  U.  S.  casket  manufacturers  do  not  have  this  exces- 
sive freight  to  contend  with,  being  closer  to  the  mills. 

The  large  percentage  of  Canadian  sales  is  made  up 
of  No.  409  and  No.  411  caskets,  and  on  these  the 
makers  are  losing  money.  It  is  because  of  this  that 
prices  have  been  raised.  The  new  list  shows  increases 
on  Nos.  409,  410,  411.  418  and  52  caskets,  and  also 
boxes,  which  are  all  still  below  the  cost  of  production. 

Higher  prices  also  rule  on  some  varnished  caskets, 
coffins  and  boxes,  Nos.  306,  307,  308,  18,  84,  85,  82,  83. 

The  new  prices  which  the  National  Casket  Co., 


Toronto,  have  issued  for  Ontario  and  Quebec  took  effect 
on  February  10,  atid  are  as  follows : — 


Xo.  411.  Black  cloth  casket,  octagon  end   $  8.75 

No.  409.  Black  cloth  casket,  octagon  end   9.00 

No.  418.  Black  cloth  casket,  octagon  end   11.00 

jVo.  410.  Black  cloth  casket,  octagon  end   12.50 

No.  52.  Black  cloth  casket,  draped  end   18.75 

No.  18.  Polished  rosewood  casket   11.90 

No.  82.  Imitation  qnarter  oak  casket,  elliptic  end   14.90 

No.  83.  Imitation  mahogany  casket,  elliptic  end   14.90 

No.  84.  Imitation  quarter  oak  casket,  octagon  end   13.90 

No.  85.  Imitation  mahogany  casket,  octagon  end   13.90 

No.  306.  Imitation  rosewood  casket,  octagon  end   10.90 

No.  307.  Imitation  mahogany  casket,  octagon  end   10.90 

No.  308.  Imitation  quarter  oak  casket,  octagon  end   10.90 


On  boxes  there  is  a  difference  in  the  prices  in  On- 
tario and  Quebec  due  to  the  lower  costs  of  lumber  in 
Quebec  as  compared  Avith  Ontario.  The  new  list  fol- 
loAvs : — 

Ontario.  Quebec. 


(Jutside  pine  or  spruce  boxes,  in  adult  sizes....  $  3.85  $  3.50 

Extra  size  pine  or  spruce  boxes   4.75  4.75 

Doulile  extra  pine  or  spruce  boxes   5.75  5.75 

(  hildren's  size  boxes,  2  ft.  by  2  ft.  6  in   1.70  1.70 

riiildren's  size  boxes,  2  ft.  9  in.  to  3  ft.  3  in   2.10  2.10 

Children's  size  boxes,  3  ft.  6  in.  to  4  ft   2.65  2.65 

Chilfiren's  size  boxes,  4  ft.  6  in.  to  5  ft   3.10  3.10 

No.  91.    Solid  oak  boxes,  adult  sizes   16.75  16.75 

No.  93.    Panelled  oak  boxes,  adult  sizes   19.75  19.75 

No.  91.    Children's  solid  oak  boxes,  $1.00  extra 
added  to  previous  price. 

No.  94.    Imitation  oak  boxes,  adult  sizes   12.75  12.75 

No.  95.    Imitation  mahogany  boxes,  adult  sizes  12.75  12.75 
iNo.  94.    Children's   sizes,    imitation  quartered 
oak    boxes,    .$1.00    extra    added  to 
previous  price. 
No.  95.    Children's  imitation    mahogany  boxes, 
.$1.00  extra  added  to  previous  price. 
Special  18-ineh  panelled  top  pine  or  spruce  boxes, 

glued   4.85  4.85 

$1.00  extra  is  charged  for  ordinary  hinged  head- 


plates,  and  for  reversible  hinged  headplates  $1.75  ex- 
tra on  all  caskets  beloAv  the  price  of  $25.00,  and  when 
taking  this  extra  charge  into  consideration  the  base 
price  must  be  taken  Avhen  arranging  for  hinged  plates 
on  all  caskets  beloAv  $25.00.  The  new  terms  are  2  per 
cent,  off  cash  thirty  days,  or  net  sixty  days. 


NO  CASKET  MERGER  AS  YET. 

The  story  published  in  the  Toronto  daily  press  some 
few  days  ago  that  the  casket  manufacturers  of  Can- 
ada had  completed  a  merger  of  all  their  interests  into 
one  huge  concern  with  a  capitalization  of  $1,500,000, 
was  given  a  denial  by  A.  J.  H.  Ecka,rdt,  of  the  National 
Casket  Co.,  Toronto,  to  a  representative  of  The  Furn- 
iture World  and  The  Undertaker.  Mr.  Eckardt  Avas 
ci-edited  in  the  story  pul)lished  Avith  directing  the  ne- 
gotiations among  the  various  units  of  the  proposed 
merger.  He  states  that  for  the  past  ten  years  a  num- 
ber of  efforts  to  link  up  the  different  casket  manu- 
facturing concerns  of  Canada  had  been  mooted,  but 
TU)thing  had  come  of  the  proposals.  That  a  merging 
(>r  interests  would  be  beneficial  there  could  hardly  be 
any  doubt,  because  while  the  raAV  materials  and  the 
cost  of  manufacturing  had  gone  up  there  had  been  no 
corresi)onding  increase  in  the  price  of  caskets.  Mr. 
Eckardt  instanced  caskets  Nos.  409,  410,  411,  418  and 
similar  grades  which  were  actually  being  sold  at  cost, 
and  outside  boxes  below  cost.  There  was  a  person 
X  who,  during  the  past  six  months,  had  been  trying  to 
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bring  about  a  merging  of  intorests,  but  bis  efforts  so 
far  had  not  been  crowned  with  success. 

The  Globe  Casket  Co.,  London,  another  of  the  con- 
cerns mentioned  as  entering  the  suggested  merger, 
Avired  Toronto  stating  that  there  was  no  certainty  that 
the  present  negotiations  would  result  in  a  merger. 

Seven  companies  were  mentioned  as  ])eing  concerned 
in  the  merger:  National  Casket  Co.,  Toronto;  Globe 
Casket  Co.,  London ;  Semmens  &  Evel,  Hamilton ; 
Christie  Bros.,  Amherst,  N.S. ;  Girard  &  Godin,  Three 
Rivers.  Que. ;  ElHott  &  Son,  Prescott,  Out.,  and  Winni- 
peg Casket  Co.,  Winnipeg.  The  object  of  the  merger 
Avas  stated  to  be  the  cutting  Vlown  of  overliead  ciiarges 
and  the  elimination  of  needless  comi)etition. 


THE  LATE  D.  A.  SHARPE. 

One  of  Alberta's  best  known  undertakers  ])assed 
away  a  few  weeks  ago  in  the  person  of  D.  A.  Sharpe, 
of  W^etaskiwin. 

Deceased  was  a  victim  to  his  profession,  he  having 
been  in  poor  health  for  the  last  two  or  three  years  as 
a  result  of  a  severe  attack  of  blood  poisoning  incurred 
when  perfonning  his  duties  as  a  funeral  director.  Ow- 
ing to  the  bad  condition  of  his  health  he  gave  up 
business  some  months  ago.  but  the  end  came  rather 
suddenly  and  was  unexpected. 

The  late  Mr.  Sharpe  was  one  of  the  seven  funeral 
directors  Avho  met  in  Strathcona  (now  a  part  of  Ed- 
monton) and  formed  the  Alberta  Funeral  Directors' 
Association.  He  Avas  present  at  all  subsequent  meet- 
ings of  the  association  except  that  held  in  Calgary  last 
fall,  when  his  health  did  not  allow  him  to  attend. 

The  funeral  took  place  on  January  26,  and  Avas  one 
of  the  largest  ever  held  in  WetaskiAvin.  Mr.  Geo. 
BoAvke,  Honorary  President  of  the  Alberta  Associa- 
tion, and  an  old  friend  of  the  deceased,  had  charge  of 
the  funeral.  The  association  sent  from  Edmonton  a 
large  Avreath  to  be  ])laced  upon  the  casket. 

Mrs.  Sharpe  and  family  have  the  sympathy  of  the 
officers  and  members  of  the  Alberta  Funeral  Directors' 
Association,  as  well  as  all  who  knew  the  deceased  in 
or  about  the  town  of  WetaskiAvin. 


Gossip  of  the  Profession 


Mr.  Wm.  Scott,  late  of  the  Dominion  Undertaking 
Parlors.  Vancouver,  B.C.,  and  formerly  of  Fernie,  B.C., 
is  about  to  open  a  new  and  up-to-date  undertaking 
establishment  in  Vancouver. 

Colin  E.  Burgess,  Toronto,  called  on  George  S. 
Thompson,  manager  of  the  Semmens  &  Evel  Casket 
Co.,  Winnipeg  branch,  on  his  way  west  to  Calgary, 
Edmonton  and  Vancouver  and  other  western  cities, 
looking  for  a  good  location  for  an  undertaking  estab- 
lishment. Mr.  Burgess  represented  the  Semmens  & 
Evel  Casket  Co.  for  seven  years  in  Eastern  Ontario, 
and  in  the  Province  of  Quebec. 

A.  H.  Horn,  of  Horn  &  Taylor,  Kenora,  Ont.,  is  spend- 
ing a  short  vacation  in  Pacific  Coast  points. 

R.  K.  McCammon  has  purchased  the  undertaking 
business  of  C.  F.  EdAvards  at  Phoenix.  B.C. 

A  delegation  of  city  undertakers  Avaited  upon  the 
Winnipeg  Board  of  Control  to  protest  against  the  ncAV 
schedule  of  rates  for  Brookside  cemetery,  Avhich  in- 


creases the  price  of  an  adult  grave  from  $10  to  $17 
and  an  infant's  from  $7  to  $11.    A.  B.  Gardiner  and 

A.  S.  Baidal  were  the  spokesmen  for  the  delegation. 
Wm.  ChellcAV,  an   undertaker  at  Blythe,  Out.,  for 

many  years,  Avas  found  in  a  dying  condition  at  his 
home  in  London,  Out.,  by  his  Avife  a  few  days  ago.  lie 
(lied  before  she  could  Call  help.  He  Avas  56  years  old 
and  a  native  of  St.  Catharines,  Ont. 

Evel  Casket  Company,  Limited,  has  been  incorporated 
with  a  capital  of  $100,000  to  acquire  and  develop  timber 
limits,  operate  saw  and  planing  mills,  wood-working  fac- 
tories, etc.,  to  manufacture  and  deal  in  caskets,  coffins, 
undertaker's  supplies,  etc.,  with  office  at  Hamilton.  The 
provisional  directors  are  J.  J.  Evel,  W.  G.  Evel  and  H. 

B.  Evel,  manufacturers,  all  of  Hamilton. 

Charles  Ellison  left  Bothwell  a  few  days  ago  to  take 
possession  of  the  undertaking  business  lately  owned  by 
Mr.  McPhail. 

Ralph  Ferguson,  undertaker,  London,  Ont. ,  committed 
suicide  by  shooting  himself  a  few  days  ago. 


HOW  TO  KEEP  SURE  TRACK  OF  THE 
BANK  BALANCE 

A  business  that  keeps  deposits  in  more  than  one 
bank,  saves  time  by  using  a  summary  form  Avhich  shoAvs 
at  the  close  of  any  day's  business  the  amount  of  funds 
on  hi,  ^d  in  each  of  the  banks. 

The  accompanying-  form  is  one  that  has  been  found 
useful.  This  report  merely  lists  the  deposits  for  the 
day,  the  checks  draAvn  (these  are  listecl  as  disburse- 
ments), and  the  consequent  balance.    It  is  customary 


BANK  Q 

ALANCE3 

• 

1 

ncccirrs  and  oisvumcMcnrtt                B  •alamcc* 

COHTinCHTAL  NATIONAL  SANK 

CENTRAL  TRUST  CO. 

ccNTRAi.  rnuBT  CO, 

TOT*  I. 

OlSKunSCMCNTS. 

CONTINEfTTAL  NATIONAL  BANK 

CCNTRAL  TRUST  CO, 

TOTAL 

TOT  At 

Report  form  listing  deposits,  checks  iind  balance. 


to  make  out  this  statement  after  the  daily  deposit  has 
been  sent  to  the  bank.  Hence  this  report  gives  author- 
itative figures  for  the  day,  which  is  made  the  basis 
for  drafts  against  the  various  institutions  in  Avhich  the 
funds  are  kept.  This  simple  daily  record  of  the  total 
bank  balance  is  found  to  be  adequate  to  eliminate  any 
possible  confusion  Avhore  more  than  one  bank  is  used. 
— System. 


With  a  face  that  vainly  endeavored  to  apjiear  mourn- 
ful, and  eyes  that  vainly  strove  to  produce  a  respect- 
ful floAV  of  tears,  Patrick  IMurphy  O'Dolan  strolled 
into  a  dry  goods  store. 

"I  want  yer  to  tell  me,"  he  min-mured,  "phAvat  the 
custom  is  for  th'  Avearin'  iv  mournin'?" 

"Well,"  mused  the  assistant,  "of  course,  it  varies. 
If  it's  a  less  near  relative,  a  band  of  black  on  the 
sleeve  or  hat;  or,  if  its  for  a  friend,  just  a  black  tie." 

For  some  moments  Patrick  Murphy  O'Dolan  consid- 
ered. 

"Well,"  he  Avhispered  at  length,  "give  me  a  shoe 
lace.   It's  me  Avife's  mither!" 
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Underiakei 


If 


ONTARIO. 

Aurora — 

Dunham,  Charles. 

Barxie — 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  E.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboeonk— 

Greenley,  A. 

Copper  Cliff — 

Boyd,  W.  C. 

Dungannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwlck — 

Casby,  Alfred  II. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haileybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton- 
Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — ■ 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — • 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

Hendren,  Geo.  G. 

Little  Current — 

Sims,  J.  G. 

Markdale — 
Oliver,  M. 


Newmarket — ■  * 

Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

Oakwood  —  ( Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 

'    W.    Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking-  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 
I'aquet,  Jos. 

Cowansville — 

Jud.son,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  0.  W. 

Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Fraser,  D.  &  Co. 

xialifax — 

Snow  &  Co.,  90  Argyle  St. 

Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — • 

Bardal,  A.  S.,  843  SherbrookH 
Thompson,  J.  Co.,  501  M.iiii 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred.  A. 


Kamsack — 

Russell,  G.  E.  I. 

Lanigan— 

Robertson,  Win. 

Rush  Lake — 

Friesen,  John  M. 

Prinee  Albert- 
Howard,  A.  C. 

Eegina — 

Speers,  George. 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 


Calgary — 

Graham  &  Buscomb,  61] 
Centre  St. 

Castor- 
Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 

Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


PARTNER  WANTED— Undertaker  in  British  Columbia  City  is 
willing  to  take  in  partner.  State  amount  available  to  invest.  Box 
107,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto.  12-10-tf. 


FOR  SALE — Undertaking  business,  in  western  coal  mining 
town,  population  2,500.  Have  stock  worth  $1,000.  Good  reasons 
for  selling.  Box  108,  Canadian  Furniture  World,  32  Colborne  St., 
Toronto.  12-10-tf. 

WANTED — Salesman  calling  on  the  Hardware,  Furniture  or 
Specialty  Retail  Trade  to  repiesent  us  on  commission  basis.  Give 
full  information,  age,  territory  covered  and  trade  sold.  Werlich 
Bros.  &  Co.,  Preston,  Ont.  13-2-3 

LINES  WANTED  — Traveller  calling  on  Furniture  trade  in 
Toronto  and  leading  towns  in  Ontario,  also  Montreal  and  Quebec 
City,  is  open  for  good  line  for  all  or  part  of  above  territory  for  1913. 
Address  Box  111,  Canadian  Furniture  World  and  The  Undertaker, 
82  Colborne  Street,  Toronto.  12-12-1 

WANTED— Experienced  Partner  with  $8,000  to  take  interest 
in  first-class  Furniture  Business  doing  from  five  to  six  thousand 
a  month.  This  is  located  in  one  of  the  best  cities  in  British 
Columbia.  Unless  you  have  the  capital  and  experience  and  mean 
business  do  not  answer  this.  Apply  Box  110,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  Street,  Toronto.  12-12-2 


Canadian  School  of  Embalming 

Instruction  in    Practical   Embalming  and  P"uneral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ABTS  AND  CRAFTS  FURNITURE 
txeo.      McLai;;iu      !■  urniture  Co., 

Stiatlord. 
John  O.  iMundell  &  Co.,  Elora. 

BABY  CARRIAGES. 
Gundron   Mfg.   Co.,  Toronto. 
Lloyd  &  Sous,  Trenton. 
BANK   AND    STORE  FIXTURES. 
Globe  Furniture  Co..  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  ilundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 

BUFFETS. 

Kensington    I'urniture   Co.,  Goder- 
ich. 

Kueclitel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
[deal  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton, 
Knechtel    Furniture    Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture    Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring   Bed  Co., 

Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  BOOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co.' 

Hamilton. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 
Kensington    Furniture   Co.,  Goder- 
ich. 

Knechtel    Furniture    Co.,  Hanover. 

Dymond-Colonial   Co.'s,  Strathroy 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

Malcolm  &   Souter,  Hamilton. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co.. 
Stratford. 

CARPETS  AND  RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 
CAMP  FURNITURE. 

Stratford   Mfg.   Co.,  Stratford. 

Ideal  Bedding  Co.,  Toronto. 
CELLARETTES. 

Dymond-Colonial  Co.'s  Strathroy. 
CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Dymond-Colonial  Co.'s,  Strathroy. 

Knechtel  Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krng  Furniture  Co.,  Berlin. 

Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 

Gold    Medal    Furniture    Oo..  To- 
ronto. 

Imperial  Furniture   Co.,  Toronto. 
Gendron    Manufacturing   Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIB  BEDS. 
Kindel  Bed  Co..  Toronto. 

CHEVALS. 
Dymond-Colonial  Co.'s,  Strathroy. 

OHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. Que. 

CHINA  CABINETS. 
Peppier  Bros.,  Hanover. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Stratford  Ch»ir  Co.,  Stratford. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Featlior  &  Down  Co.,  To- 
ronto. 

COUCHES. 

\Dymond-CoIonial  Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  IngersoU. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  C  o.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto   Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial    Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.,  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  C  o.,  Berlin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville    Furniture    Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagan      Furniture  Co.. 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Peppier   Bros  ,  Hanover. 

Stratford   Chair   Co.,  Stratford. 
DINNER  WAGONS. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Toronto  Furniture  Co.,  Toronto. 

Dymond-Colonial   Co.'s,  Strathroy. 

Peppier   Bros.,  Hanover. 

DRESSERS. 

Dymond-Colonial   Co.'s,  Strathroy. 

Knechtel    Furniture    Co.,  Hanover. 

Orillia   Furniture   Co.,  Orillia. 

Stratford   Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

EXPRESS  WAGONS. 

Elmira     Interior     Woodvifork  Co., 
Elmira. 

Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

EXTENSION  TABLES. 

Peppier   Bros.,  Hanover. 
Berlin  Table  Mfg.  Co..  Berlin. 

FILING  DEVICES. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co..  Stratford. 

FURNITURE  POLISH. 
Domestic  Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iColonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddincr  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 

IRONING    BOARDS  AND 
DRYERS. 
Btratfnrd   Jffg.   Co..  Stratford. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Oolonial  Co.'s,  Strathroy. 
Geo.     McLagan     Furniture  Co., 


Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 


KITCHEN  TABLES. 

Knechtel    Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN    SEATS    AND  SWINGS. 
St  rat  lord    Mig.    Co..  Stratford. 
LIBRARY  TABLES. 

I't'ppk'i-  Hro.'i.,  Hanover. 

l-).\  muud-Colonial   Co.'s,  Stratliroy. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Malcolm   &   Souter,  Hamilton. 
LUXURY  CHAIRS. 

Lippirt    Fuiniture    Co.,  Berlin. 
MATTRESSES. 

Knechtel   Furniture    Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furnitura  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co.,  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  IngersoU. 
Baetz  Bros.,  Berlin. 
John  C.   Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Imperial  Rpttan  Co.,  Stratford. 
Knechtel    Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Malcolm   &  Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 

PARK  SEATS. 
Stratford   Mis.   Co.,  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis    Furniture   Co..  IngersoU.' 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 
Peppier   Bros.,  Hanover. 

PEDESTALS. 
Peppier  Bros.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co.,  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian    Rattan    Chair    Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel  Furniture   Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,  Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Gait  Stove  *  Furnace  Co.,  Gait. 

SIDEBOARDS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

TABLES. 
Elora  Furniture  Co.,  Elors. 
Knechtel  Furniture  Co.,  HanoTcr. 


John  .C.  Mundell  &  Co.,  Elora. 

Orillia    Furniture    Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora. 

Kensington    I'urniture   Co.,  Goder- 
ieh. 

TABLE  DISPLAY  BACKS. 

Eureka  Mfg.   Co.,    Warren.  Ohio. 

TELEPHONE  STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 

TRUNKS. 
W.   I.   Kemp  Co.,  Stratford,  Out. 

UPHOLSTERERS'  SUPPLIES 
Ellis    Furniture    Co.,  IngersoU. 
(iold     Medal     Furniture     Co.,  To- 
ronto. 

TYPEWRITER  DESKS. 

Eliiiir;i     Inti'rior     Woodwork  Co., 
Elmira.. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  IngersoU. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  'Toronto. 
John   C.  Mundell  &  Co.,  Elora. 
Kiirclitcl    Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal     Furniture     Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mf".  Co.,  Berlin. 

VERANDAH  FURNITURE. 
Imperial   Rattan   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford    Mfg.   Co..  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  "roronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving   Co.,  Uxbridge. 
CLAMPS. 
Batavia  Clamp    Co.,   Batavia,  N.Y. 

CURLED  HAIR 
GrifHn  Curled  Hair,  Toronto 

i  URNITURE  SHOES. 
Onward   Mfg.   Co.,  Berlin. 

GLUE  JOINTING  MACHINES. 
Canadian    Lindernian    Co.,  Wood 

HARDWOOD  LUMBER. 

Wilcox    &    Knapp,  Conneautvilk 
Pa. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co..  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leallier  Co.,  Hacketts 
town,    N.  J. 

STERILIZED  HAIR. 
Griffin   Curled   Hair  Co.,  Toronto. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  IngersoU. 

BURIAL  ROBES. 
James  S.  Elliott  &  Son,  Prescott. 
Evel    Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
T.    P.    O'Keefe,  Prescott. 

CEMENT  CASKETS. 
T.    P.    O'Keefe,  Prescott. 

CASKETS  AND  COFFINS. 
James  S.  Elliott  &  Sons,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.   Thompson  Co..  Toronto. 

CHURCH  TRUCKS. 
Bomgardner    Jffg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 
Egyptian     Chemical     Co.,  Bolton, 

H.    S.    EckleKS    Co.,  Philadelphia, 
Pn. 

HEARSES. 

MitcheU  S-  Co..  IngersoU. 

LOWERING  DEVICES. 
Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS  OF  EMBALMING. 

Canadian    School    of  Embalminf, 

Toronto   

UNDERTAKER'S  OHAIRS. 
Stratford   Mfg.   Co.,  Stratford. 
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Adams  &  Raymond 
Veneer  Co. 


IN  DIAN  APOLIS, 


N  DIANA 


i^ANUFACTURERS 

OF 

PLAIN  5  FIGURED 

VENEERS 

C/RCASS/A/y)  WAI  NUT 
AMERICAN  ^^i-i^^' 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specieJty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,  Pianos,  etc. 
We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH  ONTARIO 


IF  YOU  WANT  TO 
BUY  OR  SELL 

A  Furniture  or  Undertaking  Business, 
try  our  Classified  Pages.  The  Can- 
adian Furniture  World  and  the  Under- 
taker is  read  by  practically  every  fur- 
niture merchant  and  Undertaker  in 
Canada  Every  month. 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  ) 
1 4  inches  diameter 
turned  ;  Wheels  Bored 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides,  Stakes  and  Platform, 
hardwood.  Weight,  1 50  lbs. 

Write  Us  for 
Prices 


W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


27  inches;  Height  of  Truck  — 14!  inches;  Centre  Wheel— 
Front  Wheel-  62  inches  diameter;     Ig  inch  Steel  Axle, 


Trucks  furnished 

complete 
or  with  castings 
of  steel  parts. 


Every  Furniture 
Manufacturer 

installs  new  equipment  in  his  plant  from 
time  to  time — the  old  must  go! 

There  IS  a  way  to  dispose  of  it — econ- 
omically and  effectively. 

Let's  tell  you! 

Canadian  Furniture  World  Toronto^'' 
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Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Thr^^ 
times  the  quantity  sold  over  last  seaso" 
shipments.  \ 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
eaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 


Hamilton,  Ontario 


Limited 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


It  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  maizes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 


Colt's  Quick  Acting  Clamps 


A*k  for  Catalouge  No.  ISO 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Imperial 
Upholstered 


Keep  abreast  of 
the  times  and 
furnish  your  cus- 
tomers with  what 
is  newest  and  most 
desirable  in  up-to- 
the-minute  furni- 
ture. 

A  Popular  and 
Profitable  Line 


Reed 
Furniture 


That  is  wliy  you 
should  not  hesi- 
tate to  put  a  stock 
of  Upholstered 
Keed  Furniture  on 
your  floor  and 
make  sure  that  it 
is  one  of  the 
Imperial  Line. 

Shipped  in  mixed 
Carloads 


Imperial  Rattan  Company,  Ltd. 


STRATFORD 
ONTARIO 


STRATFORD 
CHAIRS 

HAVE  A  REPUTATION 


We  know  how  to  make  good  chairs 
and  that  is  the  only  kind  we  do 
make.  A  limitless  assortment  of 
chairs  for  all  purposes  and  all 
capable  of  carrying  a  good  margin 
of  profit. 

Write  for  particulars  and  prices 
We  shipi7i  MIXED  CAR  LOTS 


Stratford  Chair  Co.,  Limited 


STRATFORD 


ONTARIO 
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One  of  the  Commercial  Press,  Limited,  Group  of  Trade  and  Class  Publications 


No.  69  Group 

There  will  always  be  a  demand  for  medium-priced  Mission  Goods. 

"OURS  are  RIGHT"  in  design,  proportion,  finish  and  value. 

Every  "Fumed  Oak"  piece  we  turn  out  has  been  made  in  a  special  Fuming 

Cabinet,  thereby  having  the  tone  it  is  impossible  to  produce  in  any  other  way 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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New  Designs  for  1913 

JOHN  C.  MUNDELL  &  CO.  enter  upon  the  New  Year's  business  with  the  cam- 
paign planned  and  the  new -designs  ready.  All  that  skill  and  experience  could  contri- 
bute was  drawn  upon  in  the  selection  of  the  new  designs,  while  special  prominence 
was  given  to  their  selling  qualities,  and  their  future  popularity  with  the  buying  public. 

These  are  brisk,  snappy  hnes,  without  doubt.  They  impress  you  with  their  direct 
value"  as  saleable  goods-  they  are  at  once  substantial,  attractive,  and  dependable,  and 
for  the  dealer,  a  profit-bringing  investment.  We  are,  ourselves,  particularly  pleased 
with  these  new  designs. 

Among  them  are  New  Rockers  and  Chairs,  Easy  Chairs,  in  Mission  style,  K.  D.  and 
Platform  Rockers,  Tables,  Suite  in  Imitation  Spanish  Leather,  new  design,  Mission 
Stools,  &c.  &c. 

Drop  a  Card  for  Blue  Prints  and  Prices. 


John  C.  Mundell  &  Co.,  Elora,  Ontario 


Have  you  our  1913  Hanger? 

nnO  meet  the  stiff  advances  in  prices  of  materials 
used  in  the  construction  of  all  lines  of  metal 
beds,  we  have  lessened  the  cost  of  production  by 
improvements  m  our  factory  and  by  producing  new^ 
lines  that  are  artistic  in  design  and  as  usual  will  be 
finished  beyond  reproach.  Let  us  prove  to  you  that 
we  have  met  the  contingency  for  our  mutual  benefit. 
See  our  1913  Hanger  illustrating  Fourteen  Beds  of 
exceptional  value,  designed  by  men  alive  to  every 
detail  of  the  Bedstead  Trade  of  the  Moment. 


Canada  Beds.  Limited.  Chesley,  Ont. 


March,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  3 

The  Malcolm  &  Souter  Line  Still  to  the  Front 


Some  new  designs  in  period  furniture  which  we 
expect  to  have  on  the  market  at  an  early  date 


Our  new  1913  catalogue  is  now  in  the  printers' 
hands  and  will  be  ready  for  distribution  in  a  few  weeks 

Malcolm  &  Souter  Furniture  Co.,  Hamilton,  Ont, 

Limited 
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Baetz  Brothers  &  Company 

Berlin,  Ontario 


No.  254  CHESTERFIELD 


"SPECIALIZING  IN  CHAIRS" 


One  of  Our  New  Designs 


IN 


Hall  Seats  and 
Mirrors 

WE  MAKE  A  COMPLETE 
LINE  OF  HALL  FURNITURE 

No.  1 93  Hall  Seat  and  Mirror.    Quarter  Cut  Oak. 
Seat  41  in.  high,  40  in.  wide,  I  7  in.  deep.     Mirror  12  in.  x  28  in.  B.B.P. 

Write  for  Catalogue  arid  Price  List 

The  Lippert  Furniture  Co  y 

LIMITED 

BERLIN        -  ONTARIO 
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Doing  Business  with  Us  is  Like 

MAKING  LOVE  TO  A  WIDOW 


(You  Can't  Overdo  It) 


Qet  acquainted  with  the  Monimal^er  line  of 
Drawing  Room,   Den  and  Library  Pieces. 

THE  LINE  THAT  SELLS 


Made  in  Quartered  Oak,  Solid  Mahogany  and 
Circassian  Walnut 


Waterloo  Furniture 

Company,  Limited 
WATERLOO        :  ONTARIO 

Permanent  Showrooms  Always  Open 
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THE  EUREKA  ELECTRIC  CLEANER 

is  the  best  moderate  priced  Vacuum  Cleaner  on  the  market.  An  easy  and  profitable  proposition 
for  every  retailer.    Easy  to  operate,  simple  to  adjust,  gives  unlimited  service  and  satisfaction. 

Retail  Price  only  $45.00 

Letters  of  appreciation  from  enthusiastic  dealers  attest  the  exceptional  saleability  of  the 
Eureka  Suction  Cleaner.  One  dealer  sold  thirteen  in  two  weeks  with  little  effort  and  a 
good  margin  of  profit.    A  sealed  guarantee  with  every  "  Eureka"  protects  you. 

Full  particulars  for  the  asking.  Write 


Wemtern  Agents  : 
Moncrieff  &  Endress,  Limited 
Scott  Block,  Winnipeg 


Onward  Mfg.  Co.,  Berlin 

Retail  Store  :  423  Yonge  St.,  Toronto 


Eastern  Sales  Agents: 
Sales  Company  of  Canada,  Limited 
641  West  St.  Catherine  St., 
Montreal 


Onward  Sliding  Furniture  Shoes 

Furniture  dealers  everywhere  recognize  and  appreciate  the  advantages  of  displaying  their  furniture  and  metal 
beds  with  Onward  Sliding  Furniture  Shoes.  They  give  "tone  "  to  each  piece  of  furniture  so  equipped  and 
appeal  to  shrewd  buyers  on  account  of  their  carpet  saving  propensities. 

The  Stratford  Bed  Co.  have  seen  these  great  advantages  and  are  equipping  their  high  grade 
brass  beds  with  glass  base  Onward  SHding  Furniture  Shoes. 

Descriptive  circular  and  discounts  upon  request 

Onward  Manufacturing  Co.,  Berlin,  Ontario 


THE  NEWEST  THING  IN  TABLE  SLIDES 


INTERESTED  HUNDREDS  AT  THE  BERLIN  EXHIBITION 


Our  Positive  Ex- 
tension Controller 
enables  a  person 
to  open  both 
sides  of  a  table 
by  pulling  gently 
on  one  side,  is 
positively  the  best 
selling  feature  on 
any  table  being 
offered  to  the 
retail  furniture 
trade. 

We  also  make 
the  Perfection 
Table  Slide. 


No.  202   Top  48  X  48 


Just  ai  it  made  a 
hit  with  all  who 
saw  it  at  the  Ber- 
lin Exhibition,  it 
will  win  instant 
favor  with  your 
customers. 

We  specialize  in 
quarter-cut  oak 
extension  tables. 

Write  for  infor- 
mation about  our 
new  controller 
slide. 


The  Berlin  Table  Manufacturing  Co.,  Berlin 
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One  of  our  New  Period  Bedroom  Suites 


■^HIS  is  our  new  No.  330  Suite,  being  made  in  both 
Quartered  Oak,  (finished  a  beautiful  Fumed), 
and  in  Mah  ogany.  ^  It  is  our  aim  to  make  our  Bed- 
room Suites  complete  in  every  particular,  so  that 
you  can  supply  the  wants  of  your  most  fastidious 
customers.     Write  us  for  Prices  and  Blue  Prints. 

The  Kensington  Furniture  Company 

Makers  of  High-grade  Furniture 

Goderich  -  Ontario 
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You  Owe  it 
to  Yourself 

To  consider  the  new  and  up- 
to  date  Stratford  Brass  Bed 
lines.  Entirely  original  designs, 
perfect  finishes  and  backed  with 
years  of  experience  in  brass  bed 
manufacture,  m  Canada  and  the 
United  States. 

We  manufacture  our  products 
so  reliably  that  the  dealer  may 
absolutely  depend  upon  their 
worth. 

They  are  correct  in  style— -of 
selected  materials — and  skillfully 
constructed,  yet  not  expensive. 

They  are  beds  of  a  character, 
at  a  price  that  you  may  sell  your 
customers  with  a  certainty  of 
perpetuating  their  goodwill. 

Place  your  Spring  order  with  us  now  and  convince  yourself  of  the  fairness  of  our  claims. 

STRATFORD  BED  COMPANY    -   Stratford,  Canada 


Combination  Typewriter  Desks 


This  table  can  be  folded  down.  Can 
also  be  made  with  Filing  Drawer  in 
place  of  two  storage  drawers.  Runs 
on  Castors.  A  good  thing  for  limited 
quarters 

Our  regular  Flat  Top  Desks  are  among 
the  best.  Send  for  descriptive  Price 
List  and  request  for  catalogue. 


The  Elmira  Interior  Woodwork  Company 

ELMIRA  :  ONTARIO 
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Verandah  and  Lawn  Furniture 


No.  101.  "D" 


No.  5.    Suspended  Verandah  Seat 


No.  15.    Camp  Chair 


Garden  Seat 


Stratford  Outdoor  Furniture  !;„,1»  ^,,1* 

it  is  built  to  last.  Only  thoroughly  tested  mjiterial  is  used  in  construction.  Secure 
the  good  will  of  your  customers  by  catering  for  their  demands.  Get  your  spring 
stock  on  the  floors  early  for  their  inspection. 


Lawn  Swing 


Make  yourself  familiar  aitfi  tfie  several  new 
lines  we  are  introducing.  Write  for  our  new 
illustrated  catalogue  now. 


The  Stratford  Manufacturing  Company,  Ltd 

STRATFORD      -  ONT. 
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FOR  COUNTER  OR  STORE  FITTINGS 


there  is  no  other  make  of 
chairs  that  will  withstand  the 
hard  usage  which  they  are 
bound  to  get,  for  that  pur- 
pose, as  the  J.  &  J.  Kohn 
chairs. 

In  our  line  there  are  no 
glue  joints  or  any  other  part 
to  give  way,  the  front  leg 
having  our  famous  patented 
Iron  Tenon  construction. 

Jacob  &  Josef  Kohn 

VIENNA,  AUSTRIA 
Canadian  Branch 

215-219  Victoria  St.,  Toronto 


The  Quality  is  in  Before  the  Tick 

Goes  On 


The  famous  Lee- 
B  urrell  mattress 
here  illustrated  is  made 
up  m  layers  of  the 
purest  cotton  felt,  is 
hygienic  and  reposeful 
and  of  great  lasting 
quality. 


While  only  the  very 
best  material  is  used, 
the  Economic  organ- 
ization of  our  factory 
and  sales  force  permits 
us  to  sell  at  a  very 
reasonable  price. 


Ask  us  also  about  REX,  REGENT  and  IN V ICTUS  mattresses. 

The  Standard  Bedding  Company 

Sole  Manufacturers  and  Distributors  of  Lee-Burrell,  Rex,  Regent,  and  Invictus  Mattresses 

27-29  Da  vies  Ave.  Toronto,  Canada 
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The  Gold  Medal  Line 

We  are  now  showing  a  very  full  line  of 

Parlor  Suites,  Couches 

Mission  and  Fancy  Chairs 

Gold  Medal  One  Motion  Davenports 

Hercules  "  Bed  Springs 

''Imperial"  Steel  Sliding  Couches 
Mattresses,  Etc. 


Try  a  sample  of  our  new  "Never  Stretch" 
Mattress.  Made  mostly  in  the  white  cotton 
and  felt  grades.  Roll  stitched  edges  $1.50 
extra  over  the  ordinary  kind. 


Wholesale  importers  and  jobbers  in  Furniture 
Coverings  and  Upholsterers'  Supplies 

The 

Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Toronto,  Montreal,  Winnipeg  and  Uxbridge 
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TORONTO  FURNITURE  SUPPLY  HOUSES 

The  finiis  advertised  below  will  ship  in  niixert  car  lots  if  desired.    Both  high  grade  and  moderate  priecrt  furniture, 
beds  and  budding,  are  manufactured  in  Toronto,  and  prompt  shipments  can  be  made  on  any  of  the  four  leading 
railways  operating  in  Ontario. 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames,  "  Hercules  "  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 
4  Grades — 4  Prices 
Lee-Burrell,   Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave,         Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 
Turkish  Rockers,  Leather  Upholstered 
Couches,  Hitjh  Grade  Eng-lish  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 
(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX    BROS.,  TorOIltO 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

Take  Advantage  of  This  Opportunity 

I  FPPPT  9  PI  ATT         ^^,=**^t^^^^  ^  Don't  gauge  the  possibilities 

LLUUL  I       rLAi  L^^^t^^^^^  of  your  Spring  Bed  business  by 

what  you  have  done  with  other 

lines,  but  ask  the  dealer  who 

is  pushing  the  Legget  &  Piatt 

line — you  will  then  see  what 

you  can  do. 

^  Investigate  the  exceptional 
opportunities  offered  in  Legget 
&  Piatt  Spring  Beds  for  the 
coming  season.  It  s  to  your 
interest.  ^  Each  spring  is  re- 
tempered  and  black.  Allows  you  a  long  profit— sells  readily  and  holds  satisfied 
customers  365  nights  in  the  year. 

Japanned  before  shipment.      Guaranteed  for  10  years  against  sagging  or  breaking.     All  Orders  promptly  shipped. 

LEGGET  &  PLATT  SPRING  BED  CO.  Limited  Xa'^'' 


SPRING  BEDS 
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The  Ellis 
Furniture 
Company 


How  do  you  like 

^ur  New  Leader  in  Three  Piece 
Suites  ? 

This  is  our  new  No.  )  330,  the  last  word 
in  up-to-date,  medium-priced,  handsomely 
designed,  and  carefully  made  Suites.  Most 
attractively  priced,  and  a  sure  seller. 

Have  you  tried  it? 


Ingersoll, 
Ontario 

WRITE  FOR  PRICES. 


Our  New  Mission 
Davenport 

is  desitfiied  and  built  to  best 
fill  the  purpose  for  which  it  is 
intended.  We  specialize  in 
luxurious  and  enduring  L'p- 
holstery.  Exclusi\e  brands, 
guaranteed  leathers,  popular 
fabrics,  attractive  prices. 

With  our  goods  on  your 
floor  you  are  assured  of  nieet- 
injLi'  tli^'  present  ^\■,ly  clemaTid 
in  L'|iholstei'ed  Furniture. 

H'n'/e  tor  full  infor  Hint  ton 

Imperial 
Furniture  Co. 

Toronto,  Canada 


Thi?  Utiiel  GuHraiilfv.s  Sali.-tliitiut 


ALBROUGH 

GUARANTEED  UPHOI.$TERED  , 

FURNITURE 

liigei'solli  Canada.  .. 


GUARANTEED  UPHOLSTERED  COUCHES 

There  are  new  features  in  connection  with  our  comprehensive  line  of  couches  for  1913  which 

no  dealer  can  afford  to  overloolc. 
Every  Albrough  Couch  has  an  individuality  and  artistic  beauty  thai  is  appreciated  by  critical 

customers.     Wt'de  for  Information. 


J.  P.  ALBROUGH  &  CO., 


Ingersoll,  Ontario 


14 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


March,  1913 


MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 
In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


Over  50  years  of 
experience  guar- 
antees the  Quality 
of  our  Products. 


Good  Profits 
Goods  That  People  Want 

Stock  Practically  Carried  for  You 

These  are  some  of  the  advantages  that  are  yours  just  as 
soon  as  you  put  in  a  stock  of  J-M  Asbestos  Table  Covers, 
Mats  and  Specialties. 

Could  you  ask  for  more  points  in  favor  of  any  line  of 
goods? 

J-M  Asbestos 
Household 
Specialties 

Table  Covers,  Table  Mats 
Flat-iron  Holders,  Flat-iron 
Rests,  Stove  Lining,  Etc. 

There  is  nothing  that  takes  the  place  of  Asbestos  in  pro- 
tecting things  from  heat.  Your  customers  know  that  now 
— you  don't  have  to  educate  them.  You  simply  show  the 
goods  and  they  go. 

It  isn't  necessary  to  carry  a  large  stock,  as  we  have  it 
within  easy  reach  of  you  in  every  important  city  in  the 
country  and  can  make  prompt  shipment. 

Write  our  nearest  branch  today  for  Booklet  and  Prices. 

The  Canadian  H.  W.  Johns-Manville  Co. 

TRADE  LIMITED 

ASBESTOS        Asbestos  Roofings.  Packings 
Electrical  Supplies,  Etc. 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


JAMIESON'S 
LIQUID 
WAX  FINISH 


Contains   no   beeswax,    being   made   from  HARD 

VEGETABLE   WAX   and   is   therefore   far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 


Let  Us  Send  You  a  Sample 


R.  C.  JAMIESON  &  CO.,  LIMITED 

MONTREAL  ^^^^«8yl"^•^  VANCOUVER 
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The  Taper  Joint  and  Its  Benefits 


THE  above  illustration  gives  a  very  comprehensive  idea  of  the  appearance  of  a 
Linderman  Dovetail  Joint  before  it  is  automatically  united  in  the  machine.  The 
taper  shown  is  one-sixteenth  of  an  inch,  regardless  of  the  length  of  the  piece, 
whether  it  be  ten  inches  or  six  or  eight  feet  in  length.  When  the  machine  is  changed 
to  work  different  length  stock,  at  the  same  time  the  taper  is  also  changed  to  agree 
with  the  length.  The  small  end  of  the  tongue  enters  the  wide  end  of  the  groove  and 
for  three-quarters  of  the  length  of  the  stock,  the  edge  of  the  one  piece  does  not  touch 
the  other  edge,  thereby  carrying  a  body  of  glue  fai'  into  the  joint.  After  the  pieces 
have  passed  this  three-quarter  mark,  the  edges  are  rapidly  drawn  together  until  the 
ends  of  the  boards  are  even  when  the  tongue  fills  the  groove  exactly. 

The  Linderman  Dovetail  Joint  is  more  accurate  than  any  other  joint,  due  to  the 
fact  that  the  stock  is  fed  past  the  cutters  on  a  moving  chain  and  each  piece  is  held 
rigidly  from  the  time  it  enters  the  machine  until  it  is  joined  to  the  other  piece,  and 
also  on  account  of  the  taper  Dovetail  being  held  in  a  positive,  permanent  clamp  wliich 
does  not,  as  by  other  glue  joint  methods,  leave  the  glue  alone  to  bear  all  the  strain  and 
twist  which  may  be  put  on  the  joint. 

Aside  from  these  two  important  advantages  is  economy.  A  Linderman  Joint 
can  l)e  made  for  one-fifth  the  cost  of  joining  by  any  other  method.  It  is  an  econo- 
mizer in  labor,  glue  and  lumber. 

Write  us  for  detailed  information  regarding  your  particular  work 

The  Canadian  Linderman  Company,  Limited 

MUSKEGON,  Mich.  -works  at  WOODSTOCK,  Ont. 
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Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best,  Veribrite  Venoil  eats 
the  dirt  fi  om  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
eaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates    for  either 
screw  or  hydraulic 
presses  promptly  fur- 
.  nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


//  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  maizes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 


The 


Lackawanna  Leather  Co. 

Hackettstown,'  N.  J. 


Colt's  Quick  Acting  Clamps  p. 


Ask  for  Catalogue  No.  ISO 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Mr.  Manufacturer: 

You  recognize  the  advantages  of  good 
illustrations    in  present    day  Furniture 
Marketing 
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Ever  notice  it? 

When  your  Wilton  Piles  are  being  shown  to  customers,  every 
other  woman  in  the  department  wants  to  see  Wiltons. 

Ten  or  fifteen  minutes  later  you  could  take  care  of  them,  but — 
Ten  minutes  is  a  long  time  to  wait  to  spend  money. 

The  •  '  waiters leave.  Some  say  they  will  "  come  back."  But 
— well,  how  many  do? 

Moncrief  Rug  Racks  will  save  that  "lost"  trade. 

From  a  Moncrief  Rack  of  75  Rugs  you  can  sell  three  people 
comfortably,  easily,  satisfactorily  and  quickly. 

Moncrief  Racks  increase  sales  and  decrease  the  selling  costs — 


— Save  salesman's  time. 

—Hold  customers  in  busy  spells  who  otherwise  would  "look 
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After-exhibition  That  results  from  a  furniture 

Results.  exhibition  sliould  uot  h(>  nu^as- 

ured  from  those  immediately 
ol)tauied  is  evidenced  by  a  recent  transaction. 

While  the  recent  furniture  exhibition  was  in  oper- 
ation at  Berlin  a  grouj)  of  three  men  luiarht  have  been 
seen  wendin^;'  their  way  through  some  of  the  exhibits. 
Thev  were  big,  .jolly,  good-natured  looking  fellows 
and  seemed  to  be  out  more  for  a  good  time  than  any- 
thing else.  They  asked  questions  in  regard  to  prices 
here  and  there,  but  no  orders  were  placed.  In  faCt 
they  would  not  even  give  their  names  to  salesmen  who 
tried  to  get  them.  Finally  they  were  recognized  as 
officials  of  one  of  the  large  railway  companies  oper- 
ating in  Canada. 

A  lew  days  ago  a  manufacturer,  who  exhibited  at 
Berlin,  received  an  order  for  three  electric  vacuum 
cleaners,  and  with  the  order  came  the  information  that 
it  was  the  favorable  impression  which  this  particular 
vacuum  cleaner  made  upon  the  three  officials  when 
Ihey  visited  the  exhibition  that  led  to  the  order  being 
placed.  The  vacuum  c'eaners  are  to  be  used  on  the 
raih\ay  company's  steamers  which  ply  the  upper  lakes. 

It  pays  manufacturers  to  exhibit  as  well  as  to  adver- 
tise, even  if  the  results  are  not  always  immediatel.y 
apparent. 

rr  e  ivould  all  accomplish  more  in  business  if 
loe  really  made  up  our  mind  to  do  that  ivhich 
we  kuoni  we  ought  to  do. 

Permanency  of  That  exhibitions  ])romise  to  be- 

Furniture  come  a  fixed  feature  of  the 

Exhibitions.  furniture    trade    in  Canada 

there  can  scarcely  be  any 
loubt.  As  shown  by  the  opinions  of  those  in  the  trade 
published  in  the  last  and  current  issue  of  The  Furn- 
iture World,  the  opinion  is  preponderatingly  in  favor 
of  exhibitions  being  held.  To  both  the  manufacturer 
and  the  retailer  they  are  held  to  be  beneficial. 

Practically  the  only  differences  of  opinion  that  exist 
are  in  regard  to  the  place  at  which  they  should  be 
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held  and  as  to  whether  tlu!  exhibits  should  l)e  held 
tuidei-  one  roof  oi-  in  the  individual  factories,  as  at 
Sti'atl'oi'd,  Berlin  and  Waterloo  a  couple  of  months 
ago.  That  is  a  question  which  will  no  doubt  be  settled 
in  time.  And  the  fact  that  both  parties  concerned 
reali/.e  the  advantages  that  acci-ue  from  furniture  ex- 
hibitions guarantees  that  it  will  be. 

Ah  business  7nan  has  an  automobile  fast 
etwusrh  to  overtake  the  business  opportunity 
that  has  passed. 

Permanent  While  the  great  majority  of 

Exhibitions  the    furniture  manufacturers 

at  Factories.  appear  to  be  in  favor  of  an- 

nual exhibitions,  some  evident- 
ly believe  in  an  exhibition  on  their  own  premises  which 
shall  last  from  January  1  to  December  31  year  in  and 
year  out. 

Whatever  may  be  the  diflFerences  of  opinion  m  re- 
gard to  location  of  a  ])ermanent  building  for  exhibi- 
tion purposes  or  as  to  whether  a  permanent  building 
is  at  present  advisable,  there  can  scarcely  be  any  dif- 
ference of  opinion  regarding  a  permanent  exhibition 
in  connection  with  the  individual  furniture  factory. 
Some  manufacturers  realize  this  and  are  making  quite 
a  hit.  A  representative  of  The  Furniture  World  had 
the  privilege  of  inspecting  one  the  other  day,  which 
occupied  a  flat  155  by  65  feet  in  the  factory  l)uilding. 
The  room  was  well  lighted  and  the  furniture  was  well 
arranged.  Upon  the  mind  of  a  customer  the  display 
of  furniture  must  have  an  exceedingly  favorable  im- 
lircssion.  And  inidoubtedly  induces  him  to  buy  lines 
that  he  otherwise  would  not. 

He  who  is  unfair  to  himself  in  business  is 
scarcely  doing  justice  to  his  customers. 

Opposed  to  A  dealer  in  England    is  o])- 

Branded  posed   to    branded  furniture. 

Furniture.  Ilis  opposition  is  based  on  the 

premises  that  as  furniture 
beai'ing  a  trade  mai'k  would  lead  to  its  being  adver- 
tised the  retailer  would  have  to  bear  the  cost. 

This  is  rather  strange  logic.  Retailers  on  this  side 
of  the  Atlantic  are  gratified  when  they  see  a  manufac- 
turer advertising  his  products  in  the  trade  iiapers,  the 
newspapers  and  the  magazines.  The  advertisements  in 
1he  trade  papers  bring  them  information  about  the 
goods  which  are  being  manufactured,  and  talking 
points  which  the.y  and  their  salesmen  can  use  when 
they  are  trying  to  sell  them  to  their  customei-s.  Re- 
tailers are  pleased  when  they  see  manufacturers  using 
the  dai'y  papers  and  the  magazines,  because  that  either 
induces  a  desire  on  the  part  of  eonsumei's  to  ])r()cure 
the  articles  advertised  or  heljis  the  dealer  to  effect  a 
sale  when  he  is  drawing  the  attention  of  a  cu.stomer 
to  an  article  which  is  being  advertised. 

But  aside  altogether  from  these  aspects  of  the  mat- 
ter, the  English  retailer's  logic  is  unsound.  Advertis- 
ing IS  not  an  ex])enditure.  It  is  to  all  intents  and  i)ur- 
poses  an  investment. 

A  manufacturer,  when  he  puts  in  a  new  piece  of 
machinery  foi-  the  i)uri)ose  of  increasing  his  output 
and  decreasing  the  percentage  cost  of  production,  does 
not  consider  it  an  expenditure.  He  knows  it  is  an  in- 
vestment and  so  terms  it. 

Advertising — real  advertisings — stimulates  the  de- 
mand and  leads  to  an  increased  consumiit ion.  And  in 
furniture  manufacturing,  as  in  every  other  industry, 
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the  greater  the  outpi;t  the  smaller  the  unit  of  cost. 
Every  manufacturer  is  aimiug  at  this,  for  it  puts  him 
in  a  better  position  to  meet  competition. 

Instead  of  increasing  its  cost,  the  advertising  of  a 
manufactured  article,  whether  it  be  branded  or  un- 
branded,  tends  to  reduce  its  cost.  A  retailer  should 
be  the  last  man  in  the  world  to  dispute  this. 

He  who  would  be  a  good  salesman  must  keep 
his  eyes  and  ears  open  and  his  nose  to  the 
grindstone. 

The  Unfit  Furniture  store  salesmen  us- 

Salesman.  ually  measure  up  well.  They 

know  their  goods,  they  know 
how  to  sell  them  and  they  know  how  to  be  polite  and 
attractive  to  their  customers.  It  is  only  occasionally 
that  one  meets  with  one  whose  standard  of  measure- 
ment is  low.  But  the  fact  that  one  is  occasionally  to 
be  met  with  shows  the  necessity  of  attention  being 
drawn  to  the  matter. 

It  is  not  the  inexperienced  salesman  that  we  have 
in  mind  at  the  moment.  It  is  he  who  has  been  some 
time  in  the  business  but  has  not  profited  by  his  exper- 
ience, and  who  exhibits  no  desire  to  master  the  under- 
jying  principles  of  true  salesmanship.  That  which  he 
does  become  a  master  in  is  lackadaisical  mannerisms. 
Even  if  he  knows  anything  about  the  different  lines 
of  furniture  in  the  store  he  is  too  lazy  mentally  to 
convey  any  of  it  to  customers.  But  what  is  still  more 
reprehensible  is  the  physical  laziness  he  exhibits  in 
waiting  upon  customers.  He  plainly  shows  that  to 
wait  upon  a  customer  is  to  be  bored.  And  if  there  is 
one  thing  above  all  others  that  is  offensive  to  custom- 
ers it  is  this. 

Fortunately  salesmen  of  this  class  are  becoming 
fewer.  In  the  process  of  evolution  which  is  at  work 
in  the  business  world,  they  are  being  crowded  out. 
The  nt  are  taking  the  place  of  the  unfit.  The  unfit 
may,  as  by  a  miracle,  save  themselves  by  becoming 
the  fit.  But  the  safest  thing  of  all  is  for  the  young 
and  budding  salesman  to  avoid  drifting  into  the  unfit 
class. 

Even  if  the  winter  should  linger  for  a  few 
■weeks  yet  it  is  no  reason  the  furnittire  dealer 
shotcld  delay  making  preparation  for  the 
spring  and  summer  trade. 

Definite  Business  Retailer  dealers   who  accom- 

Planning.  plish  the  most  are  those  who 

work  to  a  system.  Day 
by  day  they  map  out  certain  things  that  should 
be  done  on  that  or  the  following  day,  both  by 
themselves  and  their  employees.  It  does  not  fol- 
low that  they  always  accompli.sh  that  which  they 
have  outlined  for  their  day's  work.  Many  things  may 
intervene  to  prevent  their  doing  so.  But  when  the 
store  door  is  locked  at  night  there  will,  as  a  rule,  be 
a  great  deal  more  done  than  would  have  been  the 
case  had  no  plan  been  outlined  that  morning  or  the 
previou.s  evening. 

Those  who  have  not  yet  tried  it  will  find  that  much 
more  will  be  accomplished  daily  if  for  fifteen  or  thirty 
minntes  each  evening  they  will  qnietly  sit  down  and 
think  over  the  things  that  should  be  done  next  day, 
and  enter  them  upon  a  memo  pad  in  the  order  of  their 
importance.  This  done,  the  next  thing  is  for  the  mer- 
chant to  make  up  his  mind  to  carry  out,  or  have  car- 
ried out,  those  things  which  are  provided  for  in  the 


agenda.  There  are  a  good  many  people  who  propose 
to  do  certain  things  who  never  accomplish  them  be- 
cause they  have  not,  strictly  speaking,  made  up  their 
minds  to  do  so. 

An  agenda  of  this  kind  should  provide  for  buying 
and  selling  methods,  window  displays,  store  arrange- 
ment, advertising,  correspondence,  collection  and  pay- 
ment of  accounts;  in  fact  all  things  appertaining  to 
the  business. 

Effective  work  can  no  more  be  done  by  haphazard 
methods  than  effective  shooting  by  taking  indefinite 
aim. 

Advertising  is  a  good  business  lubricant,  but 
the  more  regularly  it  is  employed  the  better. 

Imparting  The  greater  the  knowledge  the 

Knowledge  retail  furniture  salesman  pos- 

to  Salesmen.  sesses  the  better  is  he  equip- 

ped for  his  duties.  Furniture 
may  sometimes  be  sold  Ijy  the  salesman  who  can  bluff 
and  make  exaggerated  statements,  but  it  cannot  be 
done  all  the  time,  and  in  the  long  run  it  never  pays. 

There  is  in  an  Eastern  Canada  town  a  retailer  who, 
whenever  a  new  line  of  goods  is  unpacked,  calls  his 
clerks  together  and  either  himself  explains  their  talk- 
ing points  or  enlists  the  services  of  a  representative  of 
the  manufacturer  from  whom  he  bought  the  goods. 

Such  method  has  a  double  advantage.  There  is  not 
only  the  knowledge  that  is  derived  directly  from  the 
talks,  but  it  gives  the  salesmen  of  the  retailer  an  op- 
portunity of  plying  cpiestions,  the  answering  of  which 
naturally  tends  to  further  increase  their  fund  of  in- 
formation. 

The  salesman  who  is  well  informed  in  regard  to  the 
goods  he  sells  is  not  only  an  effective  salesman,  but  he 
takes  a  high  standing  in  the  estimation  of  the  firm's 
customers.  Customers  appreciate  an  informative  sales- 
man. 

One  has  only  to  get  into  a  rut  in  order  to  be  a 
runt  in  business. 

Funerals  From  In  reading  the  funeral  notices 

Undertakers'  which  appear  from  day  to  day 

Parlors.  in  the  newspapers  one  is  im- 

pressed with  the  increasing 
number  of  funerals  which  are  being  held  from  the 
chapels  of  undertakers  in  the  larger  cities  of  the  Do- 
minion. 

A  few  years  ago  it  was  rare  indeed  that  funerel 
services  were  held  in  undertakers'  premises.  Now  it 
is  becoming  quite  common.  In  one  day  recently  no 
less  than  four  funerals  were  advertised  to  leave  the 
chapel  of  one  Toronto  undertaker  alone. 

The  tendency  of  modern  living  conditions  in  the 
larger  cities  is  not  without  its  effect  on  practices  re- 
garding funerals.  In  cities  like  Montreal  and  Toronto 
people  are  being  more  and  more  crowded  into  apart- 
ments and  boarding  houses  of  various  descriptions. 
The  natural  consequence  is  that  friends  of  deceased 
persons  are  driven  to  take  advantage  of  the  chapel 
and  other  facilities  which  the  modern  undertaker 
affords,  and  have  the  funeral  corteges  leave  his  prem- 
ises instead  of  the  home  of  the  persons  whose  remains 
are  to  be  interred. 

Undertakers  who  have  equipped  their  premises  Avith 
facilities  for  enabling  friends  of  departed  persons  to 
have  funerals  conducted  therefrom  are  public  bene- 
factors, even  though  monetary  advantages  do  accrue  to 
themselves.  • 
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Still  Discussing  Canadian  Furniture  Exhibitions 


A  further  contribution  on  the  subject  b^  manufac- 
turers and  dealers — A  variety  of  opinions  regarding 
location  and  methods — Their  benefits  to  retailers. 


The  Schierholtz  Furniture  Co.,  Limited,  New  Ham- 
burg, Out. :  We  have  not  attended  any  other  exhibi- 
tion during  the  past  year  than  the  Berlin  and  Water- 
loo exhibition,  where  we  exhibited  our  own  line  of 
furniture  for  the  first  time.  We  feel  satisfied  with  our 
first  trial,  that  furniture  exhibitions,  if  carried  on 
properly  will  be  a  help  to  the  trade,  and,  as  you  say, 
make  furniture  dealers  more  progressive. 

Re  summer  exhibitions.  We  would  not  feel  dis- 
posed to  express  an  opinion  except  that  if  only  one 
were  held  it  would  probably  be  as  suitable  in  summer 
Hs  in  January,  but  are  not  sure  about  having  two. 

Re  the  Berlin  and  Waterloo  exhibition.  We,  too, 
do  not  feel  altogether  satisfied  with  the  way  things 
were  run.  We  think  all' mauufactiirers  should  exhibit 
in  the  same  building  and  not  be  allowed  to  nail  cus- 
tomers and  keep  them  tied  up  as  was  done  this  year. 

Regarding  a  permanent  building  we  feel,  as  there 
suggested,  of  speaking  for  Toronto  as  the  place ;  that 
it  is  more  central  and  Avould  likely  draw  more  manu- 
facturers as  well  as  dealers.  But  unless  furniture  cen- 
tres as  Berlin,  Stratford,  etc.,  Avhere  they  have  already 
started  furniture  exhibitions,  could  be  induced  to  ,ioin 
in  with  Toronto,  it  might  not  work  out  well.  Our 
main  point  would  be  to  get  all  exliibitors  united  in  one 
p^ace  and  on  common  ground.  Berlin  being  somewhat 
nearer  to  our  town  woiild  probably  have  a  little  ad- 
vantage to  us  in  that  respect. 

We  trust  that  your  efforts  to  work  out  a  solution  tn 
*"his  proposition  will  meet  with  the  desired  results. 

Opposed  to  Central  Building. 

E.  J.  Coles,  Woodstock:  Personally.  I  think  the  ex- 
hibit is  far  nicer  held  at  the  factory.  You  can  get  in 
touch  with  the  men  who  are  heads  of  the  firm  with 
whom  you  are  doing  business  with,  and  I  think  it  is 
more  profitable  than  going  to  one  large  building  where 
the  salesmen  are  tagging  after  you  from  the  time  you 
go  in  until  you  come  out.  For  my  part,  I  think  the 
exhibit  in  the  factory  is  very  helpful  both  to  the  seller 
and  the  buyer,  as  the  factory  might  get  ideas  from 
the  buyer  that  would  be  very  helpful,  and  it  gives  the 
buyer  a  chance  to  see  how  the  goods  are  made. 

Would  Drop  Exhibitions  Until  Trade  is  Dull. 

A  manufacturer  who  does  not  wish  his  name  di- 
vulged, writes:  Replying  to  your  letter  of  the  10th, 
the  writer  can  assure  you  that  he  can  give  you  the 
information  you  are  asking  for,  but  whether  same  suites 
those  interested  in  your  .journal  is  hard  to  say.  This 
letter  is  absolutely  private  and  not  for  publication,  and 
I  am  positive  that  the  writer  can  give  the  opinion  of 
'"inety  per  cent,  of  the  furniture  manufacturers  of 
the  United  States,  who  would  never-  think  of  starting 
,^.n  exhibition  Avere  the  arrangements  not  gone  so  far 
that  they  could  not  withdraw  from  same  without  a 
great  many  serious  difficulties.  Avhich  are  too  likely 
to  explain. 

The  manufacturers  have  all  been  busy  during  the 
past  few  years,  and  to  arrange  to  have  a  full  set  of 
samples  all  completed  at  a  particular  mentioned  .time 
and  then  to  ship  them,  say  to  Berlin,  and  be  inider 


disadvantages  to  get  a  suitable  building  is  impossible 
and  means  a  great  deal  of  expense,  and  is  to  a  disad- 
vantage to  all  those  who  are  not  permanently  located 
there,  because  they  are  obliged  to  send  finishers  and 
packers  before  and  after  the  exhibition  and  have  their 
goods  re-finished  and  crated  and  shipped  to  some 
other  point  or  returned  to  the  factory.  Then  another 
feature  is  the  jealously  which  exists  between  the  Ber- 
lin and  the  Waterloo  ones,  will  certainly  \mt  a  dam- 
per on  the  Berlin  exhibition.  To  go  to  Toronto  is 
under  a  great  deal  more  expense,  so  much  so  that  it 
is  folly  for  manufacturers  to  undertake  such  an  ex- 
pense although  when  through  Avith  the  exhibition  they 
can  readily  dispose  of  their  furniture. 

It  is  not  a  matter  of  securing  large  orders,  as  they 
'!o  not  place  them  the  same  as  they  do  in  the  United 
States,  through  large  dealers  in  cities  such,  as  New 
York,  Philadelphia,  Chicago  and  others.  Canadian 
dealers  merely  come  to  have  a  good  time.  This  part 
is  the  most  satisfactory  as  no  dealer  would  object  giv- 
ing them  a  good  time  if  it  otherAvise  did  not  to  a  cer- 
tain extent  demoralize  his  business  in  the  Avay  of  get- 
ting samples  ready,  etc. 

The  manufacturers  feel,  outside  of  perhaps  one  or 
tAvo  in  Berlin  and  McLagan,  of  Stratford,  that  there 
is  no  necessity  for  these  exhibitions.  Were  the  ex- 
hibition to  go  to  Toronto  it  is  very  doubtful  if  Strat- 
ford and  Berlin  Avould  go,  a.s  Avell  as  a  number  of 
others,  which  Avould  make  it  inmpossible  for  a  success 
there. 

The  wisest  thing  in  the  writer's  oiiinion,  is  for  The 
Furniture  World,  as  well  as  a  fcAV  travellers  Avho  have 
been  boosting  exhibitions,  to  drop  the  matter,  at  least 
until  such  times  AA'hen  trade  is  not  good  and  the  manu- 
i'acturers  Avonld  be  obliged  to  strain  the  point  some- 
•vhat  to  bring  their  goods  before  the  dealer,  and  be- 
cause it  Avould  come  from  the  manufacturers  and  not 
from  'the  fcAv  outsiders. 

Favors  Toronto  for  Exhibition. 

Orillia  Furniture  Co.,  Limited,  Orillia:  We  believe 
that  the  tiin(>  has  arrived  Avhen  an  exhibition  should 
be  he'd,  but  avc  think  that  all  the  manufacturers  should 
be  broad  enough  and  reasonable  enough  to  hold  this 
exhibition  at  the  most  attractive  point,  and  that,  with- 
out a  doubt,  Avould  be  Toronto. 

We  have  no  doubt  that  the  Exhibition  Association 
at  Toronto  Avould  loan  one  of  their  ])uildings  for  the 
purpose.  It  Avould  be  good  for  Toronto,  and,  Ave  think, 
'voulu  bring  together  a  more  representative  gather- 
ing of  manufacturers  and  retailers,  and  Avhilst  we  ad- 
mit that  some  other  town  may  have  a  claim  on  the 
exhibition,  still  Ave  believe  that  the  factories  are  scat- 
tered so  throughout  Ontario  that  it  would  hardly  be 
['air  to  pick  on  any  particular  ])lace  unless  it  should 
l>e  something  like  Toronto,  as  in  this  Avay  Ave  think 
:'.]1  Avould  be  on  the  one  footing.  For  instance,  if  an 
exhibit  Avere  held  at  Berlin,  it  Avould  be  unfair  to  any 
(uitside  factories,  for  the  simple  reason  that  the  other 
•"actories  there  have  the  facilities  to  look  after  custom- 
"rs,  and  the  travellers  have  the  offices  there  to  help 
them  in  any  action  they  may  take  along  bu.siness  lines. 
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This,  of  course,  -would  be  impossible  for  all  outside 
factories.  We  therefore  suggest  that  Toronto  is  the 
proper  place,  and  we  believe  that  if  it  is  tried,  you 
'vill  find  nearly  all  the  manufacturers  will  stand  in 
line. 

Considers  Toronto  a  Suitable  Place. 

Harry  Gordon,  the  City  House  Furnishing  Co..  Mont- 
real :  1  visited  during  the  past  year  the  exhibitions  at 
Berlin.  Grand  Rapids,  and  Chicago,  and  am  of  the 
opinion  that  they  are  helpful  both  to  the  manufactur- 
ers and  to  the  retailers — to  the  manufacturei^,  because 
the  retailers  are  enabled  to  form  a  better  idea  of  the 
different  classes  of  furniture  that  are  being  made,  and 
naturally  when  travellers  call  upon  them  they  will  be 
able  to  select  their  goods  better  than  if  they  merely 
bought  froiii  catalogues  or  bine  prints,  and  to  the  re- 


in conclusion,  I  would  point  out  tbat  the  exhibi- 
tions in  the  United  States  have  been  so  successful, 
i  eing  a  means  of  bringing  together  a  large  number  of 
buyers  from  all  parts  of  the  country,  and  there  is  no 
reason  to  my  mind  why  they  should  not  be  equally 
successful  in  Canada. 

Sugg-ests  Toronto  for  January  Exhibition. 

Lucknow  Table  Co.,  Lucknow,  Ont. :  We  visited  the 
Berlin  furniture  exhibition  this  year.  We  consider 
furniture  exhibitions  helpful  to  the  dealers  also  the 
manufacturers.  We  do  not  consider  that  summer  ex- 
hibitions would  be  as  good  as  January  exhibitions. 

We  heartily  agree  with'  that  visiting  manufacturer 
who  stated  that  a  ]iermanent  building  should  be  erect- 
H-d  in  Toronto.  We  consider  that  Toronto  would  be 
better  than  Berlin,  both  for  the  dealer  and  the  nianu- 


l'':,it*:v      Display  of  liigh-gratlc  furniture  made  by  Kensington  Furniture  Co.,  Goderich,  at  the  Berlin  Furniture  Exhibition. 


tailers  in  addition  to  the  above,  they  become  acquaint- 
ed with  the  manufacturers,  which  tends  to  a  mutually 
good  understanding. 

I  am  of  the  opinion  that,  inasmuch  as  the  summer 
is  the  quiet  time  in  the  furniture  business,  buyers 
would  have  more  leisure  to  attend,  than  in  the  winter 
or  early  spring. 

With  regards  to  the  fea.sibility  of  establishing  per- 
manent exhibitions,  if  such  were  to  be  done,  I  am  of 
the  opinion  that  Toronto  would  be  the  most  suitable 
place  for  such,  being  situated  in  the  most  populous 
part  of  the  Dominion,  and  being  within  easy  access  of 
both  Eastern  and  Western  Canada,  and  many  of  the 
large  citie.s  of  the  United  States.  Further,  the  ac- 
commodation for  visitors  in  the  smaller  towns  is  not 
always  as  it  should  be,  and  when  I  was  in  Berlin,  I 
found  accommodation  so  unsatisfactory,  that  F  had  to 
vurtail  my  visit. 


tacturer.  We  are  inclined  to  think  that  it  would  be 
necessary  to  build  a  separate  building,  as  the  exhibi- 
tion buildings  in  Toronto  could  be  rented  for  a  Jan- 
uary exhibition,  and  space  rented  out  to  each  manu- 
facturer according  to  the  goods  shown.  This  is  a  sug- 
gestion and  we  think  that  it  would  work  out  to  a  very 
good  advantage  both  to  the  dealer  and  to  the  manu- 
facturer. 

Considers  Berlin  the  Proper  Place. 

P.  G.  Groom,  the  Commercial  Upholstering  Co.,  Wa- 
terloo :  I  am  not  very  well  posted  on  furnitiire  ex- 
hibitions, having  never  visited  but  one  outside  of  the 
Berlin  and  Waterloo  exhibition  this  year  and  last. 
However,  as  I  exhibited  this  year  at  Berlin  and  intend 
doing  the  same  in  future,  you  might  as  well  have  my 
views : 

I  certainly  think  exhibitions  are  helpful  to  both 
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manufacturers  and  dealers,  as  in  this  way  they  become 
acquainted  and  would  possibly  never  meet  otherwise, 
and  as  one  retail  man  expressed  it,  "It  is  rather  nice 
to  see  the  man  you  are  doing  business  with." 

Summer  exhibitions  should  be  even  more  popular 
than  the  winter  ones,  as  it  would  be  more  of  an  out- 
'ng  for  the  retail  man  on  account  of  decent  weather 
conditions  and  better  amusements. 

It  looks  to  me  like  Berlin  for  the  exhibition,  not  be- 
cause more  people  attend,  but  because  we  have  the 
majority  of  the  factories;  and  while  there  is  no  doubt 
that  the  exhibits  could  be  more  readily  disposed  of  in 
Toronto,  I  rather  think  t]iere  would  be  a  chance  for 
the  Toronto  dealers  to  get  a  unfair  advantage  over  the 
smaller  outside  dealers  by  taking  the  entire  exhibit  at 
their  own  price. 

Favors  Summer  Exhibition  at  Toronto. 

R.  S.  Porteous,  Anthes  Furniture  Co..  Berlin : — As 
superintendent  of  one  of  the  factories  here  I  natur- 
ally took  an  interest  in  the  exhibition  held  here  in 
January. 

As  regards  the.  exhibition  making  the  dealers  more 
progressive,  I  am  rather  inclined  to  think  the  dealers 
have  not  taken  the  matter  seriously  enough.  There 
were  quite  a  number  visited  Berlin,  some  didn't  visit 
all  the  exhibits,  some  placed  no  orders,  and  others 
were  out  for  a  good  time. 

The  larger  buyers  were  conspicuous  by  their  absence, 
several  being  here  the  week  before  and  left  before  the 
exhibition  opened  for  Grand  Rapids. 

As  to  summer  exhibitions,  I  am  decidedly  in  favor 
of  same  over  one  held  in  winter.  The  fall  and  Christ- 
mas trade  is  generally  heavy  and  the  manufacturer  has 
so  little  time  to  get  new  designs  ready  for  January,  or 
even  February.  (In  fact  the  firm  I  am  with  have  just 
completed  their  spring  designs.) 

A  summer  exhibition,  about  August,  or  say  before 
Toronto  Exhibition,  would  give  dealers  from  a  distance 
cheap  rates,  which  might  be  an  inducement  to  attend, 
it  would  also  give  the  manufacturer  June,  July  and 
part  of  August  to  have  their  neAV  designs  ready. 

As  to  erecting  a  permanent  building,  either  in  To- 
ronto or  elsewhere,  would,  in  my  mind,  be  a  losing 
proposition.  If  the  building  was  erected  in  Toronto, 
probably  90  per  cent,  would  have  to  ship  there,  which 
would  mean  a  great  expense. 

In  Berlin  and  other  places  manufacturers  have  their 
own  show  rooms,  which  would  be  unfavorable  to  a 
building  here  or  other  places.  I  presume  that  not 
more  than  one-half  dozens  firms  in  Berlin  would  ex- 
hibit outside  their  own  factories.  You  no  doubt  know 
how  few  Berlin  firms  had  an  exhibit  in  the  market 
bmilding  January  last. 

My  idea  is  go  on  as  you  are  until  the  dealer  realizes 
it  is' up  to  him  to  make  the  affair  a  success,  not  only 
by  his  presence,  but  by  placing  substantial  orders. 

Imagine  how  long  the  exhibitions  in  the  United 
States  would  last  if  dealers  who  attended  would  g^ 
away  without  placing  orders,  simply  ^saying,  'I  will 
see  yoair  Mr.  So-and-So  when  he  calls." 

Exhibitions  a  Benefit  to  Manufacturers. 

John  C.  Mundell,  of  John  C.  Mundell  &  Co.,  Elora, 
Ont. :— I  am  so  favorably  impressed  with  the  results 
of  the  various  exhibitions  Avith  which  I  have  been  con- 
cerned that  I  have  formed  the  opinion  that  it  would 
be  a  singularlv  lax  and  inadequate  sort  of  exhibit  that 
would  not  produce  a  net  result  in  favor  of  the  exhibit- 
ing firm.   I  place  a  high  value  upon  these  exhibitions, 


both  from  the  advertising  they  effect,  and  also  from 
their  results  as  trade  bringers  in  a  more  direct  way. 

Then,  the  Canadian  furniture  dealer  is,  according  to 
my  observation,  a  thoroughly  progressive  business  man 
and  is  always  ready  to  visit  an  exhibit  from  which 
there  is  a  prospect  of  learning  something — and  which 
of  us  cannot  pick  up  something  worth  acquiring  from 
these  exhibits? 

r  cannot  but  feel,  however,  that  the  one  place  for  a 
permanent  Canadian  furniture  exhibition  is  the  city 
of  Toronto.  In  such  a  ease,  the  drawing  "power  of  a 
large  and  attractive  centre  of  population  would  be 
added  to  the  natural  attractions  exerted  by  the  furni- 
ture exhibit.  Indeed,  there  are  a  host  of  considera- 
tions all  of  which  pronounce  in  favor  of  Toronto  as  the 
future  home  of  the  permanent  Canadian  furniture  ex- 
hibition. 

Prefers  a  Summer  Exhibition. 

W.  A.  \Vright,  of  Wright  &  Hepburn,  Port  Arthur: — 
I  visited  the  Stratford,  Berlin  and  Waterloo  exhibi- 
tions, and  must  say  the  manufacturer's  deserve  credit 
for  their  fine  displays.  I  think  the  furniture  dealers 
appreciate  their  efforts  and  no  doubt  the  exhibitions 
are  helpful  to  them  in  making  their  purchases. 

I  am  of  the  same  opinion  as  the  visiting  manufac- 
turer who  suggested  a  permanent  building  in  Toronto, 
as  the  furniture  dealer  has  not  the  time  to  go  from 
one  town  to  another  to  visit  the  different  factories,  and 
if  this  was  done  every  live  manufacturer  would  have 
his  exhibits  there. 

I  consider  one  exhibition  a  year  is  sufficient,  and  for 
myself  would  prefer  July  or  August,  as  most  dealers 
no  doubt  are  stocktaking  in  January  and  cannot  get 
away  during  that  month. 

Mistake  To  Hold  Two  Exhibitions. 

The  Kensington  Furniture  Co.,  Goderich: — We  ex- 
hibited at  Berlin  tliis  year  for  the  first  time,  and  al- 
though the  attendance  was  fairly  good,  the  volume 
of  business  placed  was  comparatively  small ;  but  we 
believe  the  exhibition  to  be  a  success  from  an  educa- 
tional standpoint.  We  believe,  however,  that  ]\Ir. 
Coombe's  suggestion,  that  the  exhibition  be  held  in  To- 
ronto is  the  proper  one.  providing  suitable  arrange- 
ments could  be  made. 

We  think  it  would  be  a  great  mistake  for  manufac- 
turers to  start  holding  two  exhibitions  a  year,  and  as 
the  spring  trade  is  always  the  biggest  with  the  furni- 
ture dealers,  we  think  that  January  would  be  the  best 
time  to  hold  the  annual  exhibition. 

One  or  Two  Central  Buildings  Favored. 

S.  Avery,  Caledonia,  Ont. : — 1  think  furniture  ex- 
hibitions are  a  good  thing  for  the  dealer.  lie  can  see 
what  is  being  manufaotured  by  the  different  firms.  I 
Ihink  Toronto  is  the  proper  place,  as  Berlin  is  too  small 
to  give  the  accommodation ;  and  how  many  manufac- 
turers could  sell  their  exhibits  in  Bei'lin.  The  exhibi- 
tion should  be  held  in  one  building  or  two  close  to- 
gether, as  there  is  too  much  travelling  between  fac- 
tories under  present  conditions.  January  is  a  very 
good  month  in  which  to  hold  an  exhibition  if  there  is 
not  too  much  snow,  but  I  think  August  would  be  better. 

Will  J.  Nash,  of  the  I.  Iloodless  Furniture  Co.,  Lim- 
ited. Hamilton : — I  heartly  approve  of  furniture  exhi- 
bitions and  think  them  educative  in  many  respects. 

It  AVas  my  privilege  to  visit  both  Stratford  and  Ber- 
lin-Waterloo exhibits,  and  I  was  agreeably  surprisetl 
at  the  flisplays.  It  gives  one  an  opportunity  to  see  the 
construction,  finish  and  material  used,  which  is  much 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


March,  1913 


more  satisfactory  thau  selecting  from  photos.  Having 
such  information  makes  a  good  talking  point  for  either 
merchant  or  salesman  when  dealing  with  a  customer. 

As  for  a  summer  exhibition,  I  believe  the  manufac- 
turers would  be  in  a  better  position  to  place  samples 
on  display,  and  it  is  a  good  time  for  the  merchant  to 
buy  both  fall  and  Christmas  goods. 

As  to  a  permanent  building  being  built  (in  all  fair- 
ness to  the  Berlin,  Waterloo.  Stratford  and  other  man- 
ufacturers) I  believe  Toronto  the  more  suitable  place 
for  more  reasons  than  one.  First,  all  the  exhibits 
would  most  likely  be  purchased  by  Torontp  dealers, 
and  there  would  be  no  extra  expense  in  repacking 
goods.  Secondly,  it  is  more  central  to  all  Canadian 
manufacturers.  Thirdly,  better  hotel  accommodation 
is  offered.  Would  this  not  mean  more  manufacturers 
would  display  their  goods. 

]Much  praise  is  due  the  Canadian  Furniture  World 


none  of  these  features  either  in  Berlin,  Waterloo  or 
Stratford. 

Berlin  Should  Have  a  Permanent  Building. 

A.  A.  Schreiter,  Berlin : — In  our  estimation  the  fur- 
niture exhibits  of  Berlin,  Waterloo  and  Stratford  were 
a  decided  success.  There  was  good  fellowship  among 
all  the  dealers,  they  talked  business  affairs  over  among 
themselves,  and  gave  and  received  many  suggestions 
to  strengthen  and  improve  their  business.  Besides  see- 
ing the  many  new  styles  of  furniture  being  made,  they 
were  also  given  the  opportunity  of  going  through  the 
factories,  shown  .how  the  furniture,  which  they  sell 
every  da^^  was  made.  This  is  a  big  aid  to  salesmen, 
as  customers  place  confidence  in  them  when  they  are 
able  'to  show  that  they  know  something  about  the 
article  they  are  selling. 

The  onlv  thino-  lacking  is  an  exhibition  building,  and 


A  section  of  the  ijermanont  sbavvrooms  of  thoLipperl  Furniture  Co.,  Berlin.    View  taken  during  tlie  January  Furniture  Exhibition. 


for  its  hearty  support  of  the  Stratford  and  Berlin  ex- 
hibitions. Such  an  incentive  is  to  be  appreciated  by 
all  furniture  men. 

Does  Not  Think  Exhibitions  Pay. 

The  Dymond  Colonial  Company,  Limited,  Strathroy, 
Ont. : — We  think  an  exhibition  incurs  a  large  expense 
that  is  uncalled  for.  This  expense  must  be  attached 
to  the  price  of  furniture,  and  final  results  are  that  the 
customer  ha.s  to  pay  it.  We  had  experience  in  showing 
in  Toronto  for  .several  years,  and  while  we  always 
booked  con.siderable  business  while  there  we  felt  that 
this  would  have  come  in  the  regular  way  just  the  same 
and  would  have  saved  this  expense.  Our  travellers  are 
calling  on  the  trade  regularly,  and  while  a  great  many 
orders  are  booked  at  an  exhibit  of  this  kind,  you  can- 
not take  your  travellers  off,  as  only  a  few  of  the  deal- 
ers patronize  same. 

If  the  majority  of  the  manufacturers  would  say  that 
it  is  necessary  to  hold  an  annual  exhibit  we,  of  course, 
would  join  them,  but  believe  that  Toronto  is  the  best 
point  to  hold  it  at.  it  is  more  central.  You  have  the 
hotel  accommodation  there,  and  can  dispose  of  your 
samples  readily  when  through  with  them.    You  have 


Berlin  should  have  this  before  the  next  exhibition  is 
held  here. 

Berlin  being  the  centre  of  the  furniture  trade,  is  a 
centre  as  far  as  outside  factories  are  concerned,  it  cost- 
ing much  less  to  ship  their  furniture  here  than  to 
Toronto. 

Toronto  may  get  an  exhibition  building,  and  it  may 
be  well  to  have  furniture  exhibited  there,  but  Berlin 
should  be  given  an  exhibition  building  immediately, 
and  the  manufacturers  should  act  before  it  is  time  to 
hold  another  exhibition.  Land  values  are  considerably 
lower  here,  than  in  Toronto,  and  the  lower  rent  will 
easily  offset  any  expense  they  are  put  to,  in  having 
the  furniture  again  packed  and  shipped  to  some  other 
place 

However,  we  might  say  that  very  little  furniture 
was  returned  to  the  factories,  we  ourselves  having 
taken  twenty  large  loads  from  the  auditorium,  to  ease 
the  responsibility  of  the  manufacturer. 

A  Good  Word  for  Berlin. 

Another  manufacturer  who  does  not  wish  to  have  his 
name  mentioned,  writes: — We  visited  both  the  Chicago 
and  Grand  Rapids  exhibition  in  January,  and  certainly 
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considered  it  worth,  our  time  and  expense  to  attend, 
in  order  to  get  the  latest  ideas  of  the  American  fur- 
niture manufacturers. 

Re  summer  exhibitions.  We  think  the  January  ex- 
hibitions are  much  more  advisable  than  during  the 
summer  months,  as  the  dealers  are  far  more  free  dur- 
ing the  month  of  January  than  they  are  in  July.  Then 
again  the  staff  of  manufacturers  is  depleted  owing  to 
the  holiday  season,  and  could  not  look  after  the  trade 
nearly  as  well. 

As  regards  a  permanent  building,  we  feel  this  is 
very  necessary  if  we  desire  to  have  the  outside  manu- 
facturers exhibit  with  us,  although  we  feel  this  is  im- 
material. 

What  the  manufacturers  of  Berlin  and  Stratford  are 
aiming  at  is  to  show  the  dealers  what  they  are  manu- 
facturing, and  although  some  outside  dealers  object  to 
exhibiting  here,  we  think  they  would  be  placed  at  prac- 
tically the  same  disadvantage  in  Toronto. 

Then,  again,  when  the  manufaetiarers  -exhibit  in 
Toronto,  our  experience  has  been  that  the  dealers 
almost  force  the  manufacturers  to  give  them  a  reduc- 
tion of  practically  20  per  cent,  besides  paying  the 
freight,  OAving  to  such  a  large  amount  of  furniture 
having  been  exliibited.  It  would  have  paid  us  had 
we  packed  the  g-oodsand  shipped  them  to  different  factories. 

We  think  the  same  experience  will  occur  in  future, 
and  when  the  manufacturers  make  an  exhibition  at 
these  exhibitions,  they  practically  figure  in  the  cost  of 
having  the  goods  repacked  and  returned.  This  amount 
is  a  very  small  expense  after  all,  and  we  think  there 
would  be  no  ob,iection  in  that  respect. 

Then  again  we  feel  that  in  a  smaller  town  you  see 
far  more  of  the  dealers,  and  in  that  way  get  to  know 
them  personally,  than  in  a  larger  city  where  there  are 
more  attractions.  If  the  idea  of  a  furniture  exhibi- 
tion is  to  give  the  dealer  a  good  time  only,  probably 
Toronto  would  be  the  better  place,  but  taking  it  from 
a  standpoint  of  the  furniture  exhibitions,  and  the  re- 
tailers, we  certainly  think  Berlin  is  the  proper  place. 

Stratford  and  Berlin  work  in  very  nicely,  and  the 
dealers  can  visit  both  exhibitions  with  very  little  trouble. 

We  are  pleased  to  say  that  from  our  standpoint  of 
the  exhibition  in  January  we  were  very  much  pleased 
Avith  the  results,  both  as  to  business  at  the  time,  and 
what  we  have  received  through  mail  orders  and 
through  our  travelers. 


THIS  EXHIBIT  WAS  WORTH  WHILE. 

The  Onward  Manufacturing  Co.,  Berlin,  has  recently 
received  an  order  for  three  "Eureka"  vacuum  clean- 
ers for  use  on  the  Canadian  Pacifie  Railway's  upper 
lake  steamers  sailing  from  Port  McNichol  to  Fort  Wil- 
liam. In  sending  in  the  order  S.  Buchanan,  superin- 
tendent of  the  C.P.R.  steamships  at  Port  McNieol, 
.stated  that  he  saw  the  machines  at  the  Berlin  Furni- 
1nre  Exhibition  last  January,  when  he  and  two  other 
officials  visited  the  show. 


SUMMER  FURNITURE  CATALOGUE. 

The  Stratford  Manufacturing  Co.,  Stralford.  have 
just  issued  their  catalogue  No.  4  for  the  season  of 
1913.  It  is  devoted  especially  to  summer  goods,  and 
in  it  are  depicted  and  described  several  new  lines.  It 
is  a  book  of  48  pages  printed  on  coated  paper  to  allow 
of  the  proper  setting  off  of  the  illustrations.  Lawn 
sAvings  and  chairs,  verandah  furniture,  folding  tables, 
camp  stools  and  garden  seats  have  quite  a  large  sec- 
tion devoted  to  their  description,  as  also  have  the  slip 
and  extension  ladders,  painters'  trestles,  scaffolds,  etc. 


For  the  houscAvife  there  are  clothes  driers,  ironing 
boards,  bake  boards,  sleeve  boards  and  many  conven- 
iences used  in  the  kitchen.  Particularly  interesting 
are  the  illustrations  and  descriptions  of  Boyer's  glid- 
ing settee,  Avhich  shoAV  the  uses  this  jnece  of  laAvn 
furniture  can  be  put  to. 


CHAIR  MAKING  ONE  HUNDRED  YEARS  AGO. 

By  Albert  F.  Bishop 

Quite  frequently  in  occupying  a  very  old  chair  it 
will  sway  from  side  to  side  quite  easily,  but  still  the 
parts  will  not  separate.  This  is  due  to  the  construc- 
tion, which  is  quite  ingenious.  The  Avood  in  shrinking 
grips  tightly  on  the  rounds.  The  uprights  or  legs  mark- 
ed A  are  of  green  Avood.  The  rounds  and  curved  back 
connections  marked  B  are  thoroughly  seasoned.  You 


The  chair  construction  of  our  great-grandfatliei-s. 


can  readil.y  see  that  Avhen  the  green  wood  becomes  sea- 
soned it  will  shrink  very  tightly  on  the  seasoned 
pieces,  so  much  so  that  they  very  seldom  come  apart, 
although  there  is  no  glue  used. 


CANADIAN  FURNITURE  IN  GREAT  BRITAIN. 

The  Canadian  Commissioner  at  Birmingham,  J.  E. 
Ray,  in  a  report  to  the  Department  of  Trade  and  Com- 
merce, Ottawa,  says  that  British  trade  statistics  indi- 
cate a  decrease  in  the  purchase  of  timber  and  Avood 
from  Canada  of  $894,700  in  comparison  Avith  the  prev- 
ious year.  Furniture  Avoods,  hardwoods  and  veneers, 
however,  shoAved  an  increase  of  $86,410  last  year. 

The  imports  of  furniture  and  cabinetAvare  from  Can- 
ada fell  from  $41,580  in  1907  to  $4,460  in  1911.  "This 
decline,"  says  Mr.  Ray,  "is  to  he  regretted,  in  vicAV  of 
the  excellent  market  in  Great  Britain  for  certain  kinds 
of  house  and  office  furniture.  The  decrease  cannot 
very  well  be  attributed  to  the  increased  requirements 
of  the  Canadian  home  market,  as  the  latter 's  export 
of  household  furniture  alone  last  year  were  $77,831 
in  excess  of  those  of  1908." 

The  United  States.  Russia  and  Germany  are  Canada's 
leading  competitors  in  Great  Britain. 


DEATH  OF  PROMINENT  FURNITURE  MAN. 

Henry  Schaefer,  general  superintendent  of  the  Wa- 
terloo, Ont.,  branch  of  the  Canadian  Furniture  Manu- 
facturers, died  on  March  2nd.  The  funeral  took  place 
on  the  4th,  and  was  largely  attended,  employees  from 
the  Berlin  and  Waterloo  factories  being  present  in  a 
body. 
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Summer  Furniture  Seasonable  the  Year  Round 


The  sale  of  what  is  generally  termed  summer  furni- 
ture is  now  no  longer  confined. to  the  strictly  summer 
months.  There  is  a  little  doing  all  the  time.  As  the 
Furniture  Journal  of  Chicago  recently  pointed  out, 
dealers  are  beginning  to  realize  that  there  is  a  demand 
for  light-Aveiglit  furniture  for  use  all  the  year  round, 
though  the  call  is  greatest  during  the  spring  and  warm- 
er months. 

In  former  years  summer  homes  were  fitted  up  with 
cheaper  grades,  hickory,  perhaps,  for  porch  use  and 
splint  and  clumsier  wooden  forms  for  the  house.  Now- 
adays, when  all  the  modern  homes  have  sleeping 
porches  and  sun  parlors,  more  taste  is  displayed  in  the 
articles  made  for  such  use,  and  they  are  growing  in 
favor  for  indoor  all-the-year-round  use.  Wicker  is  the 
favorite,  since  more  attention  has  been  given  of  late 
to  making  it  in  better  shapes  and  in  staining  it  more 
tastefully.  The  better  grades  of  reed  furniture,  closely 
woven  and  upholstered  in  removable  leather  cushions, 
or  dainty  cretonnes,  or  art  tickings  and  denims,  are 
saleable  at  all  seasons.  A  variety  of  materials  are 
classed  generally  as  "wicker,"  including  willow,  rat- 
tan, reed,  grass,  rush  and  fibers  in  general;  "Avicker" 
being  descriptive  of  the  method  of  construction  as  well 
as  of  the  material.  Wickerwork  is  understood  as  be- 
ing made  of  flexible  material,  twi'gs,  grass  and  the  like, 
or  woven.  Thus,  any  kind  of  furniture  of  this  de- 
scription may  be  classed  wickerwork.  Of  the  various 
Idnds  of  wicker  goods,  willow  was  formerly  most  com- 
mon, but  of  late  years  the  rattan  has  come  into  greater 
favor,  since  it  is  more  flexible  and  susceptible  of  a 
greater  vai'iety  of  ornamental  forms.  The  willow  twig, 
used  for  furniture  and  baskets,  is  shorter  in  fiber, 
breaking  easily  if  bent  at  too  sharp  an  angle.  The 
splint  goods  are  more  brittle  and  can  be  used  only  for 
l)acks  or  seats  in  combination  with  wooden  frames. 
They  may  be  woven  in  fancy  patterns  and  colored  in 
ornamental  designs,  though  oftenest  seen  in  the  nat- 
ural tint  of  the  wood.  The  handsome  articles  made  of 
the  several  kinds  of  grass  are  fast  winning  favor  and 
crowding  the  reed  goods,  since  the  finer  fibre  is  sus- 
ceptible of  most  ornate  treatment,  and  colors  well  in 
the  raw  material.  The  rugs  of  grass  rival  the  famous 
work  of  the  Xava.io  Indians  in  their  multicolored  pat- 
terns. These  floor  coverings  combined  with  chairs, 
tables,  teacarts,  jardinieres,  tabourettes,  and  a  host 
of  other  articles  in  A\ncker  goods,  make  most  appro- 
priate efjuipment  for  these  sun  parlors,  now  an  almost 
indispensable  part  of  the  homes  of  well  to  do  people. 

For  Sleeping  Porches. 

The  open  air  sl('ei)ing  porches  now  used  all  winter, 
call  for  special  equipment  that  sometimes  is  used  dur- 
ing the  day,  as  the  new  beach  chairs  shelter  their  occu- 
pants from  the  too  strong  breeze  while  enabling  them 
to  enjoy  all  the  fresh  air  possible  to  be  obtained.  The 
large  hook-like  canopy  and  the  side  pockets  add  to  the 
comfort  which  makes  these  chairs  popular.  The  splint- 
seated  porch  furniture  long  favored  as  inexpensive  and 
light  to  move  about,  Ijids  fair  to  hold  its  jfrestige  siiu-e 
manufacturers  are  giving  more  attention  to  grace  and 
beauty  of  shape  and  are  making  a  greater  variety  of 
patteras.  This  will  add  to  its  desirability  for  house 
use,  although  it  is  almost  primitive  in  its  simplicity. 
The  small  rockers  make  excellent  sewing  chairs 
and  are  by  no  means  novelties  in  bedrooms.  All  the 
larger  stores  now  show  them  draped  in  cretanne  or 
Colonial  cloth  coverings  that  conceal  the  plain  wood- 


work beneath,  and  which  may  be  readil.y  removed  for 
laundering,  thus  preserving  a  dainty  freshness. 

A  Display  Sugg-estion. 

The  artistic  shapes  and  great  variety  of  the  grass, 
reed  and  willow  chairs  should  be  better  known,  hence 
the  utility  of  using  plenty  of  pictures  in  putting 
them  before  the  public  through  advertising  matter. 
They  can  also  be  shown  to  advantage  in  the  window 
displays,  which  may  be  made  especially  attractive  by 
using  tents  and  other  summer  fittings  in  connection 
with  the  furniture.  A  camping-out  scene,  with  the 
covered  cot,  made  to  swing  or  rest  on  legs,  as  de- 
sired, with  camp  chairs  and  folding  seats,  with  a 
tripod  over  a  fire  on  stones,  makes  a  picture  that  will 
halt  many  observers  and  cause  them  to  desire  possess- 
ing the  fascinating  outfit.  For  the  home  the  window 
might  show  a  porch  scene  with  grass  rugs,  a  beach 
chair  across  a  corner,  some  roomy  chairs  with  pockets 
for  magazine  or  sewing,  a  swinging  settee  and  a  tea- 
table  with  a  teacart  conveniently  placed.  A  few  hang- 
ing 'baskets  of  flowers,  swinging  between  pillars  will 
complete  another  picture  that  should  be  good  to  sell 
man.v  dollars'  worth  of  similar  goods. 

Selling  Suggestions. 

When  the  customer  is  gotten  inside  the  store  the 
salesman  ought  to  be  able  to  interest  him,  or  her,  in 
many  other  summer  fittings.  Magazine  advertising 
and  the  mail-order  houses  are  giving  much  publicity 
to  all  classes  of  furniture,  and  the  local  dealer  should 
benefit  by  the  demand  thus  established.  Much  furni- 
ture is  sold  b.y  catalogue,  as  all  dealers  know.  Even 
the  large  stores  in  the  city  cannot  carry  everything 
that  is  made  in  the  way  of  furniture,  hence  catalogues 
are  found  desirable  to  show  when  the  desired  article 
is  not  in  stock.  Local  furniture  men  should  make  use 
of  this  feature  to  hold  trade  that  otherwise  would  go 
to  the  mail-order  houses.  A  good  way  to  advertise 
is  "Show  me  any  catalogue  and  I  will  supply  the 
article  and  save  freight  charges  to  the  customer." 
Much  of  the  competition  of  the  mail-order  houses  can 
be  met  by  a  little  tact  and  the  exercise  of  ordinary 
horse-sense  on  the  part  of  merchants  in  smaller  places. 
Many  of  them  are  unwilling  to  advertise.  They  ac- 
tually seem  afraid  to  let  people  know  what  they  have 
for  sale.  Merchants  do  not  Avish  to  keep  their  stock, 
as  they  buy  their  goods  with  the  specific  purpose  of 
selling  them,  but  unless  they  make  known  what  they 
have,  it  is  not  to  be  expected  that  trade  will  be  fully 
up  to  the  desires  of  the  owner  of  the  store. 

The  Arousing  of  Desire. 

The  greatest  mercantile  l)usinesses  of  the  age  are 
built  on  the  plan  of  suggesting  wants  to  those  who 
have  the  means  of  gratifying  their  desires.  Spasmodic 
advertising  is  far  less  profitable  to  the  smaller  dealer 
tlian  regular  use  of  space  in  the  local  paper;  but  to  get 
full  value,  the  "copy"  should  be  changed  frequently, 
and  plenty  of  pictures  should  l)e  used.  Manufacturers 
will  supply  illustrations  showing  their  articles  and 
often  the  enterprising  local  merchant  can  get  ideas  for 
advertising  from  the  catalogues  sent  out  by  them  and 
from  the  trade  .journals.  Many  of  the  . trade  announce- 
ments therein  may  be  adapted  to  the  needs  of  the 
small  dealer  with  very  little  changing. 

Country  ToAvns  Critical. 

It  is  a  false  postulate  that  "most  any  old  thing  will 
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go"  in  a  country  town  where  trade  in  furniture  is  not 
too  great  at  any  season;  but  that  this  is  a  fallacy  the 
man  will  discover  who  keeps  his  eyes  open  and  sees 
ho'w  articles  come  in  by  freight,  with  the  signs  of  the 
mail-order  houses  painted  on  the  crates  or  boxes  in 
big  letters.  When  he  sees  trade  that  might  be  his  thus 
diverted  lie  is  apt  to  put  the  blame  on  the  individuals 
who  do  not  patronize  home  merchants.  Perhaps  if  he 
takes  these  buyers  to  task  for  sending  away  for 
articles,  they  will  say,  "But  you  do  not  keep  these 
things,"  and  it  is  very  possible  that  he  does  not,  but 
then,  how  about  the  catalogues?  Why  not  let  patrons 
know  that  anything  desire(^  can  be  supplied.  They  buy 
from  pictures  and  descriptions  and  have  to  Avait  for 
transportation  in  getting  orders  filled  when  they  send 
away  for  furniture,  and  pay  extra  charges  besides,  but 
the  resident  merchant  does  not  think  of  tliis.  He  wants 
to  order  sparingly  and  sell  what  he  has  on  hand,  re- 
gardless of  the  tastes  of  prospective  buyers.  They  can 
take  their  time  in  selecting  from  catalogTies,  not  being 
urged  to  buy  things  they  do  not  want,  and  then  have 
fresher  goods  that  have  the  spice  of  novelty  and  are 
not  .iust  like  what  their  neighbor  has.  These  behind- 
the-times  retail  men  do  not  read  trade  papers  or  maga- 
zines in  general  circulation,  nor  do  tliey  send  for  the 
mail-order  catalogues  to  find  out  what  their  com- 
petitors are  doing.  Probably  they  leave  the  catalogues 
sent  them  by  manufacturers  unread,  or  sell  them  for 
waste  paper  with  the  wrappers  still  on  them,  and  then 
they  wonder  why  those  who  should  buy  of  them  send 
away  for  furniture. 

Making  Quick  Sales. 

The  young  housekeeper,  about  to  furnish  up  an 
extra  room  for  summer  guests,  who  was  taxed  witli 
lack  of  public  spirit  in  patronizing  a  mail-order  house 
instead  of  a  local  dealer,  replied:  "I  looked  over  liis 
stock  but  he  had  not  gotten  in  any  new  goods  for  two 
years  and  I  was  tired  of  seeing  the  old  stuff.  I  wanted 
something  new,  so  T  sent  for  a  catalogue  and  ordered 
by  mail."  Probably  she  exaggerated  in  saying  that 
nothing  iiad  been  added  to  the  stock  for  two  years,  but 
so  long  as  it  had  that  appearance  to  her  she  was  sul)- 
stantially  correct.  .  The  goods  looked  old  and  shop- 
worn; whether  they  were  so  or  not,  the  effect  was  the 
same.  The  business  went  out  of  town  that  might  have 
been  kept  at  home  had  the  merchant  shown  any  enter- 
prise or  desire  to  please  his  patrons.  The  secret  of 
success  in  business  is  in  turning  over  sales.  The  man 
who  turns  over  his  capital  four  times  a  year  has  the 
l)euefit  of  four  times  his  actual  capital,  since  he  has 
the  use  of  what  he  started  with  four  times  over.  Per- 
haps this  may  not  be  possible  in  the  furniture  line,  but 
there  are  lines  in  which  this  may  be  done,  and  the  only 
way  that  it  may  be  tested  is  to  adopt  means  to  start 
a  demaiul  for  the  goods  so  as  to  move  out  the  stock 
rapidly.  This  is  the  season  when  furniture  is  in  the 
greatest  demand.  Housewives  are  taking  an  account 
of  stock  and  weeding  out  old  pieces  that  are  unsightly 
and  broken.  The  winter  is  hard  on  furniture,  when 
f)eople  must  be  in  the  house  more  than  during  warm 
weather  and  the  brightness  of  spring  days  suggests 
replenishing  of  home  equipment.  Now  is  the  time  to 
make  ready  to  reap  the  harvest  of  dollars  that  comes 
in  meeting  this  demand.  To  help  in  this  result  a  few 
of  the  lines  desirable  are  noted  herewith. 

Wide  Variety  of  Summer  Lines. 

Many  goods  for  porch  and  lawn  use  have  l)een 
claimed  as  indestructible  and  weatherproof,  where 
properly  finished.    The  newest  furniture  is  nuide  that 


way  and  can  be  relied  upon.  It  is  light  and  graceful 
in  appearance  and  comes  in  variety  of  shapes  and 
styles  to  please  the  most  fastidious.  Swing  and  stand- 
ing settees  are  favored  hy  many,  the  seats  being  shaped 
to  secure  the  greatest  comfort.  The  all-wood  slat  fur- 
niture made  after  Mission  styles  is  attracting  conserva- 
tive buyers  who  desire  to  get  something  that  can  be 
used  outside  or  inside  the  summer  cottage.  With 
ciishions  t  hese  are  well  adapted  for  the  sun  parlor  or 
living  room.  A  full  line  of  rockers,  arm  chairs,  porch 
settees  and  other  articles  are  shown.  Some  most  de- 
sirable novelties  in  fibre  rusli  furniture  will  take  the 
eye  of  the  woman  who  wants  handsome  pieces  for  her 
porch  and  summer  parlor.  The  great  variety  of  ar- 
ticles shoM'u  in  this  class  of  woven  furniture  is  a  sur- 
prise to  persons  unfamiliar  with  it.  Its  lightness  and 
ease  of  handling  is  not  the  least  reconunendation  pos- 
sessed. The  pedestal,  shaped  with  solid  sides  to  hold 
fancy  work,  or  anything  else  desired,  in  its  convenient 
basket-like  receptacle,  is  an  article  that  all  will  appre- 
ciate. The  magazine  stand  is  another  piece  that  will 
help  furnish  up  the  porch  of  a  summer  home,  its 
shelves  and  small  pouches  holding  reading  matter  con- 
venient of  access  to  the  summer  guest  who  lounges  in 
hammock  or  easy  chair  during  the  hot  days  of  mid- 


WUIow  furniture  of  European  design. 


summer.  The  large  lines  of  fibre  furniture  in  a  multi- 
tude of  styles  and  decorative  Aveaves,  reminds  the  stu- 
dent of  household  economics  of  the  fine  basket-work  of 
primitive  peoples  and  as  a  study  in  the  evolution  of 
industries.  The  full  luxuriousness  of  rattan,  or  reed 
furniture,  is  only  understood  by  an  examination  of  the 
handsome  articles  to  be  found  in  this  class  of  woven 
furniture.  The  capacious  chairs  with  roomy  seats, 
fully  cushioned  in  leather  or  flowered  cretonnes,  tempt 
the  most  economical  to  purchase  by  their  ease  and 
beauty.  Those  selecting  for  out  of  door  use  will  find 
the  Colonial  wing  backs  well  adapted  for  their  pur- 
pose, since  the  wings  form  a  shelter  from  drafts  wliile 
not  interfering  Avith  full  enjoyment  of  the  fresh  air. 
Another  line  of  reed  furniture  is  characterized  by 
graceful  shapes  and  very  open  weaves,  making  it 
lighter  to  carry  about,  while  strong  enough  for  any 
l)urpose.  The  line  is  made  in  many  designs  of  rockers, 
arm  chairs,  settees  and  small  rockers  and  in  a  variety 
of  finishes.  The  handsome  indoor  line  in  this  make  is 
cushioned  in  cretonne  or  leather,  with  removal>le  seat 
cushions.  English  garden  furniture  is  unique  in 
shapes,  with  liigh  l^acks,  close  or  slat  construction. 

Hammocks,  Swing  Seats  and  Tent  Cots. 

No  lawn  or  porch  is  Avell  furnished  for  sunuiier  use 
without  sometliing  in  the  nature  of  a  SAving  couch, 
whether  it  be  seat,  hammock  or  a  sheltered  tent  cot. 
Either  of  these  are  equally  applicable  to  the  needs  of 
one  Avlio  Avants  to  sleep  out,  or  merely  to  rest  in  of  a 
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brio'lit  summer  day.  The  swinging  couch  is  the  acme 
of  luxury,  and  the  variety  shown  is  legion,  suiting  any 
purse  or  taste.  There  is  a  wide  divergence  in  the 
handsome  canopied  swinging  couches,  with  springs  be- 
neath the  soft  mattress  ranging  from  the  primitive 
hammock  of  canvas,  first  seen  many  years  ago,  and  a 
novelty  then  in  the  little  country  village  where  ham- 
mocks hitherto  were  unknown.  These  sumptuous  mod- 
ern swinging  beds  may  be  used  for  the  night's  rest  as 
.well  as  merely  for  the  afternoon  nap.  While  they 
may  be  swung  on  chains  from  the  roof  of  the  porch, 
or  on  iron  supports,  to  be  moved  at  will  any  part 
of  the  porch  or  lawn,  they  are  furnished  with  backs, 
arms,  canopies,  or  sloping  head  rests,  one  or  all,  as 
desired,  while  prices  are  made  to  fit  the  requirements 
or  desires  of  the  individual  purchasers.  The  tent  cot, 
mentioned  liitherto,  is  also  desirable  for  the  lawn. 
AVherever  there  are  children  the  lawn  swing  is  sure  of 
finding  favor,  and  made  in  hardwood  and  in  such 
shape  as  to  be  shipped  with  the  least  bulk  and  trouble, 
the  line  may  he  sold  from  catalogue  or  sample,  and 
they  are  readily  set  by  any  man  of  average  capacity. 
It  is  strange  how  often  the  groAvn-ups  may  be  found 
in  these  savings. 


HANDSOME  NEW  FURNITURE  STORE. 

A  new  and  elegant  business  home  is  "Th.e  New 
Ideal  Furniture  Store"  which  M.  H.  Buckley  &  Co. 
have  just  opened  on  Ontario  Avenue  near  Queen  Street, 
in  the  very  heart  of  Niagara  Falls,  Ont.  It  is  modern 
in  its  appointments  and  equipment,  and  is  one  of  the 
most  handsome  business  establishments  in  the  city. 

The  block  which  has  just  passed  through  the  hands 
of  the  builders,  is  considered  one  of  the  most  up-to- 
date  in  Niagara  Falls,  and  a  handsome  addition  to  the 
commercial  importance  of  the  down-town  business  sec- 
tion. 

The  building  has  an  imposing  front  of  buff-colored 
pressed  brick,  with  cut  stone  sills,  lintels  and  base.  Two 
large  entrances  are  flanked  by  plate  windows  and  or- 
namental glass  fanlights. 

The  interior  of  the  building  is  laid  out  Avith  a  view 


K-xtei-ioi-  of  Buckley  &  Co.'*  splendid  mow  furniture  store 
at  Niagara  Kails. 


to  display  goods  to  the  best  possible  advantage  on  all 
three  floors.  Wide,  easy  staircases  lead  from  the  main 
show-room  on  the  first  floor  to  the  basement  and  to  the 
third  floor,  which  is  used  as  a  display  room  for  ear- 
pets,  rugs,  etc.,  and  which  is  the  full  building  size,  50 
X  60  feet. 

On  the  main  floor  the  very  comj)lete  and  large  stock 
carried  by  this  house  is  arranged  in  such  a  manner  as 


to  add  an  attractiveness  to  the  art  of  the  woodworker 
and  leaves  nothing  to  be  desired  to  suit  the  taste  or 
the  convenience  of  the  customer. 

Throughout,  the  building  is  finished  in  golden  oak, 
and  the  oaken  columns  in  the  main  show  room  give  the 
place  a  massive  and  yet  a  rich  appearance. 

In  the  cosy  business  office  just  off  the  wareroom, 
and  in  fact  throughout  the  building  there  is  an  artistic 


Interior  view  of  main  floor,  showing  attrnctivc,  home-like 
arrang-euient  of  furniture. 


display  of  wares  that  sets  off'  the  handsome  building 
and  makes  a  visit  to  the  Buckley  store  a  pleasure  such 
as  one  experiences  in  visiting  an  art  gallery. 

The  store  is  well  lighted,  the  ground  floor  being 
practically  a  series  of  glass  plates  along  the  whole 
front,  and  the  floor  above  has  eight  windows  let  in  the 
street  elevation,  which  in  the  daytime  allows  a  flood 
of  sunlight  into  the  rug  and  carpet  display  room. 

Mr.  Buckley  believes  in  advertising,  using  his  local 
jiapers  pretty  extensively,  and  he  has  as  well  a  num- 
ber of  illustrated  signs  about  the  city  and  the  roads 
leading  to  Niagara  Falls  advertising  the  house  of 
"Buckley,  the  home  furnisher." 

Mr.  H.  Buckley,  president  of  the  company,  thoug-h 
born  in  Philadelphia,  has  been  a  resident  of  Niagara  Falls 
since  1865,  moving  there  with  his  parents  when  only  eight 
years  old  to  the  town  then  known  as  Clifton.  He  started 
in  business  in  1885,  making  picture  frames,  later  on  en- 
larging his  field  by  opening  a  furniture  store,  the  second 
store  in  that  line  in  his  town.  He  is  to-day  the  oldest 
merchant  in  any  line  of  business  in  point  of  service  in 
Niiiofara  Falls.  His  "New  Ideal  Furniture  Store  "  is  his 
seventh  location  since  entering  business,  moving  to  his 
new  building  from  Park  Street.  Mr.  Buckley  has  as- 
sociated with  him  his  eldest  son,  Ernest,  who  is  growing 
up  with  the  business  and  is  assuming  its  management. 


AN  ENTERPRISING  STROKE. 

It  behooves  qll  furniture  dealers  to  be  always  on  the 
lookout  for  the  likely  new  and  seasonable  goods,  for 
you  never  can  tell  when  a  venture  will  not  meet  with 
greater  than  anticipated  success.  A  striking  example 
of  this  was  shown  by  J.  D.  Lanigan,  buyer  for  the  Nova 
Scotia  Furniture  Co.,  Halifax,  who.  attracted  by  the 
likelihood  of  making  sales  Avith  cedar  bedroom  and  fur 
boxes- — a  new  line  with  his  firm — pitrchased  six  of  them 
on  a  trial  order.  His  principals  criticized  his  judg- 
ment, but  Mr.  Lanigan  persevered.  He  advertised  the 
boxes,  made  a  window  display,  and  sold  three  of  them 
the  first  afternoon  they  were  shown.    'Nuff  said. 
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Some  Experiences 
and 

Suggestions 


THE  TACTFUL  FURNITURE  SALESMAN. 

By  H.  R.  May 

Suppose  a  lady  tells  the  salesman  that  she  wants  a 
piece  of  furniture  for  a  room  that  is  finished  in  a  cer- 
tain color,  or  Avhich  contains  other  furniture  of  a  pro- 
nounced shape,  he  should  not  tell  her  bluntly  that  the 
piece  she  has  selected  is  not  suitable.  Neither  should 
he  go  to  the  other  extreme  and  praise  here  judgment 
and  let  the  order  go  through  Avhile  he  knows  perfectly 
well  she  has  made  a  bad  choice.  No  woman  likes  to 
l  e  told  that  her  judgment  or  taste  is  faulty,  and  on 
the  other  l;and  she  wi  1  feel  disappointed  when  the 
goods  arrive  and  are  found  to  clash  witli  the  general 
tO'  e  of  the  niom.  The  sak'sman's  knowledge  of  furni- 
tu"  e  styles  and  finishes  can  be  utilized  in  such  eases 
to  the  best  advantage,  and  he  will  earn  the  gratitude 
of  the  buyer  if  he  Avill  jnit  that  laiowledge  diplomat- 
ic a'ly  at  her  disposal. 

Much  can  be  done  by  suggestion.  If  a  Vv'oman  wants 
a  fum.ed  oak  buifet,  and  the  salesman  knows  that  the 
other  furniture  she  has  is  golden,  he  should  suggest 
to  hei"  that  she  might  like  to  see  the  effect  in  your  own 
store.  Bring  out  a  chair  or  table  in  golden,  and  place 
them  near  the  fumed  oak  buffet.  Unless  she  is  blind 
she  will  see  the  impossibility  of  such  a  coml)ination, 
and  order  a  golden  buffet  instead.  But  let  her  make 
the  suggested  change  herself. 

This  brings  to  mind  the  absolute  need  for  salesmen 
to  know  the  goods  on  the  floor.  They  are  surrounded 
day  by  day  with  furniture  of  all  sorts ;  they  are  their 
every  day  companions  and  they  ought  to  know  the 
pedigree  of  every  piece  in  the  store.  Like  the  success- 
ful school  teacher,  Avho  knows  the  characteristics  of 
each  pupil,  his  name,  where  he  came  from,  and  his 
good  and  bad  cpialities,  salesmen  should  be  able  to  dis- 
cuss furniture  Avith  a  perfect  knoAvledge  of  the  good 
points.  It  is  a  curious  thing  that  the  salesman  Avho 
has  only  a  general  smattering  of  the  really  necessary 
information  regarding  furniture  and  how  to  sell  it, 
thinks  he  knoAvs  it  all,  Avhile  the  one  Avho  is  efficient 
at  every  point  feels  that  he  doesn't  know  enough  and 
is  ahvays  trying  to  learn  more. 

Heavy  graded  and  slippery  rails  can't  stop  the  en- 
gine that  carries  a  full  sand  box.  It  ahvays  takes 
grit  to  overcome  difficulties,  and  the  man  Avho  has  the 
sand  may  be  depended  upon  to  make  schedule  time 
on  any  road.  This  magazine,  if  read  every  month,  will 
help  in  the  effort  to  know  more  about  good,  moderate- 
priced  furniture.  Every  number  is  brimful  of  talking 
points,  and  if  more  light  is  needed  it  will  be  given 
cheerfully  in  a  personal  letter. 


THE  IDEAL  STORE. 

I  like  to  go  into  a  warm  store — not  steam-heated  par- 
ticularly but  heart-heated — a  store  Avhere  the  proprie- 
tor is  cordial,  obliging  and  cheerful,  where  the  clerks 
act  like  they  are  glad  to  see  me,  says  a  writer  in  an 
exchange. 

I  like  to  go  into  a  store  AA'here  I  feel  Avelcome.  In 
some  stores  I  have  left  like  an  intruder  breaking  into 
a  private  house. 


I  like  to  enter  a  store  by  being  invited  in  by  at- 
tractive windoAv  displays.  I  generally  choose  a  store 
by  the  AvindoAvs  and  I  very  seldom  find  that  they  mis- 
represent the  quality  of  the  store. 

I  like  to  deal  with  a  store  where  I  know  the  clerks 
Avork  together  pleasantly,  where  they  receive  pi-ojx'r 
credit  for  Avhat  they  do,  and  Avherc  the  projn'ietor 
treats  them  well. 

When  I  go  into  a  store,  I  like  to  have  the  clerk  take, 
my  complete  order,  and  then  collect  the  articles,  wrap- 
ping them  in  as  fcAV  parcels  as  possible. 

I  like  a  store  where  the  clerks  know  where  to  find 
what  I  want  without  unnecessary  delay. 

I  like  to  go  into  a  store  where  there  is  plenty  oF 
light,  both  in  the  daytime  and  evening,  and  Avhere  tiieie 
is  good  ventilation. 

I  like  a  store  Avhere  the  shelves  are  clean  and  Avhere 
they  do  not  shoAv  dusty  packages  and  cans.  I  ahvays 
patronize  the  cleanest  store  I  can  find. 

I  like  to  go  into  a  store  where  the  clerks  are  anxious 
to  wait  on  me,  Avhere  they  are  desirous  of  showing  me 
goods,  even  though  I  may  not  make  a  purchase. 

I  like  a  store  Avhere  I  always  get  a  receipt,  for  it  is 
the  only  safe  way,  and  I  knoAV  I  am  getting  exactly 
Avhat  I  pay  for. 

When  goods  are  delivered  or  I  send  out  after  them. 
I  ahvays  like  to  have  the  store  send  me  a  receipt,  so 
I  ma.y  knoAV  that  I  get  what  I  ordered. 

The  ideal  store  is  the  one  that  has  these  good  quali- 
ties and  more. 


A  SILENT  SALES  STARTER. 

An  Ohio  dealer  has  a  couple  of  chairs  and  two  com- 
fortable rockers  placed  near  the  entrance  of  his  store, 
for  the  convenience  of  visitors.  The  seats  command 
a  clear  vicAv  of  the  street  corner,  Avhich  is  a  trolley 
transfer  point,  in  a  very  busy  section  of  tOAvn. 

There  is  a  neat  card  in  the  Avindow  and  many  a 
tired  Avoman  has  taken  refuge  in  one  of  those  big,  eom- 


Come  In  and  Rest  a  While  Anyway 


fortable  chairs,  from  the  dust  and  heat  Avliile  waiting 
for  her  car. 

The  accessories  are  simple — only  a  library  table,  willi 
a  city  directory  and  a  fcAv  magazines  on  it.  But  there 
is  a  plentiful  supply  of  pure  drinking  Avater,  and  the 
store  is  clean,  orderly  and  quiet.    The  office  is  at  the  rear. 

Salesmen  are  not  alloAved  to  interfere  with  the  visi- 
tors, unless  they  are  asked  to  show  goods. 

The  dealer's  most  attractive  stock  is  placed  so  that 
persons  in  this  rest-room  cannot  avoid  seeing  it.  This 
part  of  the  stock  is  arranged  in  an  angle,  and,  small 
as  the  space  is,  every  piece  is  Avell  displayed.  Cards 
18x22  inches  in  size  describe  the  difference  pieces  and 
give  prices. 

Many  a  good  sale  has  been  started  in  this  rest-room. 
Any  furniture  dealer  can  do  as  well,  if  his  store  is  in 
the  right  location. 
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STIMULATING  SALESMEN. 

lu  a  certain  store  every  salesman  is,  according  to 
Geo.  W.  Ritter  in  Furniture  Record,  handed  a  slip 
each  morning  on  which  it  says  in  substance: 


Here  is  what  you  sold  a  year  ago  to-day 
$...  

Here  is  what  you  sold  this  week  last  year 
$  

Here  is  what  you  sold  this  month  last  year 
$  


This  is  not  in  a  furniture  store,  but  there  is  no 
reason  why  the  scheme  should  not  work  in  the  furni- 
ture business ;  perhaps  not  on  the  daily  sales,  but  on 
the  weekly  and,  at  least,  on  the  monthly. 

I  was  told  by  the  manager  that  the  scheme  was  a 
wonder — in  this  way :  Every  man  had  a  goal.  To  beat 
the  day's  sales  of  the  same  day  of  the  previous  year 
was  the  one  aim  of  the  salesmen.  And  every  salesman 
had  his  figures — his  goal — in  mind  all  day  long.  "I've 
got  to  at  least  do  as  much  as  I  did  a  year  ago  to-day. 
In  fact,  I've  got  to  beat  it,"  was  the  thing  in  every 
man's  mind. 

When  one  of  these  salesmen  has  a  customer  for  an 
asked-for  article — when  he  is  through  selling  her  that 
article — he  thinks  of  that  slip  in  his  pocket  and  he 
goes  after  her.  Take  it  in  the  furniture  business. 
We'll  say  that  a  woman  came  in  to  buy  a  rocker. 
Perhaps  she  hasn't  a  kitchen  cabinet.  Perhaps  she 
hasn't  a  washing  machine;  or,  a  new  refrigerator 
might  interest  her;  or,  possibly,  if  you  showed  her 
some  of  that  new  summer  furniture,  or  a  lawn  swing, 
she  might  be  induced  to  buy  more  than  she  intended 
to  when  she  came  in.  The  slip  is  the  reminder  that 
you  ought  to  do  better  than  you  did  last  year.  It 
is  your  incentive.  Suppose  you  do  fail  the  first  time 
you  try  it,  and  the  second,  and  the  first  ten  times. 
That  cloesn't  make  any  difference,  you're  bound  to 
land  once  in  a  while,  and  when  you  do  it  more  than 
makes  up  for  all  the  bad  trys.  The  slip  keeps  you  on 
your  toes  all  day  long.  Some  men  work  naturally 
along  the  lines  suggested,  without  a  slip,  but  they  are 
few  and  far  between.  If  you  are  not  one  of  them,  try 
the  slip. 

It  likely  will  1)e  too  much  work  for  the  office  to  dig 
up  your  daily  sales  for  a  year  back,  but  start  the 
system  now  by  getting  yourself  one  of  those  little  vest 
pocket  memorandum  books,  and  keep  a  daily,  weekly, 
and  monthly  record  of  your  sales.  Have  a  goal — 
some  definite  place  to  reach,  and  pass.  You'll  notice 
the  difference  in  yourself  right  away  in  the  manner  in 
which  you  go  after  a  customer,  and  the  manner  in 
which  you  land. 

But,  don't  say  of  this  or  any  other  suggestion,  "Yes, 
that's  a  good  idea,"  and  then  proceed  to  forget  all 
about  it.  Place  a  tack,  with  the  point  towards  the 
North,  on  your  favorite  chair  until  that  book  is  in 
your  vest  pocket,  and  the  system  under  way. 


COLLECTIONS. 

No  doubt  a  great  many  uncollected  accounts  on  the 
books  of  retail  merchants  would  not  be  outstanding  if 
cfTort  were  made  to  collect  them  at  the  proper  time. 


And  the  proper  time  is  when  they  are  due.  Indif¥er- 
ence  on  the  part  of  the  creditor  makes  the  debtor  also 
indifferent.  Then  he  becomes  actually  careless,  and  a 
later  request  for  payment  is  regarded  by  him  as  of 
minor  importance  and  requiring  no  immediate  atten- 
tion. Credit  should  be  extended  with  a  definite  under- 
standing as  to  the  time  of  payment.  Settlement  should 
be  expected  and  asked  for  on  the  moment.  If  there 
seems  valid  reason  then  for  extending  the  time,  it  may 
do  no  harm.  But  it  is  very  bad  management  to  over- 
look the  date  for  collection  without  the  proper  request 
of  payment. 


"LARGE  FAMILY  OF  SATISFIED  CUSTOMERS." 

A  furniture  company  in  Cofifeyville,  Kan.,  issues  a 
certificate  of  membership  to  its  "Large  Family  of  Sat- 
isfied Customers."  Now  don't  laugh  about  this  certi- 
ficate. It's  a  straightforward  advertising  proposition 
on  the  part  of  the  furniture  company — and  it  works. 
At  first  thought  you  might  feel  that  membership  of 
this  kind  would  be  considered  a  joke  by  the  person 
receiving  it;  but  in  this  case  not- — people  really  prize 
these  certificates.  The  certificate  itself  is  small,  being 
31/2  X  81/2  inches  in  size  and  neatly  gotten  up  and 
printed  in  attractive  colors.  Now  bear  in  mind  that 
this  certificate  which  was  mailed  to  the  customers  of 
the  furniture  company  was  simply  a  certificate  of  mem- 
bership in  its  large  family  of  satisfied  customers.  And 
in  addition  to  all  the  benefits  that  might  be  derived 
from  this  membership,  the  certificate  was  made  good 
for  one  dollar  in  trade  when  presented  at  the  store. — 
Merchants'  Trade  Journal. 


HELP  THE  CUSTOMER. 

A  dealer  who  is  making  plenty  of  money  in  the 
furniture  business,  was  asked  how  he  kept  up  his  suc- 
cessful selling  under  all  conditions  and  in  all  seasons. 

"I  make  it  a  point,"  said  he,  "to  never  try  to  sell 
a  customer  anything^ — I  try  to  help  her  buy." 

There's  a  heap  of  difference  between  selling  a  cus- 
tomer and  helping  her  to  buy.  In  the  one  case,  she 
is  often  persuaded  into  buying  something  she  doesn't 
Avant ;  in  the  other,  her  interests  come  foremost  and 
the  dealer  aids  her  in  making  a  choice  that  will  give 
her  satisfaction. — Northern  Furniture. 


ANNOUNCING  A  SALE  BY  PHONOGRAPH. 

It  often  happens  that  we  are  more  powerfully  im- 
pressed by  what  we  hear  than  by  what  we  see.  A  cer- 
tain Philadelphia  store,  which  had  been  partially  des- 
troyed by  fire,  was  disposing  of  the  remainder  of  its 
stock  at  slaughter  prices.  The  management  conceived 
the  idea  of  utilizing  a  phonograph  for  the  announce- 
ment to  the  public  of  the  wonderful  bargains  to  be 
obtained  there.  This  novelty  of  itself  drew  such  a 
crowd  that  the  sidewalk  was  crowded  by  listeners,  and 
in  forty-eight  hours  an  almost  entire  clearance  of  the 
stock  had  been  effected  by  this  unique  method. 


Time  was  when  men  were  measured  by  the  interest 
they  could  collect  from  other  people.  To-day  men 
are  judged,  and  now  and  then  succeed,  according  to 
the  interest  they  place  in  other  people. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


SUGGESTIONS  FOR  A  COUNTRY  STORE  WINDOW 

With  the  floor  level  of  the  windows  brought  close  to 
the  sidewalk,  the  solution  is  presented  as  to  how  a 
man  owning  a  small  store  can  use  his  windows  to  at- 
tract favorable  attention,  suggests  an  exchange. 

The  approaching  season,  when  openings  should  be 
made  a  feature  in  every  well-conducted  furniture  store, 
ma.y  be  made  the  starting  point  for  better  displays  and 
more  carefully  arranged  show  window.  If  one  has  been 
lax  in  the  past  there  is  no  better  time  than  the  present 
to  change  his  procedure.  If  dust,  disorder  and  dirt 
have  been  tolerated,  let  them  now  be  swept  aside  and 
permanently  displaced.  Let  the  new  broom  of  im- 
provement make  a  clean  disposition  of  old  time  dis- 
figurements in  the  store's  appearance.  It  would  seem 
impossible  that  such  suggestions  was  needed  in  these 
days  of  commercial  acuteness  and  baisiness  refine- 
ments. Yet  there  are  towns  that  pointedly  require 
.iust  such  an  admonition.  Window  display  is  not  prac- 
tical in  small  towns  as  it  is  in  large  cities,  whereas  it 
is  absolutely  more  essential  in  the  former  ease  than  the 
latter.  The  furniture  dealer  in  a  rural  community  need 
not  fall  in  the  way  of  letting  things  take  their  course 
.simply  because  the  general  tone  of  the  village  is  that 
of  sleeky  indifference.  His  continuance  and  prosperity 
as  a  merchant  depend  upon  his  attracting  profitable 
attention  to  his  place.  If  he  neglects  to  display  his 
goods  desirably  he  is  omitting  one  of  the  chiefest  fac- 
tor which  have  to  do  in  making  him  successful.  It 
would  be  almost  incredible  to  hear  what  neglect  is 
sometimes  seen  in  country  .stores.  There  are  too  many 
where  a  perfunctory  piece  or  two  of  common  furniture 
is  shoved  carelessly  into  a  show  window  and  left  there 
for  months  M'ithout  even  contact  with  a  dust  cloth. 


WINDOW  DISPLAYS  IN  SMALL  TOWNS. 

The  retailer  will  never  possess  any  other  weapon 
which  can  be  made  as  strong  for  fighting  the  mail- 
order house  competition  as  his  own  show  windows. 
The  trouble  at  the  present  time  seems  to  be  that  very 
few  retailers  outside  of  the  big  cities  realize  this  fact, 
according  to  a  contemporary. 

In  travelling  over  the  country  it  is  noticed  that  prac- 
tically no  attention  is  paid  to  the  show  windows  in 
small  towns.  They  have  a  glass  front,  but  no  window 
for  display  purposes.  Thus  an  opportunity  is  lost  every 
day  for  the  very  cheapest  and  best  kind  of  advertis- 
ing. In  large  cities  business  men  pay  hundreds  of 
dollars  per  month  for  locations  where  their  display 
windows  must  be  passed  by  the  crowds.  The  retailer 
in  even  the  smallest  towns  should  make  the  same  use 
of  his  windows,  for,  though  the  passing  crowd  is  small, 
it  is  just  as  anxious  to  see  what  is  for  sale  within  the 
store  and  the  price  asked  for  it. 

Retailers  in  most  small  towns  seem  more  willing  to 
^pend  their  money  to  advertise  to  bring  country  people 
to  town  than  they  are  to  make  up  window  displays 
which  can  be  made  at  quiet  times  to  attract  the  atten- 
tion of  people  after  they  get  to  town. 

It  is  probably  inexperience  which  causes  most  re- 
tailers to  hesitate  about  putting  in  show  windows. 


This  should  not  prevent  a  start  being  made,  however. 
Remember  that,  while  your  efforts  at  trimming  a  win- 
dow may  not  compare  favorably  with  city  windows 
which  have  been  trimmed  by  men  Avho  command  high 
salaries  for  their  skill  in  this  jmrticular  direction,  they 
will  compare  very  favorably  with  the  windows  of  your 
less  enterprising  neighbor  who  has  no  display  and  "pro- 
bably has  dirty  windows  to  boot. 

If  .vou  have  no  show  window  have  one  put  in  at 
once  by  all  means.  Have  a  glass  back  put  in,  so  your 
store  will  be  as  light  as  ever,  and  then  begin  trim- 
ming up  the  window  with  something  new  every  week. 
Remember  that  many  people  buy  from  catalogues  be- 
cause they  think  the  particular  thing  wanted  is  not 
for  sale  in  their  towns.  Make  your  show  windows 
sho^v  them  everything  you  have  for  sale,  but  do  not- 
put  it  all  in  the  windows  at  one  time.  A  window  full 
of  different  articles  bewilders  the  passer,  and  you  get 
no  results.  Fill  the  window  full,  if  you  so  desire,  but 
let  it  be  filled  with  but  one  class  or  kind  of  goods. 
Put  in  another  kind  the  next  week,  and  so  on  tlirough- 
out  the  year.  A  little  care  will  enable  you  to  display' 
everything  at  the  right  season.  If  you  "only  have  one 
article  of  some  particular  kind  it  will  make  a  window 
display  if  you  put  it  in  the  window  and  have  the  right 
kind  of  a  Avindow  card  to  go  Avifh  it. 


COLOR   EFFECTS    AND    STYLES   IN  WINDOW 
TRIMMING. 

The  importance  of  the  part  color  effects  and  decora- 
tive styles  play  in  arranging  furniture  window  dis- 
plays is  recognized  by  every  trimmer.  In  an  article 
on  this  sub.iect  in  the  Southern  Furniture  Journal 
George  J.  Ceawan  gives  some  excellent  suggestions  on. 
this  particular  point.     One  important  point  to  con- 
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A  window  rUspliiy  witliout  aii.v  Roods.  1|  wiis  iiindc  (o  rcprcsfnt  a  bill 
board  in  a  vacant  lot,  tin  l  ans  and  otbcr  vac-ant  lot  debris  were  thrown 
around  to  add  to  the  realism.    It  well  advertisi-d  the-  P^-brnary  sale. 

sider,  he  says,  is  to  try  and  make  the  window  cheerful 
and  the  decorations  harmonize  with  the  furniture. 
There  should  be  plenty  of  color,  yet  no  discord  or 
garishne.ss.    The  essential  thing  is  good  taste. 

The  greatest  tlionghtfulness  in  d(>corating  the  win- 
dow in  order  to  imitate  a  certain  kind  of  room  of  a 
certain  period  may  be  spoiled  by  mistakes  in  placing 
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furiiiti;re  in  the  window  that  does  not  represent  styles 
of  that  period. 

As  a  sreneral  rule  the  side  walls  of  a  room  are  darker 
than  the  ceiling-.  This  has  been  brought  about  by  the 
fact  that  in  the  home  the  sunlight  comes  through  the 
windoAvs  and  lig-hts  up  the  floor  and  loAver  wall,  while 
the  ceiling  does  not  receive  the  light.  Therefore  in 
decorating  the  room  the  ceiling  is  finished  off  in  lighter 
colors  and  the  lower  part  of  the  room  is  finished  off 
in  the  darker  shades. 

If  wall  paper  is  used  in  the  window-  extreme  care 
must  be  taken  in  selecting  the  design.  Be  careful  to 
choose  paper  with  small  patterns  and  not  too  man)'  colors. 

If  your  window  has  a  low  .ceiling  you  can  never  use 
A' ertical  lines  in  the  decorations  in  order  to  give  the 
appearance  of  height.  If  the  AvindoAA-  is  high,  lines 
around  the  room,  like  the  chair  rail  and  picture  mould- 
ings, help  to  decrease  the  height. 

If  your  AvindoAV  is  deep  you  can  use  such  colors  as 


IDEAL  WINDOW  DRESSING  CONTEST. 

The  Ideal  Bedding  Co.,  Toronto,  announce  two  very 
interesting  competitions.  The  first  one  is  among  the 
trade.  This  competition  is  to  take  the  form  of  a  Win- 
dow Dressing  Contest  among  dealers  Avho  handle  the 
•'Ideal"  line.  The  idea  is  to  dress  the  Avindow  Avith 
"Ideal"  beds  and  bedding  and  particularly  an  "Ideal" 
Crib,  so  that  only  "Ideal"  goods  Avill  be  in  the  Avin- 
doAv,  to  impress  the  passer-by.  The  AvindoAv  is  to  stay 
dressed  for  ten  daj's;  contestant  to  take  a  photograph 
of  the  AvindoAV.  dimensions  6  in.  x  8  in.  and  send  it  in 
to  the  company  for  a  prize.  The  AA'indow  display  is  to 
take  place  some  time  between  April  1  and  15 ;  all  photo- 
graphs to  be  in  the  company's  hands  for  judgment  by 
April  25.  We  expect  to  piiblish  winning  photographs 
and  photographs  of  the  winners  in  our  May  number. 
This  competition  ought  to  go  Avith  a  swing  right  from 
the  start,  because  it  is  a  matter  of  indiAddual  skill  in 
windoAv  dressing,  and  at  the  same  time  it  Avill  be  good 


A  breakfast  room  dis|jlay  of  wicker  furniture  iu  classic  English  style. 


red,  yellow  and  orange.  They  are  known  as  advanc- 
ing colors;  that  is,  they  stand  out  and  make  the  room 
seem  smaller.  Blues,  grays  and  greens  are  receding 
colors,  and  if  you  have  shallow  windows  can  be  em- 
ployed Avilh  good  effect,  as  they  make  the  windows 
appear  larger. 

Remember  ahvays  to  maintain  harmony  of  colors  and 
design.  Have  the  Avails,  draperies,  carpets  and  rugs, 
furniture  and  accessories  harmonize.  For  instance,  ma- 
hogany woodwork  and  red  walls  are  almost  sure  to 
clash.  Oak  al\A'ays  looks  well  with  green.  All  effects 
should  be  carefully  studied. 

In  the  illustration  that  is  .shown  on  other  page  is 
suggested  a  very  beautiful  background  idea  for  a  win- 
dow showing  formal  parlor  or  reception  room  furniture. 

The  idea  is  to  imitate  a  door  or  arch  way  balanced 
at  either  side  with  large  windows  or  panelled  wall  space. 

The  door  can  open  into  the  store  and  be  filled  with 
a  curtain.  This  will  allow  the  sales  people  easy  access 
to  the  window  at  any  time. 

A  flower  box  placed  on  the  floor  in  the  door  way 
adds  much  beauty  and  color  to  the  decoration. 


advertising  for  the  contestant.  The  company  states 
that  the  prizes  Avill  be  Avell  Avorth  Avinning.  Those  who 
know  the  Ideal  Bedding  Company  know  that  they 
Avill  aAvard  handsome  prizes. 

To  still  further  stimulate  the  trade-winning  end  of 
the  competition,  the  company  will,  during  the  period 
of  the  windoAV  displays,  run  advertisements  in  period- 
icals in  the  leading  Canadian  centres  advertising  an 
"Ideal"  Crib  Competition  to  Canadian  women.  They 
are  offering  several  hundred  dollars  in  prizes  for  wo- 
men who  go  into  furniture  stores,  look  over  "Ideal" 
Cribs  and  then  Avrite  their  ideas  and  sl^ggestions  about 
the  Cribs  to  them.  This,  in  our  opinion,  is  one  of  the 
best  plans  that  has  ever  been  devised  to  send  custom- 
ers into  a  store.  These  dealers  Avho  are  careful  to  con- 
nect up  their  window  display  with  the  Ideal  Bedding 
Company's  advertising,  can't  help  but  derive  benefit 
from  it,  whether  they  win  a  pri;:e  or  not.  Any  furni- 
ture dealer  can  enter  this  competition  by  sending  in 
his  application  before  March  27,  but  we  recommend 
interested  readers  to  get  busy  and  send  in  their  appli- 
cations at  once. 


March,  1913 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


33 


Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


Heart  Appeal  Advertising 

By  A .  Rowden  King 

There  are  many  -women  who  sincerely  assert  that 
the  surest  way  to  a  man's  heart  is  through  his  stom- 
ach.   It  may  be  true. 

But  when,  in  advertising,  it  comes  to  reaching  a 
reader's  brain,  there  are  at  least  two  distinct  and  ap- 
proved schools.  One  maintains  that  the  best  way  to 
reach  a  reader's  brain  is  through  his  pocket-book. 
This  constitutes  Avhat  might  be  called  the  Dol!ars-and- 
Cents  Appeal.  And  tlie  other  Avell  defined  doctrine  is 
that  the  best  route  is  via  the  heart,  Avhich  slundd  be 
called  the  Heart  Appeal. 

In  other  words,  this  merchandising  problem  narrows 
itself  doAvn  to  this:  When  selling  automobiles  is  it 
better  to  advertise  that  "Our  car  is  the  best  buy  for 
the  money  on  the  market,"  or  to  say:  "It  will  mean 
much  to  all  your  dear  ones  at  home  if  you  purchase 
one  of  our  automobiles  with  all  their  comforts  and 
conveniences"?  Or,  when  selling  insurance,  is  it  bet- 
ter to  advertise  that  "Our  insurance  policies  represent 
the  best  investment  you  can  make."  or  to  say:  "Think 
of  your  loved  ones — your  mother,  your  wife,  your 
children — are  they  not  worth  protecting  with  the  best 
insurance  you  can  buy"? 

The  Pocket-Book  Appeal,  being  a  mere  matter  of 
dollars  and  cents,  is  businesslike,  unbending,  cold. 
It  is  reminiscent  of  the  roll-top  desk,  the  clicking  type- 
writer and  the  telephone.  But  the  Heart  Appeal  is  a 
very  different  matter.  It  is  reminiscent  of  the  stage 
when  the  warmest  footlights  are  turned  on,  when  the 
orchestra  lingers  on  its  soft  chords  and  when  we  feel 
a  suggestion,  .just  a  suggestion,  of  tears  welling  up 
back  of  the  eyes. 

Undoubtedly  both  the  Pocket-Book  Appeal  and  the 
Heart  Appeal  have  their  uses.  But  it  is  surprising  to 
what  an  extent  the  use  of  the  former  predominates. 
The  value  of  the  Heart  Appeal  is  underostimated.  And 
it  is  the  object  of  this  article  to  point  out  a  few  of  its 
uses,  achievements  and  possibilities. 

Being  wholly  a  matter  of  sentiment,  the  Heart  Ap- 
peal may  be  easily  overdone  in  advertising,  just  as 
sentimentality  may  be  overdone  in  any  sphere.  It  is 
apparently  not  much  more  difficult  for  the  unwary  ad- 
vertising manager  to  "slop  over"  when  he  lets  loose 
on  sentiment  in  his  magazine  page  than  it  is  for  the 
gushing  young  boarding-school  girl  when  she  meets 
some  bright-buttoned,  "perfectly  handsome"  West 
Pointer.  Sentiment,  then,  is  quite  as  much  a  matter 
for  moderation  in  the  advertising  world  as  it  is  in  the 
sphere  of  society.  When  overdone,  nothing  is  more 
silly  and  ineffectual. 

In  the  past  the  Appeal  to  the  Heart  has  been  em- 
ployed more  particularly  when  the  feminine  consumer 
has  been  sought.  This  tendency  has  been  abundantly 
illustrated  in  the  case  of  the  many  baby  foods  on  the 
market,  and  other  advertised  commodities  of  a  like 
nature.  The  love  of  the  mother  for  the  child  has  been 
employed  in  advertising  illustration  and  text  in  a  thou- 


sand diff'erent  ways,  but  it  is  al wax's  eternally  new  as 
is  true  of  any  other  heart-touch. 

It  is  where  the  Heart  Appeal  has  boon  employed 
when  many  other  appeals  are  at  hand  winch,  at  first 
blush,  would  seem  to  be  better  that  its  real  worth  has 
been  demonstrated.— Advertising  and  Selling  Maga- 
7ine. 


KEPT  STOCK  MOVING  BY  ADVERTISING. 

Becoming  interested  in  the  good  advertising  wiiich 
Sutherland  &  Son,  furniture  dealers,  St.  Catharines, 
were  doine',  The  Furniture  Woi'ld  wrote  them  regard- 
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33. 

Vou  spend  one  third  of  your  life  in  bed,  so  why  not 
be  comfortable  ?  Your  night's  sleep  will  be  a  good'one 
if  you  have  a  bed  from  our  store. 

We  have  brass  beds'in  aH  qualities,  styles,  and  sizes 
and  at  prices  to  suit  all  pockets.  Give  us  a  call  :  \ve'.ll 
be  pleased !to  show  you  our  stock. 

Yours  truly, 

SUTHERLAND  &  50N 

Welland 

Up-to-Date  Furniture  Undertakers 


One  of  Ihclserit's^of  ads.  wliicli  Siil  In  tIuikKX  .Son  are  l  uiiiiiinr. 
Tlic  orifriiial  wa.'i  44  by  "i. 

tiig  the  results  they  had  obtained  therefrom.  In  reply 
they  say: — 

"Your  letter  of  recent  date  deals  with  a  suliject  in 
which  we  have  liong  been  interested.  Advertising,  we 
may  say,  has  been  responsible  for  the  continual  growth 
of  our  business,  and  each  year  we  spend  an  appropria- 
tion with  the  local  papers  for  this  purpose. 

"In  our  opinion  advertising  is  one  of  the  first  essen- 
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tials  of  a  snccessfol  fui-iiiture  business,  or  any  other 
Inisiiiess.  for  that  matter.  The  kind  of  advertisements 
used,  however,  has  a  great  deal  to  do  with  this.  We 
iisually  try  to  get  advertisements  that  will  not  only 
attract  attention  but  create  a  desire,  and  therefore 
emi)loy  s])eeialists  to  prepare  our'  copy.  The  adver- 
tisement to  which  you  refer  is  one  of  a  series,  all 
equally  good.  As  we  run  our  advertising  eontinuous- 
ly  I  could  not  give  you  a  specific  statement  as  to  the 
results  of  that  one  issue. 

"By  means  of  advertising  we  keep  our  stock  mov- 
ing, and  we  have  worked  up  one  of  the  bes't  furniture 


a  story.  I  once  asked  myself  that  question  and  de- 
cided to  learn  from  my  clients.  I  asked  our  oldest 
and  best  customer  if  he  thought  that  our  business 
cards  were  efifective  in  securing  business. 

"He  told  me  that  when' he  was  a  bare-foot  boy  in 
the  wild  woods  of  Canada  the  only  paper  he  ever  saw 
was  a  weekly  which  contained  the  card  of  a  New  York 
banking  house.  His  ambition  was  to  come  to  New 
York  to  make  money  and  he  resolved  that  if  he  ever 
had  anything  to  invest  he  would  look  up  that  bank- 
ing house.  In  reply  to  my  question  he  said:  'Mr. 
Trask,  [  have  realized  my  ambition.' 


This  is  a  reproduction  of  an  advertisoiueiit  ISj  b.y  10  iiK-lics.  of  the  furniture  department  of  tlie  Hudson's  Bay  Co-'s  store  in 
Kamloops.  B.C.  It  is  an  exceedingly  good  ad.  Tlie  furniture  department  was  recently  opened  under  the  management  of 
Mr.  Graffunder. 


businesses  in  tlie  Niagara  district.  We  intend  to  con- 
.stantly  increase  it  and  expect  advertising  to  play  its 
part.  This  does  not  mean,  of  course,  that  advertising 
IS  the  only  means  of  getting  business,  but  we  find  that 
it  is  one  good  method.  As  stated  before,  an  advertis- 
ing programme  must  be  carried  on  systematically, 
and  the  coi>y  must  be  written  with  a  view  to  inter- 
esting the  buyer,  not  merely  a  lot  of  blind  statements, 
such  as  'the  best  in  town,'  etc." 

The  advertisement  of  Sutherland  &  Son,  herewith 
reproduced,  is  slightly  reduced  in  size  from  the  orig- 
inal. 


DOES  ADVERTISING  PAY? 

The  late  Spencer  Trask  was  noted  for  liis  philan- 
thropy. He  was  asked  one  day  by  an  advertising 
solicitor : 

"Does  advertising  pay  you,  Mr.  Trask?" 

"Young  man,"  began  the  financier,  "let  me  tell  you 


"1  could  not  remember,"  said  Mr.  Trask,  contin- 
uing, "having  ever  carried  an  advertisement  in  the 
backwoods  Canadian  weekly  he  named.  That  night  it 
worried  me,  suddenly  there  came  to  memory  the  pic- 
ture of  a  cold  wintry  afternoon  with  a  blizzard  in  pro- 
gress. The  snow  was  deep.  A  young  man  entered  my 
office  whom  at  first  I  took  for  a  tramp  for  he  had  no 
overcoat  and  his  shoes  were  out.  He  was  an  adver- 
tising solicitor  for  that  Canadian  weekly  and  T  gave 
him  a  year's  contract  of  our  firm  more  out  of  charity 
than  anything  else,  thinking  that  while  the  advertise- 
ment would  do  me  no  good,  at  least  the  commission 
would  buy  the  poor  fellow  an  overcoat  and  shoes.  And 
that  'bread  on  the  waters'  returned  me  years  after- 
ward my  best  customer." 


We  may  rave  all  we  pleas'e  about  competition  being 
the  death  of  trade,  but  the  fact  remains  that  without 
competition  to  stir  our  stumps,  most  of  us  would, 
figuratively,  go  to  sleep  and  stop  making  progress. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


MODERN  METHODS  IN  FURNITURE  FACTORIES. 

By  Alexander  T.  Deinzer 

We  know  very  well  that  the  main  factors  of  indus- 
trial success  in  the  furniture  manufacturing  business 
are,  excellence  in  workmanship,  economy  in  production, 
increased  output,  and  a  right  appreciation  of  the  prac- 
tice of  "scrapping,"  the  whole  dominated  by  a  spirit 
of  enterprise,  tempered  by  experience  and  realized  by 
means  of  an  intelligent  and  well-thought-out  organiza- 
tion. The  initial  step  in  securing  this  thoroughly  effi- 
cient organization  is  to  institute  a  complete,  simple,  yet 
efficient,  cost  system. 

A  thorough  knowledge  of  cost  in  furniture  factories 
would  be  the  means  of  almost  entirely  stopping  the 
habit  of  copying  designs  and  making  them  from  $1  to 
$3  less  than  some  one  else,  on  speculation.  An  efficient 
cost  system  will  give  the  manufacturer  an  exact  com- 
parative valne  of  his  men,  and  he  is  able  to  intelligently 
determine  who  are  his  money-makers  and  who  are  not. 
It  has  been  stated  that  a  good  cost  system  is  better 
than  a  foreman,  for  it  cannot  "stand  in"  with  men  who 
scheme  to  kill  time.  In  other  words,  cost-keeping  has 
for  its  main  ob.iect  the  determination  of  the  efficiency 
of  men;  it  leads  to  better  management  and  dispenses 
with  many  sub-managers. 

Irritating  Cost  Department. 

Unfortunately,  the  cost  of  running  a  cost  depart- 
ment is  a  constant  irritation  to  many  manufacturers 
who  have  yet  to  realize  what  it  costs  to  be  safe.  There 
is  no  doubt  but  that  the  cost  of  conducting  a  cost  sys- 
tem is  important ;  we  must,  however,  apply  the  same 
common  sense  in  this  connection  as  we  would  in  solving 
the  problems  of  gaining  efficiency  in  furniture  fac- 
tories. What  manager  would  permit  his  cabinetmakers 
to  rip  boards  with  the  old-time  hand  rip  saw  when  a 
power-feed  saw  may  be  operated  on  the  lower  floor? 
Many  so-called  business  experts  are  installing  systems 
which  are  too  complicated.  A  great  many  form  cards 
are  used  which  are  unnecessary.  It  is  unquestionably 
true  that  a  number  of  furniture  manufacturers  have 
been  stung  by  certain  people  calling  themselves  sys- 
tematizers,  who  endeavored  to  install  systems,  for  a 
substantial  consideration,  which  were  a  joke.  There 
are  a  few  good  systematizers.  Only  the  very  best  tal- 
ent should  be  engaged. 

The  writer  studied  the  subject  of  cost-keeping  as 
thoroughly  as  any  manufacturer;  saw  system  in  opera- 
tion in  some  of  the  very  largest  furniture  plants,  which 
paid  enormous  prices  for  this  information.  After  spend- 
ing much  time  in  collecting  information  and  comparing 
systems.  I  came  to  the  conclusion  lhat  all  the  systems 
I  had  studied  were  too  expensive  for  our  plant,  then 
worked  out  a  system  for  our  business  which  seems  per- 
fect in  all  that  the  name  implies,  giving  all  the  infor- 
mation anyone  can  pos.sibly  wish  for;  and  we  are  not 
spending  too  much  money  in  determining  the  cost  of 
our  goods,  either.  A  good  cost  system  will  show 
whether  goods  are  being  furnished  at  a  profit  or  at  a 


loss ;  it  will  show  tiie  absolute  cost  of  every  order  go- 
ing through  the  plant. 

Turning-  Over  Working  Capital. 
The  working  capital  must  turn  over  often.  Every 
manufacturer  welcomes  orders.  Sometimes,  however, 
more  orders  are  booked  than  the  working  force  can  fill 
withm  the  time  specified.  The  office  seems  to  disre- 
'->ard  the  superintendent's  plans,  and  may,  for  instance, 
be  instructed  to  push  Jim  Smith's  order,  which  prob- 
ably came  in  that  very  day,  but  Smith  informed  the 
office  that  unless  he  could  have  the  goods  within  ten 
days  to  not  book  the  order.  To-morrow  Smith's  order 
may  be  partly  machined,  when  along  comes  a  good- 
sized  order  from  Brown  &  Co.  for  perhaps  twentv  dif- 
ferent patterns  of  dressers.  This  is  a  telegraph  "order 
and  must  be  delivered  within  a  few  days.  The  office 
becomes  very  much  excited  and  instructs  the  superin- 
tendent to  give  this  order  preference  over  all  others. 
The  superintendent  may  have  a  hundred  or  more  dif- 
ferent styles  started,  but  under  such  conditions  is  un- 
able to  complete  any  of  the  orders  within  the  time  spe- 
cified. 

In  most  cases  little,  if  any,  consideration  is  given  by 
the  office  to  conditions  existing  in  the  manufacturing 
end  of  the  business.  The  office  force  does  not  produce, 
hence  what  would  this  force  accomplish  were  it  not  for 
the  unabated  energy,  skill  and  intelligence  of  the  su- 
perintendent, foremen  and  Avorkmen  themselves?  The 


Library  'Pablo  made  by  Mif  Goo.  aicl.agan 
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heads  of  real  live  and  progressive  furniture  plants 
recognize  this — and  they  are  the  plants  that  pay  divi- 
dends. More  than  one  good  superintendent,  foreman 
or  workman  has  severed  liis  connection  with  some  fur- 
niture plant  liecause  an  insolent,  bone-headed  office 
clerk  made  liis  job  everything  but  a  pleasant  one.  We 
must  have  complete  harmony  in  our  workshops.  No 
enmity  should  exist  between  the  office  and  raanufac- 
liiring  departments. 

Carrying  Too  Large  a  Line. 

The  writer  has  visited  many  of  our  most  successful 
furniture  factories,  and  certainly  believes  that  most 
factories  are  carrj-ing  too  large  a  line.    This,  T  know, 
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has  been  our  experience.  It  is  absolutely  certain  that 
100  rockers  can  be  mannfaetnred  at  a  much  lower  cost 
than  can  six  or  a  dozen  of  the  same  pattern.  The  house 
may  receive  an  order  for  a  few  dozen  rockers.  The 
mauap'or  finds  that  pattern  sold  very  well  and  decides 
to  manufacture  a  feAv  hundred.  lie  may  sell  all  of  the 
rockers.  Again,  he  may  be  compelled  to  sacrifice  con- 
siderably more  money  on  the  large  number  than  the 
loss  in  manufacturing  a  small  number  Avould  be.  Some 
manufacturei's  fix  a  certain  amount  which  the  sales  of 
each  pattern  should  reach,  and  if  it  fails  to  reach  this 
total,  they  drop  the  pattern. 

One  great  trouble  with  our  plant  is,  we  have  too 
many  designs.    I  am  of  the  opinion  that  we  manufac- 
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ture  more  different  styles  of  furniture  frames  than  does 
any  other  concern  in  the  country.  Have  taken  this 
up  w'ith  our  manager  a  number  of  times.  We  are  actu- 
ally manufacturing  patterns  which  were  sold  twenty 
years  ago.  Of  course,  many  of  our  goods  are  mamifac- 
tured  in  large  quantities.  As  long  as  the  pattern  sells, 
my  people  continue  to  manufacture  it,  however ;  in  the 
meantime  new  designs  are  added  to  the  line. 

No  Money  in  Special  Work. 

The  w'riter's  experience  has  convinced  him  there  is 
no  money  in  special  worlc.  Some  managers  have  a  per- 
fect mania  for  taking  in  work  of  that  kind.  They  would 
manufacture  a  piano  or  barn  door  if  they  received  such 
orders.  The  manufacturer  having  an  established  trade, 
which  keeps  his  plant  *busy  at  all  times,  has  no  busi- 
ness bothering  with  special  work.  He  may  make  a 
few  more  dollars  on  a  certain  job  than  he  would  on 
his  regular  work;  on  the  other  hand,  he  may  lose  some 
of  his  very  best  customers — and,  after  all,  our  first  duty 
is  to  our  patrons.  There  are,  of  course,  many  concerns 
which  make  special  work  their  regular  business,  but 
the  average  furniture  manufacturing  plant  manufac- 
turers its  regular  line  of  furniture.  Then  why  load 
your  men  with  details  other  than  pertains  to  your 
regular  line. 

One  of  the  greatest  troubles  in  furniture  factories 
is,  part  of  a  certain  design  will  be  machined  to-day  and 
delivered  to  the  cabinet  room.  After  a  week  the  ma- 
chine foreman  will  deliver  another  stock  lot  of  the 
pattern,  and  so  on.  Stock  is  not  permitted  to  drag  in 
modern  furniture  factories.  All  the  stock  for  a  pattern, 
whether  the  fjuantity  be  for  six  or  GOO,  must  be  deliv- 
ered at  the  same  time.  The  cabinet  foreman  checks 
the  stock,  and.  if  any  part  is  missing,  the  entire  lot  is 
•■efused.  This  is  reported  to  the  superintendent  or 
manager,  and  the  machine  foreman  usually  makes  it 


his  business  to  complete  the  machined  stock  without 
much  delay.  After  the  stock  reaches  the  cabinet  room 
very  little  trouble  is  experienced.  This,  at  least,  has 
been  our  experience. 

Keep  Departments  in  Touch  With  Each  Other. 

Each  department  should  be  kept  constantly  in  touch 
with  the  progress  of  all  the  work,  so  that  any  deviation 
from  the  original  schedule  may  not  be  the  cause  of 
misunderstanding  nor  inconvenience  to  management  or 
men.  Most  managers  now  fully  appreciate  that  unless 
each  man  and  each  machine  turns  out  more  work  than 
competitors  in  the  same  line  of  business,  they,  cannot 
afford  to  pa.y  higher  wages  to  Avorkmen  and  make 
money  themselves.  In  order,  how^ever,  to  do  this,  sci- 
entific management  must  be  introduced  into  factories. 
Rule-of-thumb  methods  cannot  -  possibly  compete  with 
the  methods  used  under  true  scientific  management. 
Where  such  management  has  been  introduced,  enough 
money  has  been  saved  within  a  surprisingly  short  time 
to  more  than  pay  for  the  work  of  experimenting. 

Principles  of  Scientific  Management. 

The  basic  principles  of  scientific  management  can  be 
stated  under  four  heads:  (1)  Determine  accurately  by 
scientific  analysis  the  elements  of  each  piece  of  work 
and  decided  how  it  can  best  be  done;  (21  select  men 
who  are  fitted  for  the  work' — even  for  the  lowest  kinds 
— and  train  them  in  the  way  that  has  been  determined 
to  be  the  very  best  way  of  doing  that  task;  (3)  by 
adequate  supervision  and  a  system  of  payment  which 
gives  the  men  an  incentive,  making  sure  the  men  prac- 
tice the  best  methods  all  the  time;  (4)  divide  the  work 
between  the  management  and  the  men,  so  that  the  man- 
agement does  all  the  work  which  it  can  do  better  than 
the  men. 

The  study  of  motion  has  also  a  definite  place  in  the 
evolution  of  scientific  management,  not  wholly  appre- 
ciated by  most  furniture  manufacturers.  Its  value  in 
cost  reduction  cannot  be  overestimated.  Through  mo- 
tion study  alone,  applied  to  imsystematized  work,  the 
output  can  be  more  than  doubled,  with  no  increase  in 
cost. 

In  nearly  all  furniture  factories  ca'binetmakers  are 
compelled  to  furnish  their  own  tools.  It  has  been 
proved  that  this  is  poor  business  economy.  Most  work- 
men who  are  compelled  to  furnish  their  own  tools  usu- 
ally buy  only  such  tools  as  in  their  opinion  are  neces- 
sary, probably  due  to  their  having  too  much  thrift,  lack 
of  money  or  fear  of  having  them  stolen.  Again,  where 
workmen  furnish  their  own  tools  they  may  use  them 
after  they  are  too  much  worn  to  do  good  work.  Ap- 
prentices should  be  taught  their  trades  with  the  very 
best  tools  obtainable;  those  taught  with  poor  tools 
often  find  it  difficult  to  adapt  themselves  to  the  use  of 
better  new  tools. 

Modern  Furniture. 

Pro'gressive  furniture  manufacturers  must  install  the 
most  modern  wood-working  machinery  at  all  times.  It 
is  poor  economy  to  operate  the  old-style  hand- feed  rip 
saw  when  the  self-feed  and  automatic-return  rip  saves 
half  the  labor,  increases  the'output  and  cuts  the  lumber 
much  more  accurately  than  can  be  done  with  the  hand- 
feed  sajw.  This  accuracy  eliminates  the  necessity  of 
.jointing  each'piece,  also  does  away  with  the  usual  al- 
lowance for  sizing. 

The  self-feed  pointer  attachment  does  more  and  bet- 
ter work  than  four  men  can 'do  with  hand-feet  jointers, 
with  a  big  saving  over  the  old,  dangerous  way  of  doing 
the  work.  This  is  certainly  an  invention  'which  has 
been  welcomed  by  many  manufacturers. 
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Modern  manufacturers  do  not  use  the  old-time  sur- 
facer,  which  surfaced  only  from  15  feet  to  20  feet  of 
stock  per  minutes  ;  instead,  the  surfacer  machinino:  from 
50  feet  to  100  feet  per  miiuite  is  now  instaUed  in  our 
factories.  Of  course,  this  hit>h  speed  could  not  be  ob- 
tained were  it  not  for  the  thin  knives  and  the  devices 
for  settina:.  balancing,  etc. 

The  new  multiple-spindle,  double-table,  power-feed 
boinng  machine  is  also  a  great  labor  saver.  The  new- 
style  bent  sandere  have  revolutionized,  simplified  and 
perfected  the  art  of  sanding.  These  machines  sand  all 
irregular  shaped  pieces  with  great  rapidity  and  the 
work  is  beyond  criticism.  Th^re  are  a  number  of  good 
machines  on  the  market  which  will  save  money  rapidly 
as  compared  with  the  old-fashioned  way  of  doing 
things.  The  manufacturer  who  has  his  mouldings  and 
irregular-shaped  pieces  sanded  by  hand  no  doubt  is 
one  of  the  men  who  has  not  been  making  any  money 
the  last  three  or  four  years.  Improved  machines  do 
not  always  improve  profits,  but  unless  the  furniture 
manufacturer  keeps  his  plant  equipped  with  the  very 
latest  machines  he  will  be  frozen  out.  The  fact  that 
your  machines  are  machining  your  lumber  is  not  all 
that  is  required.  You  must  attain  the  highest  rate  of 
feet  per  minutes,  hence  increase  your  output. 

Sufficient  area  must  exist  for  the  storing  of  as  large 
a  supply  of  working  material  as  may  be  necessary, 
without  interfering  with  passageways.  The  open  areas 
must  be  wide  enough  to  permit  the  passage  of  two 
trucks  in  the  aisles  and  for  the  side-tracking  of  ti-ucks 
around  machines. 

IMany  furniture  manufacturing  plants  are  installing 
motor  drives.  The  motor  drive  eliminates  flapping 
belts,  lineshafting,  idlers  and  pulle.ys,  which  waste  con- 
siderable power  before  it  reaches  the  machine. 

The  success  of  the  furniture  manufacturing  plant  de- 
pends very  largely  upon  its  manager.  To  achieve  suc- 
cess the  manager  must  possess  that  marked  ability 
which  is  appreciated  only  by  men  who  have  have  execu- 
tive experience.  The  manager  must  be  keen  to  stop 
all  leaks  and  quick  to  adopt  all  known  agencies  for  pro- 
moting his  business.  ' 


METAL  FURNITURE. 

Apparently  metal  furniture  has  received  a  call  to 
be  the  furniture  of  the  future.  Its  output  is  increas- 
ing and  its  uses  are  extending  beyond  store  and  office 
into  the  home,  old  custom,  with  its  no  doubt  very  na- 
tural preference  for  wood  furniture,  gradually  giving 
place.  A  feature  which  lends  most  largely  to  the  suc- 
cessful introduction  of  metal  furniture,  apart  from 
its  important  fire  resisting  value,  is  the  remarkably 
tenacious  finishes,  in  simulation  of  wood  grains,  which 
are  secured  and  which  are  being  so  applied  as  to  furn- 
ish a  surface  well  nigh  impervious  to  defacement,  or 
scorching  and  blistering,  such  as  would  result  from 
any  ordinary  or  localized  fire  attack.  Metal  furniture 
is  made  of  steel  plates  of  high  tensile  strength,  which 
are  thoroughly  rolled,  annealed,  beveled  and  smoothed. 
It  resists  wear  and  depreciation,  is_  easily  cleansed  of 
grease  or  dust  and  excludes  vermin  or  rodents.  In 
many  establishments  old  wooden  equipment  is  being 
replaced  throughout  by  steel  furniture,  because  of  its 
appearance,  strength,  sanitary,  rustproof  and  warp- 
less  qualities,  and,  of  course,  of  its  fire  retardent  char- 
acter.—The  Metal  Shop. 


William  Shapiro  and  Sam  Coplan,  Montreal,  have 
registered  as  the  Notre  Dame  Furniture  Co. 


JACK  MCLAUGHLIN'S  HOWLING  "DOGS." 

Furniture  men,  and  especially  when  there  is  a  good 
sprinkling  of  travelling  representatives  in  their  midst, 
usually  have  a  good  time  when  they  get  together  out- 
side business  hours.  Hut  there  are  those  who  will  not 
easily  forget  the  trip  hack  east  from  the  last  furniture  ex- 
hibition at  Berlin.  It  will  stand  out  as  a  never-to-be- 
forgotten  comedy. 

Jack  McLaughlin,  of  Quality  Beds,  Limited,  had  laid 
in  a  supply  of  sausages  which  he  had  purchased  at 
Berlin  to  take  home  as  a  peace-oifering  to  his  family. 
The  supply  was  large  and  enough  to  run  a  boarding 
house  for  at  least  a  week.  It  must  have  cost  as  much 
as  a  day's  pay.  And  Jack  McLaughlin's  day's  pay  is 
not  to  be  "sneezed  at."  But,  like  most  men  who  are 
inexperienced  in  purchasing  supplies  for  the  family 
larder,  he  had  not  regulated  the  size  of  his  purchases 
by  the  consumptive  requirements  of  his  family. 

As  the  army  of  travellers  and  dealers — mostly  trav- 
ellers it  should  be  said — crowded  into  the  buffet  car 
and  occupied  nearly  every  seat,  it  was  quite  obvious 
to  the  onlooker  that  something  was  brewing. 

Mr.  McLaughlin  had  scarcely  deposited  his  sausages 
before  loud  and  long  protests  were  heard  against  dogs 
being  alloAved  in  the  car.  The  conductor  was  appealed 
to  and  he  sternly  remarked  that  dogs  were  not  allowed 
in  buffet  cars,  even  if  they  were  turned  into  sausages. 

The  loud  barking  that  came  from  the  vicinity  of  the 
hefty  bundle  clearly  proved  that  dogs,  even  when 
turned  into  sausages,  do  not  always  cease  barking. 

In  the  midst  of  all  the  clamor,  the  bundle  of  sausages 
suddenly  and  mysteriously  disappeared.  C.  R.  Wood- 
burn,  with  his  pocket  electric  lamp,  searched  high  and 
low,  and  Avhile  barking  and  loud  growling  could  be 
heard  in  different  parts  of  the  car,  the  precious  bundle 
could  not  be  discovered.  A  vigilance  committee,  com- 
posed of  C.  J.  Lappin,  of  Goodwin's  Limited,  Mont- 
real ;  E.  C.  Budge,  of  the  Alaska  Feather  and  Down 
Co.,  Montreal;  A.  W.  Purtle.  of  the  Cotton  Manufac- 
turing Co.,  Toronto,  and  A.  W.  Arrowsmith,  was  alike 
unsuccessful. 

Mr.  McLaughlin  declared  that  unless  the  sausages 
could  be  found  he  dared  not  return  home.  "My  wife 
will  not  speak  to  me  for  two  years,"  he  declared  with 
tears  in  his  voice  as  well  as  in  his  eyes. 

But  still  the  sausages  did  not  come  from  their  ken- 
nel. 

When,  however,  dinner  was  nearly  over,  C.  R.  Wood- 
burn,  with  his  electric  lamp,  discovered  the  sausages 
under  the  seat  occupied  by  Mr.  Inglis,  of  the  Berlin 
Bedding  Co.,  who  had  become  known  as  the  Mayor  of 
Berlin,  a  cognomen  that  had  probably  been  given  him 
because  he  is  a  "horse"  to  Avork. 

But  although  wrapped  in  thick  paper  and  tied  vnth 
strong  string,  llie  sausages — or  dogs — had,  during  the 
time  they  were  missing,  contrived  to  eat  their  Avay 
thi'ough  paper  and  string.  And  as  they  were  dragged 
along  the  floor  of  the  isle  to  the  place  where  Mr.  Mc- 
Laughlin sat  feasting  on  ham  and  eggs,  the  air  was 
filled  with  barks  and  yelps  and  laughter. 

Whether  the  barks  and  yelps  came  from  the  sausages 
could  not,  amid  the  uproar,  be  ascertained  for  a  cer- 
tainty. 

The  sausages  were  finally  netted,  rolled  in  paper  and 
securely  tied  to  a  rack  alongside  of  the  mink  furs  of  a 
handsome  lady  who  was  the  only  female  in  the  car. 
As  neither  the  lady  nor  her  mink  set  raised  any  ob- 
jection, the  balance  of  the  journey  was  nuade  without 
any  further  exciting  incident.  Only  an  occasional  bark 
or  growl  was  heard. 
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REAL  FEATURES  OF  ORIENTAL  RUGS. 

One  of  the  iu-cepted  facts  .about  Oriental  rugs  is  that 
the  older  it  grows  the  more  beautiful  it  becomes — age 
brightens  the  sheen  and  tones  the  color  scheme.  This 
makes  the  antique  rug,  if  not  worn  full  of  holes,  more 
valuable  than  a  modern  fabric. 

The  age  of  a  rug  is  of  great  importance  to  the  col- 
lector. It  must  be  at  least  50  years  old  iDefore  it  can 
be  classed  as  antique ;  if  it  is  500  years  old,  of  course 
that  makes  it  more  valuable.  A  rug  50  years  old  is 
valuable  because  the  owner  has  the  satisfaction  of 
knowing  it  was  made  before  the  invention  of  aniline 
dyes.  Nobody  seems  to  have  a  good  word  for  aniline 
dyes,  as  there  is  an  impression  abroad  that  rugs  are 
destroyed  by  their  use,  and  buyers  want  fabrics  colored 
with  vegetable  rather  than  coal  tar  dyes. 

Experts  determine  the  age  of  a  rug  by  the  Aveave, 
the  materials  used,  the  color  combination  and  the  de- 
sign on  the  face.  The  original  designs  of  ancient  rugs 
were  worked  out  in  the  heads  of  the  weavers,  who  were 
geniuses  in  their  way.  These  designs  were  afterwards 
copied  by  later  weaverts,  each  a'dding  some  little 
original  feature,  so  that  coming  down  the  generations 
the  original  design  was  sometimes  lost.  These  changing 
designs  furnish  the  key  in  finding  the  age  of  a  rug. 

Good  Oriental  rugs  always  command  good  prices,  but 
many  low  grade  rugs  are  sold  through  auction  houses 
to  green  purchasers  who  believe  they  are  getting  bar- 
gains. The  amateur  rug  fancier  should  always  buy  of 
a  reputable  dealer.  He  will  then  be  sure  that  he  is 
getting  value  for  his  money.  There  has  been  so  much 
victimizing  of  late  through  so-called  auction  sales  that 
a  damper  has  been  put  on  the  antique  craze,  and  the 
average  buyer  prefers  to  bny  a  modern  fabric  which 
he  knows  rather  than  a  reputed  "ancient"  rug  which 
he  does  not  know. 


SUGGESTION  FOR  A  SUMMER  CARPET  DISPLAY. 

With  the  coming  of  tiie  warm  months  many  mer- 
chants are  at  a  lo.ss  to  decide  just  what  decorations  are 
best  suited  for  window  display  and  the  best  method  of 
arrangement. 

A  very  attractive  effect,  an  exchange  suggests,  can 
be  secured  by  placing  two  upright  pillars  at  one  end 
of  a  window  on  the  street  side,  and  back  of  these,  ex- 
tending to  the  rear  of  the  window,  place  a  lattice  work 
made  of  light  wood  frames,  from  which  should  be  hung 
artificial  wisteria,,  crimson  rambler  or  other  summer- 
blooming  vines,  to  secure  a  perspective  porch  effect. 

At  the  other  end  of  the  window  and  also  what  is 
represented  to  be  the  other  end  of  the  porch  potted 
plants  i-onid  l)c  placed  to  ad vMiitage,  or  a  Japanese 
screen  hung,  thus  securing  an  added  touch  of  the  inside 
porch  scheme. 

On  the  floor  could  be  placed  grass  or  fibre  rugs, 
wicker  rockers,  and  in  that  portion  near  the  lattice- 
work a  hammock  could  be  swung,  giving  a  touch  of 
rest  fulness  and  a  cool  retreat  from  the  warm  sun. 

On  the  side  near  the  potted  plants,  and  opposite 


from  the  hammock,  a  false  window  could  be  placed, 
whereby  an  attractive  display  of  lace  curtains  could  be 
obtained. 

If  sufficient  room  permits  have  a  small  table  .just  to 
one  side  of  the  hammock,  upon  Avhich  are  lying  a  few 
of  the  latest  or  standard  books,  and  realizing  the  popu- 
larity of  the  Colonial  rag  rugs,  it  would  be  well  to 
place  one  just  where  one  would  step  upon  leaving  the 
hanmioek,  or  in  front  of  the  window. 

The  many  varieties  of  wooden  swings  and  couch 
hammocks,  and  the  large  assortment  of  porch  chairs, 
rockers  and  steamer  chairs,  afford  the  decorator  a  wide 
selection  of  material  to  choose  from,  always  keeping  in 
mind  not  to  crowd. 


RUG  REMOVER— LATEST  INVENTION. 

A  novel  contrivance  which  is  bound  to  be  useful  and 
helpful  for  a  furniture  store  handling  carpets  is  a 
piece  of  mechanism  which  has  just  been  invented  and 
patented  by  a  Toronto  carpet  salesman.  This  inven- 
tion is  a  contrivance  for  drawing  a  rug  or  art  square 
from  any  display  pile  of  goods  in  a  minimum  of  time 
and  without  distiirbing  the  other  rugs. 

The  machine  is  jointly  owned  by  Nelson  W.  Aldous, 
the  inventor  and  Noah  Snyder,  both  of  them  employed 
in  the  carpet  department  of  the  Adams  Furniture  Co., 
Toronto,  the  former  as  salesmian,  and  the  latter  as 
manager  of  the  department.  At  present  but  four  of 
the  machines  have  been  made,  one  of  them  is  used  by 
the  Adams-  Company  itself;  another  by  The  T.  Eaton 
Co. ;  and  a  third  hy  The  Robert  Simpson  Company, 
all  in  Toronto.  The  owners  in  every  case  wonder  why 
a  machine  for  doing  this  work  was  not  conceived  ear- 
lier. 

The  "S.  and  A.  Rug  Remover,"  as  it  is  called,  is 
composed  of  a  pair  of  carriages  mounted  on  wheels 
for  convenience  in  moving  around  and  a  rod  for  pass- 
ing through  the  carpet  pile  and  picking  up  the  square 
wanted.  The  whole  outfit  weighs  about  a  hundred 
pounds;  oan  be  mounted  or  dismounted  in  half  a  min- 
ute; and  when  not  in  use  can  be  shoved  into  a  corner 
out  of  the  way.  Each  carriage  is  made  of  piping,  erect- 
ed upright  for  carrying  a  lifting  screw  for  raising  the 
rod  to  the  height  of  the  rug  required.  When  any  par- 
ticular rug  or  square  is  wanted  the  twin  carriages  are 
set  one  at  each  end  or  side  of  the  pile,  the  rod  is  laid 
■on  the  holders,  is  then  fastened  to  the  edge  of  the 
square  with  a  specially  made  series  of  clamps,  and  the 
salesman  places  a  ratchet  on  one  end  of  the  rod  and 
commences  to  operate.  The  rug  winds  around  the  rod 
and  runs  out  woimd  up  at  the  other  end  or  side.  A 
slight  piall  places  the  rug  on  top  of  the  pile.  The  whole 
operation  takes  less  than  three  nnnutes ;  in  fact,  the 
Eaton  Company  allow  from  one-and-a-half  to  two  min- 
utes for  the  operation.  This  means  a  great  saving  of 
time  over  the  old  way. 

The  machine  is  capable  of  taking  any  rug,  no  mat- 
ter how  far  down  the  pile,  the  lifting  screw  lowering 
or  raising  the  rod  to  the  required  height.  Mr.  Aldous, 
in  explaining  its  use,  says  the  remover  can  be  oper- 
ated more  easily  by  two  men,  each  working  a  carriage 
and  raising  the  rod,  but  that  it  can  be  as  easily  oper- 
ated by  one  salesman;  in  fact,  he  had  a  six-year-old 
boy  operate  it  on  a  pile  of  Bru.ssels,  the  boy  drawing 
out  a  square,  the  twenty-ninth  down,  in  two  minutes. 

The  machine  complete  is  composed  of  the  two  car- 
riages and  two  rods,  one  of  them  capable  of  taking  the 
rugs  up  to  9  feet  wide  and  the  other  for  larger  sizes  up 
to  12  feet.    The  cost  of  the  machine  is  $50.    The  own- 
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ers  are  completing  arrangemeuts  with  a  party  of  New 
York  manufacturers  who  propose  buying  the  rights 
for  the  United  States,  and  they  are  to  sell  the  British 
rights  later  in  the  season. 

Mr.  Aldous,  the  inventor,  when  asked  how  he  con- 
ceived the  idea  of  the  rug  remover,  said  it  came  about 
principally  througli  the  urging  of  Mr.  Coryell,  the  jire- 
sident  of  the  Adams  Company,  who  believed  there 
.should  be  some  machine  or  some  method  to  overcome 
the  I0S.S  of  time  in  showing  oft'  the  rugs.  Not  infre- 
quently sales  were  lost  because  of  the  time  consumed 
in  showing  the  goods — many  minutes  being  wasted  in 
getting  a  some  particular  vug.  With  his  continual 
promptings,  Mr.  Aldous  worked  several  ideas  tuitil 


and  undertakers,  Stratford,  Ont.,  died  tawards  the 
close  of  February,  and  the  business  is  now  advertised 
for  sale. 

R.  R.  Garvin,  furnilurc  dealer  and  undertaker  at 
Smith's  Falls,  is  succeeded  in  business  by  J.  J.  Scott. 

W.  Graddon,  furniture  dealer,  Collingwood,  B.C.,  has 
a.ssigned. 

W.  P.  Ilendershott,  furniture  dealer,  etc.,  Hamilton, 
has  assigned. 

The  East  End  Exchange,  furniture  dealers,  etc.,  Cal- 
gary, has  been  dissolved. 

A.  D.  Eekhardt,  furniture  dealer,  Theodore,  Sask., 
has  sold  out  his  business. 

Thomas  Smith,  furniture  dealer,  Humboldt,  Sask., 


A.  and  S.  rug  remover  in  operation. 
Fastened  to  one  edge  of  rug  the  rod 
rolls  through  the  pile,  winding  the 
rug  required  with  it. 


he  struck  on  this  particular  idea.  He  had  experiment- 
ed for  a  year  before  getting  it,  however. 

Mr.  Aldous  is  somewhat  of  a  genius  in  devising  la- 
bor-saving and  time-saving  devices  as  it  affects  his 
particular  department.  Some  couple  of  years  ago  he 
brought  out  a  combined  linoleum  truck  and  display 
stand  which  obviates  any  extra  handling  of  oilcloths 
or  linoleums. 


Knobs  of  News 


A.  Widdicombe  is  a  new  man  in  the  furniture  busi- 
ness.  He  has  jiLst  opened  up  a  store  at  St.  Catharines. 

C.  Dreisinger,  Elmira,  Ont.,  has  recently  enlarged  his 
store  and  made  other  improvements. 

H.  Isman,  furniture  dealer,  Brandon,  is  succeeded  by 
Beverman  &  Roseman. 

J.  A.  Munro,  furniture  dealer  and  undertaker,  Glen- 
coe,  Ont.,  has  sold  his  stock  and  closed  up  his  business. 

J.  T.  Smith  &  Sons,  furniture  dealers,  London,  have 
changed  their  name  to  the  Smith  Furniture  Co.,  and 
they  have  obtained  a  charter  to  manufacture  and  deal 
in  furniture,  metal  work,  fittings  and  office  and  school 
supplies.  The  capital  is  placed  at  .$-40,000.  The  direc- 
tors are  II.  T.  Smith,  C.  J.  Smith  and  A.  J.  Smith. 

The  premises  of  J.  Genser.  furniture  and  hardware 
dealer,  Winnipeg,  were  damaged  by  fire  recently. 

T.  M.  Shore  has  purchased  the  furniture  and  hard- 
ware business  of  Meldrum-Ellis-Shepherd,  Cupar, 
Sask. 

Robert  White,  of  R.  White  &  Co.,  furniture  dealers 


has  taken  in  a  partner.  The  business  is  now  known 
as  Smith  &  Cox. 

J.  Muscovitch,  has  opened  a  furniture  and  hardware 
store  at  Winnipeg. 

L.  Armit  has  bought  the  furniture  and  hardware 
business  of  Dunboj's  &  Rorke,  Fox  Warren,  Man. 

W.  H.  Jones,  manager  of  the  Weyburn  Furniture  and 
Hardware  Co.,  Weyburn,  Sask.,  has  returned  after  a 
two  months'  visit  in  England. 

Paul  Kamin's  furniture  and  hardware  store  at  219 
Queen  street  east,  Toronto,  was  damaged  recently  by 
fire  to  the  extent  of  $5,000  on  the  stock  and  $800  on 
the  building. 

J.  G.  Ilumphre}',  furniture  and  hardware  dealer, 
Criswold,  Man.,  is  succeeded  by  IMclMillan  &  ]\IeIntosh. 

Brown  Bros.,  Loughoed,  Alta.,  have  sold  their  hard- 
ware and  furniture  business  to  Moss  &  Bullock. 

The  Calgary  Furniture  Co.'s  i)roperty  at  Calgarv  has 
been  purchased  by  J.  T.  IMac  Donald  for  $160,000." 

J.  G.  Smith  will  hereafter  cover  the  ground  in  East- 
ern Ontario  and  ^Montreal  for  John  I\Iundell  &  Co., 
furniture  manufacturers,  p]lora,  Ont.  J.  A.  Mundell. 
who  formerly  had  charge  of  this  territory,  will  look 
after  the  conipany's  iiiterests  in  Toronto  and  Western 
Ontario. 

Charles  T.  Trowbridge  lifus  entered  stiit  against  the 
Home  Furniture  and  Carpet  Co.,  Toronto,  for  $50,000 
damages,  alleging  wrongful  dismissal  and  breach  of 
contract.  Tlie  ^la.ster-in-Chambers  has  ordered  the 
plaintiff  to  ijive  security  for  costs.  According  to  the 
judgment,  under  the  agreement  between  Trowbridge 
and  the  company.  Trowbridge  Avas  to  iiave  full  control 
of  the  business  and  to  receive  $50  a  week.  The  engage- 
ment was  to  continue  so  long  as  the  business  showed  a 
net  profit  of  at  least  10  per  cent.,  and  the  plaintiff  was 
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to  bo  entitled  to  oue-lialf  of  any  further  profit.  An 
affidavit  of  an  otficer  of  the  company  says  that  Trow- 
bridire  came  to  Toronto  from  Ohio,  where  he  had  lived 
previously,  and  that,  according  to  his  own  statement, 
Trowbridge's  family  still  resided  there.  Trowbridge 
says  he  is  a  resident  of  Ontario,  and  was  a  resident 
before  the  action  was  launched. 

Peppier  Bros..  Limited,  Hanover,  have  their  new  fac- 
tory mnning,  but  on  account  of  a  number  of  machines 
ieiug  delayed  in  shipment  their  equipment  is  not  yet 
completed  and  they  are  not  yet  working  to  full  capac- 
ity. They  expect,  however,  by  next  month  fo  be  in  full 
worldng  order. 

It  is  stated  on  good  authority  that  Weiler  Bros.,  Lim- 
ited, house  furnishers,  will  erect  a  $500,000  ten-storey 
structure  on  the  corner  of  Kane  and  Douglas  street, 
Victoria,  B.C. 

The  assets  of  The  People's  Flouse  Furnishing  Co., 
OttaAva,  have  been  sold. 

R.  H.  Brown,  manager  of  the  Winnipeg  branch  of 
the  Ideal  Bedding  Co.,  Limited,  is  at  present  on  a  busi- 


!  ^ 


The  J.  A.  Biinfield  Baseball  (Jlub,  Winnipeg,  Champion 
Furniture  Team,  1912-1.3. 
Hawley,  c.f. ;  Tanney,  3b. ;  Connally.  l.f. ;  Rigal,  r.f. ;  Atkinson,  spare 
Glendenning,  s.s. :  Smith,  c. ;  Batcson,  2b. ;  Atkinson,  lb. :  Beamer,  p. 

ness  tour  through  the  United  States  and  Eastern  Can- 
ade.  ilr.  Brown  intends  to  visit  Minneapolis,  Chicago, 
Detroit,  Toronto  and  other  important  centres  before 
returning  to  the  West. 

Fred  C.  Hennicke,  of  the  Stratford  Bed  Co.,  Strat- 
ford, has  adopted  the  Onward  glass  sliding  shoes  on 
all  the  beds  made  by  that  concern.  The  Berlin  Table 
Co.,  Berlin,  and  Peppier  Bros.,  Hanover,  have  also 
adopted  the  Onward  sliding  shoes  for  their  products. 

The  Owen  Sound  Rolling  Mills  Co.,  Limited,  Owen 
Sound,  Ont.,  recently  incorporated  to  manufacture  iron 
and  steel  pipe  and  tubing,  will  also  make  brass  and  iron 
bedsteads. 

The  assets  of  the  Elder  Bedding  House,  Ottawa,  have 
been  sold. 

The  Stratford  Bed  Co..  Stratford,  Ont.,  have  taken 
over  the  business  of  Fred  C.  Hennicke,  manufacturer 
of  brass  beds  at  the  same  place. 

The  assets  of  the  Stoddard  Bedding  Co.,  Montreal, 
have  been  sold. 

The  new  factory  of  the  Gold  Medal  Furniture  Co. 


at  Uxbridge  is  fully  equipped  with  the  most  up-to-date 
machinery  in  Canada,  and  is  now  in  operation.  This 
new  factory  just  doubles  the  former  capacity  of  the 
firm  and  the  furniture  dealers  will  appreciate  these 
facilities  for  making  prompt  shipments. 

The  House  Furnishing  Co.,  Toronto,  has  obtained  a 
provincial  charter  to  manufacture  and  sell  furniture 
and  other  wares.    The  capital  is  placed  at  $40,000. 

In  return  for  the  erection  by  the  Farquharson-Gif- 
ford  Company  of  a  factory  60  x  150  feet,  four  storeys, 
and  valued  (with  equipment)  at  $30,000,  for  the  man- 
ufacture of  upholstered  furniture,  the  city  of  Strat- 
ford, Ont.,  if  the  by-law  carries,  agrees  to  guarantee 
the  company's  bonds  for  $20,000,  to  provide  a  free 
site  and  fix  the  assessment  at  $10,000. 


THE  CARE  OF  FURNITURE. 

By  Wilfred  Mack 

It  looks  as  though  manufacturers  of 'veneered  furni- 
ture will  have  to  start  a  campaign  of  education  on  the 
care  of  furniture.  Neither  built-up  nor  solid  goods  will 
withstand  the  dry,  hot  atmosphere  of  the  modern  heated 
dwelling  unless  something  is  done  to  increase  the  hu- 
midity to  a  reasonable  point.  The  humidity  of  the 
average  dwelling  or  office  to-day  is  so'low  and  the  heat 
so  high  than  wood  will  shrink  under  their  influence, 
no  matter  how  carefully  it  has  been  dried  and  hand- 
led previously. 

In  a  campaign  of  this  kind  there  is 'plenty  of  room 
for  good  arguments  without  reflecting  in  anj^  way  on 
the  quality  of  veneered  goods.  Well-built-up  furniture 
wiir stand  any  atmosphere  or  temperature  that  any  hu- 
man being  can  live  in  ^without  injury  to  his  health. 
Many  people  keep  their  homes  so  hot  and  dry  that 
plants  cannot  live.  An'  atmosphere  of  this  kind  is  not 
only  bad  for  furniture,  but  is  injurious  to  the  health  of 
the  occupants  of  the  home. 

This  need  not 'be  so,  and  may  be  avoided  with  very 
little  care.  The  writer  recently  visited  a  school  that 
is  heated  with  hot  air.  This  air  is  driven  through  the 
rooms  by  an  electric  fan.  Immediately  after  the  hot 
air  blast  leaves  the  heater  it  passes  through  a  fine  spray 
of  water,  which  is  at  once  vaporized  and  carried  along 
with  the  air  to  all  parts  of  the  building.  Such  elabo- 
rate appliances  cannot  be  provided  for  every  modest 
home.  But  a  vessel  of  water  kept  on  the  radiator  or 
heater  will  answer  the  'same  purpose  in  small  build- 
ings. 

If  people  cannot  be  persuaded  to  do  these  things 
with  the  primary 'object  of  taking  care  of  their  furni- 
ture, perhaps  they  can  be  persuaded  to  do  them  as  a 
sanitary  precaution.  Contagious  disease  germs  thrive 
and  multiply  much  more  rapidly  in  a  dry,  hot  atmos- 
phere, and  if  peojjle  are  educated  along  this  line  they 
will  save  their  health,  and,  incidentally,  their  furni- 
ture. ' 


NOT  AUTHORIZED  TO  COLLECT  MONEY. 

F.  Watson  Maitland,  who  for  some  time  represented 
The  Commercial  Press,  Limited,  as  subscription  can- 
vasser in  the  Canadian  West,  is  not  now  connected 
with  this  company,  and  has  no  authority  to  collect 
money  for  the  company  in  any  way. 


The  best  advertisements  may  seem  foolishly  simple 
to  you.  But  bear  in  mind  that  advertising  is  for  all 
the  people,  not  for  the  most  intelligent  part.  It  must 
be  understandable  to  the  masses. 
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STOVES 


SATISFACTION  IN  SELLING  STOVES. 

The  furniture  dealer  handling  stoves  will  be  inter- 
ested in  the  following  synopsis  of  a  discussion  Avhich 
took  place  in  Hamilton  last  month  on  the  occasion  of 
the  annual  convention  of  the  Ontario  Retail  Hardware 
and  Stove  Dealers'  Association.  It  was  at  one  of  the 
sessions  of  the  "Question  I^ox"  discussions  that  one 
of  the  dealers  present  proposed  the  query : 

"What  should  a  stove  dealer  do  to  give  satisfaction 
to  women  purchasers  of  stoves?"  was  the  first  ques- 
tion asked. 

"It  is  necessary  for  the  dealer  to  know  his  stove,  its 
construction,  and  its  special  features,"  said  one  large 
stove  dealer.  "He  should  also  send  a  competent  man 
to  set  it  up  and  to  explain  to  the  housewife  how  she 
should  manage  it,  and  how  she  could  get  the  best  re- 
sults from  an  economy  of  fuel.  More  stoves  are  con- 
demned through  the  dealer  either  not  understanding 
the  stove  he  is  handling,  or  not  explaining  to  the  pur- 
chaser how  to  run  it,  than  through  any  fault  of  the 
stove  itself.  I  have  found  more  disappointments 
through  faulty  drafts  charged  against  the  stove,  which 
on  investigation  should  have  been  made  against  the 
chimne.y  than  because  of  any  other  one  complaint.  I 
think  all  stove  manufacturers  try  to  put  out  a  good 
ai'ticle,  and  if  dealers  would  only  inform  themselves 
of  the  points  aboiat  the  stoves  they  are  selling  and  give 
this  information  to  their  customers,  the  complaints 
against  faulty  stoves  Avould  cease.  In  country  places 
there  has  been  a  difficulty  in  getting  people  to  under- 
stand the  use  of  ranges  burning  coal,  because  they 
have  been  accustomed  to  using  wood,  but  if  dealers 
would  try  to  acquaint  customers  with  the  working  of 
the  stove  there  would  not  be  much  trouble. ' ' 

"Lack  of  information."  said  another,  "is  at  the  bot- 
tom of  all  complaints.  After  selling  a  stove  and  in- 
stalling it,  the  purchaser  should  be  shown  just  how  it 
works.  Every  time  I  install  a  stove,  after  complet- 
ing the  connections,  I  lift  off  the  pipe  and  burn  a  news- 
paper under  it  to  see  if  the  draft  in  the  pipes  and  in 
the  chimney  is  all  right,  and  in  five  times  out  of  six 
I  light  the  first  fire  in  the  stove.  Sometimes  a  little  nut 
will  fall  off  in  erecting.  This,  if  not  missed,  might 
cause  trouble,  but  if  a  competent  man  is  there  he  can 
find  the  fault  immediately  and  apply  the  remedy." 

Another  said  that  people  after  having  all  the  points 
of  a  stove  explained  to  them,  did  not  know  how  to 
get  the  most  satisfaction  from  the  fire.  "They  diddle 
around  the  grate,  when  a  complete  revolution  would 
get  rid  of  the  ashes  and  all  clinkers.  Then  they  fill 
the  fire  box  too  full  of  fuel,  wasting  two-thirds  of  the- 
gases  up  the  chimney.  If  the  fire  box  is  only  half 
fil'ed  this  will  allow  of  a  gas  combustion  chamber  and 
make  a  much  better  fire,  saving  both  time  and  fuel 
to  the  housewife.  If  these  little  points  were  explained 
in  selling  a  stove  thev  would  help  in  giving  satisfac- 
tion." 

Defective  Drafts  and  Defective  Stoves. 

A  Central  Ontario  man  said  he  had  been  "selling 
stoves  for  25  years,  and  with  the  exception  of  two  or 
three  exchanged  for  newer  stoves,  he  had  yet  to  take 
a  stove  back.   I  make  it  a  rule  to  explain  to  custom- 


ers all  the  points  about  the  stove,  arul  tlie  care  and 
attention  to  be  paid  to  fires — when  shaking  to  close 
all  drafts,  and  things  like  that.  When  setting  it  up 
after  purchase,  we  see  that  the  pipe  fits  properly  on 
the  stove  and  into  the  chimney.  We  have  had  lots 
of  trouble  with  people  changing  from  wood  to  coal, 
and  because  of  this  have  replaced  the  stoves  of  other 
dealers,  not  because  there  were  any  faults  with  the 
stoves,  but  rather  ))ecause  there  was  a  lack  of  inform- 
ation given  when  the  stoves  were  purchased.  I  ven- 
ture to  say  that  999  of  the  stoves  out  of  a  1,000  I 
have  hand'ed  are  all  right.  We  always  send  a  cora- 
jjctent  man  to  set  up  and  explain  the  workings  of 
the  stove,  and  have  no  bother  thereafter." 

A  country  hardwareman  found  that  in  liis  locality 
coal  dealers  sold  to  farmers  stove  coal  for  their  ranges 
and  because  of  this  there  was  dissatisfaction.  Stove 
men  should  see  that  their  customers  insist  on  nut  coal 
for  their  ranges.  Another  thing:  "If  dealers  get  a 
good  deposit  on  their  stove  sales  there  would  be  no 
trouble,  but  when  little  or  no  deposit  is  made  pur- 
chasers made  a  kick  every  time  payment  was  asked." 

All  of  which  goes  to  prove  that  if  a  dealer  wishes  to 
give  satisfaction  (rnd  it  certainly  pays  to  do  so)  he 
should  inform  himself  of  the  special  features  of  his 
))rodnct  and  pass  on  this  information  to  his  customer. 


UNIQUE  STOVE  SELLING  PLAN. 

Here  is  a  novel  method  of  selling  a  stove.  It  has 
bieen  tried  a  numher  of  times  and  has  always  proved 
successful.  Place  a  ptove  in  your  window  and  adver- 
tise that  you  'will  sell  it  by  sealed  tender.  Make  the 
fact  known  throughout  your  whole  town  and  surround- 
ing country,  and  advertise  that  bids  will  be  received 
up  to  a  certain  date,  when  they  will  be  opened  and  the 
stove  sold  to  the  person  making  the  highest  offer. 

Do  not  be  afraid  that  people  will  look  upon  the 
thing  more  or  less  as  a  .joke  and  bid  only  $7  or  $10. 
They  know  if  they  did  this  they  would  not  have  a 
chance  of  getting  the  stove,  and  no  person  is  foolish 
enough  to  go  to  the  trouble  of  writing  and  bidding 
jnst  for  the  sake  of  a  .joke. 

A  person  who  enters  a  contest  of  this  kind  is  in  earn- 
est, and  .von  may  be  sure  that  the  price  bid  will  be  a 
fair  one.  It  may  be  that  it  is  below  .vour  selling  price, 
and  even  helow  your  cost  price.  Supposing  you  offer 
a  $50  stove  and  the  highest  bid  is  $35.  There  is  no 
money  in  letting  the  stove  go  at  this  price,  but  look 
at  the  advertising  you  secure.  That  is  what  counts. 
You  can  gamble  on  it  that  everyone  who  sends  in  a 
])id  in  a  contest  of  this  kind  is  in  immediate  need  of  a 
stove,  or  Mall  soon  want  one.  You  have  their  names. 
Cet  after  them.  A  person  whom  you  have  got  in 
touch  with  even  in  this  small  wa.v  is  easier  to  sell  than 
one  who  has  never  been  in  your  store  before.  A  per- 
sonal canvass  npor  people  whose  names  you  have  re- 
ceived in  a  manner  such  as  this  will  produce  good  re- 
sults.   Try  it. 


I  do  the  very  best  I  know  how  the  very  best  I  can ; 
and  I  mean  to  keep  doing  so  until  the  end.  If  the 
end  bring's  me  out  all  right,  what  is  said  against 
me  won't  amount  to  anything.  If  the  end  brings 
me  out  wrong,  ten  angels  swearing  that  I  was 
right  would  make  no  ditTerence.    Abialmm  Lincoln. 
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Beds  and  Bedding 


HOW  A  BED  WAS  SOLD. 

"One  of  the  slickest  sales  I  ever  made,"  said  a  re- 
tail dealer,  "was  last  Christmas  eve. 

■'Business  had  slackened  toward  the  close  of  the 
day,  and  I  was  about  tired  out  when  a  gentleman  en- 
tered, accompanied  by  his  wife,  and  asked  for  some 
waddini>'.  I  went  out  into  the  next  room  to  get  the 
material,  about  twenty  cents'  worth,  then  I  overheard 
the  woman  remark  that  the  prices  tagged  on  the  beds 
looked  pretty  reasonable. 

"The  inan  took  the  wadding  and  was  about  to  the 
door,  when  I  said:  "If  you  need  a  bed,  here's  one  I 
can  let  you  have  at  the  right  price.  I've  got  to  in- 
ventory the  stock  next  week  and  would  be  Avilling  to 
get  rid  of  surplus  stock  at  almost  cost." 

"  'No,  we  aren't  in  need  of  any  beds  now,'  the  wo- 
man spoke  up. 

"  'Maybe  you  will  be  later  on.' 

"  'Well,  we  can  buy  it  then  and  save  the  cost  of 
moving  it  in  the  spring.' 

"  'But  compare  the  insignificant  sum  required  for 
inoving  to  five  dollars  saved  on  the  purchase  price. 
Thirty  dollars  in  the  bank  would  only  bring  a  return 
of  ninety  cents  at  the  end  of  a  year;  five  dollars  saved 
here  is  as  good  as  having  one  hundred  and  sixty-five 
in  the  bank  at  three  per  cent,  for  a  year.' 

"But  this  didn't  have  any  effect,  so  I  changed  my 
line  of  attack. 

"  'You  like  this  bed,  don't  you?' 

"'Yes.' 

"  'You  really  need  a  bed  like  this.' 
"  'Well,  we  will  later  on.' 

"Turning  to  the  man,  I  said:  'Your  wife  likes  this; 
you  need  it  and  it  is  a  very  profitable  investment  for 
your  money.  Buy  it  and  have  it  delivered  to  her  for 
a  present  to-morrow.' 

"He  Avas  weakening;  I  asked  what  kind  of  springs 
he  preferred  and  began  showing  him  which  were  best 
and  cheapest.  Taking  the  initiative  and  arranging 
with  the  man  all  the  details  for  delivery  precluded 
any  further  argument  on  the  woman's  part.  She  was 
being  made  the  recipient  of  a  useful  gift  and  it  cer- 
tainly Avasn't  good  ethics  for  her  to  dissent." 


IDEAL  BEDS  AND  BEDDING. 

The  Ideal  Bedding  Co. ,  Toronto,  have  just  put  out  their 
new  catalogue  H,  which  is  a  work  of  art,  in  addition  to 
covering  all  their  Ideal  lines  of  guaranteed  beds  and  bed- 
ing.  The  catalogue  covers  some  125  pages  and  the  goods 
are  grouped  into  sections,  each  of  which  is  illustrative 
and  descriptive  of  their  brass  and  iron  beds,  cribs,  cots, 
couches,  bolsters,  springs,  mattresses,  the  new  Ideal 
caster,  etc.  AH  told,  there  are  four  times  the  number  of 
articles  described  in  this  new  catalogue  over  any  previous 
one  put  out  by  the  company.  A  striking  feature  to  one 
looking  over  the  catalogue  is  that  many  of  the  new  beds 
and  cribs  are  without  chills.  At  the  back  of  the  catalogue 
are  a  number  of  order  forms,  which  act  as  a  suggestion 
to  have  the  dealer  send  in  an  order  once  a  week  through- 
out the  year.  Another  feature  of  the  catalogue  is  a  small 
pocket  on  the  inside  back  cover  for  the  price  list,  thus 
allowing  the  catalogue  to  be  freely  placed  in  the  store  for 
the  convenience  of  customers. 


NEW  DAVENPORT  BED  LINE. 

The  Gold  IMedal  Furniture  Manufacturing  Co.,  To- 
i-onto,  are  showing  a  new  line  of  Davenport  beds 
which  have  some  specially  good  features  to  commend 
them  to  the  general  public,  as  well  as  to  the  retailer 
who  is  on  the  alert  for  furniture  of  merit  that  will 
show  a  profitable  return.  There  are  many  Davenport 
heds  on  the  market,  but  not  all  of  them  can  claim  to 
fill  exactly  the  requirements  of  Davenport  buyers. 
The  Gold  Medal  Davenport  lays  claim  to  these  require- 
ments :  It  is  a  real  bed  that  does  not  appear  like  a 
bed  when  closed  up;  it  is  so  roomy  in  construction 
that  it  will  accommodate  the  bed  clothes  and  fold  them 
out  of  sight  in  day  time ;  it  is  made  with  patent  steel 
truss  spring  edge  that  cannot  be  broken  or  put  out  of 
shape ;  the  frames  are  strongly  built  of  best  materials 
and  finished  in  any  color  desired.  Last,  but  not  least, 
it  is  a  perfect  one  motion  bed — one  pull  opens  it,  and 
one  push  closes  it  up. 


FRICTION  IN  BRITISH  METAL  BED  TRADE. 

In  consequence  of  the  friction  which  is  stated  to 
exist  between  the  manufacturers  of  metal  bedsteads 
and  the  retail  dry  goods  houses  in  Great  Britain,  the 
latter  have  decided,  according  to  a  recent  report,  to 
urge  the  sale  of  wooden  bedsteads  in  preference  to  the 
iron  and  brass  bedsteads  supplied  by  the  Bedstead 
Manufacturers'  Federation. 

A  few  months  ago  about  50  firms  of  metal-bedstead 
manufacturers,  representing  almost  the  entire  indus- 
try, formed  a  federation  and  announced  that  retail 
dealers  who  traded  solely  with  federated  firms  should 
receive  a  rebate  of  10  per  cent.,  which  was  to  be  paid 
every  half  year,  but  in  event  a  purchase  was  made 
throtigh  any  non-federated  firm,  within  that  period,  the 
whole  of  the  amount  of  the  rebate  due  should  be  forfeited. 


NEW  FEATURES  IN  1913  BABY  CARRIAGES. 

The  latest  feature  to  be  added  to  the  1913  baby  car- 
riages is  a  new  reversible  handle  which  the  Gendron 
Manufacturing  Co.,  Toronto,  have  patented  and  will 
place  on  their  new  season's  carriages.  This  new  handle 
will  allow  of  the  carriage  being  pushed  from  either 
end — an  immense  help  to  women  on  stormy  or  sunny 
days,  .when  weather  conditions  preclude  the  possibility 
of  trundling  the  carriage  with  a  stationary  handle. 

The  handle  itself  is  of  the  ordinary  type — ^two  metal 
shafts  with  wooden  or  fancy  cross  piece.  Instead  of 
the  handle  being  rigidly  screwed  to  the  base  of  the 
carriage  body,  however,  the  shafts  fit  into  tAvo  metal 
tubes  affixed  to  the  body  and  extending  to  both  ends 
of  carriage,  a  lever  at  either  end  locks  or  releases  the 
hand'e,  which  can  be  inserted  to  push  the  carriage 
from  either  end. 

A  novelty  in  the  coloring  of  wooden-bodied  baby 
carriages  i,s  also  a  feature  this  year.  Hitherto  the  bod- 
ies have  been  of  one  uniform  color;  this  season  they 
are  in  color  combinations — a  light  and  a  dark  color 
going  together. 

A  unique  feature  to  the  ncAV  carriages  is  that  the 
baby's  initials  may  be  affixed  to  the  body  of  wooden 
carriages,  anv  letter  being  chosen,  and  then  affixed  like 
a  transfer  picture  to  the  carriage.  These  letters  are 
in  old  English  type  and  in  gold  colorings. 


Give  to  a  gracious  message  a  host  of  tongues;  but 
let  ill  tidings  tell  themselves. — Shakespeare. 
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To  interest  Canadian  women  in 
the  new  *  Ideal'  Cribs,  we  are 

advertising  a  Competition  offering  $370  in 

prizes  for  suggestions  and  opinions  about  these  Cribs. 

This  advertising  should  send  many  enquirers  into 
your  store.  Be  prepared  to  show  them  'Ideal'  Cribs. 
By  doing  so  you  will  stimulate  their  good-will  toward 
you  and  your  store. 


MdearCrib  No.  81 


El 


One  of  the  ten  new  style*  in  '  Ideal '  Cribs,  fitted  with  "Ideal '  Sure-Grip 
Safety  Catch  and  '  Ideal'  Ball  Bearing  Caster 
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THE  SHRINKING  OF  WALL  PAPER. 

Among  the  defects  incidental  to  the  hanging  of  wall 
paper  this  is  one  which,  though  not  very  common,  is 
nevertheless  common  enough  to  deserve  serious  atten- 
tion. On  painted  or  varnished  walls,  unless  a  lining 
paper  is  hung  or  other  method  of  treatment  adopted, 
shrinking,  as  every  decorator  knows,  is  more  or  less 
liable  to  occur,  but  it  should  be  noted  that  a  similar 
thing  may  happen  on  plaster  which  is  not  thoroughly 
dry — is,  in  fact,  drying — and  with  regard  to  certain 
papers  more  than  others. 

Many  of  the  slightly  embossed  papers,  crinkles, 
crepes,  and  canvas-texture  papers  are  liable  to  the  de- 
fect when  placed  against  any  manner  of  wall  surface. 
When  such  papers  are  being  hung  in  the  ordinary  way 
they  invariably  become  more  or  less  stretched,  with 
the  result  that  when  drying  they  shrink  back  to  their 
normal  dimensions,  and  if  the  joints  have  been  butted, 
show  a  line  of  wall  between  each  length  which  is  any- 
thing but  satisfactory.  When  papering  on  a  drying 
wall  is  the  cause  of  this  defect,  it  is  obvious  the  wall 
should  have  been  lined  as  if  it  had  been  varnished  or 
painted,  but  when  it  comes  to  the  avoidance  of  shrink- 
age due  purely  to  the  nature  of  the  wallpaper  it  is  a 
more  difficult  matter.  The  thing,  however,  Avhich  must 
receive  careful  attention  is  the  hanging.  Such  papers 
should  be  pasted  quickly,  and  applied  quickly,  the 
pressing  to  the  wall  being  done  with  a  cloth  instead 
of  a  brush,  as  the  latter  is  sure  to  stretch  the  minute 
folds  or  embossed  parts  of  such  papers. 

If  these  items  are  attended  to.  and  paste  of  moderate 
thickness  used,  there  should  be  much  less  risk  of  shrink- 
age. If  such  treatment  is  not  proving  successful,  the  old 
method  of  coloring  where  the  joints  are  to  be  must  be 
resorted  to,  but  on  no  account  should  the  papers  here 
mentioned  be  lapped  at  the  edges,  as  in  such  cases  the 
prevention  is  almost  as  bad  as,  and  sometimes  worse 
than,  the  effect. 

Furniture  dealers  would  gain  prestige  it,  Avhen  sell- 
ing wall  paper  to  people  who  hang  their  own  papers, 
they  were  to  draw  their  attention  to  those  things. 


WALL  PAPER  STYLES. 

"There  is  also  a  great  demand  for  decorat,ive  goods 
for  halls,  dining-rooms,  libraries  and  dens  in  medium 
and  darker  grounds."  states  a  wall  paper  manufac- 
turer, "and  we  have  accepted  the  popular  verdict,  and 
have  made  a  large  range  of  goods  to  suit  that  demand. 
Crown  borders  Avhich  came  into  vogue  two  years  ago 
have  more  than  held  their  own  and  arc  being  used 
very  extensively  this  season;  we  have  prepared  our- 
selves for  the  trade  in  this  respect  also.  Silks  are 
now,  as  always  the  proper  thing  for  parlors  and  while 
other  goods  are  frequently  used  for  parlors,  silks  are 
par  excenence,  the  parlor  papers.  The  country  has 
taken  verv  kindlv  to  the  cork  velours  and  oatmeals, 
both  plain  and  printed,  and  in  this  respect  also  we  have 
spared  no  pains  to  meet  the  populai"  demand. 

"To  sum  up  the  situation,  the  facts  the  that  the  con- 


stant endeavor  of  the  wall  paper  manufacturers  of 
Canada  to  cultivate  a  taste  for  artistic  goods  at  mod- 
erate prices  has  resulted  in  an  increased  demand  for 
nice  goods,  and  we  are  reaping  our  full  share  of  the 
missionary  work  done  in  the  past." 


AN  INTERESTING  DISCOVERY. 

A  decorator,  according  to  an  exchange,  was  entrust- 
ed with  the  decoration  of  a  dining-room  in  an  old 
mansion  house  in  Scotland.  The  existing  paper  was  a 
flock,  popular  forty  or  more  years  ago,  and  in  accord- 
ance with  modern  requirement,  he  proceeded  to  re- 
move this.  Under  the  flock  he  found  a  canvas,  and 
operating  carefully  he  came  upon  another  fabric  beyond. 

An  examination  disclosed  this  to  be  an  old  tapestry. 
The  greatest  care  was  exercised  in  removing  the  upper 
coverings.  When  this  had  been  accomplished,  on  two 
sides  of  the  room,  there  was  found,  securely  tacked 
to  the  wall,  rare  old  panels  of  seventeenth  century 
tapestry,  Avith  unmistakable  evidence  that  they  had  re- 
mained thus  concealed  for  the  greater  part  of  a  century. 

The  rescued  panels  found  their  way  to  a  London 
auction  room  and  realized  several  thousand  dollars 
each,,  being  considered  excellently  preserved  example 
of  their  particular  kind. 

The  work  of  concealing  had  been  carried  out  skill- 
fully. 

First  of  all,  the  tapestry  panels  were  stretched  on 
the  wall,  then  a  thin  fillet  ot'  wood  was  applied  under 
the  cornice,  to  which  the  canvas  was  tacked  :  this  made 
a  fine  even  surface  when  papered,  behind  which  the 
tapestry  lurked  unsuspected  for  several  generations. 


INTERESTING  BIT  OF  HISTORY. 

The  wall  pa]ier  designs  of  Anita  de  Campi  are  in- 
teresting and  unique.  As  the  story  goes,  she  was  fond 
of  drawing,  for  which  she  had  a  particular  adaptation. 
She  learned  to  draw  well,  .she  learned  to  illustrate 
effectivelv,  and  .she  made  very  comfortable  sums  of 
money  with  her  art.  That  in  itself  might  constitute  a 
very  good  little  fact  storv.  but  there  is  no  need  to  .stop 
when  a  better  story  awaits.  Anita  de  Campi  finallv 
had  her  OAvn  house  and  there  was  a  nursery  in  it.  And 
the  nursery  was  not  a  vacant  room.  As  a  mother  the 
now  successful  artist  had  a  fancy,  one  fine  dav.  for 
decorating  that  nurserv  in  a  way  to  make  it  diflPerent 
from  all  other  nurseries,  and  especially  pleasinsr  and 
deMffhtful  to  her  own.  The  result  was  a  wonderful 
circus  dado,  with  elephants  and  clowns  and  all  the 
wild  animals  of  the  circus  menagerie  on  parade.  She 
painted  the  animals  differently.  They  had  a  distinct 
circus  atmosphere  and  a  iironounced  juvenile  appeal. 
That  circus  dado  in  that  nursery  became  tbe  small 
folks'  mecca  of  the  neighborhood.  It  is  not  precisely 
clear  whether  the  suggestion  came  from  the  soui-i-e  of 
the  earlv  art  device,  but  in  any  event,  the  sutrge.stion 
came  and  the  wall  paper  men  were  permitted  to  see 
the  designs.  As  a  result,  a  New  York  manufacturer 
paid  into  Anita  de  Campi 's  hands  the  other  day  the 
sum  of  if!4,000.  and  on  that  same  day  secured  her  sig- 
nature to  a  cimtract  which  called  for  four  years  of  her 
service  in  Avallnaper  designing.  It  is  stipulated  that 
.she  should  receive  royalties  amounting  to  not  less  than 
4:25.000  for  each  of  the  four  years. 


If  you  asl<  \(>ur  friiMuls  to  tell  yow  what  they  liiink 
of  yo^ir  store  or  of  its  service,  don't  get  sore  if  they 
tell  you  some  uni)leasant  truths. 
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Standard  of  Perfection 


in 


High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine   Piano  Polished  Oak  and  Mahogany 

Caskets. 


No.  637 


Heavy  Moulded  Casket,  Draped  with  Heavy  Chenelle  Fringe  and 
Tassels  Covered  with  Fine  British  Black  Broadcloth. 

Something  original  and  bearing  the  stamp  of 

S  and  E  Quality 


Head  Office  -  -  Hamilton,  Ont, 
Telephones  -        -        -       517,  3319 

siliday  Calls i  P^one  5 1 7, 33 1 9, 1 1 60  or  3353 


Experienced  salesmen  in  our  factory  and  offices  night  and 
day  capable  of  taking  and  executing  all  orders  promptly 

We  never  miss  a  train 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    news  of  the  profession  throughout  Canada. 


Permanent  Preservation 

By  H.  S.  Elkek  Ph.  G. 
PART  III. 

Now,  let  ns  follow  the  work  of  embalming  an  ordi- 
nary, natural  ease  from  the  first  eall  until  the  time 
of  the  funeral.  Let  us  see  how  permanent  preserva- 
tion can  be  secured  and  yet  the  very  best  cosmetic 
effect  obtained. 

Permanent  preservation  itself  presents  no  great  dif- 
ficulties. Probably  every  undertaker  realizes  that  if 
the  tissiies  can  be  thoroughly  saturated  by  a  good  em- 
lialming  fluid  that  the  body  will  keep  indefinitely. 
There  is,  however,  much  room  for  mistake  as  to  the 
selection  of  the  fluid,  as  well  as  to  the  manner  of  its 
injection. 

Another  point,  and  a  most  vital  one,  is  that  a  mere 
.saturation  of  the  tissues  Avill  not,  and  cannot  assure 
the  undertaker  of  a  good  cosmetic  effect.  Yet  cosmetic 
effect  and  permanent  preservation,  by  methods  which 
I  shall  outline,  are  perfectly  harmonious — so  harmon- 
ious, in  fact,  that  it  is  almost  impossible  to  secure  the 
one  without  also  producing  the  other.  But,  as  I  have 
paid,  let  us  take  a.  perfectly  normal  case  and  see  how 
these  tAvo — cosmetic  effect  and  permanent  preserva- 
tion— go  band  in  hand. 

Cosmetic  Effect. 

At  the  first  call  the  embalnier  should  forget  preser- 
vation entirely.  Cosmetic  ott'eet  should  be  his  first 
•iim.  Yet,  of  course,  he  should  do  nothing  to  interfere 
with  preservation  w^hen  the  time  comes  to  attend  to 
that  all  important  detail.  Many  an  undertaker  scoff's 
when  we  talk  cosmetic  effect,  yet  cosmetic  effect  is, 
after  all,  what  friends  and  relatives  most  appreciate. 
It  is  cosmetic  effect  which  spreads  the  fame  of  the  em- 
ba^mer  and  builds  up  his  business.  There  is  an  old 
saying  to  the  effect  that  you  can  preserve  a  body  with 
common  salt,  but  to  make  it  look  natural  you  must 
mix  your  fluid  with  brains. 

Every  experienced  embalmer  knows  that  a  body 
looks  at  its  best  long  before  complete  preservation  is 
assured.  In  other  words,  when  the  body  has  assumed 
its  most  natural  state  the  em])almer's  work  has  scarce- 
ly begun.  He  also  shoidd  know  that  the  longer  there- 
after he  continues  to  in.ject  fluid  in  an  effort  to  secure 
preservation,  the  more  apt  he  is  to  bring  about  a  ser- 
ious condition  of  affairs  as  far  as  cosmetic  effect  is  con- 
cerned, especially  if  raw  formaldehyde  fluids  are  used. 

When  we  have  injected  much  less  than  a  su^^^cient 
amount  of  fluid,  therefore,  the  cosmetic  effect  is  best. 

Yet,  it  is  quite  possible  wilh  certain  chemicals  to 
withhold  the  cosmetic  effect  until  it  is  thoroughly  set 
and  then  go  on  and  secure  permanent  preservation. 

How? 

By  injecting  at  the  first  call  only  sufficient  fluid  to 
bring  the  face  to  its  highest  standard  as  far  as  ap|)ear- 
is  concerned  ;  then  stop  ! 

But,  let  me  pause  for  a  moment  and  talk  about  how 


the  flind  should  be  injected  to  secure  this  highest  pos- 
sible cosmetic  standard. 

Blood  Enemy  to  Cosmetic  Appearance. 

Blood  is  the  enemy  of  cosinetie  ap[)earance.  Some 
of  it  we  can  drain  from  these  parts  of  the  body  which 
we  wish  to  beautify.  Since  all  of  the  blood  vessels 
which  drain  the  face  and  hands  empty  into  the  super- 
ior vena  cava,  it  is  obvious  that  if  we  wish  to  get  rid 
of.  that  particular  portion  of  the  blood  we  should  go 
to  the  superior  vena  cava  itself  to  obtain  it.  It  might 
be  possible  to  drain  some  blood  from  the  interior  vena 
cava,  but  this  would  come  from  the  trunk  of  the  body 
and  the  lower  limbs,  places  where  cosmetic  effect  is  a 
matter  of  indifference,  since  they  are  completely  cov- 
ered by  clothing  as  the  ])ody  lies  in  the  casket. 

But  how  may  blood  best  be  drained  from  the  super- 
ior vena  cava?  I  feel  sure  that  no  one  who  ever  has 
used  them  as  they  should  be  used  will  question  the 
fact  that  the  best  possible  way  to  secure  the  greatest 
possible  amount  of  blood  from  the  superior  vena  cava 
is  to  drain  it  through  the  Genung-Eckels  axillary  drain- 
ing tubes.  They  are  entered  through  an  incision  in 
the  arm  pit,  passed  through  the  axillary  and  the  sub- 
clavian veins  and  past  the  only  valve  in  the  inominate 
vein,  thus  reaching  the  superior  vena  cava  itself. 

Draining  Difficulties. 

How  often  we  hear  embalmers  say  that  they  were 
unable  to  drain  blood  from  a  body.  Why?  The  only 
reason  they  could  not  ol)tain  blood  was  either  that 
they  had  not  reached  the  proper  point,  or  that  their 
instruments  had  become  clogged.  Clogging  is  an  ab- 
solute impossibility  with  the  Genung-Eckels  vein  tubes, 
since  each  of  them  is  fitted  with  a  blunt  point  plunger 
which  instantly  will  clear  the  tube  should  the  open- 
ing be  obstructed  by  a  clot.  This  plunger  can  be  used 
to  clear  the  tube  without  removing  the  tube  from  the 
vein  and  in  a  second's  time. 

Although  there  always  is  ])lnod  in  the  superior  vena 
cava,  it  is  difficult  to  drain  it  when  the  blood  has  been 
.■='et  and  hardened  by  a  raw  formaldehyde  fluid.  Ven- 
ous blood  in  life  is  much  darker  in  color,  much  heav- 
ier in  weight  and  much  more  sluggish  than  is  arterial 
blood.  Why?  Because  in  its  passage  from  the  arter- 
ial system  to  the  venous  system  it  has  passed  through 
millions  of  tiny  capillaries,  gathering  from  each  its 
impurities,  and  is  journeying  back  to  the  heart,  and 
tlu^nce  to  the  lungs,  to  be  re-vivified,  lightened  in  color 
and  made  vastly  more  fluid — by  what?  The  oxygen 
which  the  lungs  have  extracted  from  the  air.  To  se- 
cure a  perfect  flow  of  the  blood  and  to  facilitate  drain- 
age, as  well  as  to  obtain  some  other  advantages  which 
will  be  dwelt  upon  later,  T  insist  that  to  secure  the  best 
possible  cosmetic  effect  it  is  necessary  to  use  a  per- 
oxide fluid,  the  oxygen  in  which  acts  u])on  the  venous 
blood  after  death  exactly  as  the  oxygen  which  the 
I'uigs  have  extracted  from  the  air  acts  upon  the  ven- 
ous blood  in  life. 

Every  embalmer  realizes  thai  the  tendency  of  raw 
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This  oak  casket  was  originally  intro- 
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polished  caskets. 

Although  it  is  the  cheapest  solid  oak 
casket  made,  we  have  put  into  it  the 
usual  EVEL  QUALITY,  with  the 
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formaldehyde  is  to  set  and  coagulate  the  blood  and  to 
harden  the  blood  clots,  as  well  as  every  other  part  of 
flesh  and  fibrin  with  which  it  comes  in  contact. 

Modifying  Peroxide  of  Hydrogen. 

In  a  peroxide  of  hydrogen  fluid  this  tendency  is 
modified  and  eliminated  by  softening  and  refining 
chemicals  which  transform  the  formaldehyde  into  for- 
mochloral,  a  substance  which  possesses  all  of  the  vir- 
tues and  none  of  the  well-known  disadvantages  of  raw 
formaldehyde.  Fifteen-sixteenths  of  the  atomic  weight 
of  peroxide  of  hydrogen  is  oxygen.  Its  effect  upon  the 
hlood  is  therefore  apparen^t  to  any  thinking  man. 

It  is  perhaps  unnecessary  to  dwell  upon  the  well- 
known  bleaching  effect  of  this  wonderful  substance. 
It  has  been  said,  and  well  said,  that  "Every  Bleached 
Blonde  is  a  Walking  Advertisement  of  Peroxide  of 
Hydrogen  fluid." 

Injecting  Peroxide  of  Hydrogen. 

How  should  a  peroxide  of  hydrogen  fluid  be  inject- 
ed? While  it  is  possible,  of  course,  to  inject  it  by  any 
of  the  older  methods,  most  decidedly  the  best  way  is 
into  the  arch  of  the  aorta  itself,  the  beginning  of  the 
arterial  circulation  of  the  blood  during  life.  The  course 
of  the  embalming  fluid  after  death  being  precisely  that 
of  the  blood  in  life,  it  folloAvs  as  a  natural  sequence 
that  the  embalmer  who  most  closely  follows  Nature's 
uwn  method,  and  starts  the  cireulatior>  of  his  fluid 
pxactly  where  Nature  starts  the  circulation  of  the 
blood,  is  the  most  apt  to  attain  perfect  results,  and 
is  a  master  of  his  art. 

The  Genung-Eckels  arterial  tube  is  inserted  in  the 
axillary  artery,  which  is  picked  through  the  same  in- 
cision in  the  arm-pit  by  which  the  vein  was  reached. 
The  tube  is  flexible  and  passes  through  the  axillary 
and  subclavian  arteries  directly  into  the  arch  of  the 
aorta. 

The  circulation  after  death  always  is  sluggish,  and 
to  attempt  to  inject  fluid  through  the  brachial  artery, 
as  is  now  only  occasionally,  but  once  was  commonly 
done,  is  like  trying  to  quench  a  fire  by  forcing  the 
water  in  the  nozzle  and  out  of  the  big  end  of  the  hose. 

Unscientific  Methods. 

Then  a  large  proportion  of  the  embalmers  who  still 
cling  to  the  old  brachial  artery,  drain  blood  with  a 
sharp-pointed  trocar  through  which  they  seek  to  reach 
either  the  superior  veim  cava  or  the  right  auricle  of 
the  heart,  and  to  drain  the  blood  in  this  way.  The 
method  is  brutal  in  the  first  place,  is  unscientific  in 
the  second,  and  makes  re-injection  difficult  even  where 
it  is  carefully  done,  and  practically  impossible  where 
a  puncture  is  made,  which  happens  four  times  out  of 
five  even  in  the  hands  ,of  those  most  skilled  in  the  use 
of  the  trocar. 

Give  Fluid  Time  to  Work. 

But  to  return  to  our  body.  We  have  stopped  injec- 
tion at  the  point  where  our  judgment  tells  us  the  best 
cosmetic  effect  has  been  secured.  We  have  drained 
as  much  blood  from  the  superior  vena  cava  as  natur- 
ally flows.  What  had  occupied  the  capillaries  of  the 
face  and  hands  had  been  driven  out  by  the  peroxide 
of  hydrogen  fluid,  which,  being  a  blood  solvent,  had 
facilitated  drainage  and  which  had  not  set,  hardened 
and  discolored  blood  where  it  Avould  disfigure  the  face 
or  give  a  putty  color. 

So  far  so  good. 

Then  what? 


Leave  the  body  at  least  twelve  and  preferably  twen- 
ty-four hours  in  order  that  the  fluid  injected  at  the 
first  call  shall  have  had  an  opportunity  to  close  the 
capillaries  in  the  face  and  other  tissues  where  perfect 
circulation  is  had,  and  render  impossible  infusion  of 
discolored  blood  from  other  parts  of  the  body  to  mar 
the  cosmetic  effect  secured.  The  drainage  tube  then 
should  be  withdrawn  from  the  vein,  as  no  further  blood 
can  be  gotten  on  a  second  call.  The  arterial  tube,  how- 
ever, should  be  allowed  to  remain  in  place,  so  that  all 
that  will  be  necessary  on  our  second  call  will  be  to 
attach  the  hose  to  the  tube  and  start  further  injection 
of  fluid. 

If  a  sufficient  time  has  elapsed  there  is  no  danger 
that  anything  which  was  done  at  the  first  injection 
will  be  undone  by  the  second.  Whenever  the  fluid  has 
reached  the  body  and  a  perfect  capillary  circulation 
has  been  obtained,  the  body  will  remain  exactly  in  the 
state  you  left  it.  Here  and  there,  however,  there  are 
certain  spots  where  the  circulation  was  not  as  perfect 
as  we  had  imagined  it.  These  spots  will  be  reached  by 
a  second  injection  of  the  fluid,  as  will  also  those  por- 
tions most  remote  from  the  point  of  injection  and  the 
deeper  cavities  of  the  body. 

Now  observe  I 

We  had  done  nothing  on  the  fii'st  call  which  possibly 
«ould  interfere  with  the  circulation  of  the  fluid  at  the 
second.  Had  we  used  the  sharp-pointed  trocar,  either 
to  withdraw  tlie  blood  from  the  superior  vena  cava, 
or  the  right  auricle  of  the  heart,  or  to  aspirate  gases 
from  the  cavities,  the  chances  are  ten  to  one  that  we 
should  have  broken  the  circulation  and  permitted  the 
fluid  to  flow  into  the  cavities,  where  it  would  be  wast- 
ed instead  of  continuing  through  the  arterial  system 
to  their  remote  extremities  to  search  out  those  portions 
of  the  body  not  reached  at  the  first  injection. 

A  body  embalmed  in  this  way  will  keep  permanently 
and  with  absolute  certainty,  and  it  is  not  certain  by 
any  other  method. 

Possibility  of  Mistakes. 

And  yet  after  we  have  taken  what  seems  to  us  all 
reasonable  precautions  and  are  positive  that  perfect 
circulation  has  been  obtained,  there  still  is  a  remote 
possibility  that  we  may  have  been  mistaken.  On  the 
day  of  the  funeral  disco!  oral  ions  may  appear  on  the 
face  especially,  betraying  that  despite  our  efforts  every 
part  of  flesh  and  fibrin  had  not  been  reached  by  the 
fluid.  It  is  at  this  point,  whetlier  after  the  first  or 
after  the  second  injection  that  most  undertakers  be- 
come panic  stricken.  Yet  the  way  out  is  perfectly 
clear  and  ea.sily  seen. 

If  this  discoloration  is  on  the  face,  the  embalmer 
should  take  up  the  carotid  arteries  and  inject  the 
fluid  upwards,  or  if  it  is  elsewhere,  take  up  the  large 
artery  which  feeds  the  affected  spot  and  inject  in  the 
direction  of  tlie  trouble. 

Fluid  of  Normal  Strength. 

I  should  I'ci onunend  ahva.vs  that  the  fluid  used  in 
the  first  injection  he  in  its  iioi-mal  strength,  that  is  bulk 
peroxide  of  hydrogen  lluid  in  the  strength  in  which  it 
comes  from  the  laboratory,  or  with  concentrated  per- 
r)xide  of  hydrogen  fluid,  one  pint  to  make  half  a  gallon 
of  fluid,  or  re-concentrated  peroxide  of  hydrogen  fluid, 
eight  ounces  to  make  half  a  gallon  of  tlnid. 

On  the  second  injection  the  bulk  fluid  should  be 
strengthened  by  the  addition  of  a  liberal  quantity  of 
Primerine,  a  bottle  of  which  is  found  in  every  case  of 
bulk  peroxide  of  hydrogen.    The  concentrated  fluid 
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should  be  used  16  ouuees  to  every  quart  and  re-con- 
ceutrated  fluid  should  be  used  16  ounces  to  every  half 
gallon  of  fluid,  that  is.  making  the  concentrated  and 
re-conceutrated  double  strength.  If  this  be  done  and 
the  injection  made  by  means  of  the  genuine  Genung- 
Eckels  instruments,  the  embalmer  never  need  fear  that 
he  will  have  to  close  the  casket. 

Another  Word  of  Warning. 

One  more  word  of  warning  is  necessary.  Only  the 
liest  is  imitated.  For  years  the  progressive  undertaker 
has  been  seeking  better  me^thods  of  preserving  and 
beautifying  the  dead  for  the  funeral  and  burial.  In 
1906,  Chas.  A.  Genung,  President  of  the  New  York 
State  Emba'mers'  Association,  and  H.  S.  Eckels,  Presi- 
•lent  of  H.  S.  Eckels  &  Co.,  invented  and  applied  for 
patents  on  instruments  carrying  into  operation  the 
famous  Eckels-Genung  method  of  injecting  fluid  by 
way  of  the  axillary  artery  directly  into  the  arch  of 
the  aorta  and  draining  the  blood  from  the  superior 
vena  cava  at  the  same  time.  The  success  of  this  meth- 
od and  of  these  instruments  was  immediate  because 
they  were  both  scientific  and  most  practical,  being  the 
nearest  possible  approach  to  Nature  itself,  applying 
the  fluid  at  the  beginning  of  the  systematic  circulation 
where  the  pressure  would  be  relatively  the  same  as 
that  exerted  by  the  heart  itself  upon  the  arterial  blood 
ui  life.  At  the  same  time  the  blood  was  being  drained 
Ihrough  the  same  incision  by  the  patented  metal  blood- 
draining  tube  which  traverses  the  axillary  and  subcla- 
vian veins  past  the  valve  in  the  inominate  vein,  thus 
withdrawing  the  blood  from  those  portions  of  the  body, 
the  face  and  the  hands,  which  it  was  desirable  to  beau- 
tify for  funeral  purposes. 

About  twelve  thousand  sets  of  these  instruments 
are  now  in  the  hands  of  the  most  progressive  embalm- 
ers  in  the  United  States  and  Canada. 

The  success  of  the  Eckels-Genung  axillary  method 
has  awakened  a  number  of  conscienceless  imitators 
vho,  lacking  practical  experience  and  scientific  knowl- 
edge themselves,  have  copies  the  appearance  only  of 
the  Genung-EckeLs '  instruments  without  imitating  any 
of  their  most  important  features. 

The  result  has  been  that  because  of  cheaper  mater- 
ials, inferior  workmanship,  cheap  subterfuges  and  a 
total  lack  of  comprehension  of  the  things  sought  for, 
they  have  been  a1)le  to  evoke  crude  and  badly  working 
fakes,  which  they  have  palmed  off  on  many  of  the 
casket  supply  houses  and  vipon  some  of  their  customers 
who  believe  that  they  were  getting  the  genuine  Gen- 
ung-Eekels'  instruments. 

These  instruments  are  sold  under  the  broadest  pos- 
sible guarantee.  Order  a  set  to-day.  By  scientific  in- 
fection and  drainage  dii'ect  from  the  superior  vena 
cava  they  insure  cosmetic  perfection.  One  small  in- 
cision only  is  necessary,  and  that  in  the  arm-pit,  the 
most  obscure  part  of  the  "i)ody.  You  need  turn  no 
locks  on  the  family  when  you  use  the  Eckels-Genung 
method. 

A  Concrete  Example. 

The  last  "difficult"  case  which  I  embalmed  for  per- 
manent preservation  still  is  unburied  and  is  in  a  near- 
by undertaking  establishment  at  this  present  moment. 
The  face  did  not  have  a  satisfactory  circulation  of 
fluid  from  the  first  injection  that  was  given.  The  cir- 
culation throughout  the  body  was  destroyed  by  the 
too  free  and  liberal  use  of  a  sharp-pointed  trocar. 
Therefore  two  or  three  days  afterward  the  face  began 
to  turn  green  with  lots  of  odor  and  yet  within  ten  min- 


utes after  the  carotid  arteries  were  raised  and  inject- 
ed all  the  green  discoloration  had  vanished,  with  no 
more  danger  of  skin  slip.  The  tissue  became  firm,  the 
"abbiness  had  all  gone  and  the  expression  of  the  face 
was  natural.  In  all  probability  it  will  be  a  little  too 
white  at  the  time  of  the  funeral,  but  it  is  easy  to  apply 
cosmetics  to  furnish  a  flesh  tint,  and  the  casket  in  this 
instance  does  not  need  to  be  closed. 

The  careful,  painstaking  embalmer  who  is  not  afraid 
)f  work  is  not  compelled  to  assume  failures  when  he 
has  none,  just  liecause  the  old-fashioned  undertaker 
and  embalmer  lias  insisted  upon  putting  "this  one 
jicross" — that  unless  tlie  undertaker  has  failures  he 
has  very  few  calls.  This  used  to  be  said  by  most  of  us 
five  or  ten  years  ago  with  a  smile  on  our  faces  when- 
ever we  would  hear  of  some  egotistical  young  embalm- 
er making  claims  that  were  not  in  accordance  with 
our  experience.  We  have  changed  our  opinion  on  this 
point,  however. 


PROFITS  COMING  AND  GOING. 

Not  long  ago  a  man  living  in  a  small  town  called  up- 
on a  prosperous  business  man  of  the  community  for 
some  advice  relative  to  investing  his  earnings.  In  the 
coiirse  of  the  talk  he  explained  how  his  last  invest- 
ment had  been  a  total  loss.  When  asked'from  whom 
he  purchased  the  stock  he  told  the  following  tale: 

"You  know  that  Sam  Jones,  superintendent  of  the 
local  cemetery,  has  little  to  do  in  winter,  the  same  as 
myself,  who — as  you  know — am  a  house  painter.  'I 
suppose  people  die  in  winter  and  need  to  be  buried, 
but  the.y  are  not  buried  in  that  town. 

"Now,  whether  it  was  for  the  purpose  of  helping  his 
own  business  and  the  sale  of  cemetery'lots,  or  for  the 
small  commission  received  on  the  sale  of  the  stock,  I 
do  not  know;  but  winter  before  last — which,  as  you 
know,  was  a  terrible  winter  down  in  this  vicinity — 
Sam  Jones,  superintendent  of  the  cemetery,  spent  his 
time  in  selling  the  stock  of  a  patent  medicine  company 
that  was  being  promoted!  I  forget  just  the  combina- 
tion; but  I  believe  that  with  each  share  of  stock  we 
had  the  privilege  of  receiving  so  much  medicine  each 
.year  if  the  company  did  not  pay  dividends. 

"Anyway,  as  I  look  back  upon  it,  it  seems  to  me  that 
Jones  iiad  a  pretty  good  proposition  for  himself — for 
those  who  didn't  buy  stock  almost  invariably  tried  the 
medicine  which  he  would  give  away  if  he  could  not 
sell  it.  Consequently  those  who  did  not  buy  stock 
Vv'ere  very  sure  to  buy  a  lot  in  his  cemetery — and  thus, 
whether  we  bought  stock  or  accepted  a  trial  bottle 
free,  we  were  pretty  sure  to  help  Brother  Jones  in  his 
business;  in  fact,  though  Brother  Jones  sold  copper 
stock  last  winter,  they  say  that  the  winter  when  he 
sold  the  patent  medicine  stock,  which  was  so  terribly 
severe  for  all  the  rest  of  us,  with  no  work  and  lots  of 
sickness,  was  the  most  profitable  winter  tluit  Sam  Jones 
ever  experienced.  Moreover,  as  I  look  back  upon  it, 
it  seems  that  the  mistake  I  made  was  not  so  much  in 
the  purchase  of  the  patent  medicine  stock,  which  was  a 
total  loss,  as  my  neglecting  to  purchase  some  stock  in 
the  cemetery,  which  immediately  entered  upon  an  era 
of  great  prosperit.v — and  has  been  paying  good  divi- 
dends ever  since!" 


"I  don't  know  whether  I  like  that  young  man's 
frankness  or  not,"  answered  tlic  business  man. 
"What  did  he  say?" 

"I  asked  hira  if  he  enjoyed  work  and  he  said  no, 
but  he  would  do  it  for  sake  of  the  wages," 
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Resolutions  Are  Timely 

We  would  like  yours  to  be,  to  buy  more  goods  from  us 
than  in  the  past. 

Our  factory  faciHties  second  to  none  and  capable  staff 
to  handle  your  orders  day  or  night,  freight  or  express. 

Asl^  to  be  shown  our  Ebonette  Line  ofCasJ^et  Hardware. 

Trusting  1913  may  be  your  best. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 


A  CEMENT  CASKET  COVER 


Here  is  our  patented  cement 
vault  with  outside  cover,  also 
of  cement — strikingly  simple 
in  design — strong  in  composi- 
tion and  warranted  to  with- 
stand the  Ravages  of  Time 
and  influence  of  all  Sub- 
merged Forces.  The  illus- 
tration also  conveys  the  simp- 
licity of  the  Lowering  Device 
which  can  easily  be  manipu- 
lated by  a  boy  of  ten ! 

Your  inquiries  will  receive 
Prompt  and  Courteous  Atten- 
tion. 


Canadian  Cement  Casket  Co.,  Limited 

PRESCOTT  ONTARIO 
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Taste  and  Convenience  in  Undertakers'  Parlors 

One  of  the  newer  Toronto  buildings  described — Greater 
comfort  catered  to  —  New  ideas  introduced  —  Fully 
equipped  chapel — Looking  after  the  out-of-town  friends. 


One  of  the  finest  undertaking-  establishments  in  Can- 
ada is  that  of  Arthur  W.  Miles,  at  396  College  street, 
Toronto.  From  the  standpoint  of  convenience,  com- 
fort, economy  and  taste  the  parlors  and  the  building 
itself  are  in  the  first  class.^ 

The  building  is  a  four-storey  structure,  in  size  32 
feet  by  54  feet,  although  the  property  covering  stables, 
coach  house,  etc.,  has  a  depth  of  140  feet.  The  build- 
ing is  constructed  of  Etonia  pressed  brick — a  yellowish 
colored  hard-bairned  pressed  brick — with  freestone 
trimmings  and  windows,  doors  and  extremities,  and 
cost  about  $16,000.  The  brick  and  stone  front  is  re- 
lieved and  embellished  also  with  a  copper  top-piece, 
iron  trellice  work  about  the  lower  windows,  and  electric 
globes  below  the  roof  and  on  either  side  of  entrance. 

Interiorly  the  finishing  is  all  done  in  fumed  oak.  The 
The  furniture  and  furnishings  being  of  the  same  ma- 
terial. This  oak  gives  the  rooms  a  tasty  appearance, 
and  in  the  chapel  where  the  wainscoting  and  panelling 
are  carried  higher  than  the  other  parts  of  the  building 
the  effect  is  very  church-like. 

From  the  street  a  set  of  stone  steps  in  the  porch 
leads  to  the  vestibule,  wdiich  serves  as  an  entry  to  the 
office  on  the  left,  the  w^aiting  room  on  the  right  and 
the  side  entrance  and  smaller  chapel  straight  ahead. 
The  office  and  waiting  room  on  either  side  are  10  by  10 
feet  in  size.  A  double  telephone  service  gives  local  and 
long  distance  connection  at  all  times,  and  as  well  there 
is  a  house  'phone  system  connecting  every  room  in  the 
building.  Off  the  office  is  a  door  leading  to  the  stair- 
way in  the  sub-basement  and  also  into  the  cross  hall- 
way and  side  door. 

A  Fully-Equipped  Chapel. 

Off  the  waiting  or  reception  room  a  sliding  door 
leads  into  the  chapel,  a  large  room.  26  by  18  feet,  with 
pews  capable  of  seating  175  people.  At  the  far  end 
in  one  corner  is  a  church  pipe  organ,  and  in  front  a 
minister's  pulpit.  The  light  is  subdued,  giving  a  sim- 
ple yet  dignified  appearance  1o  the  whole  interior  of 
the  chapel.  Practically  the  whole  left  side  of  the 
chapel  can  be  moved,  a  series  of  sliding  doors  allow- 
ing of  either  enlarging  the  first  chapel  or  as  an  en- 
trance to  a  smaller  chapel  20  feet  by  11.  Both  these 
chapels  may  be  used  at  one  and  the  same  time  without 
confusion,  separale  entrances  to  both  being  available. 
The  smaller  chapel  is  more  of  a  parlor  than  is  tlic 
larger,  but  it  is  capable  of  being  utilized  as  is  the  larger 
witli'n  a  fen-  moments.  This  smaller  chapel  is  lighted 
l)y  two  side  windows. 

At  the  back  of  both  chapels  is  the  show  room,  23  feet 
by  11,  with  cabinets  and  show  eases  along  the  side 
walls.  While  these  cabinets  have  nothing  especially 
ncAV  in  the  matter  of  conveniences,  they  are  the  last 
word  in  this  line  of  show  fixtures,  allowing  of  the 
caskets  being  folded  out  of  sight,  thus  giving  a  clear 
room  space  when  not  in  use. 

To  the  left  of  the  show  room  with  an  entrance  to  the 
smaller  chapel  is  the  reception  room  for  the  employees, 
hallway  leads  into  the  back  stairway,  which  is  the 
hallway  leads  into  a  the  back  stairway,  w^hich  is  the 
employees'  entrance  from  the  yard,  stables  and  coach 
house  at  the  back.  From  this  yard,  too,  is  a  runway 
into  the  sub-basement  or  first  floor. 


This  first  lioor  or  sub-basement  is  also  entered  from 
the  cross  hall  through  either  the  office  or  the  side  door, 
a  stairway  leading  direct  into  the  trimming  room.  On 
this  floor  are  the  working  quarters  of  the  establishment. 
The  walls  of  the  trimming  room  are  of  white  tile,  the 
floors  are  cement,  as  are  all  the  rooms  on  this  flat. 
The  runway  from  the  back  leads  direct  into  this  room, 
which  is  26  feet  by  11.  Behind  the  stairway,  directly 
under  the  office  and  leading  from  the  trimming  room 
is  the  men's  toilet  room,  equipped  with  hot  and  cold 
water,  lavatory,  shower  baths,  etc.  Like  the  trimming 
room  it  is  likewise  walled  with  Avhite  tile.  It  is  a  room 
11  feet  by  10  and  contains  all  the  latest  contrivances 
in  the  nature  of  plumbing  fixtures  suitable  for  a  bath 
or  toilet  room. 

The  Working  Quarters. 

Beyond  this,  -with  entrance  from  the  trimming  room 
is  the  mortuary,  a  square  room,  17  feet  by  17  feet.  It 
too,  has  cement  floor  and  white  tiled  walls.  Both  the 
trimming  room,  which  is  26  feet  by  11,  and  the  mor- 
tuary, are  the  real  workshop  of  the  establishment.  They 
are  equipped  Avith  embalming  tables  and  many  con- 
venient contrivances  for  facilitating  the  work  of  the 
undertaker.  Hot  and  cold  water  are  laid  on.  A  Rnud 
heater  warming  the  Avater  for  all  the  Avork  on  this 


Fnint  eliMilioii.  .Xrtluir  W.  .Mile.-'  new  iiiwU'itiiUiii;,'' 
parlors,  Toronlo. 


floor.  A  stock  room.  17  feet  by  10,  off  the  trii)iming 
room  and  behind  tlu  mortuary,  serves  as  a  store  for 
keeping  the  working  appliances,  chemicals,  clothes,  etc.. 
ahvays  at  hand  and  in  neat  order.  Series  of  chests, 
shelves  and  drawers  along  the  three  side  walls  hold 
the  goods  compactly  and  also  economize  the  space. 
When  Avork  is  through  and  the  embalming  chemicals 
and  appliances  are  put  away  tlie  three  rooms — mor- 
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The  Springfield  Metallic  Casket  Co'y 


SPRINGFIELD 
OHIO,  U.S.A. 


Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 


The  superior  merits  of  Springfield  Metallic  Caskets^  together  with  the  great  variety  of  styles,  is  proven  by  the 
uniform  satisfaction  among'  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 


DARK  STATUARY  BRONZE  finish 
ANTIQUE  SILVER  finish 


Telegraph  word  "WASHINGTON" 
"  "IMPERIAL" 


The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enabl-es  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  N'ew  '^Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardware,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 


Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  trial  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 


RE-Concentrated  DIOXIN 

Is  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured ;  but  it  is 

Scientific  Strength 

Secured  by  the  Scientific  Application  of 

Scientific  Methods 

without  Crude  Chemicals  and  Contains 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  is 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Order  a  Trial  Shipment  To-day! 


H.  S.  Eckels  &  Co.,  1922  Arch,  Philadelphia,  Pa. 
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tuary,  stock  and  trimming  rooms — present  a  neat  ap- 
pearance with  the  worktables  bare  and  the  sinks  and 
draining  basins  wiiite  and  clean.  The  cleaning  and 
embalming  being  done  in  the  mortuary  all  finishing 
work  is  done  in  the  trimming  room — ^the  various  em- 
bellishments are  added  to  the  casket  and  the  name 
plates  engraved. 

Behind  this  finishing  room  is  the  larder,  where  is 


Ground  floor  plan,  showing  arrangement  of  various 
offices  and  rooms. 

kept  the  surplus  stock  of  chemicals,  oils  and  clothes, 
because  buying  in  quantities  the  proprietor  is  able  to 
get  a  better  price  on  his  supplies — particularly  on  these 
embalming  fluids.  The  room  is  about  13  feet  by  10, 
with  shelves  for  the  smaller  bottles  along  two  of  the 
side  walls. 

In  the  far  corner  is  the  coal  cellar,  and  off  it  the 
boiler  room,  the  former  10  feet  by  10,  and  the  latter 
somewhat  larger.  The  coal  chute  being  on  the  outside 
there  is  a  minimum  of  dust  going  into  the  cellar,  and 
being  shut  off  from  the  rest  of  the  floor,  except  for 
the  entrance  through  the  boiler  room  the  air  is  whole- 
some at  all  times. 

Being  located  on  a  laneway  corner  there  is  daylight 
let  in  from  the  front,  back  and  one  side  throughout 
the  building,  and  on  the  fourth  side  above  the  first 
floor  A\nndows  also  let  in  the  sunshine.  The  whole 
building  is  heated  by  steam  and  lighted  with  electricity. 

Some  New  Featiires. 

The  third  floor  is  the  living  quarters,  and  on  the  floor 
above  are  sleeping  accommodation  for  the  men  em- 


ployees. Provision  is  also  made  for  giving  sleeping 
accommodation  to  relatives  of  deceased  friends  living 
out  of  town  who  might  come  in  late  to  the  city  and 
for  those  who  might  wish  to  remain  on  the  premises 
until  after  the  funeral  or  removal  of  the  body.  This 
is  a  feature  of  undertaking  work  in  New  York  City 
whereby  the  undertaker  looks  after  the  friends  of  de- 
ceased persons  from  the  time  of  their  arrival  in  the 
city — meeting  them  first  at  the  train— until  their  de- 
parture. 

Mr.  Miles'  equipment  consists  of  three  hearses,  a 
minister's  brougham,  a  motor  ambulance,  said  to  be  the 
first  in  Toronto,  and  a  five-passenger  touring  car  for 
the  bringing  of  friends  to  the  undertaking  rooms.  He 
employs  a  staff  of  seven  men,  four  of  whom  sleep  in 
the  building,  so  as  to  be  ready  for  day  and  night 
cars.  Four  of  the  men  are  capable  of  driving  the 
motor  cars,  so  as  to  avoid  any  chance  of  delay,  and  a 
minister  is  at  command  at  all  hours  of  the  day  or 
night. 

With  his  new  building  and  equipment  Mr.  Miles 
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Layoul  ol'  working  ((uarters  on  first  floor. 

states  he  can  more  conveniently  look  after  the  sending 
or  receiving  of  bodies  from  outside  the  city  than  he 
fonnerlv  could. 


CEMENT  CASKETS  IN  DEMAND. 

"That  ad.  I  gave  l'<ir  my  ccmeiil  caskets  is  the  best 
thing  I  ever  tried.  I  have  had  enquiries  from  all  over 
the  country.  The  paper  nuist  have  a  fine  circulation," 
said  Mr.  O'Keefe,  of  the  Canadian  Cement  Casket  Co., 
Prescott,  Out.,  the  other  day. 
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THE  THREE  ESSENTIALS. 

By  H.  S.  Eckels,  Ph.  G. 
Dean  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

Penetration  ;  saturation  ;  disinfection  ! 

Ill  these  three  words  are  summed  up  practically  the 
entire  duty  of  the  embalmer. 

If  these  objects  are  accomplished,  the  undertaker 
need  have  no  fear  of  a  body's  "going  back,"  nor  if 
he  has  exercised  reasonable  care  in  the  selection  of 
his  fluid  need  ho  have  the  slightest  apprehension  con- 
cerning the  cosmetic  effect,  because  penetration,  satur- 
ation and  disinfection  imply  conditions  which  almost 
inevitably  give  a  cosmetic  effect  which  is  all  that  could 
be  desired. 

Unfortunately  not  every  undertaker  realizes  how 
vital  each  one  of  these  three  essentials  is. 

Let  us  take  them  up  one  by  one : 

Not  every  embalming  fluid  has  adequate  penetrating 
powers.  Indeed.  I  think  I  am  not  short  of  the  mark 
when  I  say  that  raw  formaldehyde  fluid  possibly  can 
possess  the  degree  of  penetrability  which  is  essential 
to  the  cosmetic  effect. 

Obviously,  discolorations  and  putty  color  are  caused 
by  the  fact  that  the  blood  has  become  stagnant  and 
its  dark  and  rapidly  grooving  darker  red  corpuscles 
have  become  attached  to  the  walls  of  the  minor  blood 
vessels  and  capillaries. 

These  show  through  the  skin  with  the  ghastly  hue 
which  is  known  to  the  undertaker  as  putty  color. 

The  tendency  of  all  raw  formaldehyde  fluids  is  to 
seal  these  seeds  of  discoloration  and  decay  in  the  capil- 
laries, and  by  the  astringent  action  of  the  raw  for- 
maldehyde to  seal  up  these  minor  blood  vessels  before 
the  fluid  has  had  a  chance  to  penetrate  and  wash  them  out. 

It  occasionally  happens,  of  course,  that  a  fairly  good 
cosmetic  effect  is  secured  by  a  raw  formaldehyde  fluid, 
but  this  is  the  exception  rather  than  the  rule.  Or 
rather,  suppose  I  say  that  the  effect  secured  by  a  raw 
formaldehyde  fluid  can  not  possibly  equal  the  effect 
Avhich  could  have  been  produced  by  a  blood-solvent 
embalming  medium. 

Penetrating  Fluid. 

What  chemical  then  furnishes  to  a  fluid  the  penetra- 
bility which  raw  formaldehyde  lacks? 

Perhaps  there  are  a  number.  Indeed,  I  know  of  sev- 
eral and  I  have  used  all  of  the  best  ones  in  minor  quan- 
tities in  my  own  fluid. 

My  chief  reliance  is,  and  for  a  number  of  years  has 
been,  peroxide  of  hydrogen,  which  has  a  mechanical 
as  well  as  a  chemical  effect  upon  the  blood,  and  which 
possesses,  it  seems  to  me,  almost  every  desirable  quality. 

Fifteen-sixteenth.s  of  the  atomic  weight  of  peroxide 
of  hydrogen  is  oxygen.  The  effect  of  this  oxygen  upon 
the  dark  discolored  blood  after  death  can  not  fail  to 
be  very  similar  to  the  effect  of  the  oxygen  which  the 
lungs  extract  from  the  air  we  breathe  has  on  dark  dis- 
colored blood  in  life — lightening  it  in  color,  rendering 
it  more  fluid,  and,  therefore,  susceptible  of  drainage, 
besides  purifying  it  as  the  lungs  purify  the  venous 
blood  and  transform  it  into  arterial  blood. 

Its  penetrating  powers,  however,  are  but  one  of  the 
reasons  why  I  7>refer  peroxide  of  hydrogen  fluid  to 
one  containing  only  raw  formaldehyde.  Of  some  other 
of  the  merits  of  a  peroxide  of  hydrogen  fluid,  even 
aside  from  its  wonderful  bleaching  properties,  I  shall 
refer  later. 

The  second  essential  of  good  embalming  is  saturation. 
Not  one  undertaker  in  five  secures  complete  satur- 
ation in  one  body  in  five  which  he  embalms.   Yet,  the 


lightest  thought  upon  the  subject  would  convince  him 
that  it  is  absolutely  impossible  for  an  embalming  fluid 
to  preserve  flesh  and  fibrin  with  which  it  has  not  come 
in  contact.  We  might  as  well  expect  to  suppress  a  riot 
in  Chicago  by  calling  out  the  National  Guard  in  Penn- 
sylvania and  throwing  a  cordon  of  truce  around  the 
city  of  Philadelphia. 

Yet,  this  in  effect  is  what  many  undertakers  do 
when  they  expect  the  injection  of,  say  two  quarts  of 
fluid,  to  embalm  a  body  of  one  hundred  and  fifty 
pounds  or  more  in  weight. 

It  should  be  plain  that  two  parts  of  fluid  is  not 
enough,  to  reach  and  saturate  one  hundred  and  fifty 
pounds  of  flesh  and  sinew. 

To  be  sure  two  quarts  of  fluid  may  reach  some  por- 
tions of  the  body  in  which  decay  is  most  rapid,  and 
may  measurably  decrease  the  chance  of  decomposition. 

But  it  is  not  embalming. 

Definition  of  Embalming. 

Embalming  is  the  chemical  disinfection  and  preser- 
vation of  the  dead  human  body  according  to  the  best 
definition.  The  injection  of  two  quarts  of  fluid,  and 
more  especially  two  quarts  of  a  raw  formaldehyde 
fluid,  into  a  body  weighing  from  one  hundred  and 
fifty  pounds  to  two  hundred  pounds  e;innot  accom- 
plish any  of  these  two  objects. 

The  undertaker  who  wishes  to  be  sure  of  his  work, 
who  wishes  to  feel  that  it  is  permanent,  Avho  risks  his 
reputation  upon  the  efficacy  of  his  methods,  can  ill 
afford  to  use  too  little  fluid. 

Many  undertakers  claim  that  the  reason  that  they 
use  too  little  fluid  is  because  a  greater  quantity  is  apt 
to  burn  the  body. 

Where  the  undertaker  detects  this  tendency  you 
must  rest  assured  that  either  he  is  using  his  fluid  too 
strong  or  he  has  selected  the  wrong  fluid.  It  is  im- 
possible to  use  too  much  fluid  if  the  right  fluid  is  being 
used.  I  have  myself  injected  a  gallon  and  a  half  of 
fluid  into  a  body  which  I  had  embalmed  nine  months 
previously  with  a  peroxide  of  hydrogen  fluid. 

I  was  able  to  do  this  because  a  peroxide  of  hydrogen 
fluid  is  non-stringent  and  does  not  seal  up  the  capil- 
laries, but  instead  washes  them  out  and  permits  the 
pure  fluid  uncontaminated  by  the  discolored  blood  to 
fill  them,  and  from  them  to  radiate  through  every 
atom  of  the  tissue. 

The  undertaker  who  uses  too  little  fluid  must  per- 
force leave  some  portion  of  the  flesh  and  fibrin  dis- 
infected. 

In  these  portions  of  the  body  the  germs  of  decom- 
position are,  therefore,  free  to  multiply,  and  what  is 
worse,  to  spread  from  there  to  infect  the  body  in 
Avhich  the  fluid  in  part  only  had  destroyed  the  bac- 
teria of  decay. 

It  is  much  like  endeavoring  to  stop  an  epidemic  of 
small  pox  by  disinfecting  every  house  in  a  village 
save  one  and  then  permitting  the  dwellers  in  that  house 
to  mingle  freely  with  the  remainder  of  the  commim- 
ity.  Certainly,  under  the  circumstances,  it  will  not 
be  long  for  small  pox  to  be  as  prevalent  as  ever. 

Disinfection. 

The  third  vital  essential  in  embalming  is  disinfection. 

The  efficacy  of  this  part  of  the  embalmer 's  work  is 
dependant  first  upon  the  penetration,  he  has  secured, 
second  upon  the  complete  saturation  of  the  tissue,  and 
third  upon  the  chemical  qualities  and  germ-destroy- 
ing power  of  his  fluid. 

Many  fluids  possess  antiseptic  properties,  but  asep- 
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sis  alone  is  not  sufficient.  Asepsis  implies  only  the 
retarding  of  the  growth  of  germ  life.  Disinfection  de- 
mands its  destruction. 

To  secure  the  complete  destruction  of  the  putre- 
factive bacteria  it  is  essential,  naturally,  that  the  most 
powerful  chemicals  be  employed  in  the  entire  Phar- 
macopeia. There  is  but  one  chemical  which  has  great- 
er disinfecting  properties  than  has  peroxitle  of  hydro- 
gen. This,  however,  is  a  poison  the  use  of  which  is 
forbidden  by  law.  Next  below  peroxide  of  hydrogen 
— and  considerably  below — comes  formaldehyde. 

One  part  of  peroxide  of  hydrogen  will  disinfect 
twenty  thousand  parts  of  Avatet";  whereas,  one  part  of 
formaldehyde  will  disinfect  only  twelve  thousand  parts 
of  water.  It  will  thus  be  seen  that  quite  aside  from 
these  other  merits  as  an  ingredient  for  embalming 
fluids,  peroxide  of  hydrogen  is  nearly  twice  as  power- 
ful as  is  raw  formaldehyde,  and  that  when  its  non- 
astringent  blood-solvent  and  bleaching  properties  are 
taken  into  consideration,  it  is  immeasurably  superior. 

When  a  peroxide  of  hydrogen  fluid  is  used,  there- 
fore, the  manufacturer  of  good  fluid  sees  to  it  that 
the  penetrating  power  and  disinfecting  power  are  in- 
herent in  the  product.  The  undertaker  need  give  him- 
self no  concern  on  these  two  points. 

What  he  must  do,  however,  to  insure  perfect  work  is 
to  see  that  the  three  essentials  are  attended  to.  He 
must  see  that  the  fluid  penetrates  every  portion  of  the 
body  which  must  not  cease  injecting  until  these  evi- 
dences are  apparent  everywhere. 

Failure  to  observe  this  point  is  the  secret  of  failure. 
This  is  as  certain  as  anything  can  be,  and  the  under- 
taker who  has  cause  to  complain  that  bodies  have 
"gone  back"  need  look  no  further  if  he  has  used  the 
sufficient  amount  of  fluid  to  saturate  the  body.  Fail- 
ure is  utterly  impossible. 


Gossip  of  the  Profession 


Vincent  &  MaePherson,  undertakers,  Brandon,  Man., 
have  notified  the  town  council  that  they  would  have 
to  increase  the  funeral  charge  for  indigent  cases  from 
*10to$15. 

Dominion  Manufacturers.  Ltd.,  with  headquarters  at 
Montreal,  has  been  incorporated  with  a  capital  of  $3,- 
000.000  to  manufacture  caskets,  coaches,  undertakers' 
supplies,  plated  goods,  etc. 

Ephraim  Smith,  undertaker,  Vienna,  Ont.,  sustained 
some  loss  through  a  fire  in  his  premises  recently,  as 
also  did  C.  A.  Powers,  undertaker,  St.  Thomas. 

W.  H.  Lith,  undertaker,  etc.,  Marmora,  Ont.,  has  sold 
all  his  stocks. 

Fire  did  damage  to  the  extent  of  $100  on  building 
and  $500  on  stock  at  D.  Thompson's  undertakers'  sup- 
plies store  at  837  Queen  Street  West,  Toronto,  a  short 
while  ago. 

W.  H.  Litt's  undertaking  establishment,  Marmora, 
Ont.,  worth  $2,200,  sold  for  95  cents  on  the  dollar  when 
offered  at  auction  recently. 

Ed.  Steasler  has  purchased  the  undertaking  business 
of  W.  H.  Wright  of  Queensville.  Ont. 

R.  R.  Garvin  has  bought  -T.  A.  Scott's  undertaking 
business  at  Smith's  Falls. 

A  dispatch  to  the  daily  press  from  Cincinnati  says 
that  a  novel  way  to  decrease  the  "high  cost  of  dying" 
has  been  devised  by  one  of  the  largest  Catholic  churches 
in  that  city  by  prohibiting  flowers  to  be  brought  into 


the  church  with  funerals.  There  is  really  nothing  new 
in  this  because  undertakers  all  over  the  continent  are 
already  aware  that  flowers  are  not  to  be  taken  into  the 
church  at  Catholic  funerals. 

<T.  A.  Humphrey,  of  J.  A.  Humphrey  &  Son,  463 
f'hurch  Street,  Toronto,  underwent  an  operation  for 
the  removal  of  gall  stones  recently.  He  is  now  im- 
jiroving  and  he  hopes  to  get  down  to  business  shortly. 

S.  BoM^ell  has  purchased  the  undertaking  business 
of  Center  &  Hanna,  New  Westminster,  B.C. 

J.  E.  Bourbeau  has  registered  his  undertaking  and 
general  store  business  at  Tingwick,  Que. 

Funeral  directors  who  haven't  yet  looked  into  the 
cement  casket  pro])osition  owe  it  to  themselves  to  se- 
cure full  information,  the  company  offering  to  send 
circulars  on  request. 


NO  MERGER  COMPLETED  YET. 

The  incorporation  at  Ottawa  of  Dominion  Manufac- 
turers, Ltd.,  has  led  the  daily  newspaper  press  of  Can- 
ada again  to  start  ofi'  the  casket  merger  story,  and  for 
the  past  couple  of  weeks  the  merger  article  as  printed 
has  been  given  in  all  stages  of  completion.  Much  that 
has  appeared  is  pure  guess  work  on  the  part  of  the 
papers.  One  story  has  it  that  the  incorporation  is 
the  first  evidence  of  the  proposed  amalgamation  of 
the  casket  manufacturing  firms  in  Canada,  and  links 
up  The  Winnipeg  Casket  Co.,  The  Globe  Casket  Co., 
Semmens  &  Evel,  Elliott  &  Son,  The  National  Casket 
Co,,  Girard  &  Godin  and  Christie  Bros.,  as  the  likely' 
concerns  entering  the  merger.  Most  of  these  compan- 
ies refuse  to  be  interviewed  for  publication,  but  all 
state  emphatically  that  no  merger  has  been  put  through. 

The  Dominion  Manufacturers,  Ltd.,  charter  gives 
it  authority  to  carry  on  all  or  any  of  the  businesses  of 
manufacturers  of  and  dealers  in  caskets,  coaches  and 
carriages,  automobile  body  l)uilders  and  of  all  supplies 
appertaining  thereto,  manufacturers  of  and  contractors 
and  dealers  in  all  the  branches  of  undertakers'  sup- 
plies, hardware,  plate  and  plated  goods  and  to  carry 
on  the  trade  of  silver  and  goldsmiths  in  all  their  res- 
pective branches,  and  to  carry  on  all  or  any  of  the 
liusinesses  of  silk  and  satin  mci-cers,  silk  weavers,  cot- 
ton spinners,  c^oth  manufacturers,  inii)orter.s,  wholesale 
and  retail  dealers  of  and  in  textile  fabrics  of  all  kinds, 
and  wholesale  and  retail  dealers  in  leather  goods  and 
articles  required  for  ornaments,  stationery  and  fancy 
goods,  lumber  and  timber  of  all  kinds,  zinc  and  copper 
and  kindred  objects.  The  head  office  of  the  company 
is  to  be  located  in  Toronto,  and  the  capital  stock  is  to 
be  $3,000,000  divided  into  30.000  shares  of  $100  each. 


WAS  PREPARING  IN  ADVANCE. 

A  lady  came  to  me  one  day  and  said  she  desired  to 
purchase  a  casket  for  her  husband,  writes  G.  B.  IT.  in 
Embalmers'  IMonthly.  After  she  had  made  her  selec- 
tion I  asked  her  if  anyone  had  taken  care  of  the  re- 
mains. She  replied,  "He  is  not  dead  yet,  but  T  ex- 
])ect  he  will  be  in  a  few  days." 

I  asked  her  why  she  did  not  wait  until  he  was  dead. 

She  said  she  had  so  many  things  to  attend  to  that 
she  thought  she  would  select  a  casket  and  then  she 
would  have  it  ofP  her  mind. 

Her  husband  got  well.  A  few  weeks  later  she  came 
to  me  and  requested  that  T  not  mention  her  transac- 
tion, and  that  if  she  died  before  her  husband  T  could 
tell  him  his  wife  had  purchased  her  casket  so  many 
vears  ago. 

I  did  not  have  to  tell  her  husband. 
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A  STRENUOUS  DAY'S  WORK. 

By  A.  Traveller 

Fi-equeut  criticism  of  late  iu  the  press  and  among 
the  general  public  of  the  increased  cost  of  funerals, 
consequent  on  the  necessary  advance  made  by  the  man- 
ufacturers, and  the  increased  cost  of  everything  -the 
dealer  handles,  takes  no  thought  of  the  fact  known 
to  evei-yone  at  all  acquainted  with  the  trade,  that  there 
is  no  business  that  demands  so  much  untiring,  unsleep- 
ing energy,  Avhere  so  much  of  a  man's  own  person- 
ality must  necessarily  be  put  into  his  business,  if  the 
undertaker  is  to  succeed. 

There  is  no  trade  where  so  many  risks  of  death  are 
t.-nken  as  by  the  undertaker.  There  is  no  business 
where  so  much  filth  and  contaminating  influences  are 
encountered.  The  undertaker  must  be  at  his  post 
twenty  hours  of  every  day,  and  three  hundred  and  six- 
tA-flve  days  of  every  year,  and  must  face  all  kinds  of 
weather  at  all  times  of  day  or  night.  The  person  who 
is  not  Avilling  to  adequately  remunerate  him  for  his 
work  is  a  pretty  mean  soul. 

The  undertaker  who  does  not  adequately  charge  for 
his  work  and  services  should  quit  and  make  Avay  for 
some  one  Avith  more  self  respect. 

The  following  one  day's  work  of  one  undertaker 
will  illustrate  one  phase  of  the  business ;  and  if  it  does 
not  establish  a  record,  it  would  be  interesting  to  hear 
of  a  case  that  beats  it. 

Mr.  Straclian,  manager  for  H.  A.  Bingham,  Orillia, 
left  town  on  February  25  at  4  30  a.m.,  with  the  ther- 
mometer at  20  beloAv  zero.  He  travelled  96  miles,  con- 
ducted two  funerals,  trimmed  one  casket,  embalmed 
a  body,  and  got  home  at  6.45  a.m.  on  the  26th.  This 
Avas  the  work  of  one  man  unassisted,  and  as  a  test  of 
f^ndurance  is  worthy  of  note. 

While  this  may  be  an  exceptional  instance,  there  are 
^ots  of  other  men  in  the  business  AAdio  could  relate  from 
their  OAvn  experiences  days  of  strain  and  stress  that 
Avoulfl  take  more  money  than  they  got  for  their  Avork 
to  adequately  paA'  them  for  Avhat  they  Avent  through. 

Note. — Would  be  glad  to  hear  from  other  undertak- 
ers as  to  their  experience  in  a  strenuous  day's  Avork. — 
The  Editor. 


THE  NEW  CEMETERY  ACT. 

"The  Cemetery  Act"  is  the  title  of  a  ncAV  bill  in- 
troduced into  the  Ontario  House  during  the  present 
session  of  the  Provincial  Legislature.  Its  new  fea- 
tures proA'ide  that  no  cemetery  may  be  established  or 
en'arged  AA'ithout  the  approval  of  the  Provincial  Board 
of  Health.  A  penalty  of  not  less  than  $100,  nor  more 
than  $500,  Avill  be  incurred  for  infraction  of  this  rule. 
The  ProA'incial  Board  may  make  regulations  under 
the  Public  Health  Act  respecting  cemeteries,  and  the 
medical  health  officer  of  the  local  board  may  examine 
and  see  that  the  provisions  are  carried  out.  All  the 
provisions  respecting  the  establishment  and  enlarge- 
ment of  cemeteries  and  the  poAvers  of  the  provincial 
and  local  boards  of  health  and  their  officers  are  prac- 
tically new. 

An  amendment  is  made  to  the  clause  respecting  the 
investment  of  funds  by  the  owners  of  cemeteries 
wherein  the  owners  may  invest  their  moneys  in  the 
same  manner  as  trustees  are  authorized  to  invest  trust 
moneys,  pcrfomning  the  stipulated  obligations  out  of 
the  income.  The  OAvners  are  also  alloAved  to  borrow 
money  for  the  preservation  and  protection  of  cemetries. 

Another  new  clause  enables  the  Provincial  Board 
to  make  repairs  at  a  cemetery  one  month  after  the 


oAvners  have  been  notified  of  such  neglect,  the  repairs 
to  be  charged  to  the  OAvner  of  the  cemetery;  and  a 
coroner  Avho  issues  a  Avarrant  for  an  inquest  may  there- 
by disinter  a  body  should  it  be  required. 

Parts  II.  and  III.  of  the  old  Act — those  relating  to 
the  "powers  of  municipal  corporations"  and  "trus- 
tees of  cemeteries" — are  practically  unchanged. 


WAS  A  PROMINENT  HAMILTON  UNDERTAKER. 

John  J.  Blachford,  AA'ho  died  lately  at  Hamilton,  Ont., 
folloAving  an  illness  AA'hich  confined  him  to  bed  for  a 
couple  of  weeks,  was  one  of  the  best  known  of  the 
A^ounger  business  men  of  that  city,  and  was  a  member 
of  the  undertaking  firm  of  Blachford  &  Son,  125 
Hunter  Street. 

Deceased  Avas  a  native  of  Hamilton,  having  been 
born  there  on  September  12,  1865,  and  was  a  son  of 
the  late  John  Blachford,  who  established  the  undertak- 
ing business  in  1843.  He  received'  his  education  in 
Hamilton,  and  when  but  seventeen  years  of  age  went 
as  assistant  manager  of  the  Toronto  branch  of  the  Sem- 
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mens  and  Evel  casket  business.  Later  he  represented 
the  firm  on  the  road  and  still  later  travelled  for  the 
Niagara  Casket  Company  of  Thorold.  About  fifteen 
years  ago  he  returned  to  Hamilton  and  went  into  the 
employee  of  his  brother,  C.  D.  Blachford.  On  the 
death  of  his  mother,  he  went  in  as  junior  partner  of 
the  firm  and  continued  in  the  business  to  the  time  of 
his  death. 

Although  of  a  quiet  disposition  he  was  a  genial  com- 
panion and  had  many  friends  to  whom  he  was  truly 
loyal.  He  will  be  best  remembered  by  those  whom  at 
different  times  he  befriended,  and  these  were  not  a  few 
in  number.  He  is  survived  by  his  wife,  who  was  form- 
erly Miss  Miller,  daughter  of  the  late  Aid.  James  Mil- 
ler', and  one  son,  John  Colvin.  He  is  also  survived  by 
two  brothers,  Charles  D.,  with  whom  he  was  associated 
in  business,  and  Rev.  W.  R.  Blachford,  of  East  Tawas, 
Mich.,  and  five  sisters,  Mrs.  Thomas  Sintzel,  Port  Perry; 
Mrs.  D.  Hope,  Calgary;  Mrs.  Thomas  Northy,  Sulphur 
Creek,  Cal. ;  Mrs.  Hili  and  Mrs.  James  A.  Laidlaw,  of 
this  city. 
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Underiaker^ 


ONTARIO. 

Aurora — 

Dunham,  Charles. 

EarriG^— 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disne)',  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 
Iiwin,  James. 


Campden — 

JIansel,  Albion. 

Clmton — • 

Walker,  Wesley. 

Coboeonk— 

Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  0. 

Dungannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — ■ 

I-eyman,  L.  &  Son. 

Fcnwick — ■ 

Cn sby,  Alfred  H. 

Fergus- 
Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  ViotoriA 
Morris,  A. 

Haileybury — ■ 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth— 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptvllle— 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

ITendren,  Geo.  Q. 

Iiittle  Current — 

Sims,  J.  G. 
Markdale— 

Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

^  North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakWOOd  —  (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Ivuke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 

Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

()  'Connor,  Wm. 
St  Mary's — 

v.  L.  Brandon. 
TA.  Thomas- 
Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland— 

\  nughan,  Jos.  H.  M. 
Sudbury — 

ITenry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  l.-iOS 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking  Co., 

Welland— 

Sutherland,  G.  W. 

Woodstock- 
Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

I'aquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 
Cadorette,  Mongeau  &  Leary. 

St.  Laurent — 
Gougeon,  Jos. 


NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  1).  Allison. 

Welland— 

Sutherland,  G.  W. 

Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — ■ 

Eraser,  D.  &  Co. 

rialifax — 

Snow  &  Co.,  90  Argyle  St. 

Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — • 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooka 
Thompson,  J.  Co.,  501  M;iin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred.  A. 


Kamsack — 

Russell,  G.  E.  1 

Lanigan — 

Robertson,'  Wii 

Rush  Lake — 

Friesen,  John  ].«. 

Prince  Albert- 
Howard,  A.  C. 

Regina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merriit. 

Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buseomb,  61 1 
Centre  St. 

Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 

"Victoria — 

Hanna  &  Thompson,  827  Vww 
dora  Ave. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


WANTED — Salesman  calling  on  the  Hardware,  Furniture  or 
Special!}'  Retail  Trade  to  repiesent  us  on  commission  basis.  Give 
full  information,  age,  territory  covered  and  trade  sold.  Werlich 
Bros.  &  Co.,  Preston,  Ont.  13-2-3 


FOR  SALE — Good  Undertaking  and  Furniture  Business.  No 
opposition.  Ciood  reasons  for  selling.  Apply  T.  A.  Jebb,  Box  213, 
Cookstown,  Ont. 


FOR  SALE — A  Black  Hearse  with  drape  to  match,  glass  sides, 
glass  door,  easy  running,  well  varnished  ;  sliver  caps  on  hubs.  R. 
A.  Logan,  Dorchester,  Ont. 


GOOD  OPENING  for  Furniture  Store.- Prepared  to  erect  in 
Prince  Albert  a  five  story,  first-class  building  to  suit  tenant  ;  with 
elevator;  size  aboul  2()  x  100  feet  or  more  ;  to  rent  at  about  $.'jOO.()0 
per  month,  on  lease.  Further  particulars  apply  to  Ronieril,  Fowlie 
&  Co.,  Prince  Albert,  Sask. 


FOR  SALE — White  Hearse  and  Black  Hearse,  in  good  repair; 
also,  black  and  white  nets.  Apply,  Mrs.  Byron  Addison,  Norwich, 
Ont. 


Canadian  School  of  Embalming 

Instruclion   in    PraiMii  al    Enili.ilniliiL;  .iiul   I-'iitum  ;iI   Oii  ih  I  iiii; 

PREPARATION  FOR  EXAMINATIONS 

RNTER  AT  ANY  11 MK 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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Index  to  Advertisements 


Adams  &  Rayinonri  Veneer  Co. ..BO 
Albrough  &  Co..  .1.  P  12 

B 

Baetz  Bros.  &  Co   i 

Batavia  Clamp  Co  IB 

Berlin  Table  Mfg.  Co   B 

Buyers'  Directory  o.b.c. 


Canada  Beds,  Limited  i.f.c. 

Canadian  Linderman  Co  15 

Canadian  Cfiiient  Casket  < 'o.  Ltd.  n'i 
Canadian  School  of  l^nibaliniiiK 
Canadian  (.)rnanicntal  &  Wood  C'ar- 
ving  Co..  Ltd.,  CO 

D 

Domestic  Specialty  Co  16 


Eckels  &  Co.,  H.  S.^  .51 

Ellis  Furniture  Co   13 

Elliott  &  Sons   52 

Elmira  Interior  Woodwork  Co  8 

Evel  Casket  Co  48 


Globe  Casket  Co  .50 

Gold  Medal  Furniture  Mfg.  Co  11 

I 

Ideal  Bedding  Co.,  Ltd  4.3 

Imperial  Rattan  Co  o.b.c. 

Imperial  Furniture  Co  IH 


Jamieson  &  Co.,  R.  C  14 

Johns-Man  villc  Co  14 


K 

Kemp  Co..  W.  I   BO 

Ke  sington  Furniture  Co   7 

Kohn,  J.  &  J  10 


Lackawana  Leather  Co  IB 

Leggattfe  Platt   12 

Legg  Bros.  17 

Lippert  Furniture  Co   4 

M 

Malcolm  &  Souter   ,S 

Mitchell  &  Co  50 

Moncrief  Mfg.,  Co  18 

Morton  Mfg  Co  14 

Mundell  &  Co.,  John  C,  i.f.c 

Mcl.agan  Furniture  Co.,  Geo.  .Cover 

0 

Onward  Mfg.  Co   6 


Perrin  &  Co.,  Wm.  R 


Standard  Bedding  Co  10 

Stratford  Mfg.  Co   9 

Stratford  Bed  Co   8 

Stratford  Chair  Co  o.b.c. 

Semmens  &  Evel  Casket  Co  46 

Springfield  Casket  Co  54 

Steele,  Jas.,  Limited  60 


Tarbox  Co      12 

Toronto  Supply  Houses  12 

W 

Waterloo  Furniture  Co   5 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descnp- 
tions  for  Churches,  Houses, 
Furniture,   Pianos,  etc. 

We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 


GUELPH 


ONTARIO 


For  Every  Furniture  Man 


How  to  Knovir 
Period  Style* 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  moneii  hack. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


KEMP'S  ffiSP/jRE^"  TRUCKS 

Platform— 48  X  27  inches;  Height  o(  Truck— Hi  inches;  Centre  Wheel— 
14  inches  diameter;  Ftont  Wheel-  6i  inches  diameter;  \i  inch  Steel  Axle, 
turned  ;      Wheels  Bored. 


Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platforms 
hardwood.  Weight,  1  50  lbs. 

Write  Us  for 
Prices 


W.  I.  Kemp 

Co.,  Limited 


1^ 


Trucks  furnished 

complete 
or  with  castings 
of  steel  parts. 


Stratford 


Ontario 


as 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

/\  AN  UFACT  U  RE  R  S 

OF 

PLAIN  5  FIGURED 

VENEERS 

C/RCASS/A/y  )  WALNUT 
AMERICAN   /  ^^L.njui 
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When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


AKTS  AND  CRAFTS  FUElflTURE 

Geo.      JlcLagau      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.     VV.  Joluis-iManville 

Co.,  Toronto. 

BABY  CARRIAGES. 
Gendron   Mfg.   Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK   AND   STORE  FIXTURES. 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Kensington    l  urniture   Co.,  Goder- 
ich. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville,  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Knechtel   Furniture   Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture    Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring   Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture  Co.,  Berlin. 

BED  ROOM  SUITES. 
Kensington   Furniture   Co.,  Goder- 
ich. 

Knechtel   Furniture  Co.,  Hanover. 

DymondColonial  Co.'s,  Strathroy 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

Malcolm  &   Souter,  Hamilton. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

CARPETS  AND  RUGS. 

Otto  T.  E.  V'eit  &  Co.,  Toronto. 
CAMP  FURNITURE. 

itratford   Mfg.   Co.,  Stratford. 

Ideal  Beddinff  Co..  Toronto. 
CELLARETTES. 

Dymond  Colonial  Co.'s  Strathroy. 
CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Dymond-Colonial  Co.'s,  Strathroy. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 

Gold    Medal    Furniture    Oo.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Ijippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Uymond-Colonial  Co.'s.  Strathroy. 

CHESTERFIELDS. 
Imperial   Fnrniturp   Co..  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford   Chnir  Co..  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHINA  CABINETS. 

Peppier   Bros.,  Hanover. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagau      Furniture  Co., 
Stratford. 

Stratford  Chair  Co..  Stratford. 
CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
DymondColonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel  Furniture   Co.,  Hanover. 

CRIBS  (Iron). 
Ideal  Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-'Colonial   Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DINING  SUITES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Peppier   Bros  ,  Hanover. 
Stratford   Chair  Co.,  Stratford. 

DINNER  WAGONS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial  Co.'s,  Strathroy. 
Peppier  Bros.,  Hanover, 

DRESSERS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel   Furniture    Co.,  Hanover. 
Orillia  Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

EXTENSION  TABLES. 
Berlin  Table  Mfg.  Co.,  Berlin. 
Peppier  Bros.,  Hanover. 
Berlin  Table  Mfg.  Co.,  Berlin. 

FILING  DEVICES. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co..  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddinf  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville  Chair  Mfg.  Co.,  Vie- 
torinville  Que. 

IRONING    BOARDS  AND 

Stratford   Mfg.   Co.,  Stratford. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s.  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 


KITCHEN  CABINETS. 

lliimiltuii  Incubator  Co.,  ilaniilton. 

KITCHEN  TABLES. 
Knechtel   Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN   SEATS   AND  SWINGS. 

Stratford    Mfg.    Co.,  Stratford. 

LIBRARY  TABLES. 

Peppier  Lio.-^.,   1  ;  i  c  1 1 1 

Dymond-Colonial   Co.'s,  Strathroy. 

Geo.      McLagau     Furniture  Co., 
Stratford. 

Malcolm  &  Souter,  Hamilton. 
LUXURY  CHAIRS. 

Lippert   Furniture   Co.,  Berlin. 
MATTRESSES. 

Knechtel  Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London, 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-iColonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C,  Mundell  &  Co,,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 

Globe  Furniture  Co.,  Waterloo. 

PARK  SEATS. 
Stratford   Mfg.   Co.,  Stratford, 
PARLOR  CHAIRS  and  ROCKERS 

Ellis   Furniture   Co.,  Ingersoll. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Ijippert  Furniture  Co..  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture    Co.,  Hanover. 
Peppier   Bros,.  Hanover. 

PEDESTALS. 
Peppier  Bros,,  Hanover, 
Geo.      McLagan     Furniture  Co., 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co,.  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto, 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co..  Stratford. 
Canadian    Rattan    Chair    Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture   Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief   Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co..  Waterloo. 

STOVES  AND  RANGES. 
Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Gait  Stove  fa  Furnace  Co.,  Gait. 

SIDEBOARDS. 
Knechtel    Furniture    Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 


TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel  Furniture   Co.,  Hanover. 

John  C  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora. 

Kensington    Furniture   Co.,  Coder- 
ich. 

TABLE  DISPLAY  RACKS. 

Eureka  Mfg.  Co.,  Warren,  Ohio. 

TELEPHONE  STANDS. 
Dymond-Colonial  Co.'s,  Strathroy. 

TYPEWRITER  DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

UPHOLSTERERS'  SUPPLIES 

Ellis    Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture     Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora 
Knechtel    Furniture   Co.,  Hanover 
Waterloo  Furniture  Co.,  Waterloo 
Gold    Medal     Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfe.  Co.,  Berlin 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford 
Gendron  Mfg.  Co.,  Toronto 
Stratford    Mfg.   Co.,  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover 
Stratford  Chair  Co.,  Stratford. 


FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving   Co.,  Uxbridge. 
CLAMPS. 
Batavia  Clamp   Co.,   Batavia    N  Y 

CURLED  HAIR 
Griffin  Curled  Hair,  Co.,  Toronto 

FURNITURE  SHOES. 
Onward   Mfg.   Co.,  Berlin 

DRY  KILNS. 
Morton  Dry  Kiln  Co  ,  Chicago 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood 
stock. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
town,    N,  J. 

STERILIZED  HAIR. 
Griffin   Curled    Hair  Co.,  Toronto 

TRUCKS. 
W.   I.    Kemp  <'o.,    Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In 
dianapolis,  Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto, 


UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 

James  S.  Elliott  &  Son,  Prescott. 
Evel    Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CEMENT  CASKETS. 

Canadian  Cement  Casket  Co,,  Pres- 
cott, 

CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CHURCH  TRUCKS. 

Bomeardner    Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 

H.    S.    Eckles     Co.,  Philadelphia, 
Pa. 

HEARSES. 

Mitchell   &  Co..  IneerRolI. 

SCHOOLS  OF  EMBALMING. 
Canadian    School    of  Embalminc. 
Toronto. 
UNDERTAKER'S  CHAIRS, 
Stratford    Mfg,    Co,,  Strntfnrd. 
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Imperial 
Upholstered 


Keep  abreast  of 
the  times  an  d 
furnish  your  cus- 
tomers with  what 
is  newest  and  most 
desirable  in  up-to- 
the-minute  furni- 
ture. 

A  Popular  and 
Profitable  Line 


Reed 
Furniture 


That  is  why  you 
should  not  hesi- 
tate to  put  a  stock 
of  Upholstered 
Reed  Furniture  on 
your  floor  and 
make  sure  that  it 
is  one  of  the 
Imperial  Line. 

Shipped  in  mixed 
Carloads 


Imperial  Rattan  Company,  Ltd. 


STRATFORD 
ONTARIO 


The  QuaKty  and  Value  Line 


Stratford  Quality  Chairs  are 

the  most  refined,  the  most  mod- 
est and  the  most  generally  ac- 
ceptable to  people  of  good  taste, 
you  can  show  on  your  floor. 

The  two  chairs  illustrated  are 
samples  of  fine  lines  we  make. 
They  sell  fast  and  they  carry  a 
good  profit. 

When  placing  your  spring 
order,  don't  forget  that 
STRATFORD  is  a  mixed 
carload  centre. 


Stratford  Chair  Co.,  Limited,    Stratford,  Ont, 


3    No.  4-5 


DOUBLE  NUMBER 


APRIL -MAY,  1 


Furniture WcHtw 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


Group  No.  88 

Over  half  the  work  of  making  a  sale  consists  in  creating  the  demand.  You 
can  do  the  latter  by  displaying  "McLagan"  furniture.  Our  matched 
dining-room  suites  cannot  be  resisted  by  prospective  buyers. 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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The  Single  Word  "VALUE" 


applied  to  the 
John  C.  Mundell  &  Co. 

line  of  Chairs  and  Rockers  is 
perhaps  more  significant  and 
expressive  than  any  other 
word  you  might  select.  For 
the  John  C.  Mundell  Chairs 
and  Rockers  actually  repre- 
sent the  high  tide  mark  of 
quality,  durability  and  appear- 
ance, because  every  piece  of 
material  and  every  stroke  of 
work  that  goes  into  them  is  of 
the  best.  One  result  of  this 
is  a  style  and  distinction  that 
places  them  in  a  class  by 
themselves. 

You  are,  of  course,  looking 
for  THE  LINE  of  Chairs 
and  Rockers, — the  custom- 
drawing,  business-bringing  ab- 
solutely reliable  line.  Sup- 
pose, then,  that  you  drop  us  a 
line  to  say  that  you  are  in- 
terested in  our  designs,  and 
would  like  to  know  more 
about  them.  We  will  reply 
promptly,  we  promise  you. 

John  C.  Mundell 

&  Company 

ELORA   :  ONTARIO 
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Here  is  a  clipping  from  the  "St.  Thomas  Journal,*'  describing  how  a  Quality  Brass 
Bed,  finished  with  Ouality-Olasto  Lacquer  went  through  a  fire  they  had  recently. 
This  bed  has  caused  no  little  interest  on  the  part  of  the  public,  for  it  has  been  ou 
exhibition,  and  demonstrates,  in  fact,  what  we  have  tried  to  prove  in  words.  The 
buying  public  will  buy  a  good  article  in  preference  to  a  poor  one  ;  Baldwin  Robinson, 
Limited,  will  testify  to  this. 


WENT  THROUGH  BIG  FIRE 

I  Baldwin,  Robinson,  Ltd.,  Has  Brats 
Bedstead  Which  Flames  Seemed 
to  Improve 

'  Baldwin,  Robinson,  Ltd.,  are  showing 
i  a  brass  bedstead  in  their  window  which  is 
j  a  most  interesting  exhibit,  because  of  the 
severe  experiences  through  which  that 
article  has  passed,  and  from  which  it  has 
emerged,  not  only  none  the  worse,  but  in 
the  opinion  of  many,  considerably  ini-  ] 
proved  by  its  baptism  of  fire. 

The  bedstead  was  on  the  second  floor 
at  the  time  of  the  fire,  and  when  found 
later  among  the  debris  in  th  j  basement  of 
the  ruined  building,  was  the  centre  of  a 
steaming  mass  of  hot  water,  smoke  and 
embers.    Then  it  was  frozen  where  it  fell 
for  some  time,   subsequently    being  re- 
moved to  the  yard  in  the  lear,  where  it  i 
lay  exposed  to  the  weather  for  another  | 
interval.     It  had  been  loaded  on  the  wag- 
on to  be  carted  away  with  the  rest  of  the  J 
junk,  when  it  was  decided  to  keep  it  and  j 
see  to  what  extent  fire  damaged  brass 
goods  of  that  kind. 

This  particular  make  of  brass  bedstead  ! 
is  known  as  "Quality — Olasto  Lacquer,"  ' 
and  is  described  to  be  "indestructible."] 
From  the  test  the  article  has  stood,  it  is  i 
well  and  truthfully  named.  The  blackened  j 
brass  on  the  arched  headpiece  of  the  bed-  i 
stead  1  as  been  cleaned  with  wood  alcohol 
and  polished.    The  removal  of  the  grime 
shows  that  the   lacquer  is  indeed  inde- 
structible, for  it  is  not  cracked,  broken  or 
scratched.      The  only    difference    in  its 
appearance  is  that  instead  of  being  glit- 
tering, glaring,  obvious  brass,  it  has  now 
taken  on  a  rich,  orange-gold  color,  which 
is  reall}'  an  improvement  over  its  original 
appearance.     Part  of  the  article  has  been 
left  untouched,  to  show  the  "  before  and 
after"  effects  of  the  fire  and  restoration. 


We  would  be  pleased  to  hear  from  you,  either  by  mail  or  through  our  representative. 

QUALITY  BEDS,  LIMITED, 
Welland,  Ont. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.        April -May,  I9iJ 


BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
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ARTS  AND  CKAFTS  FURNITURE 

Cieo.      McLagau      Furniture  Co., 

Stratford. 
John  0.  Mundcll  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.     W.  Johns-iMauville 

Co.,  Toronto. 

BABY  CARRIAGES. 
Gendron   Mfg.   Co..  Toronto. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 
Kensington    iurniture   Co.,  Goder- 

ich. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co.,   Meaford,  Ont. 
Uriilia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Ohesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Knechtel    Furniture    Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture   Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &  Piatt   Spring   Bed  Co., 

Windsor. 

Ontario    Spring   Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Rnrt7,  Bros.,  Berlin. 
Kliiiiru  Kiiniiture  Vo,  Elniira,  Ont. 
Malcolm  &  Souter  Furniture  Co.. 

Hamilton. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 
Kensington    Furniture   Co.,  Goder- 
ich. 

Knechtel   Furniture    Co.,  Hanover. 

Dymond-Colonial   Co.'s,  Strathroy 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Malcolm  &   Souter,  Hamilton. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

CARPETS  AND  RUGS. 

Otto  T.  E.  Veil  &  Co.,  Toronto. 
CAMP  FURNITURE. 

Stratford   Mfg.    Co.,  Stratford. 

Ideal  Bedding  Co..  Toronto. 
CELLARETTES. 

Dvmond  Colonial  Co.'s  Strathroy. 
CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Uymond-Colonial  Co.'s,  Strathroy. 

Knechtel  Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian   Rattan   Chair  Co.,  Vic- 
toriaville. 

Gold    Medal    Furniture    Oo.,  To- 
ronto. 

Klmira  Furniture  Co,  Elmira,  Ont. 
Imperial   Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co..  Toronto. 

CHEVALS. 
Dymond-Colonlal  Co.'s.  Strathroy. 

CHESTERFIELDS. 
Imperial  Furniture   Co..  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture    Co..  Hanover. 
Meaford   Mfg.    Co.,    Meaford.  Ont. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHINA  CABINETS. 

Peppier  Bros.,  Hanover. 

Knechtel   Furniture   Co.,  Hanover. 

Geo.     McLagan     Furniture  Co., 
Stratford. 

Meaford  Mfg.   Co.,   Meaford,  Ont. 
CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

J.  P.  Albrough  &  Co.^  Ingersoll. 
Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Montreal   Upholstering   Co.,  Mont- 
real, Que. 
Imperial  Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DEN  FURNITURE 
Elmira  Furniture  Co,  F.lniira,  Ont. 

DIVANETTES. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 
DINING  SUITES. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co..  Elora. 

Peppier   Bros  ,  Hanover. 

Stratford  Chair  Co.,  Stratford. 
DINNER  WAGONS. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Toronto  Furniture  Co.,  Toronto. 

Dyraond-Colonial   Co.'s,  Strathroy. 

Peppier   Bros.,  Hanover. 

DRESSERS. 

Pymond-Colonial   Co.'s,  Strathroy. 

Knechtel   Furniture   Co.,  Hanover. 

Orillia   Furniture  Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

Me.-iford   Mfg.   Co..    Meaford.  Ont. 
EXTENSION  TABLES. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin. 

Meaford   Mfg.    Co.,    Meaford.  Ont. 
FILING  DEVICES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan      Furniture  Co., 
Stratford 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 
Elmir.'i  Furniture  Co,  Elmira,  Ont. 

FURNITURE  POLISH. 
Domestic   Specialty  Co..  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co..    Meaford,  Ont. 

HALL  TREES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddins-  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville, Que. 


IRONING    BOARDS  AND 
DRYERS. 

Stratford   Mfg.   Co.,  Stratford. 

JARDINIERE  STANDS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.     McLagan     Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co.,    Meaford,  Ont. 

KITCHEN  CABINETS. 
Hamilton  Incubator  Co.,  Hamilton. 

KITCHEN  TABLES. 
Knechtel  Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 
Meaford   Mfg.   Co.,    Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratford    Mfg.   Co.,  Stratford. 

LIBRARY  TABLES. 

Peppier  Bros.,  Hanover. 
Dymond-Colonial  Co.'s.  Strathroy. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Geo.      McLagan     Furniture  Oo., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 
Meaford   Mfg.   Co.,    Meaford.  Ont. 

LUXURY  CHAIRS. 
Lippert   Furniture   Co.,  Berlin. 

MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Meaford   Mfg.   Co.,    Meaford,  Ont. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 

OFFICE  CHAIRS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

PARK  SEATS. 
Stratford   Mfg.   Co..  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis    Furniture   Co..  Ingersoll. 
Elmira     Interior    Woodwork  Co., 
Elmira. 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Elmira     Interior    Woodwork  Co., 
Elmira. 

Dymond-(3olonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
PARLOR  TABLES. 

Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co.,    Meaford,  Ont. 
Elora  Furniture  Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture   Co.,  Hanover. 
Peppier  Bros.,  Hanover. 

PEDESTALS. 
Peppier  Bros.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian    Rattan    Chair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RE(3LINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture   Co.,  Hanover. 


RUG  RACKS. 

Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

SCHOOL  FURNITURE. 

Globe  Furniture  Co.,  Waterloo. 
SIDEBOARDS. 

Knechtel   Furniture   Co.,  Hanover 

Meaford  Mfg.   Co.,    Meaford,  Ont. 

Stratford  Chair  Co.,  Stratford. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel  Furniture   Co.,  Hanover. 

John  C  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora. 

Kensington    Furniture   Co.,  Goder- 
ich. 

TELEPHONE  STANDS. 

Dymond-Colonial  Co.'s,  Strathroy. 
TYPEWRITER  DESKS. 

Elmira     Interior     Woodwork  Co 
Elmira. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture  Co..  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora 
Knechtel   Furniture   Co.,  Hanover 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture     Co.  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Uisr.  Co.,  Berlin 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford 
Gendron  Mfg.  Co.,  Toronto 
Stratford   Mfg.   Co..  Stratford 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover. 
Meaford   Mfg.   Co.,    Meaford.  Ont 
btratford  Chair  Co.,  Stratford 


FACTORY  SUPPLIES 

CLAMPS. 

Batavia  Clamp   Co.,   Batavia    N  Y 

FURNITURE  SHOES.' 
Onward  Mfg.  Co.,  Berlin 

DRY  KILNS. 
Morton  Dry  Kiln  Co  ,  Chicago 

GLUE    JOINTING  MACHINES 
Canadian    Linderman    Co.,  Wood- 
stock. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
town,    N.  J. 

STERILIZED  HAIR. 
Griffin   Curled   Hair  Co.,  Toronto 

TRUCKS. 
W.   I.    Kemp  Co..   Ltd..  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto. 


UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 
James  S.  Elliott  &  Son,  Prescott. 
Evel    Casket   Co.,  Hamilton. 
-Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CEMENT  CASKETS. 

Canadian  Cement  Casket  Co.,  Pres- 
cott. 

CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott 

Evel   Casket   Co.,  Hamilton. 

Globe  Casket  Co.,  London. 

Semmens  &  Evel  Casket  Co.,  Ham- 
ilton.   

CHURCH  TRUCKS. 

Bomgardner   Mfg.    Co.,  Cleveland. 
Ohio. 

EMBALMING  FLUIDS. 
Egyptian     Chemical     Co.,  Boitoo, 
Mass. 

H.    S.    Eckles     Co.,  Philadelphia, 
Pa. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

SCHOOLS  OF  EMBAIJOINO. 
Canadian    School    of  Embalminc, 

Toronto. 
UNDERTAKER'S  CHAIRS. 
Stratford  Mfg.  Co.,  Stratford. 
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"McLAGAN  QUALITY" 


No.  2391.    Sheraton  Buffet,  48  in.  wide 


No.  3231.    Table-Duo  Style  only,  48  in.  dia.  top 


IN 


Dining  Room 
Furniture 


The  undoubted  excellence  of 
McLagan  Quality  Furniture  means 
satisfied  customers  and  enthusiastic 
salesmen.  Both  make  for  im- 
mediate profits  and  a  growing 
business. 

High-grade  lumber,  classy  designs, 
superb  finishes  make  it  easy  for 
you  to  demonstrate  the  superiority 
of  our  lines. 

Our  matched  dining  room  suites 
are  strictly  up-to-the-minute,  the 
very  essence  of  good  taste,  and 
readily  appeal  to  buyers  on  the 
lookout  for  something  tasty,  yet 
inexpensive. 

IVe  ship  in  mixed  car  lots  with  other 
Stratford  Furniture  Manufacturers 


No.  1283.    Colonial  Buffet,  54  in.  wide 


The  George  McLagan  Furniture  Co.,  Limited 

STRATFORD   ::  CANADA 
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The  Waterloo  Monimaker  Line 


A  Large  Showy  Suite 


6 1  29.    Birch,  Mahogany,  Three-Piece 
Suite. 

List  Price  $33.00 
46.00 


FRAMES 
E  GRADE  SILK 
G 


49.00 


"Some  Suite!'' 

6142.    Solid  Mahogany  Three-Piece 

Suite. 

FRAMES                       List  Price 

$36.00 

DENIM 

50.00 

K  GRADE  SILK 

56.00 

ENSURES 
SATISFACTION 
and  PROFIT 
TO  BOTH  DEALER 
and  CONSUMER 


Permanent 
Show 
Rooms 
at  Factory 


6142 


6129 


Will  Be  Pleased  to  Send 
Covering  Samples. 

Waterloo  Furniture 

Company,  Limited 

WATERLOO    :  ONTARIO 


6129 


6142 
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The  Waterloo  Monimaker  Line 


Some  Stepper!^' 

6175.    Three  -  Piece  Suite,  Birch, 
Mahogany,  Veneered  Panel. 

FRAMES  Ust  Price  $28.00 

Upholstered  m  our  now  famous 

K  20-21  List  Price  47.00 


The  Popular  Tub  Suite 

6035.     Three  -  Piece    Suite,  Solid 
Mahogany. 

FRAMES  List  Price  $46.00 

DENIM  STRIPED  "  92.00 

K  GRADE  SILKS  "       1 19.00 


6175 


INSPIRES 
CONFIDENCE 
and 
BUILDS 
BUSINESS 


We 

Specialize  / 
in  Parlor 
Suites 


6035 


6035 


6175 


Write  for  Our  Blue  Print 
Booklet. 


Waterloo  Furniture 

Company,  Limited 

WATERLOO    :  ONTARIO 


6035 
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Increase  Your  Profits  and  Enhance  Your  Re- 
putation by  Selling  Stratford  Brass  Beds 


When  your  customers  of 
discriminating  taste  come 
in  to  your  store  and  want 
something  really  artistic 
and  refined  —  beds  whicli 
embody  that  charm  and 
beauty  which  make  their 
possession  a  sourc3  of  ever 
increasing  satisfaction — 
show  and  sell  them  some 
of  our  newest  patterns. 

They're  sure  to  please 
your  customers  and  bring 
you  handsome  profits. 

Two  of  our  new  and  rapid 
selling  patterns  are  here 
illustrated. 


Their  good  style,  pleasing 
proportions  and  moderate 
prices  commend  them  to 
prospective  purchasers. 


These  attractive  patterns 
are  finished  in  popular  and 
enduring  lacquers  —  a  point 
with  which  to  impress  your 
customers. 

Besides,  they're  backed  up 
by  long  years  of  experience 
in  brass  bed  manufacture  in 
Canada  and  the  United  States. 


Write  for  illustrations 
and  prices 


The  STRATFORD  BED  Co. 


Stratford 


Canada 
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Stratford  Chairs 

are  Out  of  the  Ordinary, 

In  the  Stratford  line  you  will  find  Chair 
Designs  of  unusual  character  and  individuality 
— chairs  that  are  different — just  the  kind  your 
Customers  are  demanding. 

We  study  your  needs ;  it's  to  our  interest  and 
YOURS. 

We  know  the  Quality  Chair  Game — know  it  thoroughly — and  Stratford 
Chairs  don't  cost  you  as  much  as  any  other  chairs  made,  of  the  same  quality. 

Of  course  that  means  a  good,  comfortable  margin  of  profit  for  you. 
and  that's  what  you're  in  business  for. 

We  want  you  to  know,  not  from  hearsay,  but  from  personal  experience, 

Stratford  Chairs  are  what  You  Need 
to  Satisfy  Your  Customers. 


that 


Every  detail  in  the  manufacture  of  our  lines 
is  studied  with  a  view  to  giving  you  and  your 
customers  absolute  satisfaction. 

The  patterns  illustratated  are  numbers  from 
our  Spring  lines. 

Your  Chair  needs,  taken  up  with  us,  will  be  most 
satisfactorily  met. 

Stratford  is  a  mixed  carload  centre,  and 
offers  you  reduced  rates  on  carload  lots. 

Stratford  Chair  Co.,  Limited, 

STRATFORD,  ONTARIO 
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This  Line  of  Bedroom  Furnitun 

When  you  buy  a  line  of  furniture  to  sell  you  are  making 
an  investment  that  should  pay  you  profits. 

You  make  no  profits,  however,  until  you  make  sales.  Novv^ 
the  line  you  can  sell  easiest,  and  at  the  same  time  giving 
your  customers  absolute  satisfaction,  is  the  Knechtel  Line. 

Knechtel  Furniture  has  real  genuine  merit,  style,  class,  quality, 
convenience,  more  potent  selling  points  than  any  other  line 
you  can  handle. 


Quick 
Sellers 

Because 
the  Prices 
are  Within 
Reach  of 
all  Your 
Customers 


No.  7 IE.    Dressing  Table 


No.  71 E.  Dresser 


Knechtel  Service  will  be  of  valuable  aid  to  you 
during  the  busy  Spring  and  Summer  seasons. 

When  you  buy  Knechtel  Goods  you  buy  Knechtel 
Service. 

Write  for  our  Illustrated  Catalogue. 

''From  the  tree  to  th 


The  KNECHTEL  FURNITURE 
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Sives  Distinction  to  Your  Store 

These  two  bedroom  suites,  finished  in  white  enamel,  are 
excellent  examples  of  the  quality  of  our  lines,  and  are 
specially  seasonable  just  now. 

You  as  a  wide-awake  furniture  dealer  are  on  the  lookout 
for  the  latest  in  design  and  the  acme  in  merchandising 
value. 

This  line  of  bedroom  furniture  will  meet  your  requirements 
in  every  respect. 


1 

1 

'LJ 

Satisfying 

Because 
They 
Combine 
Strength 
with  Utility 
and  Beauty 


No.  029E.    Dressing  Table 


We  have  our  own  timber  limits,  our  own  saw  mills, 
our  own  veneer  mills.  These  facts,  combined  with 
specialization,  enable  us  to  produce  goods  of  the 
highest  quality  at  very  reasonable  prices. 

This  means  something  to  YOU. 

Finished  Product/' 


No.  029  E.  Chiffonier 


No.  029E.  Dresser 


CO.,  LIMITED,     HANOVER,  Ontario 
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Furniture  for  Lawn  and 
Verandah 


Warm  weather  will  soon  be  with  us  now — 
people  will  be  seeking  the  cooling  atmos- 
phere of  the  lawn.  Naturally  they  want 
the  most  comfortable  appliances  they  can 
possibly  buy. 

Stratford 
Lawn  Goods 

Are  Popular  and  Fast  Sellers 

Some  dealer  in  YOUR  town  who  sees 
the  great  possibilities  in  our  lines  is  going 
to  get  this  business.  We  want  YOU 
to  be  that  dealer. 


Suites  and  Suspended 
Seats  for  Verandahs 

Are  Goods  You  Should  Display  Now 


The  popular  prices,  combined  with 
superior  finish,  workmanship  and  de- 
signs, make  them  particularly  attrac- 
tive to  discriminating  customers. 

You  can  increase  the  bulk  of  your 
sales,  give  your  customers  excellent 
value  and  yourself  handsome  profits 
with  this  line  of  up-to-the-minute 
Verandah  Furniture. 


Our  Illustrated  Catalog  deals  with 
several  new  features  in  Lawn 
and    Camp  Furnishings, 
Folding  Chairs,  Tables 
etc.      LET  US 
SEND  YOU 
ONE. 


LAWN  SEAT  No.  0 


CAMP  STOOL  No.  14 


CAMP 
CHAIR 
No.  15 


STRATFORD 
MFG.  CO.,  Ltd. 

STRATFORD,  ONT. 


No.  5  SUSPENDED  VERANDAH  SEAT 
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Vic^oria- 

ville 


The  Place  Where  the 
Best  Reed  Furniture 
Comes  From 


NOW  is  the  time 
to  begin  featuring 
Reed  Furniture 


This  is  the  time  of  year  when  house  wives  begin  to 
think  about  porch  and  lawn  furniture.    A  display  of 
"Canadian"  Reed  Furniture  will  mean  many  sales  and  a  good  profit. 

Every  piece  is  built  for  comfort,  looks  and  is  comfortable, — this  is  more  than 
half  a  sale  as  every  furniture  dealer  knows. 

Reed  Furniture  is  more  easily  sold  at  this  time  of  year  but  once  a  sale  is  made  'tis 
easy  to  show  a  customer  how  suitable  Reed  Furniture  is  for  all  the  year  round. 

Get  our  quotations — these  will  show  you  a  good  profit  at  a  retail 
price  which  will  tickle  your  customer's  sense  of  economy. 

The 

Canadian  Rattan 
Chair  Co., 

Limited 

Victoriaville,  P.  Q. 

The  quality  is  in  the  reeds 
don't  forget  that. 
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The  Gold  Medal  Line 


Imperial 

Steel 
Sliding 
Couches 


And 
Imperial 

Steel 
Folding 
Camp  Beds 


A  handsome  couch  by  day,  a 
double  bed  by  night.  A  pressure  of 
the  foot  converts  from  the  one  to 
the  other.  The  two  articles  atone  cost. 


We  make  in  our  own  factory  all  the  parts  of  our  products  and  guarantee  perfect  construction. 
A  big  selection  of  Upholstered  Furniture,  Parlor  Suites  and  Couches,  Chairs 
for  Parlor  or  Den. 


WITH 
WOOD  FRAMES 


REGISTERED 


WITH 
STEEL  FRAMES 


BED  SPRINGS 


Known  all  Over  Canada  as  the  Very  Best  Bed  Spring  That  is  Made 

Mattresses  of  all  kinds — Common  Mixed  Mattresses,  Gold  Medal  Felt  Mattresses  and  the 
patent  "  Never  Stretch  "  mattress,  made  mostly  in  the  Felt  Grades.  The  never  stretch 
v^ay  of  making  the  tick  takes  up  the  loose  folds  between  the  tufts  and  prevents  spreading. 
Price  $1.50  more  than  regular  style.    This  includes  a  stitched  roll  edge. 


The  Gold  Medal  Furniture 

TORONTO  MONTREAL 
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The  Gold  Medal  Line 


Gold  Medal"  One  Motion  Davenport  Beds 
"Gold  Medal"  Divanettes 


We  are  now  showing  a  complete  new  line  of  Davenports  and  Divanettes  which  have 
several  important  features  to  recommend  them  above  all  other  makes. 

1st.        The  action  is  the  easiest  and  simplest  possible  in  a  Davenport,  having  one 
motion  only  to  open  out  as  a  complete  bed. 

2nd.      There  is  more  space  in  the  interior  of  the  Springs  when  folded  giving  more  room 
for  a  better  mattress  and  allowing  the  bed  clothes  to  be  folded  in  if  required. 

3rd.       The  strongest  and  best  National  Fabric  is  used  in  the  Bed  Spring,  which  is 
quite  separate. 

4th.       We  have  a  Patent  Steel  Truss  Spring  Edge  in  the  seat  which  cannot 
possibly  break  or  get  out  of  shape. 

Sth.       Our  prices  are  lower  than  others — because  we  make  all  the  frames  and  interior 
steel  construction  in  our  own  factory. 


M  anufacturing  Co.,  Limited 

WINNIPEG  UXBRIDGE 
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Victoria 


The  value  of  a  cus- 
tomer lies  in  his  (or 
her)  regular  demand, 
—let  that  fact  sink  in. 


This  regular  demand  can  only  be  created 
by  selling  furniture  that  gives  absolute 
satisfaction  in  the  home — in  its  daily  use. 


Victoriaville  Furniture  Buyers  are  always 

regular  customers  because  they  are  always  satisfied 

The  appearance  and  price  of  Victoriaville  Furniture  make  the  first 
sale  easy, — then  the  quality  satisfies  and  brings  repeat  orders. 

We  are  always  glad  to  give  particulars, 
prices,  etc.,  to  interested  dealers 

The  Victoriaville  Furniture  Co. 

Victoriaville,  P.Q. 

Don*t  forget  the  mixed  carload  facilities  of  Victoriaville, — 
you  can  get  carload  rates  on  less  than  carload  lots 
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ViWc 


Chairs  made  from  flawless  lumber 
and  by  expert  chair  makers — at  a 
reasonable  price. 

This  is  a  combination  that  brings  repeat  orders  unsolicited, 
and  the  design  and  appearance  induces  the  first  desire  to 
buy, — the  price  you  can  offer  them  at  clinches  the  sale. 

Victoriaville  Chairs  are  the  result  of  con- 
centrated effort  along  one  line — the  production 
of  quality  goods. 

They  are  made  in  a  factory  devoted  solely  to  the 
manufacture  of  chairs 

Get  our  latest  Catalogue  and  have  a  look  at  the  designs 

The  Victoriaville  Chair 
Manufacturing  Co, 

Victoriaville,  P.Q. 

Offering  you  the  benefits  of  mixed  carload 
shipments,  which  reduce  your  freight  bills 
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NEW  SUDE 
ATTACHMENT 


"PATENTED  MARCH,  1913 


— t 


The  Slide   that  slides  so  easily  that  a  child  can  operate  it. 

The  Slide   ^^^^  opens  both  halves  of  the  top  at  the  same  time  by  pulling  on 
the  one  side  only.    It  can  be  opened  or  closed  from  either  end. 

The  Shde   that  automatically  centres  the  top  on  the  pedestal. 
The  Shde  that  needs  only  to  be  shown  to  sell  the  table. 

The  above  illustration  shows  the  mechanism,  it  is  made  entirely  of  cold  rolled 
steel,  machined  to  work  perfectly. 

The  rack  bars  are  inserted  in  the  outside  sections  of  the  slide  and  the  pinion  in 
the  centre  section  as  shown  in  the  cut.  When  assembled,  no  part  of  the  mech- 
anism is  visible. 

By  examining  the  construction  it  will  be  seen  that  this  slide  is  indestructible  and 
must  work  smoothly  and  easily,  there  being  no  pulleys  or  cables  to  get  out  of 
adjustment. 

We  control  the  patent  and  are  the  sole  manufacturers  of  EXTENSION  TABLES 
fitted  with  this  adjustment. 


The  Berlin  Table  Manufacturing  Co.,  Limited 

BERLIN      -  ONTARIO 
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A  1913  Winner 

One  of  the  Many  New  Lippert  Furniture  Designs 


No.  828,  Length  52"  x  30"  deep  x  41  "  high 
Birch  mahogany,  top  roll  mahogany  veneered 


It  would  pay  you  to  see 
our  line  before  placing 
your  orders  for  spring  and 
summer  delivery. 
We  manufacture  a  com- 
plete and  extensive  line  of 
Parlor  Suites 
Mission  and  Den 

Furniture 
Dining  Room  Chairs 
Bedroom  Chairs  and 

Rockers 
Hall  Racks  and  Hall 

Seats 

As  well  as 
Fancy   and  Odd 

Chairs 

W^riie  for  catalog 
and  price  list 


The  Lippert  Furniture  Company 

Berlin,  Ontario 


LIMITED 
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They 


are 


a 


assy 


Just  One  of  the 

Elora  Beds 

Better  have  some  on  your  floor 

for  the 

House  Cleaning  Season 


No.  51 


In  Early  English,  Golden  and  Fumed  Oak, 
Mah  ogany,  French  Grey,  Ivory  White 
and  Snow  White  Enamel 

Sizes  :  3  ft.,  3  ft.  6  in.,  4  ft.  and  4  ft.  6  in. 


Obey 
that 
Impulse  ! 


Travellers  receive  their  commission  on  Mail  Orders 
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The  Kellaric  Mattress 


The  laced  opening  in  the  Kellaric  Mattress  enables  you  to  show  your  cus- 
tomers the  quality  of  the  filling — a  strong  selling  point. 

The  filling  is  made  up  in  layers  of  pure  cotton,  compressed  from  two  and  one- 
half  feet  to  five  inches  thick. 

This  makes  the  mattress  comfortable  and  responsive,  yet  firm.  We  positive- 
ly guarantee  the  "Kellaric"  to  give  your  customers  the  maximum  comfort  and 
satisfaction. 

The  Model  Box  Spring — made  in  two  styles  for  Wood,  Iron  or  Brass  Beds. 
Frame  of  selected  hardwood.  Springs  of  special  oil-tempered  steel,  covered 
with  layers  of  pure  cotton  and  encased  with  dust-proof  art  ticking. 

Two  good,  low  priced  mattresses  to  push  are  the  "Hair-in-Cotton"  and  the 
"Common  Sense."    They  sell  quickly  and  are  good  value  for  the  money. 


Our  New  Factory  at  Fort  William 

Is  splendidly  located  for  the  handling  of  our  western  trade 
and  we  promise  you  even  better  service  than  before. 

Our  Toronto  Branch  aff'ords  excellent  facilities  for  looking 
after  the  Ontario  and  Eastern  Canada  business.  You  are 
thus  assured  prompt  shipment.  A  trial  order  will  convince 
you. 


We  cheerfully  refund  money  for  any  Kellaric  Mattress 
that  is  not  perfectly  satisfactory. 

BERLIN  BEDDING  CO.,  LIMITED 


31  Front  St.  East 
TORONTO 


m-cV/v McKELLAR  BEDDING  CO.,  Ltd. 
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Exquisite  Elmira  Equipments 


Efficient  Time  Savers 
Excellent  in  Design 

Extraordinarily  Low  in  Price 


Desk  No.  195.    With  Sections  54  or  60  inch. 


Entirely  Novel  in  Many  Features 
Extolled  as  to  Quality  by 

Enterprising  Furniture  Dealers 


Our  Flat  Top  Desks  have  many 
original  features.  One  shown  in 
cut  is  our  well  known  System 
Desk.  All  that  is  necessary  to 
change  to  de.sk  as  shown  is  to  put 
in  a  sect. on  for  legal  blank,  docu- 
ment or  card  index. 

Not  necessary  to  carry  desk  in 
different  styles.  Can  make  the 
change  in  a  few^  minutes. 


Money  Making  Mantels  in  Many  Makes  at 
Medium  Prices 


Our  Wood  Mantel  Department  turns 
out  many  exclusive  designs  of  excellent 
values. 

For  the  jobbing  trade  we  make  Parlor 
Frames,  Davenports,  Clock  Cases, 
etc.    Special  Office  Goods.    We  do 

not  make  interior  fittings;  only  furni- 
ture. 


Sefid  for  catalog,  price 
list  or  special  quotation. 


No.  24.  Mantel. 


Elmira  Interior  Woodwork  Co.,  oiTirio 

Only  12  miles  from  Berlin  with  excellent  facilities  for  shipping  in  carload  lots  by  G.T.R.  or  C.P.R. 
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The  ELMIRA  FURNITURE  CO.,  Limited 

ELMIRA    -  ONTARIO 


ONE  OF  THE  WINNERS  OF  THE 

"Elmira  Line^^ 

No.  164 

Solid  Quartered  Oak,  Upholstered,  Slip 
Seat,  Any  Finish 

Note  the  Plain  Neat  Design 

the  big  feature  of  our  entire  line 

If  not  already  in  possession  of  our 
Catalogue,  write  for  copy 

It  pays  to  handle  the  ELMIRA  line 


No.  164 


DINERS 


No.  164i 


IMPORTANT  NOTICE   '"^"^  R'^'^  to  advise  our  customers  that  hereafter  our  entire  line  will  be  fitted  with 

  the  New  Sliding  Shoe — the  value  of  which  all  dealers  know.      No  more  scratching 

tliKir  or  pulling  carpets  in  moving  chairs     No  charge  for  these  supplied  on  oui  goods.     5c.  per  set  otherwise. 

THE  NEWEST  IN  DEN 
FURNITURE 

No.  440.    Suite,  Quartered  Oak,  Any  Finish,  Upholstered 
Seat  and  Back  Cushion 

First  Class  IVorl^mamhip  and  Finish 

DAVENPORT  TO  MATCH 


Our 
Mission 
Furniture 
is  hard 
to  beat 


The  Elmira  Furniture  Co.,  Ltd. 


MANUFACTURERS  OF  THE 


ELMIRA 


El 


mira 


Watch   This  Space  in  Next  Issue 


No.  440  ROCKER 
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To  start  machine 
merely  place  this 
plug  in  end  of 
handle. 


A  simple  means 
for  holding  the 
bag  in  its  proper 
position. 


A  large  bag. 
Opens  at  bottom. 
Very  easy  to  take 
off  and  empty. 


"Eureka"  Electric  Cleaner 

RETAILS  FOR  ONLY  $45.00 

Guaranteed  under  Seal 

The  Eureka  Electric  Suction  Cleaner  is  easy  to  sell  because  it  is 
easy  to  use  and  simple  to  adjust.  It  does  more  work  and  better  for 
its  v/eight  and  price,  than  any  other  cleaner  on  the  market. 

It  is  so  efficient,  day  in  and  day  out,  that  the  service  it  gives  one 
family  helps  to  sell  it  to  another. 

One  dealer  sold  1 3  in  two  weeks  as  a  side  line,  net- 
ting the  substantial  profit  of  $150.00. 

Dealers  who  demonstrate  the  "Eureka"  make  money  easily  and 
rapidly.  The  selling  is  good  and  the  profits  are  good;  the  machine  is 
right  and  the  housewives  want  it. 

Onward  Sliding  Furniture  Shoes 

for  Wood  Furniture  and  Metal  Beds  in  place  of  the  old  wheel  caster 
sell  easily  and  allow  the  dealer  a  good  margin  of  profit. 

Let  us  send  you  descriptive  circulars 
and  discounts. 


Western  Agents : 

Moncrieff  & 
Endress,  Ltd. 

Scott  Block 
Winnipeg 


Onward  Mfg.  Co. 

Berlin 

RETAIL  STORE: 

423  Yonge  Street,  Toronto 


Eastern  Sales  Agents : 

Sales  Company 
of  Canada,  Ltd. 

641  West  St. 
Catherine  Street 
Montreal 


BENTWOOD 
FURNITURE 


Of  the  Very 
Highest  Quality 


No.  48/4V 


Jacob  &  Josef  Kohn 

VIENNA,  AUSTRIA 
Canadian  Branch 

215-219  Victoria  St.,  Toronto 


No.  48/4 
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Ellis  Quality  Furniture 


No.  536. 


Are  not  those  two 
pretty  corner-chairs? 

They  will  sure  make  a 
handsome  pair  on  your 
floor  for  Spring. 

How  many  shall  we 
send  you? 

LIST  PRICES 

No.  535  -  $13.00 
No.  536     -  $12.50 


Write  for  Discounts. 


The  Ellis  Furniture  Company 

INGERSOLL,  ONT. 


No.  535. 


BAETZ  BROTHERS  &  COMPANY 


Berlin,  Ont. 


No.  143  Diner 

Made  in  Oak,  any  finish, 
and  in  Birch  Mahogany. 

SLIP  PAD  SEAT. 
Prompt  Shipments 

We  have  the  following 
numbers  in  stock  for  prompt 
deliveries: — 

124,  127,  128,  129,  131, 
132,  134,  135,  138,  139, 
140,  141,  142.  143,  144, 
145. 

Mail  Orders  receive  our  prompt 
attention 

"SPECIALIZING  IN  CHAIRS" 
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The  fii-ms  advertised  below  will  shi])  in  mixed  ear  lots  if  desired.    Both  high  grade  and  moderate  priced  furniture, 
beds  and  bedding,  are  maiiufaetuied  in  Toronto,  and  prompt  shipments  can  be  made  on  any  of  the  four  leading 
railways  operating  in  Ontario. 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

1  1  T^n /^l ch*ir*>/H    l^iirnifiir**     r"^arlr\Y"  Hram^iC  1 — l<*T"fiii#*c        rS^/H   ^r»rinrTC  nnri 

Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 
4  Grades — 4  Prices 
Lee-Burrell,   Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 
Turkish  Rockers,  Leather  Upholstered 
Couches,  High  Grade  Eng-lish  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 

Illustrated  Price  List 

Manufactured  by    TARBOX    BROS.,  TorOntO 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

Look  for  QUALITY 

In  your  Upholstered  Furniture.  We  build  a  line  of  Up- 
holstered Furniture  which  you  can  guarantee  in  every 
respect.    This  should  mean  something  to  you. 

Living  Room  Chairs,  Rockers 
and  Suites,  Parlor  Suites, 
Davenports  and  Couches 

Send  for  Illustrations  and  Prices 

IMPERIAL  FURNITURE  CO. 

585-591  Queen  St.  West,  TORONTO 


Rocker 


GUARANTEED  UPHOLSTERED  COUCHES 

There  are  new  features  in  connection  with  our  comprehensive  line  of  couches  for  1913  which 

no  dealer  can  afford  to  overlook. 
Every  Albrough  Couch  has  an  individuality  and  artistic  beauty  that  is  appreciated  by  critical 

customers.     Write  for  Information. 


J.  P.  ALBROUGH  &  CO., 


IngersoU,  Ontario 
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Legget  &  Piatt  Spring  Beds  are  Made  Right 


LEGOET&PLATT 


Unequalled 
for 
Wood, 
Iron 
or 

Brass  Beds. 


Permanently 
Uniform 
in 

Surface. 

Swift, 
Satisfying 
Sales. 


SPRING  BEDS 

Further  Information  furnished  on  request — Write  to-day. 

Legget  &  Piatt  Spring  Bed  Co.,  Limited, 

WINDSOR,  ONTARIO 


Nothing  but 

Pure 
Sanitary 
Cotton  Felt 

Used 


You  can 

Guarantee 

the 

STANDARD 
Mattresses 


Furniture  Dealers  will  find  that  the  Lee-Burrell,  Rex,  Regent  and  Invictus  Mattresses  give 

both  themselves  and  their  CaStomers  full  value. 

They  are  the  kind  that  will  never  stay  long  on  your  floors — they're  everyday  sellers — and  keep  us  busy 

turning  them  out  all  the  year  round. 

By  cutting  overhead  expenses  we  send  the  "quality  up"  and  the  "prices  dawn" 

The  Spring  Demand  wilt  be  a  big  one — place  your  orders  With  us  NOW 

The  Standard  Bedding  Company 

Sole  Manufacturers  and  Distributors  of  Lee-Burrell,  Rex,  Regent,  and  Invictus  Mattresses 


27-29  Davies  Ave. 


Toronto,  Canada 
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MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 
In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 


Write  for 
Catalogue  G. 


MORTON  DRY  KILN  CO. 

20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


Sells  on  Sight  to  Particular 
Housewives 

The  careful  housekeeper  of 
lo-day  has  learned  the  neces- 
sity for  a  cover  that  will  pro- 
tect the  dining-room  table 
from  being  scorched  b}-  hot 
dishes  or  l  uined  hy  moisture. 

Ordinary  silence  cloths  or 
table  pads  cannot  be  depend- 
ed upon,  so  the  demand  will 
be  for 

J-M  Asbestos 

TABLE  COVERS  AND  MATS 

Our  prices  to  tlie  trade  are  so  low  that  you  can  undersell 
competitors,  besides  giving  better  value  than  the)'  are 
able  to  offer. 

The  reason  for  this  is  obvious,  as  we  mine  our  own  asbes- 
tos and  manufacture  these  goods  in  the  largest  quantities. 

Just  send  in  a  trial  order.  Our  line  is  so  varied,  made  in 
so  many  styles  and  grades,  that  a  stock  can  easily  be 
selected  which  will  please  every  one  of  your  customers. 

Write  our  nearest  branch  to-day  for  Booklet 
and  Special  Dealers '  Prices 

The  Canadian  H.  W.  Johns-Manville  Co. 

UMITED 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


^  1^  Asbestos  Roofings,  Packings 
-J"^     Electrical  Supplies,  Etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


The  concentrated  experience  of  over  half 
a  century  is  to  be  found 
in  every  can  of 

I?* 

Jamieson's  Turpentine  Stains 

The  result  is,  that  these  stains  do  not  raise  the 
grain  of  the  wood,  and  produce  a  finish  of  un- 
equalled beauty  and  durability. 

In  all  shades  of  Oak,  Mahogany 
and  Walnut 

R.  C.  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABUSHED 
1858 


VANCOUVER 
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Lindermanized  Glue  Joints 

mean  Economy,  Strength  and  Durability 

The  Taper  Lock  Joint  made  on  the 
Linderman  Automatic  Dovetail  Glue  Jointer 

Note: — how  loosely  the  joints  start,  1/32"  apart,  allowing  ample  room  for 
carrying  the  glue  into  the  joint.  Three  of  four  inches  from  the  end  of  the 
piece  the  Taper  Wedge  draws  the  pieces  quickly  together,  making  an  air 
tight  joint  the  entire  length  of  the  piece,  and  at  the  same  time  imprison- 
ing the  glue  in  the  dovetail,  forcing  it  into  the  pores  of  the  wood,  and 
into  every  crevice,  thereby  welding  the  pieces  together  into  a  perpetual 
lock  joint.  j 

One  operation  cuts  the  dovetail,  spreads  the  glue,  slides  the  pieces  to- 
gether, and  delivers  them  to  the  operator  in  one  piece,  avoiding  sev- 
eral operations,  much  handling,  effecting  a  saving  of  4  5  of  your 
present  cost. 


CANADIAN  LINDERMAN  CO,  LTD. 

MUSKEGON,  MICH.  -works  at  WOODSTOCK,  ONT. 
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Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
g-rain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Bailt  any  tize  desired.    Furniahed  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


It  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  maizes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 


Colt's  Quick  Acting  Clamps 


Awk  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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(CUSTOMERS,  like  other  good 
things,  come  in  groups. 

Ever  notice  it? 

When  your  Wilton  Piles  are  being  shown  to  customers,  every 
other  woman  in  the  department  wants  to  see  Wiltons. 

Ten  or  fifteen  minutes  later  you  could  take  care  of  them,  but — 
Ten  minutes  is  a  long  time  to  wait  to  spend  money. 

The  '  '  waiters leave.  Some  say  they  will  "  come  back."  But 
— well,  how  many  do? 

Moncrief  Rug  Racks  will  save  that  "lost"  trade. 

From  a  Moncrief  Rack  of  75  Rugs  you  can  sell  three  people 
comfortably,  easily,  satisfactorily  and  quickly. 

Moncrief  Racks  increase  sales  and  decrease  the  selling  costs — 
— Save  salesman's  time. 

— Hold  customers  in  busy  spells  who  otherwise  would  "look 
elsewhere." 

— Save  porter's  expense. 
— Conserve  salesman's  e 
goods. 

Write  for  our  bool^ 

Moncrief  Mfg.  Co 

Central  Falls,  R.  1. 
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Here  is  our  New  Duofold 
(Di  vanette)  Bed 


It  is  a  Good  Seller  with  Big  Profits 


The  double  usefulness  of  the  New  Duofold  (Di  vanette)  Bed,  combined  with  its  handsome 
appearance  and  low  price,  make  it. a  wonderfully  quick  seller. 

The  economy  of  space  derived  from  its  use,  the  convenience 
of  an  extra  bed  always  ready  for  the  unexpected  guest,  and 
its  durability,  are  only  a  few  of  the  many  "sales  points" 
about  this  fine  trade  producer. 

We  have  a  wide  rang-e  of  styles. 

Prices  from  $25  to  $40     (Net  Prices) 

We  also  manufacture  a  big  variety  of  Pullman's  Davenport 
Beds.     These  run  from  $26.50  to  $60  (Net  Prices). 

WRITE  FOR  PARTICULARS. 

THE  MONTREAL  UPHOLSTERING  COMPANY, 

90  Notre  Dame  West,  MONTREAL. 


IRON  BEDS  AT  POPULAR  PRICES 


If  you  want  a  line  of  Beds  which  will 
please  your  customers  and  give  you  a 
good  margin  of  profit — order  CANADA 
BEDS.  The  designs  are  artistic  and  the 
materials  and  finish  are  guaranteed  to  be 
the  best  value  available. 


Have  you  one  of  our  1913  Hangers,  illus- 
trating  Fourteen    Beds  of   Real  Value? 
We'll  send  one  if  requested. 


CANADA  BEDS,  Limited,  CHESLEY,  Ont. 


April  -  May,  1913         CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  31 


32 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


April -May,  1913 


PUBLISHED  THE  FIRST  OF  EACH  MONTH  BY 

THE  COMMERCIAL  PRESS,  Limited 

32  COLBORNE  STREET,  TORONTO 
Phone  Main  4978 

D.  O.  McKiNNON,  President        Weston  Wriglev,  Manager 

W.  L.  EnMONDS,  Managing  Editor 

James  O'Hagan  Geo.  H.  Honsberger 

John  A.  Fullerton  George  G.  Colvin 

E.  A.  FoRSON  John  A.  GiBSorJ 

Associate  Editors  Advertising  Representatives 

F.  C.  D.  Wilkes,  Room  704,  Unity  Building,  Montreal. 
E.  J.  MacIntyre,  40,59  Perry  Street.  Chicago 

Subscriptions 
Canada,  fl.OO  a  year.   Other  Countries,  $2.00  a  year 


Vol.  3  APRIL-MAY  1913  Nos.  4-5 


Summer  It  would  not  be  a  bad  stroke 

Furniture  of  business  if  furniture  dealers 

Needs  were  to  compile  a  list  of  people 

in  their  respective  districts 
who  are  probable  buyers  of  verandah  and  other  des- 
criptions of  summer  furniture. 

With  such  a  list  in  their  possession  the  next  move 
would,  of  course,  be  to  send  a  short  and  well  written 
letter  or  a  neat  attractive  illustrated  circular  to  each 
name,  thereon  drawing  attention  to  the  stock  on  hand 
and  the  prices  at  Avhich  different  ai'ticles  of  summer 
furniture  can  be  purchased. 

The  effort  should  not  be  coiifined  to  one  letter  or 
circular.  There  should  be  at  least  two.  The  more, 
within  reason,  the  better. 

It  is  the  same  in  regard  to  summer  furniture  as  in 
regard  to  many  other  lines,  people  seldom  know  what 
they  want  until  their  necessities  are  impressed  upon 
them. 

Qiialifv  furniture  is  profitable  furniture. 

The  Furniture  During  the  last   few  months 

Exhibition  The  Furniture  World  has  given 

Question.  a  great  deal  of  space  to  those 

who  desire  to  discuss  the 
question  of  hov,  when  and  where  exhibitions  should 
be  held  in  Ontario. 

Manufacturers  and  retailers  alike  have  freely  ex- 
pressed their  views. 

Those  who  have  closely  followed  the  discussion  are 
already  aware  of  -the  fact  that  there  is  a  wide  diverg- 
ence of  views  in  regard  to  nearly  all  phases  of  the 
matter. 

Most  manufacturers  and  dealers  are  agreed  as  to 
the  advisability  of  confining  the  exhibitions  to  the 
month  of  January.  The  great  difference  of  opinion  is 
as  to  where  and  how  they  should  be  held. 

It  is  quite  evident,  therefore,  that  for  "the  present 
at  any  rate  no  radical  change  in  the  present  method  is 
likely  to  be  made.  But  whether  a  change  is  made  in 
.  the  near  or  distant  future,  or  is  ever  made,  there  is 
every  reason  to  believe  that  as  time  goes  on,  and  from 
experience  better  methods  are  evolved,  the  value  of 


furniture  exhibitions  will  become  more  widely  recog- 
nized and  will  be  supported  more  generally  by  the 
manufacturers  and  more  generously  patronized  by  the 
dealers. 

The  furniture  exhibition,  in  some  form  or  another, 
has  come  to  stay  and  the  measure  of  its  success  will 
be  in  proportion  to  the  energy  that  is  developed  by 
those  who  have  their  promotion. 

From  now  until  the  next  exhibitions  come  round  let 
everybody  think  about  them,  talk  about  them  and 
work  for  them. 

Summer  -weather  cannot  be  hastened  by  push- 
ing the  sale  of  summer  furniture  iyi  the  early 
spring,  but  it  induces  customers  to  anticipate 
their  wants. 

A  Successful  One  gathers  some  idea  of  the 

Permanent  potency  of  a  permanent  furni- 

Exhibition.  ture  exhibition  when  the  facts 

in  regard  to  that  carried  on 
in  New  York  by  a  number  of  manufacturers  in  the 
United  States  are  taken  into  consideration. 

Figures  recently  received  from  New  York  by  the 
Furniture  World  show  that  the  average  daily  attend- 
ance of  buyers  since  January  is  nearly  fifty. 

While  neither  the  furniture  industry  of  Canada  nor 
the  population  of  the  country  may  have  reached  a  stage 
of  development  to  warrant  a  permanent  exhibition 
being  established  here  at  present,  yet  it  is  a  goal  well 
worthy  of  being  kept  in  mind  as  a  realization  in  the 
future. 

The  extent  to  whicli  the  furniture  manufacturing 
indiistry  of  the  Dominion  has  developed  during  the  last 
ten  years  is  not  revealed  by  the  preliminary  census 
figures  which  have  been  issued.  But  it  is  safe  to  pre- 
dict that  when  the  detailed  figures  are  submitted  it 
will  be  found  that  they  reveal  a  substantial  growth. 
In  fact  we  do  not  need  figures  to  establish  whether 
there  has  been  a  growth  or  not.  That  which  our  eyes 
have  seen  settles  that  point.  All  we  recjuire  figures 
for  is  to  obtain  a  closer  knowledge  of  the  facts. 

Within  four  years  our  import  trade  in  furniture  has 
increased  116  jjer  cent.,  and  our  export  trade  nearly 
33  per  cent.  The  proportionate  increase  in  the  furni- 
ture manufacturing  industry  of  the  country  in  the 
ten  year  decade  will,  in  all  probability,  compare  favor- 
ably even  with  that  appertaining  to  the  imports. 

JVhile  the  summer  furniture  season  proper 
rims  into  several  months,  he  is  a  wise  dealer 
who  plans  to  catch  the  early  trade.  With  the 
early  trade  comes,  as  a  rule,  the  better  prices. 

Undertakers  There  are  a  couple  of  under- 

At  War.  takers  in  a  certain  Western 

Ontario  toAvn  who  are  working 
against,  instead  of  with,  each  other. 

For  some  time,  it  is  alleged,  one  of  them,  whom 
for  convenience  sake  we  shall  call  "A,"  has  been  in 
the  habit  of  ascertaining  from  the  relatives  of  a  de- 
ceased person,  for  whose  interment  undertaker  "B" 
had  the  arrangement,  what  he  had  charged,  and  that 
on  ascertaining  he  had  inferred  that  the  bill  was  ex- 
cessive.   He  could  have  done  it  at  a  lower  figure. 

Undertaker  "B"'  is  now  up  in  arms.  He  declares 
that  he  will  cut  prices  so  low  that  the  other  fellow  will 
have  to  do  at  a  loss  whatever  work  he  may  secure. 

The  absurdity  of  such  a  situation  is  apparent.  The 
action  of  undertaker  "A"  is  certainly  unprofessional. 
One  can  scarcely  conceive  of  anything  being  more  so. 
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But  unfortunately  "B's"  action  will  not  improve 
matters.    On  the  contrary  it  will  aggravate  them. 

It  will  probably  be  found  in  the  long  run  that  "B" 
will  injure  himself  more  than  he  will  "A."  The  latter 's 
methods  are  so  unprincipled  that  to  a  self-respecting 
family  they  would  scarcely  appeal. 

The  undertaker  who  does  his  work  well  and  charges 
a  fair  price  can  well  att'oi'd  to  ignore  the  machinations 
of  unprinicipled  competitors.  It  is  to  be  hoped  that 
on  second  sober  thought  "B"  will  do  this. 

What  do  our  readers  think  about  it?  What  would 
you  do  if  you  were  in  "B's"  place? 

//  you  cannot  get  all  the  business  you  want, 
got  all  you  can. 

Good  Business  It  is  evident  from  the  number 

But  Tight  Money.         of   renewals   that   are  being 

asked  for  that  retailers  are 
feeling  the  tightness  which  prevails  on  the  money  mar- 
ket these  days. 

The  fact  that  this  tightness  is  not  confined  to  Can- 
ada, but  is  characteristic  of  the  money  market  the 
world  over,  rather  emphasizes  than  otherwise  the  im- 
portance of  exercising  caution  in  business  matters. 

Trade  conditions  in  Canada  are  still  decidedly  ac- 
tive. The  continued  increased  earnings  of  the  banks 
and  railways  is  indisputable  proof  of  this.  Railway 
construction  and  betterment  will  be  conducted  on  a 
greater  scale  this  year  than  ever  before.  A  statement 
recently  issued  shows  that  the  three  transcontinental 
lines  contemplate  an  expenditure  of  $41,000,000  in  the 
three  prairie  provinces  alone.  Immigration  likewise 
promises  to  beat  all  records.  The  estimates  place  the 
number  who  will  enter  our  country  at  500,000.  The 
purchasing  power  of  such  a  large  number  of  persons 
will  necessarily  be  great.  Even  allowing  $200  as  the 
amount  each  immigrant  will  spend  during  the  year  in 
merchandise  of  various  kinds  we  have  a  total  of  $100,- 
000,000  to  be  taken  in  over  the  counters  of  the  retail 
stores  of  the  country.  This  will,  of  course,  be  natur- 
ally good  for  business. 

I3ut  as  a  matter  of  fact  no  nation  is  so  self-contained 
that  it  can  be  influenced  by  the  monetary  conditions 
existing  in  the  outside  world.  Not  only  is  there  a  big 
demand  for  money  the  world  over  on  account  of  the 
general  industrial  activity,  but.  because  of  the  disturb- 
ing influence  of  the  Balkan  war  and  the  possibility  that 
it  may  involve  other  nations  before  peace  is  assiired,  a 
great  deal  of  gold  is  being  Avithdrawn  from  its  accus- 
tomed channels  and  hid  away  in  strong  boxes.  In 
France  and  Germany  alone  the  amount  thus  hidden  is 
estimated  to  be  $265,000,000,  or  more  than  the  total 
amount  Canada  borrowed  last  year. 

In  view  of  this  the  lesson  to  business  men  in  Can- 
ada is:  Stick  to  business.  Keep  out  of  speculative 
ventures,  and  look  sharply  after  collections. 

Dealers  who  are  now  advertising  summer  furni- 
ture realize  that  it  pays  to  make  favorable  im- 
pressions even  before  the  advent  of  the  season. 

"Gingering  Up"  There  is  a  manufacturing  firm 

the  Staff.  in   the   United   States  whose 

business  ramifications  extend 
the  world  over,  that  seems  to  have  thoroughly  mastered 
the  art  of  getting  the  maximum  of  effort  out  of  its  sell- 
ing organization. 

It  does  not  force.  It  does  not  drive.  It  stimulates. 
Those  who  do  not  respond  to  the  stimulus  are  thrown 


aside  without  any  qualms  of  conscience  whatever.  Only 
the  fit  are  retained. 

He  who  qualifies  is  rewarded  for  his  services  accord- 
ing to  the  amount  of  business  he  secures.  But  he 
mustn't  get  rusty.  He  mustn't  even  stand  still.  In 
fact  it  is  hardly  possible  for  him  to  stand  still  unless 
he  deliberately  and  with  "malice  aforethought"  re- 
fuses the  stimulating  doses  which  are  placed  before 
him  by  the  management  at  the  head  office. 

The  chief  medium  through  which  this  stimulus  is 
administered  is  a  weekly  paper  in  which  are  printed 
the  week'y,  monthly  and  yearly  record  of  the  different 
men,  and  also  paragraphs  in  regard  to  exceptionally 
good  sales  which  have  been  made  by  any  member  of 
the  staff.  An  engraving  of  each  salesman  mentioned 
is  printed  with  the  paragraph.  But  the  inspiration 
material  is  not  confined  to  these  mere  records  of  sales. 
Short,  bright  and  stimulating  articles  on  salesmanship 
and  kindred  subjects  are  also  jjublished. 

I  have  no  thought  of  recommending  retailers  to  go 
and  do  likewise  in  the  same  particular  way.  To  at- 
tempt to  do  so  would  be  absurd.  My  only  purpose  is 
to  draw  attention  to  the  importance  of  stimulus. 

How  it  can  be  engendered  in  the  retail  store  is  for 
each  merchant  to  work  out  for  himself.  To  attempt 
to  do  it  along  the  exact  and  definite  lines  followed  by 
the  manufacturer  in  question  would  be  to  court  failure. 
A  six-inch  shell  is  only  eft'ective  when  fired  from  a 
six-inch  gun.  And  the  method  which  the  retailer  em- 
ployes either  in  regard  to  stimulating  his  staff'  or  in 
developing  any  detail  of  his  business  must  be  adapted 
to  his  own  requirements. 

No  scheme,  however,  will  be  a  success  which  is  not 
actuated  by  a  broad  and  generous  spirit.  Salesmen, 
whether  they  be  behind  the  counter  or  "on  the  road." 
are  entitled  to  share  in  the  benefits  that  accrue  from 
the  increased  sales  that  come  from  increased  effort. 
This,  together  with  the  stimulating  material  that  is 
supplied,  is  the  secret  of  the  aforesaid  manufacturer's 
success.  The  same  principle,  applied  to  any  other  busi- 
ness, will  produce  similar  results.  The  only  difference 
will  be  one  of  degree. 

It  is  only  by  minding  your  own  business  that 
you  can  keep  abreast  of  the  other  fellow. 

The  Merchant  Noav  that  we  are  getting  into 

and  His  Town.  the  spring  months  nine  mer- 

chants out  of  ten  are  doubtless 
planning  for  a  cleaning  up  and  improving  of  their  busi- 
ness premises.  But  it  is  very  doubtful  whether  the 
proportion  of  business  men  who  are  taking  an  interest 
in  cleaning  up  and  improving  the  appearance  of  their 
town  is  anything  like  as  great.  That  these  things 
oiight  not  to  be  goes  without  saying. 

If  a  business  man  does  not  take  any  interest  in  the 
welfare  of  the  town  in  which  he  is  located  who  is  it 
that  can  be  expected  to  do  so?   No  one. 

A  town  is,  after  all,  a  reflection  of  the  business  peo- 
ple who  reside  within  its  borders.  If  the  town  is  dull 
and  dirty  it  is  safe  betting  that  the  business  men  in  it 
are  dull,  backward  and  careless.  It  cannot  be  other- 
wise, for  where  business  men  are  fully  alive  to  their 
own  interests  they  are  not  asleep  in  regard  to  things 
appertaining  to  the  general  welfare  of  their  town. 

The  town  that  is  bright,  attractive  and  up-to-date 
draws  customers  from  the  surrounding  country.  It, 
therefore,  pays  merchants  to  take  a  lively  interest  in 
the  town  in  which  they  do  business. 
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FURNITURE  EXHIBITIONS 

Further  Contributions  on  the  Subject  by  Manufacturers 
— A  Central  Exhibition  Considered  an  Impossible  Feat 

Imperial  Rattan  Co.,  Limited,  Stratford,  Ont. :  It's 
the  same  old  story.  It  always  takes  an  old  maid  to 
tell  how  to  raise  children,  likewise  it  takes  a  furniture 
publication,  plus  manufacturers  who  do  not  exhibit, 
plus  dealers  who  do  not  attend,  to  tell  how  and  where 
to  conduct  a  show.  Now,  in  our  minds,  and  we  presume 
in  the  minds  of  the  Berlin  exhibitors,  there  is  no  ques- 
tion. We  are  going  to  show  in  Stratford,  where  we 
make  ample  show  rooms,  and  have  fair  hotel  accommo- 
dations, as  demonstrated  last  January. 

Now,  as  soon  as  furniture  manufacturers  outside  of 
Stratford  feel  the  need  or  desire  to  show  their  lines  in 
Stratford,  we  shall  do  all  in  our  power  to  find  them 
suitable  accommodation,  and  will  welcome  them  into 
our  councils  to  make  the  furniture  exhibition  business 
of  mutual  benefit,  as  between  the  manufacturers  and 
dealers. 

Berlin-Waterloo  will  undoubtedly  fall  in  line  with 
this  plant  and  dignify  the  exhibition  business  with  a 
little  friendly  and  healthy  competition,  instead  of  try- 
ing the  impossible  feat  of  putting  it  under  one  roof. 

Each  year  we  will  do  our  share  towards  making  the 
show  worth  the  while  of  an  inspection  by  the  trade. 

And  no  doubt  each  year  will  find  increasing  numbers 
of  dealers  in  attendance.  Meanwhile  we  see  no  advan- 
tage to  be  gained  by  advocating  the  centralization  of 
the  show  in  Stratford,  Berlin,  Toronto,  Elora,  Owen 
Sound,  Goderich,  Woodstock,  Hanover,  or  any  one  of 
the  various  cities  which  have  creditable  furniture  in- 
diistries. 

Canada  Furniture  Manufacturers,  Limited,  Wood- 
stock, Ont. :  In  reply  to  yours  of  the  2nd,  inst. ;  beg  to 
say  that  as  we  carry  a  permanent  exhibit  at  136-138 
King  Street  East,  Toronto,  we  are  not  interested  in  a 
general  furniture  exhibition,  because  we  would  not 
participate  in  same. 

The  Stratford  Manufacturing  Co.,  Limited,  Strat- 
ford: Re  furniture  exhibition,  woi;ld  say  that  first  of 
all  we  are  not  in  favor  of  having  an  exhibition  building. 
At  the  present  time,  the  exhibition  idea  has  not  been 
fully  realized  by  the  trade,  and  for  the  manufacturers 
to  go  to  work  and  put  up  a  furniture  exhibition  build- 
ing and  not  have  the  dealers  attend  would  be  having 
one's  money  tied  up  in  something  in  which  you  would 
not  get  any  results.  The  same  money  which  would  be 
tied  up  in  an  exhibition  building  could  be  used  to  much 
better  advantage  for  new  machinery,  etc. 

We  are  also  not  in  favor  of  having  one  central  exhi- 
bition, say  at  Toronto.  We  believe  that  each  city,  such 
as  Toronto,  Woodstock,  Berlin  and  Stratford,  and  any 
of  the  other  furniture  centres  which  would  want  to  go 
in  to  display,  should  have  it  at  the  same  time,  say  for 
ten  days  or  two  weeks  and  no  more. 

We,  ourselves,  are  more  favorably  inclined  to  having 
one  exhibition  a  year  only,  and  that  in  January.  We 
do  not  think  that  the  exhibition  should  be  held  any 
longer  than  two  weeks  at  the  very  most,  as  there  is  a 
certain  amount  of  waste  time,  both  for  the  manufac- 
turer and  his  travelers. 

We  believe  that  for  the  present,  to  make  the  exhibi- 
tion displays  a  success,  is  to  have  each  factory  display 
in  their  own  warerooms  and  all  furniture  centres  show 
at  the  same  time. 


FURNITURE  FACTORIES  WANTED 

The  Grand  Trunk  Pacific  Railway  report  the  open- 
ings for  furniture  factories  at  Darmody,  Forgay,  Lin- 


strom,  Melville,  Rowletta  and  Stony  Beach,  in  Sas- 
katchewan ;  Edmonton  and  Tofield  in  Alberta ;  and  a 
school  furniture  factory  at  Ft.  William.  Correspon- 
aence  should  be  addressed  to  the  secretary  of  the  board 
of  trade  at  the  above  places. 


RETAIL  CHAIN  STORES. 

The  Toronto  Trades  and  Labor  Council  has  endorsed 
a  scheme  whereby  a  company  with  a  capital  of  $1,000,- 
000  is  to  build  and  operate  a  chain  of  "Union  Label 
Stores,"  where  furniture  and  general  goods  will  be  sold. 
The  idea  is  to  bring  down  the  high  cost  of  living. 


The  Elmira  Furniture  Co.,  Limited,  Elmira,  Ont., 
announce  that  their  entire  furniture  lines  are  now 
equipped  with  sliding  shoes,  and  that  all  future  pro- 
ducts of  theirs  will  likewise  be  e(iuipped. 


ADVERTISEMENTS  ARE 

WORTH  READING. 

"Don't  repeat  our  ad.  in  the  next  number  of  the 
'Furniture  World,'  "  said  Mr.  Malcolm,  of  Malcolm 
&  Suter,  furniture  manufacturers,  Hamilton,  to  a 
rej>resentative  of  the  "Canadian  Furniture  World." 
"We  would  like  to  advertise  this  month,  but  we  re- 
ceived so  many  replies  to  our  ad.  in  your  March  issue 
that  we  prefer  not  to  advertise  again  until  our  new 
catalogue  is  ready  for  distribution." 

The  publication  of  fine  new  catalogues  by  many  of 
the  leading  Canadian  furniture  and  bed  manufacturers 
is  a  sign  of  progressiveness,  which  deserves  apprecia- 
tion from  furniture  dealers.  These  catalogues  should 
be  written  for  and,  when  received,  carefully  preserved 
for  reference.  Even  if  no  business  has  ever  been  placed 
with  the  firm  issuing  the  catalogue  it  is  wise  to  have 
one  on  file — and  every  catalogue  printed  is  worth  writ- 
ing for. 

The  fine  advertisements  being  inserted  from  month 
to  month  in  the  "Furniture  World"  are  also  worthy 
of  careful  study.  Most  advertisers  nowadaj's  change 
their  announcements  each  month  and  make  it  a  point 
to  feature  new  and  seasonable  lines.  Hence  the  adver- 
tisements are  a  monthly  barometer  which  should  be 
carefully  studied 

An  example  of  the  increasing  interest  being  mani- 
fested by  readers  of  the  "Furniture  World"  in  its 
advertisements  was  the  recent  receipt  of  a  letter  from 
a  subscriber,  mentioning  the  names  of  several  well 
known  firms  he  had  been  buying  from,  but  stating 
that  he  had  been  interested  in  the  announcements  of 
other  firms  using  our  advertising  pages. 

This  reader 's  viewpoint  is  becoming  more  general, 
it  becoming  a  recognized  rule  of  merchandizing  that 
while  it  is  well  to  concentrate  purchases  from  a  limited 
number  of  firms  in  order  to  secure  the  best  terms  and 
service,  that  it  is  also  wise  to  study  the  advertise- 
ments and  catalogues  of  other  manufacturers,  so  that 
new  lines  can  be  added  to  the  stock  as  soon  as  they  are 
placed  on  the  market. 

Tn  the  furniture  business  there  is  a  constant  demand 
for  new  designs  and  pieces  of  furniture,  and  in  the 
rapidly  growing  Canadian  market  new  factories  are 
constantly  being  established.  For  instance,  new  fac- 
tories at  Hanover,  Stratford,  Welland,  Grand  Valley, 
Fort  William  and  other  places  are  entering  the  market 
this  year,  and,  in  order  to  keep  informed,  their  an- 
nouncements and  catalogues  should  be  carefully  read. 

Conditions  are  ever  changing.  Last  fall,  for  ex- 
ample, furniture  manufacturers  were  so  rushed  with 
orders  that  many  hesitated  to  advertise  or  show  their 
lines  at  furniture  exhibitions,  while  this  spring,  with 
the  demand  from  the  West  falling  off,  manufacturers 
are  going  after  orders  more  aggressively. 

Go  over  the  advertising  pages  carefully  each  month, 
and  if  manufacturers  do  not  send  you  their  new  cata- 
logues, write  for  copies.  The  best  merchant  is  he 
who  not  only  knows  the  goods  he  sells,  but  also  the 
lines  which  his  competitors  sell. 
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Furniture  Lines  Specially  Seasonable  for  Summer  Selling 

All  Light  Weight  Furniture  Should  be  Ready  Sellers — Lines 
Appealing  for  Summer  Homes,  Holiday  Camps,  Boating  and 
Outdoor  Use — Promoting  Sales — Letting  the  Public  Know. 


While  it  is  true  that  what  is  generally  known  as  snm- 
tner  furniture  is  not  now  confined  strictly  to  summer 
selling  and  display,  but  may  be  offered  Avith  profit  dur- 
ing the  whole  year  through,  yet  there  are  some  furni- 
ture lines  and  accessories  that  interest  the  dealer  and 
appeal  to  the  buyer  in  an  especial  manner  during  the 
summer  seas'^n.  In  a  particular  manner  they  are  those 
lines  used  on  porch  and  lawn,  in  boat  and  summer  cot- 
tage, outdoor  furniture  for  children  and  hammock  lines 
for  the  grown-ups — in  a  general  way  all  light  weight 
furniture. 

With  the  advancing  years  each  season  brings  about 
an  imposing  demand  for  better  grades  of  furniture. 
While  the  cheaper  grades  have  just  as  ready  a  call  for 
the  summer  camp  and  cottage,  owing  to  the  greater 
number  of  jieople  going  to  summer  resorts,  there  is  a 
decidedly  better  demand  for  warm  weather  furniture 
lines  of  the  better  grades. 

Take  the  town  home,  for  example,  Avhere  the  sun- 
room  and  sleeping  porch  have  a  great  vogue  at  pre- 
sent. These  rooms,  of  course,  are  furnished  with  the 
better  grades  of  light  weight  furniture,  and  through- 
out the  house  there  is  hardly  a  room  that  has  not  at 
least  one  article  of  furniture  of  a  summery  nature. 


be  used  in  the  home  throughout  the  year,  but  ai'e  spe- 
cially attractive  for  the  lawn  and  porch. 

Specialties  in  Fibre  Furniture 

The  line  of  fibre  furniture  is  going  into  a  great  many 
designs,  too.  Take  the  case  of  chairs.  There  are 
rockers  for  misses,  ladies  and  gentlemen.  There  are 
stationary  chairs  made  in  all  sizes  and  styles.  There 
are  reception  and  armchairs,  corner  and  window  chairs, 
suites  and  single  pieces,  with  cushions  and  without, 
office  and  revolving  chairs,  with  high  and  low  backs, 
and  broad  and  narrow  seats.  Then  in  specialties  there 
arc  nflci'noon  tea  stands,  sewing  and  work  baskets, 
piipfi'  racks,  fancy  tables,  book  shelves,  iinisic  and  jar- 
diniere stands — all  made  of  various  kinds  of  fibi'e,  and 
particularly  attractive  for  summer  selling.  They  are 
equally  suitable  for  the  summer  cottage,  holiday  resort 
and  camp. 

Cane-bottomed  and  backed  furniture,  also,  is  season- 
able in  summer  time,  and  so  are  the  various  styles  of 
bentwood  lines.  The  advantage  of  these  latter  is  that 
they  are  in  the  light  Aveight  and  are  suitable  at  every 
season  of  the  year,  coming  in  polished  finishes  with 
choices  of  veneer,  cane  and  saddle  seats. 


A  striking  iutevior  :iri-anec'mciit  of  suiiimci-  fm  iiilui  c. 


And  then  there  are  the  porch  and  the  lawn  to  be  con- 
sidered, where  nothing  else  but  summer  furniture 
should  be  seen. 

The  improved  designs  in  wicker  have  led  to  a  better 
quality  of  this  furniture  being  shown,  with  a  conse- 
(luent  demand  from  the  better  class  of  people,  who  are 
willing  to  pay  the  price  for  the  right  articles.  This 
applies  also  to  reed,  rush,  rattan  and  other  furniture 
lines  nuule  from  fibre.  The  many  new  designs  and  pat- 
terns in  chairs,  rockers,  lounges,  tete-a-tetes,  settees, 
etc.,  would  exhaust  a  vocabulary.    Any  of  these  can 


Slat  furniture  lines  are  a  staple  for  lawns  and  coun- 
try houses,  and  are  a  recognized  class  by  themselves, 
growing  all  the  Avhile  in  increased  popularity. 

Some  fine  wooden-framed  chairs  and  settees  with 
slatted  seats  and  backs  in  a  variety  of  patterns  and 
finished  in  white  enamel,  are  a  splendid  feature  for 
advocating  in  the  better  class  of  hoiises,  and  for  tasty 
gai-den  and  porch  goods.  The  green-colored  slatted 
goods  are  an  appealing  line  foi-  the  lawn  and  verandah, 
and  are  popuUir,  though  the  oak-finished  lawn  lines  are 
coming  to  the  front  (pate  rapidly.    Tables  to  match  in 
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any  of  the  popular  colorings  are  to  be  had  singly  or 
in  sets,  and  the  variety  of  chairs,  tables  and  I'ockers  for 
the  buyers  to  select  from  shows  that  comfort  rather 
than  conventionality  is  the  selling  talk  to  emphasize. 
For  the  country  hotel  or  summer  resort  these  latter 
should  strongly  appeal,  as  also  for  the  restaurant  and 
ice  cream  parlor.  A  few  of  the  newer  sample  goods 
show  lines  particularly  adaptable  to  this  latter  trade. 


„  -  Folding  camp  stool  and  chair  made  by  Stratford  Mfg.  Co.,  Htratford. 

The  tables  can  be  had  in  a  number  of  unique  designs, 
and  the  chairs  and  stools,  too,  can,  of  course,  be  had 
to  match. 

Folding  tables  and  chairs,  in  a  variety  of  woods  and 
finishes,  can  be  had  for  lawn  use,  and  odd  stationary 
patterns  for  verandah  use.  Other  novel  furniture 
features  are  shown  in  the  newer  samples,  as,  for  in- 
stance, muffinettes,  reclining  rockers  and  chairs,  nest 
of  tables  for  tea  purposes,  etc. 

Novelties  in  Lawn  Goods 

In  useful  novelty  features  there  are  step-ladder 
chairs,  which,  when  closed,  form  a  strong-seated  and 
backed  chair,  and  when  opened  a  four-stepped  ladder ; 
and  the  many  lines  of  folding  stools  and  chairs,  some 
with  carpet  or  canvas  seats,  and  other  with  slatted  or 
wooden  seats.  Lawn  chairs,  with  and  without  arms 
for  reclining,  should  prove  popular  where  high-grade 
furniture  may  be  hard  to  place,  and  suspended  veran- 
dah seats  also  should  be  a  popular  line. 

Then  there  are  outing  furnishings,  in  the  way  of 
yacht,  canoe  and  boat  chairs,  seats  and  backs  in  wood, 
reed,  rattan  and  almost  all  fibres;  and  furniture  lines 
for  children's  use,  indoor  as  well  as  out — highchairs, 
rockers,  chairs,  tables,  sets,  benches,  and  stools,  to  be 
had  in  fibres,  bent  woods,  seats,  and  wood  combinations. 
Some  dolls'  furniture  cleverly  imitate  the  adult  lines. 
Then  there  are  the  reed  and  light  weight  wood  cradles, 
cribs  and  basinettes.  Carriages,  too,  for  children  or 
for  play  use,  as  well  as  the  many  wagon,  hoop,  swing 
and  other  lines  attractive  to  children  should  be  good 
staples  to  show  as  early  as  possible  in  the  summer 
season. 

On  lawn  swings  and  park  seats  alone  quite  a  bit 
could  be  said ;  they  come  in  such  great  variety,  from 
the  plainest  to  the  most  ornate,  with  and  without 
canopy.  Some  have  the  glide  and  some  the  regular 
swing  motion.  Then  there  are  the  new  hammo-couches, 
which  are  adaptable  to  lawn  or  verandah.  On  the 
lawn  they  may  be  suspended  from  the  uprights,  while 
on  the  verandah  they  may  be  swung  from  the  ceiling 
if  preferred.  As  the  name  implies,  they  are  a  combin- 
ation of  a  hammock  and  a  couch.    The  reclining  body 


is  not  doubled  up  as  in  an  ordinary  hammock,  for  the 
seat  base,  being  of  woven  wire,  holds  the  frame  firm. 
The  stout,  springy,  high  back  makes  the  hammock- 
couch  a  comfortable  seat,  and  for  sleeping  purposes  it 
is  a  splendid  substitute  for  a  couch.  For  outdoor  use 
a  canopy  may  be  attached  to  shade  off  the  sun's  rays. 

This  brings  one  to  think  of  the  summer  cushion  and 
bedding  lines.  Canoe  cushions  Avith  cork  filling,  while 
not  entirely  new,  has  the  novelty  sutBciently  worn  off 
to  have  them  listed  as  summer  staples.  They  should  be 
attractive  sellers  in  centres  where  water  sports  and 
waterside  resorts  are  popular.  Then  there  are  the 
many  lines  of  bedsteads  made  particularly  for  the  sum- 
mer bungalow ;  the  folding-bed  lines ;  extension  couch 
beds,  which  may  be  made  up  into  couches  in  daytime ; 
the  Davenport  bed  and  divan  lines ;  folding  cots,  fold- 
ing chairs  and  folding  tables  for  summer  bedrooms, 
verandahs  and  lawns. 

Pushing  for  Sales 

There  are,  too,  a  number  of  floor  covering  lines  that 
might  suggest  business  if  properly  displayed.  Such 
articles  as  grass  rugs  and  floor  mats,  which,  not  being 
expensive,  should  induce  selling  for  summer  cottages. 

These  suggestions  of  the  summer  furniture  lines 
should  be  taken  up  by  the  dealer  and  entered  into 
heartily  and  enthusiastically,  for  enthusiasm  is  the 
life  current  of  trade.  Let  your  customers  and  your 
friends  know  you  have  these  summer  lines  and  that 
you  are  in  a  position  to  make  them  more  comfortable 
in  their  homes  during  the  holiday  season.  Make  win- 
dow and  interior  displays  of  these  goods.  Show  them 
off  in  nice  settings — they  may  be  grouped  in  living  or 
I'.etual  scenes,  such  as  lawn  settings,  water  scenes,  sum- 
mer verandah  groupings,  etc.  All  these  should  attract 
the  people,  but  the  selling  of  the  furniture  must  be  done 
by  yourself  or  your  salesmen. 

While  it  is  not  jiossible  to  carry  all  the  goods  enumer- 
ated above — they  are  mentioned  merely  as  suggestions 
— a  choice  selection  of  the  articles  which  the  dealer 
knows  he  can  handle  will  undoubtedly  help  in  placing 
them  throiigh  sales.  Local  newspaper  advertising,  and 
l)ublicity  stunts,  too,  are  helpful,  and  should  be  used 
to  bring  notice  of  the  furniture  goods  handled  by  the 
dealer  to  the  attention  of  the  public.    In  fact,  anything 


Folding  card  or  lunch  table,  Stratford  Mfg.  Ci 


of  this  nature  which  tells  the  public  the  nature  of  the 
lines  stocked  is  beneficial,  and  should  be  utilized.  Con- 
tinually bringing  these  furniture  articles  to  the  atten- 
tion of  the  public  arouses  in  the  mind  of  the  reader  or 
observer  a  desire  to  obtain  these  goods,  which  is  the 
first  step  towards  S'^Uing  the  goods.  The  dealer  who 
wants  publicity  can  obtain  help  from  the  manufac- 
turers, who  are  always  ready  to  co-operate,  because 
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they  recognize  that  the  results  will  be  mutually  helpful. 

In  the  smaller  centres,  Avhere  the  dealer  carries  but 
a  small  stock,  he  Avill  find  the  various  manufacturers' 
catalogues  helpful.  His  chief  competitors  are  the  mail 
order  houses,  which,  by  the  way,  sell  through  cata- 
logues, so  the  local  man,  by  using  the  same  methods. 


Lawn  c  haii'  with  arms.  Stratfoid 
Mfg.  Co. 


should  be  able  to  switcli  some  of  the  business  at  least. 
Boost  your  furniture  lines  and  your  business  will  boost 
you.  Push  your  seasonable  summer  furniture  and 
watch  the  result.  Get  after  your  park  boards,  3-our street 
railway  company's  amusement  parks,  and  similar  public 
and  semi-public  corporations  for  park  seats,  lawn  swing-s, 
foldin<^  chairs,  and  similar  lines.  They  will  be  ordering 
them  at  this  time,  and  probably  are  considering  purchas- 
ino'  them  now. 


FURNITURE  STORE  OPENINGS 

The  towns  of  Allan,  Grandora,  Leney,  Meacham,  Mel- 
ville, Talmage  and  Young,  all  in  Saskatchewan ;  and 
Holden,  Mirror,  Wabamun,  in  Alberta,  have  openings 
for  furniture  dealers.  Correspondence  should  be  ad- 
dressed to  the  secretary  of  the  board  of  trade  at  each 
of  the  above  places. 

There  are  openings  for  combined  furniture  and  un- 
dertaking businesses  at  Grandora  and  Melville,  Sas- 
katchewan; and  Edson,  Holden,  Mirror  and  Wabamun, 
Alberta. 


CHEMICALLY  TREATED  DRY  DUSTING 
MOPS. 

Tarbox  Bros.,  the  well  known  manufacturers  of  floor 
mops,  are  placing  on  the  market  a  complete  line  of 
elu'mieally  treated  dustless  dusters  and  mops.  No 
house  cleaning  device  has  taken  a  stronger  hold  of  the 
housekeeper  than  the  Dustless  goods  and,  desiring  to 
add  this  line  to  his  household  sj^ecialties,  Mr.  U.  P. 
Tarbox,  proprietor  of  Tarbox  Bros.,  has  been  experi- 
menting for  a  whole  year,  realizing  that  he  could  not 
afford  to  make  any  mistake  in  placing  on  the  iriarket 
a  new  line  inferior  to  the  best  imported  goods.  He  has 
spent  much  money  and  time  buying  formtdae  and  test- 
ing them  out,  and  has  found  only  one  or  two  products 
among  all  the  different  so  called  chemically  treated 
dust  absorbing  lines  entitled  to  the  claims  made  for 
them.  The  original  of  this  product  resulted  from  a 
series  of  accidents  by  a  chemist,  and  are  treated  with  a 
chemical  product  that  is  wonderfully  effective  as  a 
dust  gathering  and  polishing  article  of  great  commer- 
cial value.  His  treatment  cannot  be  washed  out  with 
hot  water  and  soap  and  has  no  pungent  odor.  Mr. 
Tarbox  claims  that  the  odorous  compounds  used  in  so 
many  so  called  chemically  treated  dusters  are  merely 
perfumed  oils,  which  are  nearly  or  wholly  lost  in  the 
first  washing.  From  this  the  buyer  has  the  power  of 
distinguishing  between  the  simple  oil  treatment  and  a 
truly  chemically  treated  product.  The  "Tarbox 
Brand"  has  all  the  features  of  the  "original  accident- 
ally discovered  product,"  and  Mr.  Tarbox  claims  that 


Dustless  Mop. 


Dustless  Duster. 


his  efforts  have  resulted  in  j^roducing  an  identical  chem- 
ical compound  differing  possibly  in  the  proportion  of 
the  ingredients.  Thus  we  have  a  strictly  Canadian  line 
of  "dustless"  devices,  manufactured  by  an  old  estab- 
lished firm  whose  brand  is  well  known  from  the  At- 
lantic to  the  Pacific  Oceans. 


Verandah  bench  and  rocker  and  park  seat,  summer  furniture  lines  put  out  by  Stratford  Ml'tf.  Co.,  Stratford. 
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SALESPEOPLE 


SALESMANSHIP  AND  QUALITY. 

By  E.  S.  Daniels 

Every  man  who  has  adopted  the  vocation  of  sales- 
manship owes  it  to  himself  and  to  his  calling  to  make 
endeavor  to  secure  a  position  that  will  enable  him  to 
sell  the  highest-grade  product  that  opportunity  offers, 
and  his  selling  abilities  make  possible. 

The  only  salesman  who  can  afford  to  sell  a  second 
or  third-grade  product  is  the  one  who  is  willing  to  be 
classed  as  a  second  or  third-grade  man.  Has  the  mat- 
ter ever  presented  itself  to  you  in  this  light? 

Have  you  ever  stopped  to  consider  that  every  sales- 
man engaged  in  the  work  of  selling  a  product  of  in- 
ferior quality  is  doing  a  two-fold  wrong? 

First — A  man  who  sells  a  thing  that  does  not  call 
forth  liis  best  energies  does  not  allow  himself  to  de- 
velop his  ab'lities  to  the  uttermost.  This  means  that 
he  is  daily  growing  weaker  and  weaker,  daily  reduc- 
ing his  earning  capacity  instead  of  adding  to  it,  daily 
stultifying  himself  by  wrong  use  of  his  powers  instead 
of  increasing  his  self-respect  and  his  love  for  his  pro- 
fession. 

Second — He  is  injuring  the  buyers  of  the  goods  he  is 
selling,  both  the  dealers  and  the  public,  by  urging 
upon  them  an  inferior  product,  thus  tending  to  pre- 
vent the  pub'ic  from  securing  a  more  meritorious  and 
economical  product  in  its  stead.  We  say  "economical" 
because  even  though  the  superior  article  may  sell  at 
a  higher  ]iriee  than  the  inferior  article  sold  by  other 
makers,  the  best  quality  is  always  the  cheapest  in  the 
end. 

There  is  a  great  deal  of  satisfaction  in  the  knowl- 
edge that  every  sale  has  been  made  for  the  well-l)eing 
of  the  purchaser,  and  that  each  order  secures  the  auto- 
graph of  one  who  should  henceforth  be  a  friend. 

"Man  does  not  live  by  bread  alone,"  neither  does 
any  right-minded  salesman  work  exclusively  for  the 
cash  return  that  comes  to  him  each  week.  Strange  as 
it  may  seem,  however,  the  man  who  sells  products  of 
the  highest  grade,  who  urges  only  the  purchase  of  that 
which  best  fulfills  a  customer's  needs,  is  the  one  who 
makes  the  greatest  finaneia'  progress  in  the  long  run. 

Salesmanship  is  rapidly  evolving  into  a  profession. 

It  is  worth  your  while  to  be  one  of  the  pioneers  and 
to  give  this,  your  chosen  vocation,  the  very  best  that 
is  in  you  in  clear  thought,  high  re.solve,  strenuous  en- 
deavor, and  conscientious  co-operation  with  the  firm 
you  represent. 


ON  THE  JOB. 

As  the  boss  of  the  store  stepped  into  his  office,  the 
bookkeeper  said : 

"John's  got  the  grippe  this  morning,  and  won't  be 
down  to-day.    His  wife  called  up." 

"John  must  be  pretty  sick,  or  he  would  be  down," 
said  the  boss.  "I  know  John.  He  will  stay  on  the  job 
to  the  last  ditch." 

If  it  were  not  for  the  fact  that  there  are  a  good 
many  men  like  John  "on  the  job,"  it  Avould  he  a 
mighty  hard  proposition  to  do  business  at  all. 

As,  an  exchange  remarks,  the  reliable  man  is  the 
mainstay  of  business.    He  is  the  man  whom  his  boss 


knows  will  be  on  the  job  at  the  proper  time  every  day 
unless  he  is  dead,  or  seriously  incapacitated.  He 
doesn't  soldier,  he  doesn't  shirk. 

If  you  are  not  a  man  of  exceptional  mental  qualifi- 
cations, or  special  educational  qualifications,  or  un- 
usual mental  keenness,  you  will  have  to  make  your 
reliability  your  strongest  bid  for  a  permanent  grip  on 
your  position. 

Absolute  reliability  covers  a  multitude  of  other 
shortcomings.  It  is  not  as  rare  a  virtue,  perhaps,  as 
some  others,  and  it  is  a  virtue  which  any  self-respect- 
ing, earnest  person  may  cultivate,  but  it  is  a  highly 
valuable  trait,  and  may  save  you  your  job  when  you 
get  into  competition  with  those  of  keener  mental  quali- 
fications. 

The  man  who  is  right  up  to  snuff  in  everything  else 
is  a  seriously  damaged  article  unless  he  couples  with 
it  a  strong  stock  of  reliability. 

Some  of  the  smartest  salesmen  in  the  business  find 
it  hard  to  get  jobs  if  they  are  not  the  kind  of  men  that 
their  emplovers  can  always  count  on  finding  "on  the 
job." 


IN  THE  MANAGER'S  CHAIR. 

Twenty  years  ago  the  story  went  the  rounds  of  a 
salesman  who  was  chided  for  not  selling  the  line  in 
new  territory.  The  goods  were  not  advertised  to  the 
trade  and  the  trade  naturally  could  not  be  interested. 

The  salesman  asked  the  manager  if  he  could  sit  in 
his  chair.    He  did  so. 

"Now,"  he  said.  "I'm  a  merchant  and  you're  the 
salesman  trying  to  sell  our  goods.  Just  approach  me 
as  you  would  a  customer." 

"Good  morning,  Mr.  Blank,"  said  the  manager, 
now  impersonating  the  salesman,  "I  represent  the 
house  of  Blank." 

"The  h — 1  you  do!"  replied  the  chair-Marmer,  his 
feet  crossed  on  the  top  of  the  desk  and  a  cloud  of 
smoke  rolling  up  from  a  long  cigar. 

"Yes,  and  I  have  a  splendid  line  that  I  know  will 
interest  you." 

"The  h — 1  you  have!"  came  the  reply,  with  not 
even  an  upward  glance. 

"You  may  not  be  familiar  with  the  goods,  but  they 
are  exceptional  and  I'd  just  like  to  open  my  sample 
case  and  show  you." 

"Get  the  h — 1  out  of  here  with  your  samples!" 
And  the  salesman  pointed  to  the  door. 

"Is  that  the  way  you're  received  on  the  road  with 
our  line?"  asked  the  manager  after  the  act  was  over. 

"Exactly,"  said  the  salesman. 

"Then,  by  heck,  I'll  make  them  take  notice." 

And  he  did.  with  an  advertising  camjiaign  which 
has  put  the  line  into  almost  every  city  and  town  in 
the  land. 

Salesmen  need  the  support  of  advertising,  just  as 
advertising  needs  the  support  of  the  salesman  and  the 
house  back  of  it. 

g  ' '  Our  advertising  must  assist  our  salesmen,  on  the  S 
S  road,  in  making  sales,  and  at  the  same  time  influence  8 
8  the  visiting  l)uyer  to  call  and  see  us.  We  use  space  8 
8  in  trade  publications.  "—The  H.  B.  Claflin  Co.,  in  g 
8     "Printer's  Ink."  S 
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Furniture  Cost  Accounting 

By  Frank  Fenwick 


It  is  not  enough  to  be  a  good  buyer— one  must  also 
be  a  good  marker  in  order  to  conduct  a  retail  store 
on  a  profitable  basis.  I  am  persuaded  that  a  great 
many  dealers — especially  dealers  of  the  smaller  towns 
and  cities — need  to  establish  an  accurate  cost  account- 
ing system. 

Along  with  the  general  upward  trend  of  prices  in 
substantially  everything,  the  cost  of  doing  business  has 
materially  advanced  during  the  last  few  years.  Have 
you  advanced  the  asking  price  of  your  goods  propor- 
tionately with  the  increased  cost  of  doing  business'? 
If  you  have,  I  venture  to  say  there  are  plenty  of  denl- 
ers  who  haven't. 

With  the  multiplicity  of  finishes  in  which  furniture 
is  made  up  nowadays,  with  the  new  designs  that  are 
appearing  from  time  to  time — each  one  of  which  dis- 
places some  previous  style — it  certainly  cannot  be 
charged  that  the  retail  furniture  business  is  altogether 
free  from  big  chances  and  long  shots.  Far  from  it. 
The  furniture  merchant  who  hopes  to  keep  up  with  the 
procession  must  nocessarilv  take  chances — and  plenty 
of  them.  And  no  matter  how  carefully  he  gauges  the 
capacity  of  his  constituency,  fathoms  the  depths  of  the 
public  purse,  and  endeavors  to  interpret  and  anticipate 
the  popular  call — he  is  going  to  miss  the  mark  more  or 
less.  That  means  a  lot  of  left-over  goods  that  must  be 
sold  at  greatly  reduced  prices. 

It  is  of  prime  importance  that  the  stock  be  kept 
fresh  and  up-to-date.  Money  tied  up  in  unsalable 
furniture  must  be  liberated.  And  these  are  merely  a 
couple  of  round-about  ways  of  saying  that  the  furn- 
iture dealer  must,  on  certain  pieces  lose  much  of  his 
contemplated  profit.  On  other  pieces  he  must  sacrifice 
all  of  his  profits,  thanking  his  lucky  stars  that  he  broke 
even.  And  on  other  pieces  he  must  take  his  losses. 
All  of  which  means  that,  in  order  to  keep  the  average 
net  profit  up  to  anything  like  a  reasonable  mark,  he 
must  mark  his  goods  right  to  start  with. 

Entitled  to  Fair  Prices. 

The  retail  dealer  is  entitled  to  fair  prices.  He  ought, 
by  every  consideration,  to  have  a  reasonable  profit. 
But  how  can  he  get  it  when  he  fixes  the  gross  profit  at 
thirty  or  twenty-five  per  cent?  He  can't  do  it.  When 
the  cost  of  doing  business  is  deducted  from  this  figure, 
and  when  he  sums  up  the  losses  due  to  price-cutting 
at  the  end  of  the  season,  he  will  discover  that  his 
average  net  profit  is,  perhaps,  considerably  smaller 
than  he  thought  it  was. 

We  are  face  to  face  with  new  conditions  in  furniture 
retailing.  The  old  order  of  merchandising  has  gone 
by  the  board.  The  present-day  merchant  who  handles 
the  kind  of  furniture  that  people  want — or  that  furn- 
iture people  assume  that  they  will  want — must  needs 
take  chances  that  never  entered  into  the  placid  dreams 
of  the  old-fashioned  merchant.  And  there  is  no  fixed 
code — no  sure-and-easy  system — by  which  buyers  in 
different  sections  of  the  city  or  different  parts  of  the 
country  can  Avork  along  the  same  line.  Every  furni- 
ture merchant  must  figure  out  his  own  proposition  and 
fight  it  out  in  the  light  of  his  own  best  judgment. 

"Entirely  too  many  dealers  give  too  much  attention 
to  the  expense  column  and  fail  to  realize  the  import- 
ance of  a  cost  system,"  said  a  veteran  dealer  recently; 
and  I  believe  he  is  right.  The  advantage  to  be  gained 
by  the  furniture  dealer  in  establishing  an  accurate  cost 


system  and  making  costs  thus  determine  the  basis  of 
all  sales,  is  a  thing  that  cannot  be  too  strongly  em- 
phasised. 

Indifference  to  Costs. 

One  frequently  meets  with  merchants  who  appear  to 
be  indifferent  towards  the  subject  of  cost  accounting. 
No  sooner  do  you  say  the  words  than  they  put  on  a 
sage  look — maybe  a  sarcastic  one — as  much"  as  to  say: 
"Oh  coine  across  with  something  new!  I've  heard  all 
that  doped  out  before!"  But  it's  a  safe  bet  that  a  lot 
of  these  chai)s  who  look  so  owlish  when  you  broach 
the  subject  of  cost  accounting  couldn't  tell  you  to  save 
their  lives  what  the  real  purpose  of  a  cost  accounting 
system  is.  Lots  of  them  actuary  have  the  impression 
that  the  sole  aim  and  object  of  cost  accounting  is  to 
get  a  tangible  excuse  for  advancing  the  price  of  furni- 
ture. "And  great  guns!"  they  exclaim,  "our  prices 
already  are  too  high — or  at  least  our  customers  say  so. 
Would  you  have  us  lose  all  of  our  trade?"  And  they 
look  at  you  after  the  manner  of  those  who  have  been 
abused. 

It's  funny  what  slip-shod  business  methods  still  per- 
sist under  the  sun.,  Some  dealers  are  morally  certain 
that  they  are  marking  their  goods  to  sell  at  a  reason- 
able profit — will  persist  in  contending  that  their  prices 
are  profitable — simply  because  they  have  been  engaged 
in  business  for  a  great  many  years.  "You  see  me  here, 
don't  you?"  they  iu(|niro  with  a  peeved  air — as  though 
you  had  offered  theni  an  insult  by  suggesting  a  cost 
accounting.  "The  store  is  still  here;  and,  if  you'll  look 
about,  you'll  discover  the  stock." 

And  yet  they  have  absolutely  no  records  to  show 
that  they  have  made  money;  no  records  to  show  that 
they  are  noAV  making  money.  They  merely  assume  that 
they  are — just  l)ecause  they  are  able  to  continue  in 
the  business.  Others  seem  to  think  that  the  mere  fai-t 
that  they  are  able  to  pay  their  bills  promptly,  taking 
their  discounts,  settles  the  question  as  to  the  status  of 
their  business. 

Guessing  at  Costs. 

In  all  such  cases  it  is  apparent  that  these  merchants 
have  really  been  guessing  at  the  asking  prices  of  their 
goods.  They  don't  know  what  it  costs  them  to  do 
business;  they  don't  know  what  the  actual  net  profit 
on  a  single  sale  is;  and  they  have  a  very  nebulous  idea 
of  what  the  total  net  profits  of  a  single  year  amount 
to. 

Somebody  has  said  that  the  object  of  a  cost  account- 
ing is  not  to  get  a  basis  for  an  advance  of  price,  but 
rather  to  acquire  an  accurate  knowledge  of  the  cost  of 
selling.  Such  a  system — and  it  is  neither  complex  nor 
mysterious  in  its  nature — will  enable  the  retail  dealer 
to  place  upon  his  furniture  a  fair  price — in  other  words 
an  asking  price  that  will  net  him  a  reasonable  profit. 

To  the  merchant  who  has  formerly  been  operating 
without  an  accurate  cost  system,  this  "right  price" 
may  disclose  the  necessity  for  either  a  higher  or  a 
lower  price  than  he  has  formerly  been  asking.  Again 
it  may  be  higher  on  some  classes  of  goods  and  lower 
on  others. 

But  the  most  satisfying  feature  of  the  system  will 
appear  in  the  facility  with  Avhich  the  merchant  can 
determine  at  any  time  just  where  he  stands.  At  the 
end  of  the  year,  the  month,  the  week,  or  the  day,  he 
can  know  precisely  what  he  has  made  for  the  given 
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period.  He  will  know,  of  course,  the  total  sales  re- 
ceipts ;  and  then  having  deducted  the  cost  of  the  goods 
therefrom,  he  can  easily  determine  what  proportion 
of  the  total  profit  is  actual  net  gain.  And  there  won't 
be  a  smidgen  of  guess  work  in  the  whole  calculation. 
It'll  be  no  trick  then  for  this  merchant  to  know  be- 
yond a  peradventure  Avhether  he's  losing  money,  mark- 
ing time,  or  making  progress.  And,  looking  at  the 
matter  from  a  somewhat  disinterested  angle,  it  certain- 
ly does  appear  that  this  thing  of  a  cost  accounting 
ought  to  appeal  to  the  furniture  dealer;  for  apart  from 
such  a  system  he  will  hardly  be  able  to  set  up,  much 
less  maintain,  any  valid  contention  for  reasonable  profits. 


WHAT  A  SATISFIED  CUSTOMER  CAN  DO. 

A  peculiar  characteristic  of  men,  remarks  Printers' 
Ink,  is  that  once  they  buy  an  article  they  become  walk- 
ing advertisements  for  it. 

Most  people  do  the  largest-  part  of  their  buying 
flirough  reading  advertisements.  They  practically  de- 
cide what  they  will  buy  and  who  they  will  buy  it 
From,  before  they  make  their  first  step  towards  the 
purchase. 

Once  they  buy,  they  boost. 

If  it  is  a  watch,  the  man  tel^s  his  friends  what  a 
corking  good  watch  he  has.  If  it  is  a  library  table,  or 
bookcase,  the  one  he  buys  is  absolutely  the  best — and 
he  can  and  does  toll  why.  If  it  is  a  dresser,  or  a 
chiffonier,  or  a  rocker,  or  a  bed  or  anything  else,  he 
Ifeeps  right  on  selling  it  to  himself. 

That  kind  of  a  buyer  is  the  finest  kind  of  supple- 
mentary advertising  for  the  retailer. 

He  is  the  customer  whose  buying  impulse  increases 
into  a  boosting  impulse.  He  is  so  glad  his  .iudgment 
has  been  justified,  that  he  wants  all  his  friends  to 
share  his  good  fortune. 

He  is  a  subconscious  salesman.  All  satisfied  cus- 
tomers are  subconscious  salesmen. 

Satisfaction  must  begin  before  the  sale  is  made.  The 
customer  must  be  satisfied  in  his  own  mind  that  he  is 
right  in  making  the  purchase. 

After  that,  every  time  he  sees  an  advertisement  of 
the  goods  he  feels  that  his  .judgment  has  been  re- 
inforced. In  other  words,  he  is  clinched  as  a  customer, 
and  his  influence  for  the  goods  is  solidified. 

The  furniture  dealer  Avho  recognizes  this,  has  gone 
a  long  way  toward  not  only  selling  the  man  himself, 
but  adding  him  to  his  "supplementary  sales  force." 
You  discount  your  powers  and  we  follow  your  ex- 
ample.— Herbert  Kaufman. 


BE  YOUR  OWN  COMPETITOR. 

Aggression  is  often  the  best  defence. 

There  are  hundreds  of  towns  to-day  where  bright, 
shrewd  retailers  are  storing  up  trouble  for  themselves 
by  being  too  easily  content  with  present  conditions. 

A  town,  for  instance,  is  as  yet  without  an  aggres- 
sive department  store.  Each  of  its  merchants  sells  a 
single  line  of  goods  and  is  making  a  good,  fair  profit. 
There  is  evidently  an  opening  for  some  energetic  new- 
comer, but  the  old-line  storekeepers  prefer  to  "let  well 
enough  alone,"  and  think  when  the  time  comes  they 
will  be  able  to  meet  conditions  as  they  arise. 

If  your  town  is  in  that  state  let  us  recommend  to 
you  that  you  be  your  own  competitor. 

Anticipate  the  future  a  little.  The  present  situation 
invites  new  competition.  If  you  branch  out  and  fill 
the  opening  yourself,  it  will  be  closed  against  outsid- 
ers. 


If  you  do  not,  then  when  competition  comes,  as  come 
it  will,  all  the  benefit  of  the  situation  will  be  with  the 
newcomer.  Whatever  steps  you  take  then,  it  will  be 
obvious  to  your  town's  people,  are  forced  upon  you. 

If  goods  are  sold  at  lower  prices  in  your  toAvn  after 
the  new  man  comes,  he  will  get  the  credit  for  having 
brought  them  about.  Moreover,  he  will  then  have  his 
money  invested  whether  he  likes  it  or  not,  he  mu.st  see 
the  fight  through.  It  is  immensely  easier  to  prevent 
new  competition  from  starting  than  it  is  to  beat  it 
afterward. 

If  the  newcomer  has  been  trained  in  the  modern 
school,  and  if  the  one-line  merchants  in  your  town 
are  relatively  as  unaggressive  as  they  commonly  prove 


.N'ow  Couch-Hammock  made  by  Anchor  Mfg.  Co..  Toronto. 


under  such  circumstances,  the  new  store  will  do  a  live- 
ly bnsiness  right  from  the  start  and  the  business  of 
the  town  will  go  to  it  in  steadily  growing  volume. — 
rentier  Bros. 


LIKES  THE  WORLD  VERY  MUCH. 

Editor  Canadian  Furniture  World, — On  page  24  of 
Canadian  Furniture  World  for  February.  I  see  where 
a  man  was  advised  to  buy  a  certain  chair  and  keep  it 
in  stock.  I  would  like  to  know  where  that  chair  was 
made,  so  I  could  write  to  the  firm  and  get  catalocue 
;^nd  prices.  I  am  dealing  now  with  the  Knechtel  Furn- 
iture 'Jo.,  ITanover,  the  Canada  Furniture  Co.,  Krug 
Bros.,  Chesley,  and  The  Ideal  Bedding  Co.,  Toronto, 
and  ii  there  are  any  better  firms  I  Avaut  to  know  it. 
I  see  quite  a  number  advertised  in  your  paper,  which 
I  like  very  much. 

Could  you  give  me  a  receipt  for  furniture  polish. 

JAMES  SKINNER, 

Camden  East,  Out. 

Remarks. — The  chair  referred  to  is  manufactured 
by  the  Imperial  Rattan  Co..  Stratford,  many  of  their 
customers  having  found  it  to  be  a  steady  seller.  They 
will  send  prices  on  request. 

The  firms  you  mention  can  supply  nearly  every- 
thing a  furniture  dealer  requires,  but  it  is  well  to  know 
what  other  firms  have  to  offer,  and  any  firms  Avhose 
annoimcements  appear  in  the  Canadian  Furniture 
World  will  send  catalogues  and  prices  on  request. 

The  Domestic  Specialty  Co.,  Hamilton,  can  supply- 
you  with  Re-nu-all,  a  popular  furniture  polish. — 
Editor. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


INCREASED  EFFICIENCY  IN  THE  SHOP  WINDOW 

We  heai-  a  lot  in  these  parlous  times  about  increased 
efficiency,  much  of  which  is  good,  and  some  of  which 
is  also  good — for  nothing;  and  it  is  your  job  to  pick 
out  what  is  good  for  something — and  apply  it  to  your 
own  partieidar  case. 

We  have  one  or  two  ideas  about  window  displays 
that  have  been  rattling  around  in  our  head  for  some 
tiine,  some  of  Avhich  may  be  good — for  something — and 
some  otherwise,  but  anyway  we  are  anxious  to  get  rid 
of  them,  so  we  are  going  to  pass  them  along  to  you, 
with  malice  aforethough  and  evil  intent,  as  it  were. 

First,  the  object  of  the  window  display.  Sounds 
kind  o'  foolish  doesn't  it,  when  everybody  knows  the 
object  of  making  a  window  display  is  to  sell  the  goods 
displayed.  Right !  That  is  an  object,  of  course,  but 
is  it  the  chief  one?  Our  idea  is  that  the  prime  object 
of  every  window  display  is,  or  should  be,  to  get  the 
people  into  the  store  ;  and  when  you've  got  'em  on  the 
inside,  if  you  can't  separate  them  from  a  little  of  their 
money — gently  and  courteously  of  course — either  you 
are  not  a  good  merchant,  or  they  haven't  got  any 
money. 

Now,  if  we  are  right,  it's  vitally  important  to  get 
something  in  that  window  display,  some  particular 
thing,  or  some  particular  effect,  or  some  peculiar 
charm,  that  will  not  only  arrest  the  attention  of  the 
passer-by  but  will  impel  him  to  come  into  the  store, 


either  for  the  purj)ose  of  buying  whatever  it  was  that 
arrested  his  attention,  or  making  some  inquiry  about 
it.  It  doesn't  matter  so  much  whether  he  comes  in  to 
buy  or  to  in(|uire ;  the  vital  thiiig  is  that  you  have  got 
him  inside  the  store.  Your  sample  display  in  the  win- 
dow has  brought  him  in  where  he  sees  your  main 
display,  because  every  well-arranged  stock  of  merchan- 
dise is  to  a  greater  or  less2ext  -nt  a  series  of  attractive 
displays  of  the  various  lines  on  sale. 

And  this  naturally  uncovers  the  second  point  we 
want  to  bring  out:  You've  got  to  have  something 
worth  while  to  show  your  man  when  you  get  him  inside. 
A  fine  window  display  backed  up  within  by  a  meager 
and  ill-kept  stock  is  apt  to  create  distrust  in  the  mind 
of  Mr.  Passerby,  whom  you  have  succeeded  in  getting 
inside,  and  the  next  time  we  want  anything  in  your 
line  he  is  apt  to  try  any  other  place  rather  than  yours. 

On  the  other  hand,  a  clean,  well-kepl  stoi-e.  with 
liberal  and  attractive  displays  and  courteous  attentive 
sales  people  will  emphasize  and  corrob:)rate  tlie  im- 
pression made  by  the  show-window,  and  Mr.  Passer-by 
will  say,  "Me  for  this  store;  it's  got  the  goods." 

All  this  sounds  very  trite  and  elementary  we  know, 
and  so  it  is.  P>ut  these  are  the  fundamentals  upon 
which  successful  businesses  are  built;  and  you've  got 
to  get  yoi^r  fundamentals  right  or  your  whole  business 
strnctiire  will  be  unstable. 

Granting  that  our  premise  is  correct,  that  the  prime 


A  window  di.«play  of  wicker  furniture  that  explains  itself. 
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object  of  the  window  display  is  to  bring  people  into 
the  store,  then  it  doesn't  matter  so  much  what  you  put 
into  the  window  as  long  as  it  will  gring  'em  in.  But 
remember  this :  the  object  is  to  bring  people  into  the 
store,  and  not  simply  to  attract  a  crowd  of  the  idle  and 
curious  to  block  up  the  sidewalk.    Therefore,  do  not 


that  the  solid  wood  panels  would  be,  yet  some  of  these 
temporary  effects  would  be  considered  the  limit  of 
extravagance  if  used  for  a  permanent  background  in  a 
small  city  store. 

Yet  the  small  store  trimmer  need  not  be  discouraged, 
for  it  is  possible  to  secure  wall  papers,  or  "wood  grain 


A  new  and  attractive 
spring  display  of  fur- 
niture. 


neglect  the  element  of  personal  appeal.  It  would  be 
an  easy  matter  to  collect  a  crowd  in  a  few  seconds  if 
you  had  a  clever  juggler  at  work  in  your  window,  but 
what  good  would  it  do?  If  you  weie  e^'ploitin^r  a  liui' 
of  parlor  magic  or  sleight-of-hand  goods  it  would  be 
fine,  because  there  would  be  in  it  a  strong  personal 
appeal  to  come  in  and  look  at  these  interesting  things, 
but  otherwise  there  would  be  nothing  in  it  for  anyone 
— excepting  the  idle  crowd  outside  which  merely  wants 
to  be  amused.  Avoid  mere  buft'oonery  and  the  tricks 
of  the  mountebank,  unless  you  are  dealing  in  buffoons' 
and  moiuitebanks'  supplies,  whatever  they  may  be. 
Never  shoAv  a  window  display  that  does  not  make  a 
direct  appeal  of  some  sort. 

The  key-note  of  success  in  every  business,  either 
retail  or  wholesale,  is  service.  Make  your  store  the 
store  of  service,  and  its  success  is  assured.  Progressive, 
scientific  storekeeping  is  something  msre  than  mci-o 
buying  and  selling,  and  that  something  has  come  to  be 
known  as  store  service. 


IS  YOUR  SPRING  DISPLAY  READY? 

Any  store  that  sells  furniture  and  has  sufficient  room 
for  the  purpose  will  find  it  to  be  a  great  advantage  to 
partition  off  separate  "rooms"  for  showing  the  differ- 
ent kinds,  remarks  Northern  Furniture.  This  applies 
with  special  force  to  bedroom  and  summer  furniture. 
It  is  astonishing  to  note  hovr  much  better  the  furniture 
appears  when  it  is  placed  by  itself  in  a  room,  rather 
than  out  on  the  floor  with  a  lot  of  other  conflicting 
styles. 

The  rooms  are  very  easily  made.  A  framework  is 
built  of  inexpensive  wood  and  stained  the  proper  color. 
The  walls  are  covered  with  burlap  or  some  similar 
material,  and  on  them  are  hung  a  few  suitable  pictures. 
A  rug  is  placed  on  the  floor,  and  the  furniture  is  ar- 
ranged naturally.  Some  of  the  big  department  stores 
have  a  dozen  or  more  of  the  kind  of  rooms  described. 

One  of  the  most  important  innovations  in  window 
decorations  has  been  the  extensive  use  of  temporary 
wood  paneled  backgrounds,  made  out  of  a  very  thin 
wood  veneer.   Although  this  material  is  much  cheaper 


papers"  as  they  are  known,  which  so  perfectly  imitate 
the  real  wood  as  to  be  hardly  detected  back  of  the 
windoAv  glass.  This  paper  is  printed  in  imitation  of 
nearly  all  of  the  popi;lar  woods,  mahogany,  cherry, 
Circassian  walnut,  and  the  different  oak  finishes. 

Suitable  scenic  effects  may  also  be  had  in  wall  paper 
at  a  cost  of  about  50  cents  per  5-foot  section,  although 


A  unique  window  display  in  the  store  of  a  southern  furniture 
dealer.  The  log  cabin  was  made  of  grass  rugs  and  excited  a  great 
deal  of  interest. 


a  hand  painted  scene  from  some  scene-painter's  studio 
wotild  be  much  more  effective  if  the  difference  in  cost 
is  allowed. 


Keep  your  purpose  steady  and  you  will  be  pretty 
sure  to  obtain  what  you  go  after. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


NOW  FOR  SUMMER  FURNITURE 

Wickt'i-  furniture  has  advanced  in  use  greatly  the 
past  few  years,  and  Avhile  now  recognized  as  an  "all- 
the-year-round  proposition,"  spring  is  an  excellent 
time  to  push  its  sale.  Not  only  is  this  charming  furni- 
now  the  porch  comes  in  for  a  share  of  attention.  These 
ture  used  for  the  living  room  and  bedroom,  but 
lines  should  be  given  careful  attention  by  those  who 
have  not  completed  their  preparations.  An  exhibit  of 
wicker  furniture  will  add  variety  and  freshness  to  the 
other  regular  lines,  and  give  an  eclat  to  the  windows, 
interior  and  advertising  that  has  a  decided  value,  as 
well  as  furnish  a  stock  on  which  there  is  an  attractive 
profit.  Then  there  are  porch  screens  which  should  have 
attention,  and  of  which  increasing  quantities  are  being 
sold.  The  Old  Hickory  furniture,  as  well  as  the  regu- 
lation leaf  green  porch  furniture,  should  be  featured, 
as  well  as  rugs,  etc.  There  is  a  chaise  lounge,  or  lounge 
of  wicker,  now  made,  which  may  be  taken  apai't  at 
will  and  turned  into  two  chairs,  if  it  is  desired  to  make 
this  use  of  the  furniture.  The  big  department  stores 
are  now  arranging  for  their  large  and  handsome  exhib- 
its of  summer  furniture,  shown  with  accessories  of 
decorative  foliage.  The  smaller  stores  may  well  have 
a  similar  touch  to  their  windows  and  interiors.  It  is 
hard  for  a  small  dealer  to  put  out  money  for  something 
on  which  he  cannot  see  immediate  profit.  But  these 
seasonable  hints  in  his  store,  as  well  as  advertising, 
are  part  of  a  program  of  a  continuous  pound  for  busi- 
ness which  is  very  necessary.  Just  keep  the  line  of 
dressers  and  buffets,  etc.,  with  an  absence  of  sugges- 
tion to  customers,  and  the  store  will  be  a  dreary  place 
to  which  women  are  not  attracted,  and  which  will 
never  forge  ahead. — Furniture  Trade  Review. 


NEW  IDEA  IN  BOOSTING  BUSINESS 

Every  live  merchant  will  welcome  any  new  idea  that 
will  have  a  tendency  to  increase  the  prosperity  and 
business  of  his  store.  Here  is  one  that  has  been  recent- 
ly brought  to  our  attention. 

A  dealer  in  a  small  town  whose  upholstery  and  repair 
business  did  not  warrant  keeping  an  expert  man  for 
this  line  of  work  the  whole  year  round,  engaged  the 
services  of  an  expert  upholsterer  whose  ability  extend- 
ed over  the  making  over  of  new  work,  for  a  period  of 
a  month. 

Quite  an  expensive  line  of  samples  of  iipholstery 
leather  and  cloth  was  secured  by  the  dealer  in  addition 
to  purchasing  a  reasonable  amount  of  stock.  These  facts 
were  extensively  advertised  in  the  community  and 
many  people  who  had  no  idea  of  buying  new  furniture 
came  in  to  inspect  the  samples  and  see  about  having 
some  of  their  old  furniture  repaired. 


THE  CHAIR  IN  WHICH  PATRICIA  SAT. 

The  manager  of  a  Western  Ontario  manufacturing 
firm  tells  an  interesting  story  that  brings  back  the  visit 
of  the  Duke  and  Duchess  of  Connaught,  Princess  Pa- 
tricia and  suite  to  Western  Canada.    While  in  one  of 


the  larger  cities,  the  parties  visited  a  big  furniture 
store  and,  naturally  sat  down  on  some  of  the  chairs  to 
test  them.    IIoAvever,  nothing  was  purchased. 

Next  day,  one  of  the  clerks  was  luTving  a  jiarticu- 
larly  hard  time  selling  a  chair  to  a  woman,  and  was 
about  to  lose  the  sale,  when  he  said,  "Why  that  is  the 
chair  Princess  Patricia  sat  in  when  she  called  here 
yesterday."  That  was  all  that  was  needed.  The  chair 
was  snapped  up  quicker  than  you  could  say  "Jack 
Robinson. ' ' 

The  plan  worked  so  well  that  the  clerk  thought  he 
would  try  the  same  argument  on  other  customers.  Sev- 
eral times  that  day  and  the  next  few  days  after  that, 
in  order  to  make  the  sale  sure,  he  would  use  the  same 
"Why,  that's  the  chair  the  Princess  sat  in." 

The  result  was  that  in  almost  every  case  a  chair  was 
sold,  or  maybe  a  settee,  and  each  woman  went  home 


Banners  nKcd  by  a  Wi^c  i>iishi  liini  (luiing  a  "New  Goods  Sale" 
which  they  oonducled  a  clien  t  time  ago.  Tlioy  natuiutly  at- 
tracted a  Kreat  deal  of  attimlion. 

priding  herself  that  .slie  would  have  in  her  home  a 
piece  of  furniture  that  had  once  been  graced  by  Royal- 
ty. 

While  the  method  was  hardly  commendable  the 
story  is  told  for  the  purpose  of  drawing  attention  to 
the  fact  that  business  can  often  be  secured  by  taking 
advantage  of  local  incidents. 
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KNOW  BUSINESS  STANDING  ALWAYS 

The  P.  C.  Burroughs  Furniture  Co.,  Toronto,  have 
in  use  a  sales  system,  by  which  it  is  possible  to  know 
any  and  every  day  or  week  the  actual  standing  of  every 
department  in  their  store,  whether  the  department  is 
losing  or  gaining,  and  how  much  stock  is  standing  on 
the  floor.  The  following  is  their  method  of  finding  the 
loss  or  gain  at  the  end  of  a  week:  First,  the  store  is 
divided  into  eight  departments,  and  each  department 
is  charged  up  with  the  total  rent  in  proportion  to  the 
space  occupied  by  them;  second,  the  overhead  general 
expenses  arec  harged  in  the  same  proportion ;  third,  the 
advertising  is  charged  according  to  newspaper  space 
occupied,  and  fourth,  the  actual  wages  are  charged. 

The  total  sales  for  the  week  having  been  ascertained 
the  cost  is  then  put  in,  the  difference  being  placed  in 
the.  next  column,  showing  gross  profit.  From  this  is 
deducted  the  total  expenses,  and  the  net  profit  is  car- 
ried to  the  third  column.  This  method  permits  of  the 
profit  column  being  carried  forward  from  the  begin- 
ning of  the  year  to  the  end,  showing  the  total  net  pro- 
fits to  date  at  the  end  of  any  week.  By  adding  the  total 
of  the  different  departments  together  in  a  set  of  col- 
umns it  is  possible  to  get  the  gross  total  of  all  the  de- 
partments in  the  sanie  way.  The  following  table  will 
give  an  idea  of  the  Avorking  out  of  this  system: 
Sales  (for  week)  .  .  .$3,533.46 

Cost  (of  goods)  ....  2,402.70  $1,130.76  (gross  profit) 


Expenses : — 

Rent  $  26.00 

General    104.00 

Wages    15.00 

Advertising    45.00  $190.00 


(net  profit)  $940.76 


SOMETHING  FOR  NOTHING 

A  Toronto  merchant  (not  a  furniture  dealer,  how- 
ever) is  giving  away  an  automobile  on  the  guessing 
contest  plan.  It  is  necessary  to  go  into  the  store  and 
secure  a  coupon  on  which  is  to  be  written  the  guesser's 
name  and  address  with  the  number  of  hats  and  caps 
displayed  in  the  window.  The  contest  is  to  be  open 
one  month.  The  merchant  is  doing  this  stvint  for  ad- 
vertising purposes  to  draw  attention  especially  to  a 
branch  store  he  is  opening.  It  is  a  costly  present,  hut 
accompanying  his  advertisement  in  the  daily  papers 
calling  attention  to  the  contest  he  works  in  some  mat- 
ter about  the  goods  he  is  offering.  He  expects  the  in- 
creased sales  to  more  than  offset  the  cost  of  the  auto- 
mobile. 


DINNER  SETS  AS  FURNITURE  PREMIUMS 

The  giving  of  dinner  sets  as  sales  helps  has  been  tried 
recently  by  a  number  of  furnitiire  dealers  in  the  United 
States,  with,  they  state,  some  success.  Three  Cleve- 
land companies  offered  as  special  sales  aids  varied  sizes 
of  sets.  One  of  them  gave  a  42-pieee  dinner  set  for 
purchases  amounting  to  $10  and  over;  another  gave  a 
100-piece  set  with  every  home  outfit;  and  the  third 
offered  a  100-piece  set  for  every  purchase  of  a  $45 
home  outfit.  A  Baltimore  concern  recently  gave  a  51- 
piece  dinner  set  as  a  premium  with  every  purchase 
totalling  $50  or  over,  this  as  a  stimulant  to  its  February 
furniture  sales.  A  Joliet,  111.,  furniture  store  has  been 
offering  a  100-piece  set  of  dishes  for  every  $100  pur- 
chase, and  a  50-piece  set  for  every  $50  purchase.  The 
100-piece  dinner  set  is  sold  at  $12  and  the  $50  piece  set 
at  $6.50,  so  the  plan  of  offering  them  free  for  large 


sales  has  been  a  good  one,  as  it  impresses  the  customer 
with  the  actual  retail  value  of  the  premium  the  cus- 
tomer gets  for  purchasing  at  the  store. 


SPRING  OPENING  SALES 

The  Adams  Furniture  Co.,  Bedell  Furniture  Co.,  Bur- 
roughs Furniture  Co.,  and  Dale  Furniture  Co.,  all  in 
Toronto,  held  spring  openings  and  sales  in  their  ware- 
rooms  during  the  early  days  of  April.  In  all  cases  the 
stores  Avere  decorated  Avith  floAvers,  birds  and  bunting, 
music  being  dispensed,  and  souvenirs  given  to  visitors. 
During  the  display  days  great  croAvds  of  visitors  en- 
tered the  stores  to  see  the  displays. 


FURNITURE  IN  A  CHINESE  DEPARTMENT 
STORE. 

A  Chinese  department  store  has  been  started  in 
Hongkong  and  its  importance  is  such  as  to  be  fonsid- 
ered  worthy  of  six  pages  in  a  recent  issue  of  a  ITnited 
States  consular  report.  Referring  to  the  furniture 
department  the  report  says : — 

"The  furniture  department  includes  mostly  goods  of 
local  manufacture,  except  in  iron  and  brass  beds,  in 
AA'hich  English  stock  prevails.  Avith  a  fair  share  of 
American  goods.  A  considerable  quantity  of  Chinese- 
style  furniture  is  carried  and  much  of  the  foreign  style 
furniture  is  modified  to  suit  Chinese  ideas  and  needs, 
but  it  is  significant  that  the  principal  lines  are  approx- 
imating more  and  more  to  foreign  style  and  character- 
istics. Some  cheap  foreign  carpets  are  sold  and  for- 
eign curtains  and  curtain  equipment,  lamps  and  light- 
ing conveniences,  foreign-style  tables  and  sideboards, 
foreign-style  chairs,  and  all  similar  goods  are  handled 
in  increasing  amounts." 


FEATURING  CURTAIN  STRETCHERS  AND  STEP 
LADDERS. 

A  retailer  in  Sparks  Street.  Ottawa,  had  a  AvindoAV 
display  of  step  ladders,  curtain  stretchers  and  similar 
lines  the  other  daA'  AA'hich.  although  simple  in  arrange- 
ment, was  quite  eft'ective.  The  intention  AA-as  evidently 
to  feature  curtain  stretchers,  these  being  piled  up  in 
the  most  conspicuous  part  of  the  AvindoAv  AA'ith  a  laree 
card  in  front  AA'orded :  "Regular  Price  $1.50.  Special 
Price  $1." 


If  you  Avant  a  store  that  people  Avill  go  out  of  their 
Avay  to  trade  in.  see  that  every  person  entering  the 
door  is  treated  AA'ith  as  much  courtesy  as  you  show 
your  best  customer. 


D       Get  the  confidence  of  the  public  and  you  avIII  [ 

8  have  no  difficulty  in  getting  their  patronage.  [ 

8  Inspire  your  whole  force  with  the  rig-ht  spirit  [ 

S  cf  service;  encourage  every  sign  of  the  true  c 

8  spirit.    So  display  and  advertise  wares  that  ? 

«  customers  shall  buy  with  understanding.  Treat  E 

8  them  as  guests  when  they  come  and  when  thev  I 

g  go,  whether  or  not  they  buy.    Give  them  all  i 

«  that  can  be  given  fairlv,  on  the  principle  that  ? 

8  to  him  that  giveth  shall  be  given.    Remember  5 

§  always  that  the  recollection  of  qualitv  remains  c 

8  long  after  the  price  is  forgotten.    Then  your  ? 

8  business  Avill  prosper  by  a  natural  process. —  S 

S  H.  Gordon  Selfridge.  < 
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Retail  Furniture  Advertising 


Discussions  oj 
Methods  and  Examples 
of  T^pograph^ 


FUNDAMENTALS  OF  RETAIL  ADVERTISING 

There  are  several  fuiidainental  and  material  factors 
of  imijortance  that  enter  into  retail  furniture  adver- 
tising— and  the  same  may  be  said  to  be  true  of  almost 
all  other  businesses. 

I  shall  name  them  in  the  ratio  of  their  importance 
according  to  my  judgment  (which  is  not  infallible,  by 
any  means).  In  their  entirety  they  should  merge  into 
one  efficient  whole — the  embodiment  of  harmonious 
and  effective  advertising  organization. 

First — Character  of  establishment. 

Second — Qualities  of  merchandise. 

Third — Newsj)aMer  publicity. 

Fourth — Window  displays. 

Fifth — Efficient  salesmanship. 

Sixth — Thorough  delivery  service. 

Seventh — Mail  deliveiy,  circular  letters,  etc. 

The  character  of  the  establishment  naturally  reflects 
to  a  great  degree  the  personality  of  the  proprietor — 
the  man  with  the  means — the  head  of  the  helm  -he 
whose  business  capabilities  spell  success  in  proportion 
to  the  experience,  energy  and  directing  ability  ho  is 
capable  of  infusing  into  the  busijiess,  which  is  the  child 
of  his  creation  and  must  depend  upon  him  to  a  great 
extent  for  very  existence. 

He  must  coddle  it,  cajole  it,  humor  it,  spank  it  when 
necessary  (in  other  Avords,  hammer  it  into  shape)  until 
at  last  he  sees  it  take  definite  form,  become  mature, 
endowed  with  a  character  reflecting  that  of  its  founder. 

Again,  the  head  of  the  house  surrounds  himself  with 
a  sales  and  office  force  eoverned  larg'clv  bv  and  who  soon 
perhaps  assimilate  manvof  the  idiosyncrasies  and  traits. 


Thus  we  see  that  that  character  of  the  house  is 
largely  one  of  personality  which  governs  its  attitude 
towards  the  public  in  its  advertising  and  otherwise. 

The  quality  of  merchandise  has  much  to  do  towards 
the  nature  of  advertising.  For  instance,  the  merchant 
who  has  an  established  reputation  for  carrying  best 
grades  would  not  endanger  that  reputation  by  putting 
in  inferior  goods  in  the  vain  hope  of  catering  to  the 
cheaper  trade.  He  endangers  his  reputation.  His 
customers  don't  want  that  kind  of  goods,  and  his  adver- 
tising man  can  "holler  his  head  off,"  so  to  speak,  in 
the  newspapers  and  he  won't  sell  enough  to  break  even 
on  advertising  expense.  He  finds  it  very  difficult  to 
attract  cheap  trade  to  a  house  that  has  a  reputation  of 
being  first  class. 

On  the  contrary,  the  furniture  dealer  who  has  made 
it  his  business  to  cater  to  the  cheaper  trade  finds  it 
equally  difficult  to  attract  the  better  class,  largely 
because  of  environment  and  established  character. 
Thus  it  will  be  seen  that  while  each  house  may  carry 
largely  diversified  stocks,  the  hulk  of  the  business  of 
each  will  be  confined  to  the  particular  class  to  which 
it  makes  its  strongest  appeal,  and  no  amount  of  adver- 
tising will  have  immediate  effect  to  change  that  course. 

No  one  store  can  control  all  the  business,  and  the 
preference  of  the  individual  is  governed  largely  by  the 
character  of  the  house  and  the  nature  and  quality  of 
its  advertising.  If  a  man  intended  starting  a  second 
hand  furniture  store  it  would  be  folly  for  him  to  seek 
a  location  in  a  high  class  district,  where  rents  are  high 
and  where  he  would  find  customers  few  and  far  be- 
tween, simply  because  of  environment;  and  the  same 


Great  Opportunities  in  Hickory  Furniture 


riieic  1: 
stMidy, 
artistic 
various 


i  nti  kind  of  fiimt>*irT.-  more  %pijr»[uijte.  iiwac  (ViimhJc  or  mrire  artistie  fur  the  garden  lawu.  iy)r<  h  oi  ihe  suuuni  i-  n,! (,i;;e- than  the 
natural-finished  ni^tie  biekwy  furinturc.  It  hiwad*?  in  perfect  harmony  wit.h  its  natural  surroiuidinns  h  udju^  its  o\\ij  nalinal 
lines  to  the  other  ft'ttturrs  of  your  limiiihHig>.  In'hided  in  this  showing  arc^inorc  than  thirty  different  pat  tei  us  in  the  i)icees  at 
prices — surely  somctbujf;  in  sixe  anH  price  to  till  your  exery  rcquirtnient. 


Section  from  an  ad.  of 
a  Vancouver  dei)ai-t- 
inent  store.  Botli  in 
wording  and  lay  out 
the  ad.  is  a  good  one. 
The  original  was  11  x 
8  inches. 
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would  be  true  of  a  high  class  store  in  a  poor  locality. 
It  would  mean  business  suicide,  that's  all. 

Now,  given  the  proper  location  and  the  kinds  of 
merchandise  you  intend  to  feature,  the  question  of 
advertising  becomes  of  paramount  importance.  If  a 
man  has  any  individuality  his  advertising  will  reflect 
that  individuality  to  a  great  extent,  and  he  can  make 
it  conform  to  the  character  of  the  store  through  his 
style  of  display  and  wording  of  his  announcements. 
Personally  I  like  to  infuse  as  much  human  interest 
as  I  can  into  my  advertising  through  the  use  of  approp- 
riate pictures  pertinent  to  the  subject  or  season.  A 

Japanese  Grass  Chairs  1  Special 

Great  Variety  of  Styles       \  $5.50 

FlilDAV  we  imII  rraliiiT  in  a  stiic  i ul  wuy  a  iirw  scasnn  I'ori^ii^iitHMjt  of  tho 
-lapaiir^r  *  'hairs  wliifh  i-rt'aU'iI  siirh  *'jttlinsiastii'  piirehaaiug  upon  prev- 
ious orcasiuus,  and  for  wliieii  tiir  dcm.iuil  lias  Ijl'pu  ko  steady^auU  per- 
sistent that       liavc  bei'ii  obligod  to  repeat  orders. 

fThf;se  last  coniers  were  ))r*K'ured  at  an  advance  in 
prii'c,  not  wl  nincli  Ijeeanse  of  the  general  uprise  in 
hiarl<et  pi  h  cs  tiK-  \\«'?ld  ovt  t,  but  l)ee^uFe  demand- 
ed stronger  tranu^  iliaii  weie  used  in  the  previous  eon- 
signincnt-s,  many'  ot  wiiu  li  were  so  l)i*it1|le  tbat  the 
(tiaiii(  were  damaged  during  transportatipu  aud  we 
siist«ii»eil  eonsiderable  loss. 
Tliere  are  full}-  twenty  styles  to  seleet  from,  and 
e^'er\  example  is  perfc  i.  Large,  roomy  arid  flexible, 
they  rei^pond  tt.i  t-vt-yy  mo\eineiit  of  the  l)ody,  and  arc 
the  \  er}'  aeme  of  easy  riunfiirt.  Fashi(»neil  fi-oin  <r]imt- 
ly  plaited  .lapaue<-(f  Cilde,  wnM  u  (i\  er  best,  tbnronffhly 
seasoned  >Ialaeea  frames,  these  ('liaii"R  would  sell  in 
the  regular  eoni-se  nf  trade  at  from  .*8..')0  to  $10.00. 
-■'  ™     »i<lay'3  i)iiee  will  be  :  SfijQS 

Tljei-e  are  a  feu  (Tiairs  at 

'J'he   eor^signnu'iit  also    (ii)ntani8  large'  SettePfi,  Tables  and  Estensiou 
Loinigo  Obnii's  whii-'h  will  )tNil;c  ideal  Kuniiture  for  sun  rooms, 

Insj#elion  eordially  Invited  and  pi-Onipt' selection  advised. 


This  is  a  section  from  tlie  ad.  of  an  Ottawa  rlepartment  .store,  and  is 
well  worthy  of  emtilatioii.   The  original  was  6  x  5^  inches. 

pretty  picture  will  entice  the  eye  and  attract  attention. 
That  accomplished,  the  ad  is  reasonably  sure  to  be  read. 

Were  I  doing  the  advertising  for  a  house  which 
catered  particularly  to  the  popular  trade  I  would  use 
middling  heavy  faced  type  for  display  heads  and 
pi-ices,  with  large  and  effective  illustrations  taken 
direct  from  the  advertised  article,  accompanied  by  a 
brief  one  and  two  syllable  "spiel,"  with  a  striking 
price  arranged  near  the  cut  so  that  the  entire  thing 
could  be  comprehended  at  a  glance.  An  effective 
picture  and  a  prominently  displayed  price  will  gener- 
ally prove  effective,  and  attract  those  who  will  not 
bother  to  read  the  ad.  T  do  not  favor  very  black  and 
heavy  display  because  it  savors  of  cheapness. 

Don't  .advertise  any  piece  of  furniture  unless  you 
have  plenty  of  it  to  fill  the  demand  or  know  where  it 
can  be  procured  without  delay.  Of  course  if  you  have 
but  one  or  two  pieces  of  a  kind  and  want  to  close  them 
out  and  so  announce  it,  that's  a  different  proposition. 

The  higher  grades  of  furniture  should  be  treated  to 
a  more  refined  and  conservative  style  of  newspaper 
publicity.  The  display  should  be  modest  and  tasty, 
yet  easy  to  read  and  comprehend.  Avoid  long  lines 
in  paragraphs  set  in  small  type,  as  the  eye  finds  it 
difficult  to  travel  back  and  quickly  catch  the  following 
line.  It  is  tiring,  and  anything  that  tires  will  not  be 
readily  read.   Short,  terse  paragraphs  are  advisable. 

In  regard  to  typographical  display,  select  any  good 
letter  that  has  a  clean  cut  face  and  stick  to  it.  Do  the 
same  for  body  of  ad.  It  is  advisable  to  consult  the 
foreman  of  composing  room  as  to  this,  as  he  knows  his 
business  and  can  be  of  material  assistance.  You  will 
find  him  glad  to  help  you,  because  it  is  to  his  interest 
to  do  so. 

Where  you  want  a  full  line  on  display  mark  it  so 
on  diagram.  The  printer  knows  your  style ;  put  it  up  to 
him  to  get  a  full  line  in  your  particular  type.  Don't 


mark  it  "36  point,"  "48  point,"  "60  point,"  embon- 
point or  any  other  kind  of  point.  The  man  don't  live 
who  can  tell  exactly  how  any  particular  "point"  size 
is  going-  to  fit  until  he  sets  the  type  in  the  stick.  Let  the 
printer  look  after  the  "points  " — you  stick  to  your  copy. 

It  is  a  good  idea  to  prepare  your  copy  somewhat  after 
the  style  in  Avhich  you  wish  it  to  appear.  For  instance, 
if  you  want  a  paragraph  sunk  each  end,  write  it  so 
in  your  copy.  Sink  it  in.  If  you  Avant  it  underlined, 
underline  it.  Simplicity  in  instruction  to  printer  is  as 
essential  as  simplicity  in  copy  to  make  it  comprehen- 
sive. Get  your  copy  in  early  if  you  want  the  best 
results.  I  always  try  to  do  this  for  my  own  benefit, 
not  that  I  give  a  rap  for  the  convenience  of  the  printer. 

The  bulk  of  an  advertising  appropriation  should  be 
spent  with  the  daily  papers.  Use  the  small  weekly  and 
other  kinds  of  poblieity  at  discretion — but  sparingly. 
The  field  is  pretty  Avell  covered  through  the  dailies, 
and  it's  a  poor  customer  Avho  doesn't  take  one  or  the 
other.  I  favor  the  use  of  circular  letters  to  a  consider- 
able extent  in  retail  furniture  advertising.  They  should 
be  prepared  Avith  the  utmost  care  and  used  systemati- 
cally to  produce  results,  making  it  a  personal  proposi- 
tion as  much  as  possible. 

Prominent  AA'indoAv  displays  to  support  the  advertis- 
ing should  receiA'e  close  attention.  The  Avindow  is  an 
important  phase  of  publicity,  and  many  sales  can  be 
traced  directly  thereto. 


COUNTRY  MERCHANT  IS  NEXT. 

Newspaper  advertising  costs  money,  so  do  catalogues 
— and  in  comparison  the  former  is  far  the  cheaper. 
With  it.  and  the  fact  that  a  telephone  or  mail  order 
secures  iininediate  delivery,  that  the  merchant  is  there 
to  make  good  all  mistakes,  the  parcel  post  does  the  rest. 

Any  country  merchant  AA'ho,  having  this  ncAV  conven- 
ience, lets  a  catalogue  house  beat  him.  is  not  wise  to 
his  advantages.    He  is  nearer  his  customers ;  he  has 

y  ■ '-« 

Wicker  Furniture 

(SEE  WINDOW; 

111  tlic  liewcbt  hliadrs  df  i;ioeu,  brown  and 
natural.  Light  'but  strong.  Haudr  for  the 
porcli,  yet  an  ornament  I'or  the  most  hand- 
somolv  appointed  drcvwino;  room.  Lu.\uri- 
■ously  upholstered  in  leather,  Spanish  ef- 
fect, or  if  you  prefer,  in  verdure  French 
tapcstr.v,  forestry  patterns;  sprinj;  seats. 
Ijrsulc.s  the  chairs  and  rockers,  are  dainty 
lilllc  tea  tables  and  servers^ -nith  every 
convenience  to  help  the  one  presiding,  in^ 
cludin.c;  loose  trays. 

$4  to  $27 


Hastings  Furniture  Co. 

I  -tl  H.\STLXGS  STREET  nXbl 

1 

*- 

An  instance  of  making  the  advertising  co-operate  with 
the  window  display.  The  original  was  -l.V  by  6  in.,  and 
is  a  credit  to  the  firm,  who  are  located  in  Vancouver. 

better  agencies  of  publicity ;  he  is  there  to  answer  for 
all  his  sales ;  he  has  a  less  overhead  charge  and  if  he 
can't  sell  as  cheap  as  a  catalogue  house  can,  he  can  sell 
as  cheap  as  any  of  them  do,  for  their  profit  margin  is 
not  close  and  many  a  buyer  who  patronizes  them 
wishes  he  hadn 't.— Duluth  News  Tribune. 
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Beds  and  Bedding 


IMPORTANCE  OF  BEDDING  LINE 

By  Chas.  B.  Foster 

After  nuieh  study  of  the  ((uestion  among  all  classes 
of  furniture  dealers,  we  find  that  the  normal  percent- 
age of  the  bedding  business  (beds,  springs,  mattresses, 
pillows,  blankets,  etc.)  is  approximately  25  per  cent, 
of  the  total  business. 

Now,  as  bedding  pays  an  avei-age  larger  pi'ofit  than 
other  lines  of  furniture,  the  bedding  department  will 
furnish  approximately  thirty-three  and  one-third  per 
cent,  of  the  total  profits.  If  the  above  statements  are 
true,  and  we  think  they  are,  the  bedding  department 
of  your  store  is  the  backbone  of  your  business  and  the 
keystone  of  its  structure. 

The  public  really  knows  very  little  about  bedding, 
and  often,  when  buying  their  outfit,  buy  whatever  is 
suggested  by  the  salesman,  and  the  essential  and 
artistic  features  of  the  bedding  are  overlooked. 

Every  man  who  is  worthy  of  his  hire  is  entitled  to 
a  good  bed  to  sleep  on  (a  good  bed,  a  good  spring  and 
a  good  mattress),  for  during  his  sleep  is  when  he  re- 
creates the  energy  Avasted  during  the  day's  labor.  And 
no  man  realized  the  great  advantage,  and  comfort,  and 
luxury,  and  refreshment  of  a  really  good  bed  until  he 
has  for  himself  the  real  thing,  his  own  first-class  bed, 
where  he  sleeps  eight  hours  of  each  twenty-four, 
where  he  spends  one-third  of  his  life.  It  gives  him 
better  health,  it  makes  him  a  stronger  man ;  it  gives 
him  greater  self-respect  and  adds  length  to  his  days. 

There  are  many  pai'ticular  advantages  in  making 
a  specialty  of  bedding  in  your  store : 

1st.  You  have  comparatively  less  capital  invested 
in  proportion  to  amount  of  sales. 

2nd.  There  is  less  expense  in  delivery  and  setting 
up  of  bedding. 

3rd.    There  are  fewer  complaints. 

4th.  You  can  usually  buy  bedding  locally,  getting 
your  orders  filled  promptly. 

5th.  You  can  use  much  less  floor  space  in  proportion 
to  amount  of  sales. 

6th.  You  have  greater  opportunity  to  expand  your 
business,  and  to  increase  your  sales  in  your  bedding, 
because  there  is  more  bedding  than  other  furniture 
sold. 

7th.  When  you  increase  your  sales  without  increas- 
ing the  amount  of  capital  invested,  you  very  largely 
increase  your  i)rofits. 

Go  info  the  houses  of  any  twenty-five  of  your  cus- 
tomers. In  most  of  them  you  will  find  a  first  class 
range  in  the  kitchen.  Look  thi"ough  their  bed-rooms 
and  you  will  find  soft  top  mattresses,  cheap  make  of 
woven  wire  springs,  and  almost  anything  for  a  bed- 
stead. 

Analyze  this  comparison  and  you  will  find  that 
becaiise  of  the  larger  investment  of  capital  in  the 
range  department,  the  dealer  has  felt  obliged  to  devote 
much  of  his  thought  and  energy  to  the  selling  of  his 
good  line  of  ranges.  When  in  reality  his  greater  oppor- 
tunity for  profit,  service  to  himself  and  to  his  fellow 
man  is  in  directing  more  of  his  thought  and  attention 
to  the  little  bedding  department,  where,  if  he  only 
knew  it,  lies  his  real  gold  mine. 

It  is  often  necessary  in  selling  a  bill  of  goods,  on  the 
installment  plan,  to  cut  down  the  amount  of  sale,  to 
make  the  amount  of  the  first  payment  in  the  right  pro- 
portion to  the  amount  of  the  bill.   Here  is  where  the 


bedding  department  usually  suffers.  Don't  cut  down 
the  bedding,  as  it  is  the  most  profitable ;  cut  out  the 
articles  that  don't  pay  so  well. 


BEDSTEAD  MANUFACTURERS  ENLARGING 

Geo.  Gale  &  Sons  have  of  late  been  increasing  the 
capacity  of  their  manufacturing  plants  at  Waterville, 
Que.,  and  Winnipeg.  The  additions  at  the  latter  place 
have  in  the  aggregate  been  large,  as  they  have  been 
contniually  building  for  the  past  three  years.  Their 
present  building  there  covers  nearly  9,000  S(juare  feet 
of  ground  and  is  four  storeys  high.  Their  wareroom 
structure  at  Winnipeg  is  capable  of  carrying  two  more 
storeys,  which  will  be  added  when  business  warrants, 
as  also  will  an  addition  to  the  factory,  a  lot  66  x  254  ft. 
having  been  purchased  on  Higgins  Avenue,  near  the 
C.P.R.  The  company  contemplate  building  a  foundry 
on  this  site  when  it  seems  advisable  to  do  so.  The 
Gale  company  are  now  making  all  kinds  of  mattresses  in 
their  Winnipeg  plant. 

In  Waterville  large  extensions  have  been  made  to 
the  brass  bed  department  and  the  foundry,  and  a  new 
building  has  been  put  up  for  their  sliding  couch  busi- 
ness. They  are  completing  a  fine  plant  for  the  manu- 
facture of  felt,  and  installing  in  it  some  of  the  finest 
gai'uetting  machines  in  the  country. 


IDEAL  SPRING  TRADE  CONFERENCE 

The  Ideal  Bedding  Company's  eastern  sales  staff 
held  their  spring  quarterly  trade  conference  in  the 
Mossop  Hotel,  Toronto,  on  Friday  and  Saturday,  April 
4th  and  5th.  Besides  W.  P.  Bennett,  general  manager, 
and  G.  L.  Gardner,  sales  manager,  both  of  whom  con- 
ducted the  meetings,  there  were  present  R.  Bradshaw, 
L.  E.  Adams,  B.  W.  Woon,  0.  Thies,  F.  Beckman,  v! 


Cover  of  fine  new  catalogue  of  Ideal 
Bedding  Co.,  Toronto  and  Winnipeg, 
described  in  last  issue. 


C.  Lowell,  H.  W.  Hare,  T.  J.  Maekie,  J.  P.  Conway  and 
W.  McGolpin.  This  is  the  second  conference  the  Ideal 
selling  force  has  had,  and  it  is  the  intention  to  hold 
similar  meetings  every  three  mouths,  as  the  discussions 
have  been  found  of  great  assistance  to  the  salesmen, 
the  difficulties  and  peculiarities  of  business  being 
recounted  for  the  purpose  of  finding  from  the  opinions 
expressed  the  best  solution  of  these  matters. 

A  theatre  party  was  formed  on  the  evening  of  the 
first  day's  discussion  and  a  dinner  terminated  the  pro- 
ceedings on  the  final  day.  The  next  conference  of  the 
eastern  salesmen  will  be  held  at  Niagara-on-the-Lake 
on  July  3,  4  and  5. 
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SPLENDID  BEDDING  CATALOGUE 

In  the  announcement  which  Geo.  Gale  &  Sons,  Water- 
ville,  Que.,  make  in  their  new  No.  33  catalogue,  which 
has  just  come  from  the  press,  they  state  that  it  is  "with 
considerable  pride  as  well  as  pleasure"  that  they  are 
sending  it  out  to  the  trade.  This  pride  and  pleasure 
is  pardonable  when  one  glances  even  casually  through 
the  hundred  and  fifty  pages  of  bedstead  and  bedding 
described  and  illustrated  therein.  The  book  which  is 
printed  on  coated  paper  with  black  and  old  gold  trim- 
mings, is  the  product  of  the  company's  own  printing 
plant,  and  the  groupings  of  the  various  articles  and 


Cover  of  Geo.  Gale  &  Sons  splendid  new 
bedding  catalogue. 


their  presentation  should  meet  the  purposes  for  which 
it  is  intended,  namely,  to  be  a  source  of  helpfulness  to 
the  dealers  handling  the  Gale  line  of  goods.  These 
goods  cover  the  whole  range  of  their  products — matt- 
resses, springs,  cots,  tables,  hammocks,  couches,  and 
the  innumerable  line  of  iron,  steel  and  brass  bedsteads. 
The  illustrations  are  from  vignetted  cuts,  and  they 
stand  out  bold  and  clear.  A  splended  picture  of  the 
main  plant  at  Waterville  forms  the  frontispiece,  and 
the  cover,  in  brown  and  gold  with  embossed  lettering, 
makes  the  catalogue  one  of  the  finest  trade  catalogues 
produced  in  Canada. 

MAKING  HERCULES  SPRING  BEDS 

The  Gold  Medal  Furniture  Co.  have  been  giving  some 
splendid  selling  helps  to  furniture  and  bedding  sales- 
men through  the  medium  of  practical  demonstrations 
at  their  Toronto  factory.  Some  few  days  ago  an  in- 
spection of  the  plant  was  made  by  a  number  of  local 
salesmen,  and  the  actual  making  of  the  beds  was 
shown,  from  the  weaving  of  the  wire  to  the  packing  of 
the  finished  bed  spring. 

The  lumber  mill  came  under  the  first  observation. 
Here  were  sawn  and  shaped  the  wooden  heads  and  ends 
for  the  less  expensive  lines,  most  ingenious  machinery 
being  used.  Probably  the  most  interesting  feature, 
however,  was  the  weaving  of  the  bed  springs,  the  little 
machines  which  spit  out  the  wire  being  the  centre  of 
close  attention.  It  is  in  this  process  that  the  Hercules 
spring  gets  its  particular  feature.  After  an  ordinary 
spring  has  been  woven  by  the  machine  in  either  single, 
double  or  triple  weave,  it  is  again  woven  in  an  opposite 
direction,  thus  locking  the  loops.  This  latter  is  the 
Hercules  lock.  "Whereas  the  first  weave  may  be 
stretched  and  the  wire  will  not  come  back  to  its  orig- 
inal position,  with  the  Hercules    weave    it    can  be 


stretched  and  will  return  to  its  position  like  a  spring, 
the  Hercules  method  being  merely  an  interlocking  or 
reinforcing  process,  which  gives  added  strength  and 
resiliency  at  the  same  time.  The  various  makes  were 
tested,  the  Hercules  standing  a  strain  of  1,000  poimds 
for  an  hour  without  any  effect  being  shown. 

The  company  are  making  twenty-five  different  kinds 
of  Hercules  springs,  from  those  with  wooden  frames  to 
those  equipped  in  all  metal.  The  various  grades  of 
stuffed  mattresses  were  also  shown  in  process  of  manu- 
facture. President  and  general  manager  "W.  J.  Mc- 
Murtry;  C.  A.  Hart,  Montreal  manager;  and  Geo. 
Hughes,  Toronto  representative,  looked  after  the  visi- 
tors during  the  tour  of  the  plant,  and  entertained  them 
witli  refreshments  and  music  at  its  close. 


BEDDING  NOTES 

The  Berlin  Bedding  Co.  's  Toronto  office  was  slightly 
damaged  by  smoke  and  water  through  a  fire  which 
occurred  in  the  building  in  which  they  are  located  at 
33  Front  Street  east. 

The  Bothwell  Mfg.  Co.,  Ltd.,  with  a  capital  of  $10,- 
000,  has  received  an  Ontario  charter  to  make  and  deal 
in  mattresses,  upholstering  goods,  pillows,  etc.,  at 
Bothwell,  Out.  Geo.  Mahler  and  other  local  merchants 
are  interested. 

The  Berlin  Bedding  Co.,  Ltd.,  are  moving  their 
eastern  headquarters  from  Berlin  to  Toronto,  whence 
shipments  for  Ontario  and  the  east  Avill  be  made  in 
future. 

The  Kindel  Bed  Co.,  Ltd.,  Toronto,  have  just  com- 
pleted an  addition  to  tlieir  plant  by  building  an  extra 
storey,  giving  them  thereby  one-third  more  space  in 
their  factory. 


DEATH  OF  WELL  KNOWN  TRAVELER 

T.  S.  Aspinall,  popularly  known  as  "Tom,"  and  one 
of  the  best  known  furniture  salesmen  in  Canada,  died 
suddenly  of  heart  failure  in  his  home,  4509  St.  Cath- 
erine Street  West,  Montreal,  on  April  11.  He  had 
been  on  the  road  for  about  a  (juarter  of  a  century.  Mr. 
Aspinall  was  fifty-five  years  of  age  and  was  born  near 
Oshawa,  Ont.  He  leaves  behind  him  his  wife  and  a  son 
and  daughter. 

At  the  time  of  his  death  Mr.  Aspinall  was  preparing 
to  move  from  Montreal,  where  he  resided  for  several 
years,  to  a  large  fruit  farm  he  had  purchased  at  Bur- 
lington, Ont.  He  had  no  intention,  however,  of  giving 
up  the  road,  but  he  expected  to  make  the  farm  his 
home  and  to  visit  there  each  week-end.  In  his  lifetime 
Mr.  Aspinall  represented  some  of  the  most  impoz'tant 
furniture  manufacturers  in  Ontario,  traveling  the  Do- 
minion from  coast  to  coast.  In  his  early  days  he  sold 
for  the  Ellis  Furniture  Co.,  Ingersoll,  and  at  the  time 
of  his  death  represented  the  Bell  Furniture  Co.,  South- 
ampton :  Gibbard  Furniture  Co.,  Napanee ;  and  the 
Cornwall  Furniture  Co.,  Cornwall,  in  which  latter  town 
he  lived  for  three  or  four  years,  dui'ing  the  building  of 
the  Cornwall  Furniture  plant,  in  Avhich  he  was  inter- 
ested and  before  moving  to  Montreal.  Previous  to  that 
he  resided  in  Toronto.  He  had  been  looking  forward 
to  making  his  home  on  the  Burlington  farm  with  a 
great  deal  of  pleasure. 

The  funeral  took  place  at  Oshawa  on  April  14th.  and 
was  attended  by  a  large  number  of  friends.  Among 
those  from  a  distance  at  the  funeral  were :  Thos  Bell, 
Bell  Furniture  Co.,  Southampton ;  C.  A.  Coryell,  Bedell 
Furniture  Co.,  Toronto,  and  a  sister  and  brother-in-law 
of  deceased  from  Jamestown,  N.Y.  A  carriageful  of 
flowers  testified  to  the  esteem  in  which  Mr.  Aspinall 
was  held. 
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Knobs  of  News 


Beauchemiu  &  Co.,  furniture  dealers,  Shawinigan 
Falls,  Que.,  are  asking  an  extension  of  time. 

Joseph  and  Maurice  Green  have  registered  under  the 
trade  name  of  Green  Bros.,  as  furniture  dealers  at 
Sherbrooke,  Que. 

The  Steel  E(juipment  Co.,  Limited,  Pembi-oke,  Ont., 
has  been  incorporated  with  a  capital  of  $150,000,  to 
manufacture  and  deal  in  office,  shop  and  other  furni- 
ture and  fixtures  of  steel  and  wood.  E.  A.  Dunlop, 
J.  W.  Smith  and  T.  H.  Moffat  are  interested. 

Tufts  &  Thomson,  furniture  store  and  undertaking 
parlors,  at  Madoc,  Ont.,  were  damaged  by  fire  recently. 

The  Megantic  Mfg.  Co.,  furniture  factory,  at  Megan- 
tic,  Que.,  was  burned  down  recently.  It  was  partially 
insured. 

Wm.  Atkinson  has  taken  over  the  furniture  and 
crockery  store  of  A.  E.  Boyd  &  Co.,  Winnipeg. 

The  Great  West  Furniture  Co.  have  decided  to  erect 
a  warehouse  at  Saskatoon.  The  new  structure  will  be 
from  three  to  five  storeys  high  and  will  cost  about 
$40,000. 

J.  F.  Paton,  Vancouver,  is  advertising  that  he  is  go- 
ing out  of  the  furniture  business. 

The  Moiuit  Pleasant  Furniture  Co.,  Limited,  Van- 
couver, have  assigned. 

Bisson  &  Cote,  furniture  dealers,  have  been  regis- 
tered at  Montreal. 

Ernest  Neale  and  Alex.  Alexander,  Montreal,  have 
registered  as  furniture  designers  under  the  name  of 
Neale  &  Alexander. 

The  St.  Lawrence  Upholstering  Co.,  Montreal,  has 
been  dissolved.  Samuel  Spires  will  continue  the  busi- 
ness under  the  same  name. 

Wm.  Wallace  has  disposed  of  his  furniture  business 
at  Comber,  Ont.,  to  Leroy  Meston,  Leamington,  Ont. 

The  St.  Monique  Station  Furniture  Co.,  Limited, 
Grand  St.  Esprit,  Que.,  has  obtained  a  charter. 

Elliott  &  Co.,  Toronto,  have  moved  their  home  fur- 
nishing store  from  King  Street  West  to  577  Yonge 
Street,  Avhere  they  now  have  one  of  the  finest  display 
stores  in  the  country. 

Lindross  &  Goodwill,  manufacturers  and  jobbers  of 
picture  frames  and  moldings,  at  Montreal,  have  been 
registered. 

W.  H.  Davis,  furniture  dealer  and  undertaker,  at 
Crystal  City,  is  dead. 

R.  J.  Grey,  furniture  dealer  and  undertaker  at  Oak 
Lake,  Man.,  is  succeeded  by  W.  W.  McCubbin. 

The  Office  Specialty  Mfg.  Co.,  Toronto,  are  increas- 
ing their  capital  from  $250,000  to  $750,000. 

The  Quebec  Furniture  (Jo.,  wholesale  and  retail,  have 
been  registered  at  Montreal. 

The  Columbia  Gramaphone  Co.  have  removed  their 
offices  to  their  new  factory  at  363  Sorauren  Avenue, 
Toronto. 

Samuel  Cohen  has  registered  at  Halifax  as  the  Hali- 
fax Fiirnishing  Co. 

C.  J.  Lappin,  of  Goodwins,  Limited,  Montreal,  was  a 
furniture  buyer  in  Toronto  the  week  of  April  14. 

Beauchemiu  &  Co.,  furniture  dealers,  Shawinigan 
Falls,  Que.,  have  obtained  an  extension  of  time. 

Bourassa  &  Venne,  furniture  dealers,  Montreal,  have 
been  registered. 

Lionel  Rawlinson,  Limited,  Toronto,  have  a  provin- 
cial charter  to  manufacture  furniture  and  household 
furnishings,  and  to  carry  on  a  wholesale  and  retail 


business  in  same.  The  capital  is  set  at  $100,000,  and  the 
provisional  directors  are:  Lionel,  W.  L.,  and  J.  A. 
Rawlinson. 


INSTALLING  GLUE-JOINTING  MACHINES 

The  Canadian  Linderman  Co.,  Woodstock,  Ont.,  have 
just  installed  one  of  their  large  glue-jointing  machines 
in  each  of  the  following  Canadian  furniture  factories : 
Chesley  Furniture  Co.,  Chesley,  Out.;  Eastern  Town- 
ships Furniture  Co.,  Arthabaskavilie,  Que.;  and  Wind- 
sor Furniture  Co.,  Windsor,  N.S. 


THE  SHYNEZY  CHAIR 

The  latest  novelty  in  the  chair  line  is  the  "Shynezy" 
chair  made  by  the  H.  T.  Cushman  Mfg.  Co.,  North 
Bennington,  Vt.  It  is  a  chair  built  on  mission  lines, 
though  finished  in  all  finishes,  containing  a  box  seat 
which  holds  a  shoe  cleaning  outfit  including  foot  holder 
and  a  couple  of  brushes,  these  articles  being  fitted  to 
the  under  side  of  the  seat,  and  the  box  holding  the 
polishes  and  rubbing  cloths.  It  was  primarily  designed 
as  a  piece  of  bathroom  furniture,  but  it  is  neat  enough 
to  find  a  place  in  any  room. 


CATALOGUES 


SPLENDID  FURNITURE  CATALOGUE 

A  most  comprehensive  furniture  catalogue  is  that 
just  published  and  distributed  by  the  Knechtel  Furni- 
ture Co.,  Limited,  Hanover,  Out.,  embracing  as  it  does 
some  208  pages  of  descriptive  and  illustrated  matter, 
covering  all  the  company 's  manufactured  lines.  These 
include  bedroom,  dining-room,  kitchen,  library,  parlor 
and  office  furniture,  and  iron  and  wooden  beds  of  var- 
ious descriptions.  Commencing  with  the  plain  wooden 
chair  lines  the  whole  gamut  of  chairs  is  run  to  the 
most  elaborate  article.  The  same  applies  to  other  par- 
ticular furniture  groups ;  they  run  from  the  simplest  to 
the  most  ornate.  The  book  is  full  of  suggestive  furni- 
ture ideas  for  the  dealer,  as  the  very  latest  and  most 
wanted  lines  are  described  therein,  and  it  is  well  worth 
while  looking  carefully  through  the  catalogue  to  see 
the  present  popular  vogue  furniture  lines. 


INTERIOR  WOODWORK 

The  Elmira  Interior  Woodwork  Co.,  Limited,  Elmira, 
Ont.,  have  just  issued  a  catalogue  descriptive  of  their 
office  desks,  filing  cabinets  and  sections,  wood  mantels, 
parlor  frames,  etc.  The  book  is  well  illustrated,  and 
bemg  printed  on  coated  paper  all  the  finer  points  are 
fully  shown  up.  It  is  a  catalogue  well  worth  looking 
through. 


KRUG  BROS.'  NEW  CATALOGUE. 

Krug  Bros.  Co.,  Limited.  Chesley,  Ont.,  have  issued 
a  new  catalogue  containing  illustrations  and  descrip- 
tions of  their  complete  line  of  dining  room,  parlor 
kitchen,  bedroom,  library  and  den  furniture.  Several 
new  lines  have  been  added  and  these  are  all  listed. 
Many  of  them  were  shown  at  the  recent  Berlin- Water- 
loo exhibition  and  were  well  received. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


VALUE  OF  MATCHING  ON  HIGH-GRADE  GOODS 

By  Max  Miller 

There  is  probably  no  part  in  the  process  of  manufac- 
turing high-grade  furniture  that  will  affect  the  value 
to  any  greater  extent  than  the  matching  of  the  face 
veneers,  and  there  is  no  place  during  its  journey  from 
the  forest  to  the  consumer  where  the  value  of  matching 
counts  for  more  tlian  when  on  display  in  the  dealers' 
show  room.  It  is  here  that  the  comparisons  are  made, 
and  .poorly  matched  furniture,  though  otherwise  well 
made,  stands  a  poor  chance  of  being  selected  when  on 
display  beside  carefully  matched  and  well-finished 
goods  of  the  same  variety. 

A  prominent  dealer  remarked  recently  that  fully 
75  per  cent,  of  his  customers  for  the  high-grade  goods 
were  influenced  in  their  selections  by  the  matching  and 
finish,  and  rarely  were  the  construction  or  stability  of 
the  goods  criticized.  If  the  design  is  pleasing  and  the 
proportions  near  enough  to  being  right  to  avoid  con- 
spicuousness,  the  sale  then  depends  entirely  on  the 
matching  and  finish. 

While  (piartered-oak  and  mahogany  veneers  are  con- 
sidered easy  to  match,  yet  it  is  not  uncommon  to  see 
some  goods  that  would  lead  us  to  believe  that  the  inten- 
tion of  the  veneer  man  or  matcher  was  to  see  how  much 
contrast  could  be  produced.  Uniformity  is  the  most 
important  point  in  matching  veneers,  and  applies  with 
equal  importance  to  color,  figure  and  texture.  I  have 
seen  men  cutting  up  and  tapering  veneer  when  the 
only  object  seemed  to  be  to  keep  the  different  species 
of  wood  together,  regardless  of  color,  figure  or  texture, 
so  long  as  it  was  the  same  species  of  timber. 

This  is  one  way  of  getting  a  lot  of  it  through,  but  the 
results  are  anything  but  pleasing  to  the  eye  after  being 
finished.  It  very  often  happens  in  a  flitch  of  oak 
veneer  that  one  edge  is  comparatively  soft  and  well 
figured,  while  the  other  edge  is  very  hard  and  prac- 
tically no  figure  at  all.  I  have  seen  flitches  of  this  kind 
cut  up  for  sideboard  tops  and  the  hard  edges  taped 
together  to  form  the  center  of  the  top,  while  the  softer 
and  well-figured  parts  were  at  the  outer  edges,  leav- 
ing the  most  important  portion  of  the  top  with  practic- 
ally plain  veneer.  The  only  incentive  I  could  see  for 
so  doing  was  that  the  hard  edge  was  fairly  straight, 
while  the  soft  edge  recpiired  trimming.  Had  the  soft 
edges  been  taped  together  and  the  hard  part  of  the 
veneer  been  to  the  outer  edge  of  the  top,  the  offal  of 
the  after-trimming  would  reduce  the  aniount  of  poor 
figured  stock  in  the  finished  top,  while  in  the  case  of 
the  poor  figured  edges  being  taped,  the  choicest  part 
of  the  veneer  was  in  the  offal. 

The  same  thing  applies  to  stripe  mahogany  veneer. 
In  the  case  of  quartered  oak,  Avhen  used  for  bedroom  or 
dining-room  suites,  much  depends  on  the  kind  of  veneer 
selected.  Take,  for  instance,  a  bedroom  suite  of,  say, 
six  to  ten  pieces.  It  rarely  happens  that  the  full  suite 
is  sold.  It  is  usually  minus  a  chiffonier  or  washstand, 
or  possibly  only  the  chiffonier  and  dresser  will  comprise 
an  order.  The  result  of  such  sales  is  that  there  are  odd 
quantities  of  son\e  pieces  left,  and  the  next  order  to  the 
factory  is  made  out  to  even  up  the  suites. 

In  such  eases  it  often  happens  that    a    dresser  is 


veneered  with  an  entirely  different  figured  veneer  from 
that  of  the  rest  of  the  suite,  and  this  happens  more 
often  in  oak  than  in  mahogany,  on  account  of  the 
greater  variety  of  figure  found  in  quartered  oak.  The 
fault  is  usually  attributed  to  the  man  who  prepared 
the  veneer,  but  the  blame  is  misplaced,  for,  while  the 
veneer  man  or  matchers  can  make  or  mar  the  appear- 
ance of  the  case  in  the  matching,  he  has  no  control  of 
the  figure  in  the  veneer,  and  right  here  may  be  found 
the  cause  of  certain  pieces  of  the  same  suite  not  hav- 
ing the  same  kind  of  veneer. 

The  proper  place  to  lay  the  blame  is  on  the  veneer 
buyer,  for  in  selecting  veneer  for  a  special  jjurpose, 
such  as  I  have  mentioned,  it  is- very  important  that  a 
uniform  color,  figure  and  texture  should  be  obtained 
and  probably  more  care  is  required  in  selecting  oak 
than  in  any  other  kind  of  veneer.  What  is  termed  a 
"blotch  figure"  is  about  the  only  variety  of  figure  that 
will  insure  a  perfect  match,  one  batch  with  another. 
The  variety  known  as  "stripe"  or  "tiger  stripe"  cer- 
tainly presents  a  very  fine  appearance  and  will  match 
nicely,  too,  but  the  lack  of  uniformity  makes  it  unsuit- 
abl  for  the  class  of  work  mentioned.  It  is  common  to 
find,  in  the  same  flitch  of  veneer,  such  a  contrast  be- 
tween the  top  sheet  and  the  bottom  sheet  that  the  crit- 
ical consumer  would  imagine  they  were  out  of  entirely 
different  trees. 

Another  objection  to  the  stripe  figure  in  oak  is  that 
it  doesn't  always  run  at  the  same  angle  in  the  sheet, 
some  being  nearly  square  across  the  sheet  and  possibly 
changing  in  the  same  flitch  to  an  angle  of  45  deg.  Some 
manufacturers  do  not  regard  this  as  any  objection,  and 
this  probably  accounts  for  the  mismated  bedroom  and 
dining-room  suites  occasionally  seen  on  the  dealer's 
floor.  The  veneer  man  and  matchers  may  have  accom- 
plished all  that  was  possible  in  the  veneer,  and  possibly 
the  grade  was  good,  but  the  variety  of  figure  was  such 
that  uniformity  was  an  impossibility. 

When  goods  must  match  continuously,  the  veneer 
must  be  specially  selected,  and  only  the  blotch  figure 
accepted.  This  may  seem  to  some  like  splitting  hairs, 
but  on  expensive,  high-grade  goods  probably  nothing 
appeals  to  the  consumer  so  much  as  the  harmony  which 
constitutes  a  practically  perfect  match  in  color,  figure 
and  texture. 

In  the  case  of  mahogany  less  difficulty  is  experienced, 
for  the  stripe  mahogany  is  not  possessed  of  such  a  var- 
iety of  figure  as  found  in  the  oak,  although  consider- 
able care  must  be  exercised,  for  occasionally  we  find  a 
sort  of  mottled  appearance  in  the  stripe  mahogany, 
such  as  would  be  produced  from  a  slightly  curly  log. 
This  doesn't  appear  nearly  as  conspicuous  in  the  white 
as  it  does  after  the  finish  is  applied,  the  effect  of  the 
finish  being  to  show  it  more  distinctly.  Veneers  of  this 
kind  match  easily  and  have  a  beautiful  appearance, 
but  where  a  continuity  of  match  is  required,  it  shouldn't 
be  used,  as  it  is  not  a  regular  run  of  stock,  and  pos- 
sibly no  two  trees  would  show  the  same  kind  of  a 
mottle. 

The  matching  of  crotch  mahogany  or  Circassian  wal- 
nut is  an  entirely  different  proposition  from  that  of  the 
quartered  oak  or  stripe  mahogany.    In  the  case  of 
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New  hall  stand,  library  table  and  china  cabinet, 
made  by  'I'he  George  McLagan  Furniture 
Company,  Stratford. 
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A  Corner  in  the  Coil  Spring  Shop  of  The  Ideal  Bedding  Co.,  Limited 

"IDEAL"  COIL  SPRING  DEPARTMENT 

A  Battery  of  the  most  modern  machines  in  existence  is  m  readiness  to  turn 
out  thousands  of  perfect  "  Ideal "  coil  springs,  each  machine  doing  the  work 
of  eighteen  men  working  under  old  time  "  hand  labor  "  conditions. 

Truly,  thus  does  improved  machinery  make  men  dear  and  their  product 
cheap. 

"  IDEAL  "  COIL  SPRING  No.  1 

Springs  9  inches  high,  of  best  quality  steel  wire  specially  tempered.  Springs 
are  knotted  at  both  ends  and  interlocked,  each  is  firmly  attached  to  a  flexible 
steel  frame.  Ample  lateral  support  is  provided  to  prevent  "  wobbling  "  and 
to  compel  perpendicular  action  only.  A  strong  spring  with  a  long  life-time 
of  service,  yet  the  acme  of  luxurious  sleep-comfort. 

List  price :  For  Wood  Bed  $10.00 ;  for  Iron  or  Brass  $1 1.00  (f.o.b.  Toronto) 

Shipping  weight  91  pounds 


TRADEMARK 


_  REGISTERED 


COIL  SPRINGS 

Guaranteed  for  Life 
THIRTY  NIGHTS'  TRIAL 

Money  bzck,  if  dissaii.-fied 


Rolling  to  centre  cf  bed  prevented, 
even  with  persons  of  unequal  weights. 

For  folk  who  like  to  sleep  soundly  and 
dreamlefsly  o'  nights  and  want  the  best. 


OUR  GUARANTEE 

"  Ideal  "  Coil  Springs  are  guar- 
anteed for  life  against  defects 
in  manufacture.  Also  thirty 
nights'  sleep  thrown  in  free 
and  the  Spring  taken  back 
without  a  murmur  if  the  cus- 
tomer says  so. 


What  do  you  think  of  it  ? 

What  will  your  customers  think  ? 

Pretty  liberal,  isn't  it?  Sounds  as 
though  we  really  made  a  good  Coil 
Spring  and  weren't  afraid  to  back  it 
up,  doesn't  it? 

Every  "  Ideal  "  Coil  Spring  is  care- 
fully tested  and  inspected  for  resiliency 
and  strength  before  it  leaves  the 
factory. 

We  mean  every  word  of  that  Guar- 
antee. We'll  back  you  to  the  letter 
on  it.  It  will  help  you  sell  more 
"  Ideal  "  Coil  Springs  if  you  give  it 
free  play  in  your  floor  work. 

Will  you  send   us  an  oie 
Blanks  at  the  B: 

Cuts  supplied  free  i 


IDEAL  B« 


2-24  JEFFERSOi 


Ideal  Coil  Spring  No.  1 — For  Especially-Ease-Loving  Folk 
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TRADE  MARK 


'  (c  iJ  A  It  /V  rs  ^  t  ti  u 


COIL  SPRINGS 

Sagging  Impossible 


Calm,  Restful,  Hygienic  Sleep 


The  "  real  thing "  for  absolutely 
luxuriant  repose,  as  every  one  knows 
who  has  ever  tried  them — and  no  slurs 
on  the  woven  springs  "meant  or  in- 
tended "  either. 


The  Market  is  Ripe 

For  "Ideal"  Coil  Springs — thi« 
month.  The  trend  back  to  Coil 
Springs  has  been  marked  of 
late.  The  "  Ideal  "  Coil  Spring 
is  a  true  luxury  at  very  little 
more  than  a  "  necessity  "  price. 


Eisentially  a  "  quality  "  proposition. 

That  is,  the  quality  of  the  rest,  the 
sleep,  is  away  higher  than  with 
ordinary  springs. 

That's  a  sales  argument  you'll  find 
most  convmcmg — far  more  so  than 
much  technical  talk  on  wire  quality 
gauges,  tempering,  tensile  strength, 
etc. 


Try  this  month  and  see  if  we're  not 
right. 


Incidentally,  the  dealer's  profit  is 
proportionately  higher.  It  pays  to 
sell  the  best. 


THE  "IDEAL"  COIL  SPRING  IN  USE 


See  how  the  various  coils  yield  to  the  body's  pressure.  See  how  they  tend 
to  fit  the  body's  curves  as  naturally  as  a  glove  does  the  hand.  That 
principle  makes  for  true  repose,  true  bodily  ease  and  comfort.  Every  part 
of  the  body  finds  a  gentle  restful  pressure  rising  to  meet  it.  Every  inch  of 
the  human  form  is  rested. 


"IDEAL"  COIL  SPRING  No.  2 

Shown  below.  Best  grade  Premier  Steel  wire,  tempered  and  japanned, 
1  20  continuous  spirals  attached  to  a  frame  made  of  angle  steel,  and  fitted 
with  our  special  interlocking  top.  A  most  popular  spring  for  hotel  and 
general  use. 

List  price  :  $8.50  (f.o.b.  Toronto) 

Shipping  weight  75  pounds 


to-day  ?  There  are  Order 
of  our  New  Catalogue 


Newspaper  Advertising 


DING 


LIMITED 


AVE.,  TORONTO 


^^^^^^ 


"  Ideal "  Coil  Spring  No.  2 — The  be*t  all  round,  general  purpose  Coil  Spring 
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these  veneers,  a  continuity  of  match  is  not  considered, 
for  while  there  is  to  be  found  in  either  case  a  great  var- 
iety of  figure,  yet  the  method  of  matching  produces  a 
similar  effect.  Considerable  more  care  and  experience 
is  required  to  properly  match  crotch  or  Circassian  than 
the  ordinary  veneers,  and  more  satisfactory  results  are 
obtained  when  the  matching,  jointing  and  taping  are 
in  the  hands  of  the  same  individual,  who,  by  the  way, 
should  be  a  full-fledged  mechanic,  for  such  work  is  no 
job  for  an  apprentice. 

Probably  next  in  importance  to  the  matching  is  the 
selection  of  the  veneers,  for,  in  'making  the  selection, 
the  quantity  and  style  of  the  goods  to  be  veneered  must 
be  taken  into  consideration.  For  instance,  if  the  job 
be  bedroom  suites,  where  the  tops  of  all  cases  are  to  be 
in  four  pieces,  with  butt  joints,  a  very  great  deal  de- 
pends on  the  selection,  and  more  especially  in  the  Cir- 
cassian veneer.  It  is  the  practice  of  some  Aaniifac- 
turers  (and  a  very  good  one,  too)  to  have  the  veneer 
man  Or  matcher  select  these  fancy  veneers.  This  is 
probably  one  of  the  safest  ways  to  secure  suitable  stock, 
for,  as  in  the.  case  mentioned,  a  lot  of  butt  joints  are 
re(|uired,  and  only  certain  flitches  will  cut  suitable  butt 
joints. 

It  is  to  the  proprietor's  interest  to  encourage  any 
scheme  or  detail  that  tends  to  improve  the  matching, 
for  he  realizes  more  than  does  the  workman  the  value 
of  matching  on  high-grade  goods. — Veneers. 


FOLLOWING  AFTER  FALSE  GODS 

By  J.  L.  Mallhy* 

Notwithstanding  the  admonition  of  Holy  Writ : 
"Thou  shall  not  bow  down  thyself  to  them,  nor  serve 
them,"  there  is  still  a  popular  idea  in  the  heads  of  many 
people  that  justifies  the  statement  that  some  are  still 
idol  worshipers. 

The  ordinary  person  would  say  at  once,  if  questioned 
that  this  passed  centuries  ago ;  but  since  traveling  to 
and  fro  in  our  enlightened  land  in  this  good  year 
of  our  Lord,  1913,  I  am  still  impressed  with  the  fact  that 
many  of  our  people  are  still  worshippers  of  false  gods. 

A  few  years  ago  it  was  my  very  good  fortune  to 
work  on  cost  problems  with  our  jovial  friend,  Clifi:'ord 
Walker,  of  the  Powers  &  Walker  Co.,  Grand  Rapids. 
This  expression,  "We  don't  want  to  bow  down  to  any 
false  gods,"  fell  from  his  lips  so  often  that  it  impressed 
itself  indelibly  on  my  memory.  Recent  observations 
impel  me  to  preach  from  that  text.  The  first  god  I  will 
mention  is  Volume — Profit. 

The  manufacturers  of  upholstered  furniture — and 
I 've  no  reason  to  think  they  are  exceptional  in  this — 
have  looked  upon  a  few  signal  instances  of  financial 
successes  who  have  become  such  by  nuiking  short  lines. 
Reasoning  from  this,  they  have  at  once  concluded  that 
volixme  will  solve  the  whole  problem.  Then  begins  the 
taking  of  orders  at  close  prices,  trusting  that  the 
volume  of  business  will  produce  profits  so  fast  that  the 
overhead  expenses  will  fade  away  into  insignificant 
relations.  How  many  times  I  have  been  asked  if  the 
burden  will  not  remain  the  same,  although  the  output 
be  doubled. 

In  theory,  this  looks  fine ;  but  in  practice,  it  does  not 
work  out.  1  have  been  privileged  to  close  books  for 
many  such  concerns,  and  it  has  been  a  great  grief  to 
find  that  the  anticipated  profit  had  not  been  realized — 
sometimes  diminishing  almost  to  the  "vanishing  point." 

Cue  factory  added  one-third  to  its  output  and  dimin- 
ished its  profit  to  a  negative  ([uantity.  Another  added 
ten  per  cent,  to  its  sales  and  diminished  its  profit  a  like 

*Mr.  Maltby  is  official  cost  account»nt  of  the  National  Association  of 
Upholstered  Furniture  Manufacturers. 


amount.  Others  have  added  twenty-five,  only  to  see 
the  profit  stand  still.  It  is  under  such  circumstances 
that  one  is  moved  to  say,  "What's  the  use?" 

A  fine  example  was  placed  before  me  a  short  time 
ago,  in  the  case  of  two  factories — one  doing  just  double 
the  business  and  the  profits  of  the  two  equalling  each 
other  within  a  few  dollars.  The  proprietor  of  the  small 
business  "stood  afar  off  and  would  not  so  much  as  look 
up,"  and  sighed  with  envy  at  the  larger  business  in  the 
"fine  factory  and  a  good  system." 

I  mention  this  just  to  illustrate  the  fondness  of  all 
men  to  worship  this  idol  — volume.  W^ise  little  man 
was  he  who  came  into  my  office  shortly  after  that,  show- 
ing a  clean  little  balance  sheet  of  small  total,  but  large 
percentage  of  gain.  He  said  to  me :  "What  is  volume 
to  me?  What  I  am  in  business  for  is  profit — not 
volume.  What's  the  use  of  jamming  my  factory  Avith 
goods,  moving  from  place  to  place,  to  keep  it  out  of 
the  way ;  working  overtime  at  extra  cost  and  trving  to 
fulfill  promises  I  can  never  keep." 

Let  us  consider  some  of  the  elements  that  increase 
with  increased  production.  Let  us  ask  the  printer  to 
set  them  out  so  they  can  answer  for  themselves: 

Non-productive  labor. 

Repairs. 

Power. 

Interest  on  borrowed  money. 

Insui'ance  on  additional  stock. 

Discounts  given. 

Commissions. 

Traveling  expenses. 

Bad  debts. 

Collection  costs. 

Designs. 

Experimental  work. 
Allowances. 

Returned  goods  (defective), 
and  a  large  brood  of  ills  that  afflict  the  poor  manufac- 
turer. 

Do  not  understand  me  to  proclaim  that  any  profit 
can  accrue  without  a  reasonable  volume.  In  "fact,  it 
can  easily  be  demonstrated  that  until  a  certain  point 
is  passed,  no  gain  is  realized  at  all.  What  I  am  eon- 
tending  for  is  this:  that  he  is  a  wise  manufacturer  who 
knows  liis  own  limitations  and  who  works  along  the 
line  of  his  specialty,  or  according  to  the  e(iuipment  of 
his  plant  and  asks  the  price  for  his  goods. 

It  certainly  is  refreshing  to  me  to  have  a  manager 
say  to  me,  as  now  frequently  occurs:  "How  easy  it  is 
to  get  the  price,  when  cost  is  known."  After  all,  it  is 
the  backbone — not  volume — that  counts. 


GLUE  TESTS  AND  PRICES 

A  correspondent  for  an  American  journal  states  that 
there  has  been  a  sharp  advance  in  glue  all  along  the 
line  in  the  United  States.  While  we  in  Canada  follow 
closely  the  trade  situation  in  glue  the  advances  here 
cannot  be  said  to  be  sharp,  not  at  least  as  compared 
with  other  similar  products.  There  have  been  advances, 
however.  While  some  makers  of  good  glues  have  been 
rather  shy  to  ([uote  the  actual  advanced  prices  and 
have  cut  the  grades,  others  have  come  out  manfully  and 
stated  that  if  a  party  wanted  glue  at  12c.  he  could  only 
now  get  a  lOVoc.  grade;  if  he  wanted  the  actual  grade 
that  he  had  been  getting  at  12c.,  he  would  have  to  pay 
about  131/26.  for  it. 

This  is  not  really  as  much  of  an  advance  as  is  shown 
on  its  face.  In  looking  over  some  tests  made  about 
three  years  ago  the  test  60-120  was  sold  at  14y2C.,  while 
60-120  is  sold  to-day  at  15c.  In  the  last  three  years,  on 
account  of  very  sharp  competition,  some  makers  who 
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have  had  calls  for  glues  at  set  prices  have  gradually  ad- 
vanced the  grade,  uutil  they  were  really  giving  glue 
one,  tow  and  even  three  gi-ades  better  than  had  been 
selling  for  that  price. 

Home  of  the  older  makers  and  jobbers  have  not  been 
able  to  hold  their  trade,  as  the  newer  makers  were  giv- 
ing better  strength  and  test  for  the  same  money,  until 
they  were  selling  glue  for  less  than  it  cost  to  make  it, 
and  so  there  was  an  advance  of  Voc.  per  pound  in  De- 
cember, and  Ic.  on  February  1.  There  is  such  a  short- 
age of  stock  from  which  glue  is  made,  owing  to  the 
decreased  and  decreasing  raising,  and  conse(juently, 
slaughtering  of  cattle,  that  glue  prices  are  back  to 
about  where  they  were  three  years  ago,  and  just  about 
half  the  price  at  Avhich  glue  was  sold  on  March  28, 
1878.  conipai'ed  with  a  Peter  Cooper  list  of  that  date. 

JMueh  lias  been  heard  of  the  many  strange  ways  about 
working  glue  in  wood-working  plants,  but  the  one  fact 
has  never  changed:  if  you  want  the  work  to  hold 
under  all  conditions,  the  glue  strength  has  to  be  there 
or  the  work  will  not  stand.  As  prices  are  to-day,  a 
grade  of  IX,  test  54-78,  at  13i/4c.,  is  as  low  as  anyone 
should  use  on  narrow  o  rsmall  joints.  This,  on  1-in. 
s(iuare  joints,  end  to  end  of  the  grain,  will  stand  a 
strength  test  of  1,132  and  1,193  lbs.,  while  a  13c.  glue, 
test  52-65,  only  showed  954-1,007  lbs.  on  the  breaking 
strain,  and  a  12c.  grade,  test  51^^-65,  was  873  and  908 
lbs.  Now,  as  hardwoods  break  at  800  to  900  lbs.,  the 
glue  which  stands  1,100  and  over  is  the  cheapest  that 
should  be  used. 

As  to  future  prices  nothing  can  be  said  definitely. 
Jobbers  are  holding  off  buying  and  furniture  makers 
are  taking  only  sufficient  for  present  reciuirements. 
The  natural  thing  to  think  is  that  owing  to  shorter  sup- 
plies and  increasing  demands,  prices  should  advance; 
but  the  money  situation  steps  in  as  well,  and  because  of 
poor  collections  buying  may  be  held  off.  So  when  it 
comes  to  prophecying  you  never  can  tell. 


SOURCES  OF  OAK. 

The  demand  for  oak  from  various  parts  of  the  world 
will  probably  continue  as  long  as  the  different  oaks 
continue  to  possess  special  characteristics. 

The  English  oak  will  always  be  wanted  for  fine  in- 
terior finish,  and  particularly  for  ecclesiastical  work. 
For  some  purposes  the  Australian  oak  and  the  Amer- 
ican white  oak  will  continue  to  demand  the  attention 
of  woodworkers  producing  a  high-grade  product. 

The  question  of  Avhere  we  shall  obtain  our  future 
supply  of  oak  flooring  and  of  oak  for  the  more  com- 
mon lines  of  furniture  is  an  ever  increasing  problem. 
In  both  England  and  continental  Europe  there  are 
still  protected  forests  of  considerable  area  from  which 
we  shall  obtain  fine  examples  of  figured  wood  for  years 
to  come. 

Austria  possesses  oak  forests  which  will  continuet  to 
produce  much  panel,  wainscoting  and  flo'oring  stock. 
The  cut  of  both  white  and  red  oak  in  the  United  States 
is  growing  steadily  less  so  that  this  country  must  in- 
evitably look  to  more  distant  sources  in  the  future  in 
place  of  being,  as  hitherto,  a  means  of  supply  for  other 
I'ountries. 

It  is  reported,  says  Wood  Craft,  that  there  are  vast 
tracts  in  the  Caucasus  that  are  timbered  with  a  very 
high-grade  oak,  none  of  which  has  thus  far  come  into 
the  market.  A  few  hundred  miles  north  of  the  Black 
Sea  there  is  a  vast  hardwood  belt  extending  across 
much  of  Russia.  In  Southern  Siberia  there  are  also 
vast  oak  forests  extending  completely  to  the  Pacific. 
Parts  of  Japan,  and  particularly  the  northern  Islands, 
are  heavily  wooded  with  oak.    The  Japanese  and  Si- 


berian oaks  are  already  beginning  to  find  their  way 
into  the  Pacilic  (Joast  markets  of  the  United  States  in 
larger  quantities  and  cargoes  from  these  sections  have 
also  appeared  in  the  British  trade. 

It  seems  strange  that  the  greatest  supply  of  oak  is 
iiro'jiably  in  Europe  close  to  the  longest  settler  center. 
It  is  possible  that  the  Russian  timber  wolf  and  the 
brigand  of  the  Caucasus  IMountains  have  unconscious- 
ly been  (Minscrvatinnists  ti)  the  benefit  of  those  of  us 
who  must  li\e  in  the  twentieth  century. 

It  is  to  be  ho])('(l  that  the  Russian  Government  will 
iiermit  the  develoi'nicnt  of  these  forests  under  such 
supervision  as  to  insui-c  the  timber  for  all  time  to  come, 
thus  taking  a  lesson  from  nations  who  find  themselves 
facing  bankruptcy  of  their  own  natural  resources. 


STEEL  FURNITURE  IN  SOUTH  CHINA 

The  United  States  Consul-General  at  Hongkong, 
says  that  as  a  result  of  the  installation  of  new  steel 
furniture  in  the  consulate  there  a  great  deal  of  interest 
has  been  excited  in  that  class  of  furniture.    He  adds: 

"Judging  from  in(|uiries  and  intei-est  manifested  in 
the  new  steel  fur'uitni'e  recently  installed  in  the  Ameri- 
can consulate  general  at  Hongkong,  there  would  ap- 
pear to  be  excellent  opportunities  at  this  time  to  pro- 
mote the  sale  of  American  steel  office  equipment  in 
this  colony  and  South  China. 

"The  writer  has  invited  a  number  of  the  large 
importers  and  several  government  officials  to  inspect 
the  steel  desks,  steel  cabinets,  steel  bookcases,  and  the 
like,  and  all  were  immensely  impressed  with  the  prac- 
tical features  of  all-steel  furniture  and  more  particu- 
larly the  adaptability  of  this  style  to  the  Tropics.  The 
(luestion  of  furnishing  offices  nowadays  is  not  as  simple 
and  inexpensive  as  formerly,  as  teakwood — and  in  a 
general  \vay  only  teakwood  has  been  used  in  the  past 
for  furniture — is  becoming  much  more  expensive  each 
year.  In  fact,  it  is  very  difficult  to  obtain  either  No. 
1  or  the  No.  2  class  of  teakwood,  so  that  the  increasing 
cost  creates  in  reality  the  necessity  of  using  a  cheaper 
and  less  durable  wood.  For  this  reason  the  perman- 
ency, adaptability,  and  reasonable  initial  cost  in  refer- 
ence to  any  description  of  office  equipment  will  appeal 
strongly  to  everyone,  and  it  is  therefore  (luite  possible 
that  an  all-steel  construction  may  prove  popular.  The 
use  of  steel  would,  of  course,  lead  to  greater  uniformity 
in  the  furniture,  and  it  was  this  feature  that  took  the 
fancy  of  a  number  of  the  visitors,  for  the  business 
houses  here  are  usually  equipped  with  furniture  of  all 
kinds  and  descriptions,  so  that  the  general  appearance 
is  anything  but  pleasing  to  the  eye." 


NEW  FURNITURE  MANUFACTURING  COMPANY 

The  Quality  Furnitiire  Co.,  with  head(iuarters  at 
Welland,  have  applied  for  a  charter  to  manufacture  a 
high  grade  of  furniture.  The  company  will  work  in 
co-opei'ation  with  the  Quality  Bed  Co.,  of  the  same 
place,  though  the  two  concerns  will  be  under  separate 
management. 


ANOTHER  PLANT  ENLARGING 

The  Cotton  Mfg.  Co.,  makei's  of  imitation  Arabian 
leathers,  ai'e  doid;)]ing  the  size  of  their  plant  on  Duf- 
fei'in  Street,  Toi'onto,  by  adding  another  storey  to  their 
present  building. 


Good  ])reeding  is  a  guard  upon  the  tongue;  the  mis- 
fortune is,  that  we  put  it  on  and  off,  with  our  fine 
clothes,  and  visiting  faces,  and  do  not  always  use  it 
where  it  is  most  wanted — at  home. — Gladstone. 
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The  Globe  Casket  Company 

London     -     -  Canada 

Manufacturers  of 

Fine  Funeral  Furnishings 


No.  614.    DAVENPORT,  BURIAL^COUCH 

Covered  in  Finest  Broad  Cloth — Black,  White  or  Colors.     Silk  Plush — Black,  Gray  or  Purple 
Lined  throughout  with  Best  Liberty  Satin.    Liberty  Satin  Pillow 


This  is  one  of  our  most  elaborate  couches,  and  is  a  good  example  of 

our  artistic  interior  work 

The  Shell  for  covering  is  made  of  Solid  Oak,  and  every  detail 
of  construction  and  finish  has  our  scrupulous  care  and  attention 

To  sell  this  class  of  Casl^et  you  need  one  in  stock. 

Write  or  ask  our  Salesmen  for  price 


Undertakers'  Department 

^^^^^^^^^^^^^^^^     Problems  affecting  the  Undertal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters  P^^^— — ^^^^^^^^^^ 

expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada.  | 

For  Clearing  up  the  Face  Proper  Drainage  of 

Blood  Necessary 

By  H.  S.  Ecl^els,  Dean  of  Eckels  College  of  Embalming,  Philadelphia,  Pa. 


Both  practical  experience  and  a  study  into  the  theory 
of  the  subject  long  since  convinced  lue  that  proper 
drainage  of  the  blood  was  necessary  to  secure  a  clear 
face  and  to  provide  against  fli^shing.  I  am  perfectly 
aware  that  there  are  some  others  Avho  profess  to  believe 
that  draining  blood  is  not  a  necessity,  and  that  since 
to  some  it  is  an  unpleasant  operation,  that  it  is  better 
to  dispense  with  it,  and  that  any  discoloration  that 
might  remain  in  the  face  can  be  hidden  by  paints  and 
cosmetics. 

Those  who  differ  from  me  on  this  point  need  have 
no  fear  that  T  shall  (piarrel  with  them,  and  I  would  be 
the  last  to  (|uestion  their  sincerity.  Yet,  it  really  seems 
to  me  that  paint  and  powder  should  be  resorted  to  only 
in  extreme  cases,  and  that  Avherever  possible  discolora- 
tions  should  be  guarded  against  and  eliminated  during 
the  process  of  embalming  rather  than  hidden  at  its 
conclusion.  Having,  as  T  said,  always  held  this  view, 
it  is  natural  that  I  should  have  sought  most  persistently 
to  discover  which  one  of  the  hygienic  chemicals  Avould 
best  secure  the  effects  desired. 

Peroxide  has  these  qualities.  The  more  deeply  I  go 
into  its  merits  and  the  wider  scope  I  give  my  experi- 
ments with  it.  the  more  profoundly  am  I  struck  with 
wonder  that  its  manifestly  good  qualities  have  been  so 
long  overlooked.  Just  why  it  has  not  been  used  here- 
tofore by  manufacturers  of  embalming  fluids  it  is  diffi- 
cult to  say,  imless  it  is  that  so  few  manufacturers  ever 
are  lasers  of  their  own  fliiids,  and  therefore  unable  to 
appreciate  peroxide.  Either  this  is  the  reason  or  else 
it  is  because,  except  when  the  fluid  manufacturer  is 
an  expert,  it  is  an  exceedingly  troublesome  chemical  to 
deal  with.  Besides,  only  the  highest  and  most  expens- 
ive grades  are  suitable  for  use  in  embalming  fluids. 

Authorities  are  a  unit  in  agreeing  that  as  an  anti- 
septic peroxide  of  hydrogen  has  no  superior  among 
the  hygenic  chemicals  which  the  law  permits  to  be 
used  for  embalming  purposes.  Writers  upon  the  sub- 
ject of  sanitary  science  all  agree  in  ranking  peroxide 
(hydrogen  dioxide)  next  to  iodide  of  mercury,  which 
is  the  most  powerful  of  all  the  antiseptics.  The  law, 
however,  forbids  the  use  of  metallic  poisons  (even 
though  this  chemical  coiild  legally  be  used,  there  are 
other  reasons  why  it  is  unsuitable).  Since  iodide  of 
mercury  falls  under  the  ban  of  the  law,  hoAvever,  it  is 
eliminated  from  eonsideratioii,  although  it  is  antiseptic 
in  the  i)roportion  of  1  to  40.000  parts  of  water,  peroxide 
of  hydrogen  is  antiseptic  in  the  proportion  of  1  to 
20,000  parts  of  water,  while  formaldehyde,  which  was 
long  erroneously  believed  to  be  the  best  embalmer, 
antisepticizes  only  12,000  parts  of  water  to  one  of 
formaldehyde.  It  is  thus  barely  a  little  more  than 
half  as  strong  as  peroxide  of  hydrogen,  and  possesses 


besides,  many  bad  ([ualities  which  are  entirely  lacking 
in  the  peroxides,  has  no  additional  virtues  and  not  half 
of  the  good  (lualities  of  the  latter.  Of  this,  however,  I 
shall  speak  later. 

When,  however,  the  refined  peroxides  are  used,  T 
have  found  that  facial  discolorations  are  removed  with 
such  remarkabh'  ("M-tninty  that  the  chemist  is  amply 
repaid  for  this  ti'ouhlc 

The  bleacliing  effects  of  pci-oxide  of  hydrogen  are 
too  well  known  to  need  moi'c  than  passing  mention, 
and  the  singular  fcatui'e  of  its  'aorlsiiigs  is  that  while 
it  has  a  most  powerful  lightening  ett'cct  upon  the  dark 
spots,  bruises  and  other  blood  discolorations  in  the 
face  and  hands,  its  bleaching  properties  seem  not  to 
have  been  exei'ted  upon  those  portions  of  the  skin 
which  have  retained  their  natural  appearance.  This 
is  rather  mystifying  until  one  stops  to  consider  the 
effect  of  peroxide  of  hydrogen  in  other  spheres.  It 
will  turn  black  hair  to  blonde  in  a  single  night,  but 
where  it  is  applied  to  hair  already  golden,  it  has  little 
if  any  apparent  eff'ect.  It  is  just  so  when  used  as  an 
embalmment.  It  immediately  attacks  discoloration 
and  dark  spots,  yet  it  exerts  almost  no  bleaching  influ- 
ence elsewhere — this,  of  course,  where  the  entire  skin 
is  not  uniformly  discolored,  as  it  would  be,  for  instance, 
in  a  yellow  jaundice  case. 

I  have  spoken  of  the  bleaching  effect  of  peroxide  of 
hydrogen  and  have  attempted  to  show  the  reasons  for 
a  part  of  its  pleasing  action  upon  a  discolored  face — 
that  is,  its  bleaching  properties.  There  is  another 
reason,  however,  which  is  perhaps_  from  a  scientific 
standpoint  even  more  potent.  It  is  that  the  suitable 
preparations  of  chemically  pure  peroxide  injected  into 
the  dead  human  body  has  much  of  the  same  lightening 
effect  upon  the  dark  venous  blood  that  the  lungs  in 
life  have. 

Every  embalmer  knows  that  venous  blood  is  much 
darker  in  color  and  much  more  sluggish  and  lacking 
in  fluidity  than  arterial  blood.  This  increased  darkness 
is  caused  by  its  parting  with  the  oxygen  during  its 
passage  through  the  capillaries  and  to  its  becoming 
laden  with  impurities.  This  venous  blood  then  flows 
back  to  the  heart  and  thence  through  the  pulmonary 
circulation  into  the  lungs,  where  it  again  is  laden  Avith 
the  oxygeii  Avhich  the  liuigs  have  extracted  from  the 
air.  The  effect  of  the  oxygen  is  to  nnike  it  much  bright- 
er in  color,  eliminating  its  impurities  and  making  it 
floAV  more  readily.  This  brighter  and  lighter  blood 
then  returns  to  the  systemic  circulation,  again  to  begin 
its  life-giving  course. 

The  effect  of  the  peroxides  in  embalming  fluid  is 
precisely  the  same  as  that  of  the  lungs  in  life.  All 
properly  compounded  embalming  fluids  work  their 
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The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton,  Ont. 


Winnipeg,  Man. 


Standard  of  Perfection 


in 


High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine   Piano   Polished  Oak  and  Mahogany 

Caskets. 


No.  637 


Heavy  Moulded  Casket,  Draped  with  Heavy  Chenelle  Fringe  and 
Tassels  Covered  with  Fine  British  Black  Broadcloth. 

Something  original  and  bearing  the  stamp  of 

S  and  E  Quality 


Head  Office  -  -  Hamilton,  Ont. 
Telephones  -        -        -      517,  3319 

Sunday  Calls}  ^^^^^  5 17, 33 1 9, 1 1 60  or  3353 


Experienced  salesmen  in  our  factory  and  offices  night  and 
day  capable  of  taking  and  executing  all  orders  promptly 

We  never  miss  a  train 
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best  effects  after  they  have  resolved  theiuselves  into 
their  original  elements.  P'or  instance,  it  is  not  for- 
maldehyde, the  fluid,  but  formaldehyde  gas  which  pre- 
serves the  body.  When  the  peroxide  fluid  is  injected 
into  the  arterial  system  it  releases  the  oxygen,  its  prin- 
ciple bactericide,  the  other  hygienic  chemicals  in  the 
fluid  making  tissues  firm,  while  the  oxygen  combines 
with  the  blood.  I'obs  it  of  its  impurities,  lightens  its 
color,  thus  lessening  the  chances  of  discoloration  even 
aside  from  its  fluid  pro])erties  and  causes  it  to  flow  so 
iimch  more  reatlily  that  drainage  becomes  an  easy 
operation.  Tliere  have  been  some  who  have  claimed 
that  peroxide  of  hydrogen  possesses  no  blood  solvent 
([ualities,  but  their  claim  is  backed  only  by  bold  asser- 
tion and  is  inspired  by  selfish  prejudice,  for  both  scien- 
tific reasoning  and  practical  experience  contradict 
them  flatly.  Pei'oxide  has  no  e(|ual  as  a  blood  solvent 
for  precisely  the  reasons  given  above — reasons  which 
nmst  apjieal  to  every  thoughtful  man. 

In  my  practical  experinu^nts  with  peroxide  I  found 
still  another  virtue  which,  while  it  is  foreign  to  the 
subject  under  diseusion,  might  i:)erhaps  well  be  injected 
here,  especially  since  it  bears  out  my  argument  in 
favor  of  its  blood  solvent  (jualities  In  dropsy  cases 
I  found  its  effect  magical,  more  effective  by  far  than 
formaldehyde,  yet  for  precisely  opposite  reasons  from 
those  which  give  formaldehide  whatever  of  merit  it 
may  possess.  What  potency  formaldehyde  has  in 
dropsy  cases  comes  from  its  astringent  (jualities.  Per- 
oxide, on  the  other  hand,  T  have  found  to  dissolve  the 
jelly-like  serous  matter  peculiar  to  this  disease,  and 
to  cause  it  to  flow  as  readily  as  blood  does  from  the 
average  ease.  While  the  peroxide  has  not  the  astrin- 
gency  of  formaldehyde  (which  is  one  of  the  strongest 
reasons  for  its  superiority  to  formaldehyde  as  an  em- 
balmmext)  it  nevertheless  has  quite  sufficient  to  restore 
thfi  distended  muscular  fibre  to  its  normal  size  and 
shpp*^  after  the  serous  matter  has  been  drained.  The 
result  is  that  in  many  cases  I  have  found  the  use  of 
bandages  unnecessary  Avhere  peroxide  was  used,  Avhen 
I  am  sure  that  the  body  could  not  have  been  properly 
embalmed  with  a  raw  formaldehyde  unquestionably 
is  in  its  work  of  driving  out  the  dropsical  jelly — for 
jelly  rather  than  fluid  it  often  is. 

But,  to  return  to  facial  discolorations.  Since  per- 
oxide softens  tlie  blood  and  renders  it  more  fluid,  it 
naturally  flows  through  the  capillaries  much  more 
readily  than  a  formaldehyde  fluid  possibly  could  do. 
Thus,  the  peroxide  fluid  washes  out  the  seeds  of  dis- 
coloration and  decay,  while  formaldehyde  fixes  it  so 
that  paint  and  powder  are  necessary. 


CANADIAN  CASKET  CO.'S  FACTORY  BURNED 

A  fierce  fire  on  April  10  broke  out  in  the  Canadian 
C-asket  Company's  building  at  Rodney,  Out.,  and  Avith- 
in  two  hours  the  factory  was  in  ashes.  Considerable 
lumber  belonging  to  the  Lusty  Lumber  Co.,  also 
fell  a  prey  to  the  flames.  The  loss  is  estimated 
at  about  il<20,000.    There  was  insurance  of  i|^9,000. 


WILL  HOLD  CONVENTION  AT  SEA 

Fuiiei'al  dicectors  of  Washington  and  Oregon  plan 
to  hold  their  aiunud  convention  tliis  year  on  the  briny 
deep,  while  sailing  o'er  the  waters  oft'  the  coast  of 
Alaska.  Alex.  Turnbull,  of  Spokane,  secretary  of  the 
Washington  Funeral  Directors'  Association,  is  com- 
municating with  all  the  undertakers  of  the  Pacific 
north-west  in  an  cft'oi't  to  charter  the  steamship  "State 
of  California"  for  an  eleven-day  cruise  among  the 
Alaskan  islands.  s1()j)]>iiig  at  Pi'iiiee  Ruper-t,  Juneau. 


Skagway,  Douglas,  Sitka  and  other  points.  It  is 
planned  to  have  the  boat  leave  Seattle  July  6.  During 
tlu'  ocean  voyage  all  business  pertaiidng  to  the  annual 
meeting  will  be  transacted.  A  ciuartet  has  been  en- 
gaged to  cheer  np  the  imdertakers  en  voyage.  The 
Oregon  association  nuiy  join  tlu'  Washington  directors 
in  a  joint  convention,  or  if  not,  the  adjoining  state  will 
send  a  number  of  representatives  on  the  ti-ip.  H.  H. 
Ilohensehuh,  of  Iowa  City,  Iowa,  former  president  of 
the  national  association,  has  been  engaged  as  demon- 
trator  on  the  trip. 


AN  EXPENSIVE  FUNERAL 

James  Connor  of  i^elleville,  111.,  when  alive  carried 
a  hod  and  worked  long  and  hard  to  save  more  than  a 
thousand  dollars.  His  funeral  cost  his  "estate"  $1,100, 
and  because  of  the  great  expense,  three  men  wei-e 
indicted  recently.  Jailer  Michael  Keniley  of  the  East 
St.  Louis  police  station,  an  accjuaintance  of  Connor's, 
who  directed  the  undertaker  to  give  the  hodcarrier  an 
expensive  funeral,  undertaker  William  H.  Degan,  who 
charged  the  estate  $600  for  a  casket.  $4  for  shoes,  $31 
for  a  suit,  and  $10  for  fly  nets  for  the  hearse  horses, 
and  Public  Administrator  W.  U.  Halbert,  who  paid 
the  bills  from  (!onnor's  savings.  The  indictments  came 
after  exhumation  showed  that  the  casket  was  of  wood, 
and  that  the  body  was  without  shoes  or  expensive 
clothing. 


AN  AUTOMOBILE  HEARSE 

An  undertaking  firm  in  a  snudl  Kentucky  town,  not 
far  from  Louisville,  recently  purchased  an  Overland 
and  is  using  it  regularly  as  a  hearse.  The  tonneau  of 
the  car  has  been  remodeled  to  accommodate  a  big 
coach-like  box,  and  caskets  are  carried  therein  on  the 
trip  to  the  cemetery.  The  firm  has  already  held  several 
of  these  funerals,  and  the  new  vehicle  "has  met  with 
considerable  favor. 


Tordoff"  P)ros.,  undertakers.  Brooklin,  Ont.,  suffered 
loss  through  fire  in  their  premises  recently. 


N.  J.  Bellamy  of  the  Bellamy  Co.,  Moose  Jaw,  Sask., 
has  returned  home  after  a  two  months'  vacation  in 
California. 


"Rufus,  you  old  loafer,  do  you  think  it's  right  to 
leave  your  wife  at  the  washtub  while  you  pass  your 
time  fishing?" 

"Yassah,  jedge;  it's  all  right.  Mah  wife  don'  need 
any  watching.  She'll  sholy  wuk  jes'  as  hard  as  if  I 
was  dah." 

^ 

A  very  prominent  iimn  recently  died  and  shortly  after 
a  friend  of  the  family  called  to  condole  with  the  widow. 

The  caller  had  been  a  very  warm  friend  of  the  de- 
ceased and  as  he  was  about  to  depart  he  asked  : 

"Did  Will  leave  you  verv  much?" 

"Oh,  yes,  indeed,"  responded  the  widow,  "nearly 
every  night." — Harper's  Bazar. 

#    *    *  « 

A  man  was  found  by  a  i)oliceman  one  evening  in- 
vestigating a  building  somewhat  closely.  "What  are 
yon  doing?"  asked  the  policeman.  "Nothing,"  replied 
the  man.  "I  am  thinking  of  opening  a  jewelry  store 
here,  and  thought  I  would  look  it  over,"  and  so  he 
was  allowed  to  remain.  The  next  morning  when  it  was 
noticed  that  the  jewelry  store  had  been  robbed  the 
policeman  scratched  his  head  and  finally  said:  "Well, 
that  man  was  a  thafe,  but  he's  no  liar." 


60 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.         April -May,  1913 


Evel  Quality 
Caskets 


538,  Solid  Plain  Oak  Casket.   Four  Coats  of  Varnish, 
Rubbed  and  Hand-Polished 

Plain  Design  21D00 

Half  Couch,  Swiss  Silk  Trimmings  "  28D30 

Full  Couch,  Swiss  Silk  Trimmings  "  39D50 

This  oak  casket  was  origiually  intro- 
duced by  lis  to  meet  a  demand  made 
by  those  in  the  profession  just  be- 
ginning to  break  into  the  use  of  sohd 
polislied  ca-kets. 

Although  it  is  the  cheapest  soHd  oak 
casket  made,  we  have  put  into  it  the 
usual  EVEL  QUALITY,  with  the 
result  that  it  is  finding  a  place  in  very 
many  of  the  best  show  rooms.  If  you 
stock  it  you  will  find  it  a  great  help 
toward  establishing  a  trade  for  the 
highest  class  of  work. 

Our  Quality  Line 

Solid  Oak  and  Mahoeanv  Caskets 
Plush  and  Cloth  Covered  Caskets 
Westfield  Plate  Hardware 
Lad  es'  Kobes  and  Dresses  in  Latest 

Fashions 
Linings  in  Exclusive  Designs  and 
(xeneral  Sundries 


The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton,  Canada 


Trade  Mark 


Trade  Mark 
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COST  OF  MAKING  CASKETS 

The  following  table,  compiled  by  Mr.  A.  J.  H. 
Eekardt,  of  the  National  Casket  Company,  gives  the 
aetiial  cost  of  some  of  the  most  important  selling 
caskets  and  colfins  delivered  to  eiistoiners  in  Toronto, 
and  also  the  cost  with  freight  e(|uali7.atioii  to  the 
undermentioned  important  cities  tlii'ougliont  Canada 
where  casket  goods  are  manufactured : 


Article  With 
Description 


Nos.  409  1111(1411. 

Weight,  lllUlbs. 
No.  (W  C'oftiii, 

Weight,  (ill  lbs.. 
Xo.  6  Coffin,  7U 

lbs. 

No,  4  Coffin,  70 
lbs  

No.  8'iand83  Cas- 
ket, (i-0, 110  lbs.. 

Xo.  306  Casket, 
80  lbs  

(i  ft.  Casket  Bo.x, 
12,5  lbs  


§11.73 

9.1.5 
14.54 
10.77 

4.69 


"3  o^!"^  c^Oi*^  ■^oj'^  rtO 


6.90 

9.50 
14.89 
11.12 

5.04 


tig' 

>  =  i 


IlilO  $12.07[«11.93  112.09 112.03 
6.87    6.66    6.75  6.69 


9.37 
14.86 
11.09 

5.09 


9.27 
14.71 
10.91 

4.91 


6.75 

9.38 
14.88 
11.03 

5.12 


9.32 
14.82 
10.97 

5.06 


7.53 

10.29 
16.18 
12.08 
6.74 


-  ^  1  „ 


113.39  112.15 
6.79 


9.43 
14.94 
11.09 

5.19 


"a;  C 


112.27  112.41 
6.861  6.95 


9.51 
15.08 
11.18 

5.34 


9.55 

I, 5.20 

II.  29 
5.51 


"It  is  easily  Avorth  35  cent  to  deliver  a  casket  or  box 
to  a  Toronto  customer  from  our  factory,"  explains 
Mr.  Eekardt.  "The  regular  cost  for  cartage  is  from 
50  cents  to  60  cents  per  hour  in  Toronto.  In  taking 
the  above-mentioned  cost  of  these  goods,  we  have  not 
taken  into  consideration  the  5  jier  cent,  invested  in 
real  estate  and  10  per  cent,  on  buildings,  machinery 
and  plant." 

Being  the  cost  price  of  manufacturing,  the  manu- 
facturers' profit  has  got  to  be  added  before  the  selling 
price  is  ascertainable.  Then  other  items  Avhich  add 
to  the  cost  of  the  finished  casket  are  inside  trimmings 
and  silver-plated  ware  for  outside  adornment. 


PRESENT-DAY  ASPECTS  OF  CREMATION. 

Under  this  title,  in  a  recent  issue  of  the  Forum,  Al- 
bert Hardy  likens  the  modern  cremation  movement  to 
the  undercurrent  of  a  mighty  river  that  quietly,  but 
steadily  and  surely,  has  slowly  gathered  force  since 
its  rise  at  Washington,  Pennsylvania,  in  1876.  And, 
like  the  river,  he  says,  the  reform  has  been  beneath 
the  surface. 

"There  have  been  few  champions  of  cremation,"  he 
goes  on  to  say,  "brave  enough  to  take  up  the  verbal 
battle-axe  nnd  hew  down  the  high  Avail  of  almost  uni- 
versal prejudice  that  had  for  centuries  stood  in  the 
path  of  human  progi-ess  and  individualism.  During 
the  past  (juarter  of  a  century  and  more,  the  honest 
advocate  of  cremation  has  had  much  to  contend  with. 
Objections  have  been  raised  on  every  hand  :  his  Avay 
to  reform  has  been  beset  by  prejudice,  legislation,  and 
fanaticism.  But  to-day  he  has  the  satisfaction  of  know- 
ing he  has  surmounted  them  all.  Cremation  is  no 
longer  an  exjjeriment ;  it  is  a  firmly  established  insti- 
tution. 

"While  the  editors  have,  as  a  rule,  been  in  sym- 
pathy Avitli  the  reform  movement,  as  have  scholars, 
scientists  and  thinkers  from  all  fields  of  life,  surpris- 
ingly little  has  appeared  in  the  public  press  in  sup- 
port of  the  cause.  Considering  the  importance  of  cre- 
mation— its  hygienic,  economic,  and  practical  bearing 
on  everyday  life — the  dense  ignorance  shown  by  many 
regarding  the  modus  0]!erandi  of  incineration  is  some- 
thing almost  beyond  Ijelief.  The  idea  still  remains 
firmly  implanted  in  many  minds  that  the  modern  scien- 
tifically constructed  crematory  is  a  sort  of  funeral 


pyre,  not  unlike  tlie  huge  pile  employed  by  the  an- 
cients for  the  incineration  of  their  dead." 

After  touching  lightly  upon  the  arguments  for  and 
against  cremation,  the  author  mentions  the  fact  that 
King  George  of  Eng'and,  the  Kaiser  of  Germany,  King 
Gustave  of  SAveden,  and  Queen  Wilhelmina  of  Holland 
are  creiiiationists.  and  then  devotes  considerable  space 
to  a  consideration  of  incineration  from  a  Catholic  and 
Jewish  standpoint,. 

In  conclusion,  he  speaks  of  inhumationists  as 
"slaves  to  custom,"  and  states  that  the  creinationist 
"sees  the  davvning  of  a  new  and  bi-i<>liter  day,  when 
cremation  shall  be  universally  ]irac1  i.scd,  when  there 
shall  no  'onger  be  unsanitary  aiul  disease  breeding 
burial  gi'ounds  to  pollute  and  encumber  God's  green 
earth," 


MOTOR  HEARSES  IN  LONDON, 

In  life  the  Londoner  is  notoi-ioiisly  sIoav  to  move, 
says  a  despatch.  In  death  he  is,  if  possible,  still  more 
conserA^ative.  Tavo  or  more  black  horses  Avith  hideous 
nodding  plumes  have  from  time  immemorial  drawn  the 
hearse  at  a  AvaH^ing  pace  to  the  cemetery,  and  the  pass- 
ing crowd  have  had  a  good  look  through  the  glass 
panels  at  the  flower-bedecked  coffin.  This  is  still 
the  typical  funeral  of  England  in  spite  of  attempts  at 
reformed  arrangements. 

It  has  been  left  to  an  enterprising  London  under- 
taker to  introduce  the  motor-hearse,  Avhich  is  just  com- 
ing into  use  for  Avhat,  in  undertakers'  parlance,  is 
"long  distance"  Avork.  There  is  no  little  prejudice 
amongst  bereaved  relatives  against  this  innovation. 
The  objection  is  sentimental  and  not  utilitarian,  as  the 
cost  is  about  the  same  as  for  the  u.se  of  the  horse- 
draAvn  hearse. 

I  asked  the  undertaker  Avhether  he  thought  this  pre- 
judice would  wear  away  in  course  of  time.  Lugu- 
brious by  profession,  his  face  took  on  an  even  more 
funereal  expression.  All  he  Avould.say  was  that  he 
hoped  it  Avould,  as  the  motor-hearse  represented  a 
ffoodly  investment  of  dollars.  His  manner  inferred 
that  the  average  Londoner  does  not  yet  share  his  oavu 
vicAV  that  any  corpse  should  be  proud  of  going  to  the 
cemetery  in  such  an  up-to-date  equipage. 


HAMILTON'S  NEW  BURIAL  RATES 

"Practically  speaking,  these  undertakers  have  gone 
into  a  combine,"  declared  Controlled  P)ird  at  a  recent 
meeting  of  the  Hamilton  Board  of  Control,  Avhen  Relief 
Officer  McMeenmy  submitted  the  neAv  figures  for  burial 
of  the  city's  poor  that  the  five  local  undertakers  in- 
structed him  by  letter  were  to  be  charged  in  future. 
The  former  rate  for  burial  of  pei-sons  under  21  years 
of  age  was  $3.50  each,  and  the  proposed  charges,  ac- 
cording to  age,  are  $6,  $8  and  $10.  The  cost  of  adults' 
funerals  is  increased  from  $6  to  $14.  "It's  a  plain 
enough  combine;  they  should  have  Avritten  individual 
letters,"  said  Controller  l>ird.  "If  they  go  back  to 
the  old  charges  Ave  might  agree  not  to  prosecute  tlieni." 
Mayor  Allen,  Avho  didn't  approve  of  this  condoning  of 
an  alleged  illegality,  suggested  that  a  conference  might 
result  in  a  better  arrangement,  and  he  Avas  appointed 
to  confer  with  the  undertakers. 


The  death  occurred  recently  of  one  of  the  oldest 
inhabitants  of  Strathroy,  Avhen  David  Davis  died  in 
his  eighty-third  year.  He  had  been  grave-digger  here 
for  over  forty  years.    He  leaves  one  daughter  and  one 


son. 
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To  supply  best  value  consistent 
with  price,  is  the  constant  aim 
of  this  concern 


The  quality  of  our  Caskets,  Robes  and 
Linings,  is  evidence  of  this  determination. 
Our  outside  shells  are  of  pine,  well  manu- 
factured. 

We  have  excellent  shipping  facilities,  and 
can  ship  promptly. 

We  solicit  your  orders. 


James  S.  Elliott  &  Son 

Prescott    ::  Ontario 


Manufacturers  High  Grade  Supplies  for  the 
Funeral  Director 


April  -  May,  1913        CANADIAN  PTTRNltURE  WOULD  AND  THE  UNDERTAKER. 
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ATTRACTIVE  CEMETERIES 

By  A.  R.  Carman 

A  Chicago  lady — Mrs.  Ella  Wood  llean — is  credited 
with  a  desire  to  "convert  our  cemeteries  into  nmseums 
of  art.  She  has  begun  the  good  work  by  posing  for  her 
own  tombstone — future  delivery — which  is  to  be  em- 
blematic and  not  religious.  It  is  possible  that  there 
may  be  some  people  in  Chicago  who  think  that  Mrs. 
Dean  has  struck  a  new  idea;  but  it  is  as  old  as  the  art 
of  sculpture. 

When  you  visit  Athens,  one  of  the  most  interesting 
hours  you  will  enjoy,  will  be  spent  in  the  excavated 
road  outside  of  the  ancient  Dipylon  or  "double  gate" 
of  Athens.  This  was  the  principal  gate  of  the  old  city 
— there  is  nothing  left  now  but  the  indestructible  stone 
pavement  over  Avhich  rolled  the  traffic  of  a  race  who 
worshipped  Apollo  and  fought  at  Salamis — and  along 
the  road  just  outside  of  it  were  buried,  as  was  the 
ancient  custom,  many  of  the  people  of  that  dim  day. 
Some  of  their  tombs  still  rise  in  the  old  highway. 
And  these  tombs  were  not  dismal — they  were  works 
of  art.  Moreover,  they  were  precisely  what  Mrs.  Dean 
proposes — portrait  statues  of  the  dead.  There  is  one 
family  group  which  is  very  life-like ;  but  the  gem  of 
the  collection  is  a  high  relief  of  the  fourth  century 
before  Christ  showing  us  a  lady  engaged  in  the  mys- 
teries of  her  toilet,  with  a  female  slave  in  attendance. 
It  stirs  in  your  mind  an  interesting  speculation  as  to 
whether  the  lady  posed  for  the  relief  before  her  death, 
this  being  the  occiipation  in  which  she  most  fancied 
herself;  or  if  the  bereaved  husband  had  it  done  after- 
ward, this  being  the  memory  of  her  he  most  cherished. 
At  all  events,  it  is  very  lovely,  and  is  infinitely  better 
than  most  of  the  horrors  we  erect  in  our  graveyards. 

It  was  not  only  the  Greeks  who  did  this — the  gallant 
Greeks  who  igiiored  death — but  the  Romans  did  it, 
too.  You  find  their  tombs  along  the  Appian  Way  out- 
side of  Rome  The  best  modern  instance  of  it  is  to  be 
seen  in  Genoa.  The  Campo  Santo  of  that  lovely  city 
lying  in  its  sheltering  amphitheatre  of  hills,  is  one  of 
the  "show  places"  of  Europe;  and  you  have  doubtless 
been  told,  ad  nauseam,  of  the  life-like  domestic  statu- 
ary which  marks  the  tombs  in  its  succession  of  galler- 
ies. You  see  family  groups  in  the  precise  sartorial 
style  of  the  year  in  which  they  were  immoi-talized — 
ladies  in  dresses  which  were  once  the  height  of  fashion, 
but  are  now  only  found  in  reminiscent  caricature — 
gentlemen  in  clothes  whose  cut  changes  less  rapidly, 
but  changes  all  the  same.  This  gives  a  grotesque  ap- 
pearance to  what  was  a  solemn  memorial ;  and  I  wonder 
what  Mrs.  Dean  is  doing  about  it.  It  is  like  perpetuat- 
ing an  old  tin-type.  It  looked  very  smart  when  it 
was  taken  :  but  now — . 

Still  there  are  some  things  in  the  Genoa  Campo  Santo 
of  imperishable  loveliness  which  age  will  never  dim. 
There  is  one  which  I  defy  any  human  being  to  see  with 
a  dry  eye.  The  tombs  are  vaults  built  into  the  wall 
of  the  gallery;  and  on  the  marble  door  of  this  one  is 
a  speaking  medallion  bust  of  the  dead  husband  and 
father.  In  front  of  it  stands  the  Avife,  clothed  in  a 
flowing  white  drapery,  which  also  shrouds  her  head. 
She  is  holding  up  to  the  face  of  her  dead  husband  a 
most  life-like  rliild  with  curly  hair,  Avho  has  reached 
out  hei-  chubby  hands  to  caress  the  loved  features.  Her 
childish  lips  are  lifted  toward  his  for  the  familiar  kiss. 
Beside  the  wife  kneels  an  older  girl  in  a  simple  cos- 
tume which  will  never  seem  odd,  her  mournful  face 
raised  toward  the  beloved  dead.  It  is  all  in  pure 
Carrai'a  marble,  and  as  perfect  as  Itnlian  art  can  make 
it. 

Angels  I'ising  out  of  the  tomb  or  floating  above  it. 


are  to  be  seen  in  plenty — lovely  figures  which  make 
of  the  grave  a  thing  of  beaxity.  Before  one  tomb  an 
angel  of  rare  loveliness,  with  hair  bound  in  the  Greek 
fashion  with  a  fillet,  a  clinging  single  garment  reveal- 
ing the  form,  the  last  Trump  in  its  hand,  stands  in 
meditation.  On  another  tomb  lies  a  recumbent  figure 
of  the  deceased ;  over  it,  a  benign  Christ  is  standing 
with  one  hand  blessing  the  dead  and  the  other  lifted 
in  comfort  above  the  kneeling  figui'e  of  the  widow  in 
the  ordinary  dress  of  the  day.  One  of  the  most  effect- 
ive gems  is  a  little  girl  flying  to  you  out  of  a  mass  of 
flowers.  One  of  the  most  thrilling  is  the  half-nude 
form  of  a  young  woman  struggling  to  escape  from  the 
grip  of  a  bony-handed  figure  of  Death,  grimly  shroud- 
ed, all  but  his  hollow-eyed  skull  and  his  fleshless  fingers 
which  close  over  the  soft  rounded  wrists.  One  which 
will  never  groAV  old  is  a  bowed  Capuchin  monk  stand- 
ing beside  the  the  tomb,  reading  his  prayers  for  the 
soul  of  the  dead. 

Genoa,  of  course,  has  no  monopoly  of  art  in  its 
Campo  Santo.  Not  far  away  at  Milan,  they  have  a 
number  of  the  loveliest  creations  of  marble  and  bronze, 
in  their  roomy  and  out-of-door  graveyard.  It  was 
there,  by  the  way,  that  I  first  saw  a  working  Crema- 
tory ;  and  a  very  soothing  place  it  was,  with  its  multi- 
tude of  flowers  and  its  (|uiet  chapel.  The  cemeteries 
of  Paris  are  more  familiar  to  the  average  traveller 
because  they  are  frankly  among  the  "show  places" 
of  that  artistic  capital.  Moreover,  they  are  within 
the  city,  and  so  easy  to  reach.  The  first  French  ceme- 
tery, which  I  really  took  note  of,  was  out  at  St.  Ger- 
main-en-Laye ;  and  there  I  became  acquainted  with 
those  brilliant  creations  of  artificial  flowers  Avhich  are 
so  common  a  feature  in  all  of  them.  We  even  went  to 
some  trouble  to  get  photographs  of  them,  thinking 
they  might  be  peculiar  to  that  place.  But  they  cover 
France.  The  French  do  not  mourn  with  black  exclus- 
ively— as  we  do — but  with  other  colors.  I  recall  that 
"Charlie"  Marcil — now  Hon.  Charles  Mareil,  ex- 
Speaker — expressed  his  surprise  to  me  at  the  time  of 
Sir  John  Macdonald's  funeral  in  Kingston,  that  they 
confined  their  civic  decorations  to  black.  The  Ontario 
contingent  Avould  have  been  more  surprised  if  they 
hadn't. 

After  all,  nature  has  provided  the  most  fitting  fun- 
eral plume  in  the  slim  and  saddening  cypress.  Wher- 
ever they  lift  their  tall  green  shafts  above  a  "mossy 
marble,"  they  symbolize  grief  as  nothing  else  can. 
A  tall  cypress  marks  the  tomb  of  Polycarp  at  Smyrna; 
and  you  can  see  it  from  the  outer  harbor  as  your  ship 
steams  into  or  out  of  that  entrancing  bay.  Boecklin 
has  used  the  cypress  in  his  Island  of  Death  with  mar- 
vellous effect.  The  modern  (-emetery  at  Athens,  which 
is  becoming  more  beautiful  every  year  with  modern 
Greek  marbles,  is  marked  Avith  soaring  cypresses ;  and 
is,  Avithal,  one  of  the  choicest  places  for  the  last  sleep 
which  man  has  made.  It  is  j^^st  across  the  Ilissos  and 
on  the  road  to  Hymettos.  and  from  its  walks  one  may 
see  against  the  Avestern  sky  the  lifted  columns  of  the 
Parthenon  rising  from  the  sheer  escai'pment  of  the 
Acroi)olis.  I  take  no  comfort  in  visitiiig  cemeteries; 
but  this  is  one  I  should  visit  again  if  I  went  back  to 
Athens. 


CANADIAN  BRANCH  CASKET  HOUSE. 

The  Central  Casket  Co.  of  Buffalo  have  opened  a 
Canadian  warehouse  at  Bridj^eburg,  Ont.  At  present 
they  are  occupying  space  ui  the  LaClede  Mt'g.  Co.  build- 
ing-. They  bring  in  the  Caskets  in  the  rough  and  finish 
them  for  the  Canadian  trade. 
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The  illustration  shows  our  PATENTED  CEMENT  VAULT  and  OUTSIDE  COVER 

They  are  positively  guaranteed  to  be  impervious  to  any  natural  element, 
and  form  a  strong  protection  for  the  inside  casket 

Can  easily  be  lowered  with  the  accompanying  lowering  device.        ;.•        As}^  for  further  information 

Canadian  Cement  Casket  Co.,  Limited 

PRESCOTT  :  ONTARIO 


Handsome  Designs  in  Funeral  Cars 


MITCHELL  &  CO.       IngersoU,  Ontario 


April -May,  1913 
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BURIAL  CUSTOMS,  ANCIENT  AND  MODERN* 

By  D.  S.  Davies,  M.D.,  Lond.,  D.P.H.  Camb 

The  history  of  burial  customs  is  of  considerable 
interest.  The  word  itself  to  "bury"  is  of  Anglo-Saxon 
origin  (byrgan — to  hide  or  stow  away),  and  indicates 
the  very  general  tendency  of  mankind  in  all  ages  to 
bury  the  dead  out  of  sight  of  the  living. 

The  usual  methods  adopted  to  this  end  may  be 
grouped  in  three  classifications : 

(a)  The  simple  enclosing  of  the  body  in  earth  or 
stone.    (Burial  proper). 

(b)  The  burning  of  the  body  and  entombing  of  the 
cinders.  (Cremation). 

(c)  Embalming  of  the  body. 

(a)  The  earliest  form.  Palaeolithic  cave-dwellers  of 
France  and  Belgium  buried  their  dead  in  natural 
caves  or  crevices,  like  those  in  which  they  lived.  Later 
stone-age  people  throughout  Europe  buried  in  chamb- 
ered barrows  or  cairns.  Bronze-age  people  buried  in 
unchambered  barrows,  or  in  cemeteries  of  stone  cists 
set  in  the  ground,  often  on  a  natural  eminence,  and  sur- 
rounded by  circles  of  standing  stones.  The  cist  was 
formed  of  a  double  row  of  stones,  covered  with  rude 
stone  slabs.    (Celtic  period). 

Early  Burials 

The  Neolithic  tribes  in  Britain  buried  either  in  caves 
or  in  chambered  tombs,  probably  representing  the  huts 
of  the  living.  Each  of  these  was  generally  used  as  a 
vault  common  to  the  family  or  tribe.  The  tombs  con- 
sisted of  barrows  or  cairns,  varying  in  size,  and  long 
oval  or  circular  in  plan.  The  more  important  contained 
a  stone  chamber,  built  of  slabs  of  stone  set  on  edge, 
often  with  a  narrow  passage  leading  into  it.  The  long 
barrows  of  Wiltshire,  Gloucester  and  Somerset  are 
very  elaborate ;  that  of  West  Kennett  is,  e.  g.,  350  feet 
long.  Round  this,  it  will  be  seen,  is  a  rubble  stone 
boundary  wall  two  or  three  feet  high,  with  large,  up- 
right blocks  of  stone  at  intervals ;  perhaps,  as  amongst 
Iberian  races,  one  for  each  enemy  slain. 

The  chambered  barrow  at  Uley,  Gloucester,  is  com- 
plicated, as,  in  addition  to  a  boundary  wall,  the  small 
end  within  is  divided  by  cross  courses  into  three 
chambers.  The  approach  to  the  tomb  proper  is  by  a 
narrow  path  from  the  doorway — originally  blocked 
by  stone. 

The  chamber  itself  may  be  cruciform  or  a  long  pass- 
age, or  divided  into  a  series  of  niches  or  recesses.  This 
structure  recalls  to  mind  the  catacombs  of  Rome,  in 
which  for  the  first  four  centuries  of  the  Christian  era, 
the  Christians  at  Rome  buried  their  dead.  These  cata- 
combs consisted  of  subterranean  excavations,  long 
horizontal  passages  with  recesses  on  either  side, 
arrayed  in  tiers  for  the  reception  of  the  bodies,  closed 
in  by  slabs  bearing  inscriptions  and  emblems  of  the 
faith.  During  the  persecutions  of  the  second  century 
the  catacombs  were  used  perforce  as  places  of  assembly 
for  worship,  and  the  association  of  the  church  and  the 
cemetery,  thus  begun,  has  continued  ever  since.  It 
was  not  till  the  nineteenth  century,  however,  that  the 
formal  consecration  of  church-yards  became  customary. 

The  dead  were  buried  in  the  British  tombs  as  they 
died,  in  a  contracted  or  crouching  posture,  probably 
due  to  their  habit  of  sleeping  in  this  position,  and  not 
at  full  length  on  a  bed.  Many  cleft  skulls  are  found 
in  these  tombs,  suggesting  human  sacrifice,  which,  as 
Caesar  tells  us,  was  prevalent  among  the  Gauls. 

Implements  of  various  kinds — flakes,  arrow  heads, 
pottery,  etc. — are  very  generally  found  in  the  tombs, 
apparently  intended  for  the  use  of  the  dead,  sometimes 

*Addross  given  at  (he  Undertakers'   Convention,  Bristol,  England. 


purposely  broken  so  as  to  be  of  no  use  to  the  living. 
Sometimes  wooden  models  were  probably  used,  as  now 
by  the  Eskimos;  and  it  is  curious  to  note  that  the 
Chinese  burn  imitation  bank  notes  or  dollars,  made  of 
paper  and  covered  with  silver  foil,  to  enrich  the  spirit 
of  the  dead.  An  example  of  ' '  thrift  with  honor. ' '  It 
may  well  be,  as  Boyd  Dawkins  suggests,  that  the  large 
size  of  a  tomb  may  be  due  to  its  having  been  prepared 
by  a  great  man  for  himself  during  his  own  lifetime,  as 
in  the  case  of  the  Egyptian  pyramids ;  while  the  few 
articles  placed  in  it  with  his  body  may  perhaps  be  a 
measure  of  the  value  placed  on  him  by  the  survivors. 

The,  tombs  and  burial  costumes  indicate  a  primitive 
belief  in  a  future  state  common  to  most  civilized  and 
barbarous  people.  The  tomb  was,  to  the  Neolithic 
mind,  as  tnUy  the  habitation  of  the  spirits  of  the  dead 
as  the  hut  was  that  of  the  living  man;  the  little  cups 
or  depressions  noted  on  some  of  the  slabs  of  the  stone 
chambers  were,  no  doubt,  for  the  reception  of  offerings 
to  the  spirits  of  the  dead. 

The  bronze-using  Celtic  tribes  brought  in  striking 
changes  in  burial  customs,  which  may  indicate  the 
introduction  of  a  new  faith. 

As  we  have  seen,  in  the  Neolithic  age  the  dead  were 
interred  surrounded  by  the  instruments,  weapons  and 
ornaments,  or  by  models  of  them,  for  spirit  use  in  a 
future  life.  In  the  bronze-age  the  dead  were  burned — 
purified  by  being  j^assed  through  the  fire,  along  with 
their  possessions ;  but  inhumation  persisted,  partly  by 
habit,  partly  for  cheapness. 

The  bronze  barrows  and  cairns  are  generally  round, 
without  large  sepulchral  chambers  and  passages 
(though  such  are  found).  The  barrows  may  be  disc 
shaped,  covering  a  circular  area  about  100  feet  across, 
surrounded  by  a  ring  of  earth  and  a  ditch,  and  having 
a  low  mound  to  mark  the  interment  in  the  center. 

Or  they  may  be  bell-shaped,  bowl-shaped,  or  oval — 
varieties  common  to  the  south  of  England.  In  inhu- 
mation the  contracted  posture  was  followed.  Some- 
times the  body,  covered  with  linen  or  woolen  clothing, 
rested  at  full  length  in  a  coffin  made  of  the  hollow 
trunk  of  an  oak,  split  in  two.  When  cremated,  the 
ashes  were  collected  in  a  funeral  urn,  twelve  to  eight- 
een inches  high,  placed  in  a  chamber  either  upright, 
covered  by  a  slab  of  stone,  or  with  its  mouth  down- 
wards. Articles  of  daily  use  were  thrown  into  the  fire 
in  the  case  of  cremation,  or  various  drinking  cups  and 
perforated  censers,  which  perhaps  carried  the  sacred 
fire.   Food  also  was  placed  for  the  dead. 

Avebury,  near  Devizes,  and  Stonehenge  on  Salisbury 
Plain,  are  emami^les  of  bronze-age  temples,  each  sur- 
rounded by  numerous  barrows — 106  in  16  square  miles 
around  Avebury;  300  within  12  square  miles  around 
Stonehenge. 

Stonehenge  consists  of  a  circle,  100  feet  in  diameter, 
of  large  upright  local  stones,  twelve  feet  seven  inches 
high,  bearing  a  continuous  dovetailed  arcliitrave.  Nine 
feet  inside  is  a  circle  of  foreign  stones — within  this  five 
great  trilithons,  forming  a  horseshoe — within  this  a 
horseshoe  of  foreign  stones  (which  may  have  come 
from  Wales,  Cornwall  or  Channel  Islands) — in  the 
center  a  slab  of  sandstone. 

Prehistoric  Cremations 

(b)  Cremation  was  practised,  through  the  prehistoric 
period,  side  by  side  with  simple  earth  burial.  Christ- 
ianity abolished  cremation  and  also  restricted  the  cus- 
tom of  providing  "grave  goods" — that  is  to  say,  urns, 
clay  vessels,  ornaments,  implements  or  weapons,  which, 
through  all  pagan  times,  had  been  buried  with  the 
corpse  for  his  use  and  convenience  in  the  next  world; 
but  the  provision  of  which  was  now  limited  to  the 


66 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


April -May,  1913 


Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  trial  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 


RE-Concentrated  DIOXIN 

Is  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured ;  but  it  is 

Scientific  Strength 

Secured  by  the  Scientific  Application  ot 

Scientific  Methods 

without  Crude  Chemicals  and  Contains 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  is 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Order  a  Trial  Shipment  To-day! 


H.  S.  Eckels  &  Co.^  1922  Arch,  Philadelphia,  Pa. 


The  Springfield  Metallic  Casket  Co'y  STa' 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caskets,  together  with  the  g-reat  variety  of  styles,  is  provetj  by  the 
uniform  satisfaction  amony  the  thousands  of  purchaser'-. 


The  Springfield  State  Bronze 

DARK  STATUARY  BRONZE  finish  Telegraph  word  "WASHINGTON" 

ANTIQUE  SILVER  finish  "  "  "IMPERIAL" 

The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  New  ^'Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardware,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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case  of  kings  or  priests,  who  were  still  interred  in  their 
royal  robes  with  their  insignia  of  office. 

Cremation  is  described  in  the  Homeric  poems  as  an 
honorable  mode  of  sepulture  practised  in  the  heroic 
ages.  The  Romans  who,  in  the  time  of  the  republic 
had  interred  their  dead,  adopted  the  Greek  iisage  in 
the  days  of  Salla.  It  appears  from  the  sagas  that  a 
form  of  cremation  was  in  use  by  the  early  Norsemen, 
who  used  to  place  the  viking  in  his  ship  and  send  him 
"flaming  out  to  sea."  Later  it  became  the  custom  to 
place  him,  with  all  his  belongings,  in  his  vessel  set  on 
even  keel,  and  entomb  him  beneath  a  moimd  of  earth. 

The  ciistom  of  cremation,  generally  suppressed  on 
the  introduction  of  ('hristianity,  was  continued  until 
the  tenth  century  among  the  tribes  along  the  Volga, 
who  accompanied  it  by  hiiman  sacrifice  in  honor  of 
the  dead. 

Suttee  (from  Sati — a  virtuous  wife),  an  Indian  cus- 
tom involving  the  burning  of  widows  on  the  same 
fvineral  pyre  as  the  husband,  though  stated  to  be  found- 
ed on  the  sacred  books  of  the  Hindus,  appears  to  have 
arisen  from  the  same  primitive  idea  as  the  provision 
of  "grave  goods,"  and  it  became  so  firmly  rooted  by 
the  force  of  public  opinion,  that  widows  voluntarily 
preferred  it  than  to  incur  odium  here  and  hereafter. 

It  was,  however,  abolished  by  a  regulation  in  council, 
in  1829,  and  since  that  time  only  occasional  instances 
have  occurred  in  native  states. 

Cremation,  which  was  suppressed  by  Christianity, 
has  of  late  years  been  revived  by  a  consideration  of 
the  hygienic  advantages  of  this  method  of  disposal  of 
the  dead  by  the  dangers  to  health  involved  in  the  over- 
crowding of  cemeteries,  and  by  the  increasing  diffi- 
culty in  the  purchase  of  land  for  burial  purposes. 

The  recent  report  of  the  annual  meeting  of  the  Cre- 
mation Society  of  England,  held  on  March  27,  1912, 
shows  that  the  number  of  cremations  in  England  dur- 
ing 1911  was  1,023,  of  which  656  were  carried  out  in 
the  London  Crematoria  at  Woking  and  Golders  Green. 
The  Woking  Crematorium  was  established  in  1885, 
and  in  the  first  three  years  only  twenty-six  bodies  were 
cremated.  In  1911,  114  were  cremated  here  and  542  at 
Golders  Green.  The  other  towns  that  have  established 
crematoria  are  Manchester,  Glasgow,  Liverpool,  Hull, 
Darlington,  Leicester,  Birmingham,  Leeds,  Ilford, 
Bradford,  and  Sheffield. 

In  Germany  much  (luieker  progress  is  being  made. 
In  1911  no  less  than  7,555  bodies  were  disposed  of  by 
ci'emation. 

The  medical  profession  is  practically  united  oti  the 
question  of  the  value  of  cremation,  and  the  reform  of 
its  general  adoption  will  come  in  time.  There  can  be 
no  real  objection,  with  proper  legal  safeguards  against 
crime,  to  incineration  as  opposed  to  the  horrors  of 
piitrefaction,  and  in  the  present  age  the  religious  anta- 
gonism is  no  longer  an  obstacle. 

In  the  case  of  Sir  Joseph  Hooker  and  Lord  Lister, 
two  of  our  distinguished  dead,  the  Dean  of  Westmin- 
ster made  offer  of  interment  in  the  Abbey,  subject  to 
previoiis  cremation,  a  wise  and  enlightened  policy  by 
which  the  great  dead  may  be  honored  without  en- 
dangering the  living. 

Embalming  4,000  Years  Ago 

(c)  Embalming.  Perhajjs,  l)ecause  of  the  suitability 
of  the  soil  and  climate  of  Upper  Egypt,  embalming 
became  almost  a  distinctive  feature  in  Egyptian  burial 
customs,  and  the  art  spread  thence.  The  original 
sanction  for  the  custom  was  probably  religious,  that 
the  preservation  of  the  body  was  necessary  for  the 
return  of  the  soul  to  the  huiilan  form  after  it  had  com- 


pleted its  cycle  of  existence  of  three  or  ten  thousand 
years.   The  art  is  at  least  as  old  as  4,000  years. 

Greek  writers  (Herodotus,  etc.)  have  described  the 
ancient  process,  whether  accurately  is  open  to  doubt. 

1.  A  scribe  marked  with  a  reed  pen,  a  line  for  the 
abdominal  incision. 

2.  The  Paraschities,  or  ripper  of  the  district  (a  low 
class  officer)  made  a  deep  incision  with  a  rude  knife 
of  stone,  and  was  promptly  pelted  with  stones  and 
pursued  with  curses. 

3.  The  Taricheutes,  or  salter,  removed  viscera,  except 
heart  and  kidneys,  while  a  colleague  extracted  the 
brain  through  the  nose. 

4.  Salts  and  spices  were  put  in,  (luality  depending  on 
price. 

When  Herodotus  visited  Egypt  three  processes  were 
in  use,  according  to  fee.  The  most  expensive  embalm- 
ing cost  aboixt  £725  of  our  money,  and  consisted  of 
passing  in  special  drugs  through  the  nostrils  into  the 
cavity  of  the  skull,  rinsing  the  abdominal  cavity  in 
palm  wine,  and  then  filling  it  with  myrrh,  cassia  and 
other  substances.  Then  it  was  pickled  in  natron  (a 
native  carbonate  of  soda)  for  seventy  days,  and  then 
Avashed  and  elaborately  bandaged  in  rolls  of  linen, 
cemented  by  gum,  and  set  upright  in  a  wooden  coffin 
against  the  Avails  of  the  house  or  tomb. 

A  cheaper  process,  costing  only  £243,  consisted  of  a 
cedar  oil  injection.  The  poorer  classes  washed  the 
corpse  in  myrrh,  and  salted  it  for  seventy  days.  When 
thus  prepared,  and  covered  with  a  pictorial  representa- 
tion of  the  deceased,  attired  as  a  laborer  in  the  world 
to  come,  and  duly  labeled  as  "a  justified  Osiris,"  the 
mummy  was  placed  in  a  costly  coffin  ready  for  burial — 
but  often  kept,  perhaps  at  home,  to  be  produced  at 
festive  entertainments  as  a  reminder  that  men  are 
mortal. 

All  classes,  even  malefactors,  were  embalmed;  vari- 
ous other  methods  were  employed ;  drying  in  sand, 
soaked  in  bitumen,  variously  decorated  and  orna- 
mented, with  gilded  skin,  silver  plates  over  incision, 
fingers  cased  in  silver.  Sacred  animals  were  also 
mummified. 

The  Persians  employed  Avax  in  the  process ;  the 
Assyrians  honey;  the  Jews  aloes  and  spices. 

William  Hunter  injected  essential  oils  through  the 
principal  arteries.  Boudet  used  camphor,  balsam  of 
Peru,  Jew's  pitch,  tan  and  salt.  Later  corrosive  subli- 
mate (perchloride  of  mercury)  has  been  used,  but  the 
features  become  overdried  or  dessicated,  and  do  not 
retain  their  shape.  Salts  of  alumina,  arsenic,  chloride 
of  zinc  and  other  antisceptics  have  also  been  used.  Not 
uncommon  in  the  United  States  of  America. 

Heart  Burial 

The  custom  of  burying  the  heart  in  a  place  separate 
from  that  in  which  the  body  is  laid  seems  to  have  been 
practised  by  the  ancient  Egyptians.  In  Europe  it  Avas 
commonest  in  the  twelfth  and  thirteenth  centuries,  but 
is  still  practised,  especially  in  Roman  Catholic  families. 
The  custom  ai-ose  through  the  special  veneration  of  the 
heart  as  the  supposed  seat  of  affection  and  higher 
emotions. 

Possibly  at  the  bottom  the  custom  originated  from 
the  desire  to  secure  the  prayers  of  more  than  one  con- 
gregation for  the  soul  of  the  deceased.  It  has  mostly 
been  folloAved  in  the  case  of  kings  and  ecclesiastics  of 
high  rank.  For  example,  Henry  I.  and  Riehai'd  1.  of 
England,  Avhose  hearts  are  interred  at  Rouen  ;  P]dward 
I.  at  Jerusalem,  Robert  Bruce  at  Jerusalem.  In  the 
nineteenth  century  the  best  knoAvn  examples  ar(>  Daniel 
O'Coiinell  and  the  poet  Shelley,  Avhose  hearts  were 
buritMl   ill    Rome.    The   practice   Avas   prohibited  by 
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Pope  Boniface  VIII.  1294-1303  under  sentence  of  ex- 
communication ;  but  removed  by  his  successor,  Benedict 
XL,  at  any  rate  as  far  as  the  French  Royal  family  was 
concerned. 

Burial  Customs  in  India 

The  280,000,000  inhabitants  of  India,  though  split 
up  into  many  religious  sects,  are  mainly  divisible  into 
Hindoos  and  Mussulmans.  Besides  these,  the  Parsees 
form  a  large  and  intelligent  class.  These  hold  the  same 
philosophical  views  and  follow  the  same  practices  as 
their  ancestors  of  Persia. 

Numerous  in  Bombay,  they  inhabit  a  special  quarter 
near  the  sea  shore.  They  have  their  towers  of  silence. 
Five  of  them,  of  different  sizes,  stand  on  the  high 
ground  called  Malaber  Hill.  The  chief  of  these  is  a 
building  100  yards  in  diameter,  with  brick  walls,  white- 
washed externally.  The  interior  is  a  vast  amphitheatre 
divided  into  three  stages.  Each  stage  contain^  soffin- 
like  recesses  radiating  from  the  wall  towards  the 
center.  The  upper  stage  is  for  the  bodies  of  men,  the 
others  for  women  and  children.  All  these  compart- 
ments are  quite  open  to  the  sky,  and  lined  with  marble 
and  cement.  Vultures  in  flocks  come  at  the  time  of 
burial,  and  in  about  two  hours  strip  and  devour  the 
flesh.  The  bones  are  then  exposed  and  left  for  some 
days  to  dry.  When  dry,  they  are  placed  in  a  central 
compartment,  where,  iinder  the  action  of  sun  and  rain 
they  fall  into  dust.  The  water  which  percolates 
through  this  ossuary  is  flltered  through  broken  sand- 
stone and  charcoal  as  it  passes  into  the  drains,  which 
convey  it  to  deep  wells,  partially  filled  with  sand,  so 
as  to  avoid  pollution  of  the  soil. 

Mussulmans  in  India  are  all  buried  and  without 
coffins.  A  sort  of  alcove  is  made  at  one  side  of  the 
bottom  of  the  grave,  it  is  said,  to  give  the  body  room 
to  sit  up  when  it  receives  the  visit  of  the  angels  at 
death,  but  in  reality  serving  to  give  a  good  base  for  a 
monument. 

Hindoos  have  much  less  regard  for  the  dead  body. 
Many  of  the  poorest  souls  are  buried  without  coffins, 
and  the  grave-yards  are  fre(|uented  by  jackals.  Along 
the  banks  of  the  Ganges  numbers  are  thrown  into  the 
water,  and  crocodiles  replace  the  jackals  or  vultures. 
Cremation  is  being  encouraged  by  the  government. 


Gossip  of  the  Profession 


The  Dominion  Undertaking  Parlors  at  Vancouver 
have  been  dissolved. 

Armstrong  &  Hotson  have  opened  an  undertaking 
business  in  Vancouver. 

D.  W.  Edgar,  Winnipeg,  is  succeeded  in  the  under- 
taking business  by  A.  S.  Bardall. 

Holmes  &  Wilson  of  Kaslo,  B.C.,  have  opened  on 
undertaking  business  in  that  place. 

Desjardins  &  Cie,  St.  Boniface,  Man.,  are  succeeded 
as  undertakers  by  Desjardins  Bros. 

Nunn  &  Gallagher  of  Vancouver,  B.C.,  have  opened 
an  undertaking  business  in  that  city. 

The  assets  of  L.  J.  D.  Gauthier,  undertaker,  plumber, 
etc.,  Cookshire,  Que.,  are  to  be  sold  on  the  22nd. 

Greene  &  Merkley  of  Vancouver,  B.C.,  have  opened 
a  branch  of  their  business  in  South  Vancouver. 

J.  G.  Hayes  of  Dry  den,  Ont.,  has  returned  home  after 
a  three  months'  vacation  in  the  Pacific  Coast  cities. 

Lowe  &  Kearney,  owners  of  the  Dominion  Under- 
taki-ng  Parlors,  Vancouver,  B.C.,  have  dissolved  part- 
nership.   T.  J.  Kearney  will  continue  the  business. 


John  Thomson  of  the  J.  Thomson  Co.,  Winnipeg, 
Man.,  has  returned  home  after  spending  the  winter  in 
California. 

Robert  Elliot,  the  well  known  funeral  director  of 
Kaslo,  B.C.,  was  burned  to  death  recently,  when  his 
store  was  destroyed  by  fire  in  that  town. 

0.  B.  Dreyer,  Swift  Current,  Sask.,  is  erecting 
up-to-date  residential  undertaking  parlors  in  that  city. 
He  also  recently  purchased  a  new  ambulance. 

W.  H.  Davis  of  Crystal  City,  Man.,  passed  away 
recently.  Mr.  Davis  was  one  of  the  charter  members 
of  the  Manitoba  Embalmers'  Association,  and  had  at- 
tended every  convention  since  its  organization. 

E.  J.  Humphrey,  of  the  E.  J.  Humphrey  Burial  Co., 
Toronto,  has  been  imder  the  weather  a  little  of  late, 
being  afflicted  with  rheumatism.  He  spent  some  few 
days  at  Clifton  Springs  and  returned  home  benefited 

P.  J.  Alekno,  undertaker,  376  Selkirk  avenue,  Wiu- 
nepeg,  was  fined  .$2.5  for  breach  of  the  health  laws 
through  neglecting  to  bury,  within  thirty-six  hours,  a 
Galician,  who  died  from  tuberculosis.  It  was  pointed 
out  that  under  the  Criminal  Code  neglect  to  bury  a 
dead  human  body  by  a  person  who  had  undertaken 
to  do  so,  and  who  had  removed  the  body  with  that 
expressed  intention,  Avas  an  indictable  offence. 

The  undertaking  business  of  E.  R.  Cummins,  of  1207 
Rloor  street  west,  Toronto,  has  been  purchased  by  Jas. 
C.  Doyle,  and  will  be  conducted  under  the  name  of 
Jas.  C.  Doyle  Burial  Co.  It  is  the  intention  of  the  ncAv 
proprietor  to  see  that  complete  service  is  at  all  times 
rendered  to  the  public,  and  that  they  will  find  within 
the  establishment  just  what  may  be  wanted  to  meet 
the  individual  case.  Mr.  Doyle  is  a  business  man  of 
long  experience  in  Toronto. 


HAMILTON  UNDERTAKER  ENLARGES 

Last  year  Ira  Greene,  of  Hamilton,  considered  the 
advisability  of  retiring  from  the  imdertaking  business 
which  he  has  successfullly  conducted  \inder  the  name 
of  Green  Bros,  for  the  past  sixteen  years.  His  friends 
per.suaded  him  to  continue,  and  a  stock  company  was 
formed  with  Mr.  Green  as  vice-president.  The  new 
firm  is  known  as  the  Green-Guernsey,  Ltd.,  and  Mr. 
Green  has  spent  a  large  mm  of  money  in  remodelling 
their  parlors,  at  4,  6.  8,  10  and  12  Catherine  street 
south.  Everything  is  new  and  up-to-date.  A  large 
private  chapel  in  connection  with  the  parlors  can  be 
used  for  funeral  services  without  extra  charge.  They 
have  also  put  in  a  large  assortment  of  caskets  and  the 
newest  equipment  for  handling  funerals  both  in  the 
city  and  country.  Realizing  the  need  of  a  private 
ambulance  the  new  firm  has  had  one  built  to  order  on 
the  most  improved  lines,  with  two  efficient  men  in  uni- 
form in  charge. 


PAID  FOR  HIS  OWN  FUNERAL 

Leo  Allen,  a  Chicago  man,  recently  signed  a  check 
for  $135  to  pay  his  own  funeral  expenses.  Since  last 
June  he  has  been  legally  dead.  Allen  went  to  Paris, 
France,  about  a  year  ago,  and  a  letter  which  he  said  he 
wrote  to  his  wife  from  New  York  never  reached 
Chicago.  A  body  taken  from  the  Lincoln  Park  lagoon 
last  June  was  identified  by  Mrs.  Allen  as  that  of  her 
husband.  When  Allen  returned  home  yesterday  he 
found  that  he  was  indebted  to  an  undertaker  for  the 
funeral  expenses. 


WANTED — A  g:ood  salesman,  calling-  on  the  undertaking  trade, 
to  handle  our  line  ;  liberal  commission.  Apply,  Keller  Chemical  Co., 
1914  Arch  St.,  Philadelphia,  Pa.  13-4-3 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Earrie — 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 
Ivwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboeonk— 

Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  0. 

Dungannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwick — • 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoi'ii 

Morris,  A. 

Haileybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  11.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — ■ 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  8. 

Kemptvllle — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

Hendren,  Geo.  O. 

Little  Current — 
Sims,  J.  O. 

Markdale — 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

Oakwood — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — • 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  5 10 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury- 
Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 

Head    Office,    359  Yonge 

St.;  Branch,  407  Queen  St. 

W.   Private  ambulance. 
Stone,  Daniel  (formerly  H. 

Stone  &  Son),  82  Bloor  St. 

West. 

Vaneamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 
Gougoon,  Jos. 


NEW  BRUNSWICK. 
Petitcodiac — 

Joiiaii,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

\';iu  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona — 

Eraser,  D.  &  Co. 
xlalifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Vincent  &  McPherson. 
Swan  River — 
Paull,  Geo. 
Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 

For  Sale 
Wanted 


Kamsack — 

Russell,  G.  E.  ] 
Lanigan — 

Robertson,  Wii 
Rush  Lake — 

Friesen,  John  In. 

Prince  Albert- 
Howard,  A.  C. 

Regina — 

Speers,  George 

Semans — 

llaygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buseomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pau- 
dora  Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


FOR  SALE — Good  L'ndertaking-  and  Furniture  Business.  Xo 
opposition.  Good  reasons  for  selling.  Apply  T.  A.  Jebb,  Box  218, 
Cookstown,  Ont.  18-3-3 

FOR  SALE — A  Black  Hearse  with  drape  to  match,  glass  sides, 
glass  door,  easy  running,  well  varnished  ;  silver  caps  on  hiibs.  R. 
A.  Logan,  Dorchester,  Ont.  13-3-3 

WANTED — Salesman  calling  on  the  Hardware,  Furniture  or 
Specialty  Retail  Trade  to  represent  us  on  commission  basis.  Give 
full  information,  age,  territory  covered  and  trade  sold.  Werlich 
Bros.  &  Co.,  Preston,  Ont.  1.3-2-8 

FOR  SALE — White  Hearse  and  Black  Hearse,  in  good  repair  ; 
also,  blaclv  and  white  nets.  Apply,  Mrs.  Byron  Addison,  Norwich, 
Ont.   13-3-2 

WANTED — Travellers  to  handle  on  commission  a  line  of  up- 
holstered couches  and  davenports.  Maritime  Provinces  and  Mani- 
toba. Write  to  Box  116,  Canadian  Furniture  World  and  The 
Undertaker,  82  Colborne  St.,  Toronto.  13-4-1 


WANTED— Experienced  Furniture  Man  with  $12,000  to  take 
workiiii.;  inli  rest  in  a  first-cl  iss  furniture  ;ind  carpet  business,  doing 
from  si  vi  n  to  nine  thousand  a  month.  Located  in  one  of  the  best 
growing  cities  of  Alberta,  having  a  population  of  sixtv-five  thou- 
sand. Apph'  at  once  to  Box  114,  Canadian  Furniture  World  and 
The  Undertaker,  82  Colborne  Street,  Toronto.  13-4-1 


FOR  SALE — Well  established  Furniture  business  in  live  Alberta 
Town  of  1,000  population,  with  large  district  to  draw  from,  and  no 
opposition.  Stock  will  run  about  $.5,000,  and  average  yearly  turn 
over  on  that  stock  is  about  $12,000.  Can  buv  or  rent  propertv  on 
lease.  This  is  a  good  buy.  Reasons  for  sellin)^  and  full  particulars 
given  on  application  to  Box  11.5,  Canadian  Furniture  World  and 
The  Undertaker,  32  Colborne  Street,  Toronto.  13-4-1 


FOR  SALE— Undertaking  business  established  1872.  Reason  for 
selling — owner  getting  advanced  in  years.  Will  sell  all  slock  at 
reasonable  figure  to  the  right  party — Roman  Catholic  preferred. 
For  further  particulars  apply  to  Jno.  J.  Dingman,  Guelpli,  Ont.  LS-4-1 


Canadian  School  of  Embalming 

Instruction   in    Practical   Embalming  aiul  Funcial  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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M 

Mitchell  &  Co  64 
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0 
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Jamieson  &  Co.,  R.  C  26 

Johns-Manville  Co  26 


Standard  Bedding  Co  25 

School  of  Embalming  69 

Springfield  Casket  Co  66 

Semmens  &  Evel  Casket  Co  58 

Steele,  Jas.,  Limited   70 

Stratford  Bed  Co   6 

Stratford  Chair   7 

Stratford  Mfg.  Co  10 


Toronto  Supply  Houses  24 

V 

Victoriaville  Furniture  Co.,  The  . 14 
Victoriaville  Chair  Mfg.  Co.,  The  15 

W 

Waterloo  Furniture  Co  4-5 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  x  27  inches;  Height  of  Truck — 14(  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel-  6^  inches  diameter;  \i  inch  Steel  Axle, 
turned  ;      Wheels  Bored. 


Made  of  Hardwood  fo 
wood- working  plants,  etc. 
Sides,  Slakes  and  Platforms 
hardwood.  Weight,  I  50  lbs. 

Write  Us  for 
Prices 

W.  I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


Trucks  furnished 

complete 
or  with  castings 
of  steel  parts. 


The  Original 
Patented 
Concentrated 
Fluid 

Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


Every  Furniture  Manufacturer 

installs  new  equipment  in  his  plant  from  tiuie  to  time— 
the  old  must  go'.  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.     Let's  tell  you  I 

Canadian   Furniture  World,  "'^^iSmo^'^- 


Does  your  Company  Need  a  Representative  for 
Montreal  and  Vicinity? 

Our  travellers  cover  this  territory  with  various  specialty  lines  to 
Furniture  and  Stove  dealers,  and  we  could  sell  your  products  to 
these  houses  in  Montreal  and  Quebec.     Write  us  for  particulars. 
E.  D.  COLLERET  &  CO.,  222  ST.  HUBERT  ST.,  MONTREAL,  CAN. 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Spnngs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH  ::  ONTARIO 


ESTABLISHED  1869 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

/\ANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 

C/RCASS/A/y)  WAI  NUT 
AnERICAIS  / 
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The  Kellaric  Mattress 

The  laced  opening  in  the  Kellaric  Mattress  enables  you  to  show  your  cus- 
tomers the  quality  of  the  filling — a  strong  selling  point. 

The  filling  is  made  up  in  layers  of  pure  cotton,  compre  ssed  from  two  and  one- 
half  feet  to  five  inches  thick. 

This  makes  the  mattress  comfortable  and  responsive,  yet  firm.  We  positive- 
ly guarantee  the  "Kellaric"  to  give  your  customers  the  maximum  comfort  and 
satisfaction. 

The  Model  Box  Spring — made  in  two  styles  for  Wood,  Iron  or  Brass  Beds. 
Frame  of  selected  hardwood.  Springs  of  special  oil-tempered  steel,  covered 
with  layers  of  pure  cotton  and  encased  with  dust-proof  art  ticking. 

Two  good,  low  priced  mattresses  to  push  are  the  "Hair-in-Cotton"  and  the 
"Common  Sense."    They  sell  quickly  and  are  good  value  for  the  money. 

Our  New  Factory  at  Fort  William 

Is  splendidly  located  for  the  handling  of  our  western  trade 
and  we  promise  you  even  better  service  than  before. 

Our  Toronto  Branch  affords  excellent  facilities  for  looking 
after  the  Ontario  and  Eastern  Canada  business.  You  are 
thus  assured  prompt  shipment.  A  trial  order  will  convince 
you. 

Our  Business  has  been  built  on  quality 
goods  and  we  can  help  you  do  likewise. 


BERLIN  BEDDING  CO.,  LIMITED 


31  Front  St.  East 
TORONTO 


::5%?cVr7'^^  McKellar  bedding  CO.,  Ltd.  ^nr^r" 
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Imperial  Reed  and 
Upholstered  Furniture 


Furniture  Dealers  who  are  building  a  profitable  business 
now  and  who  are  educating  their  customers  to  the  value 
of  really  good  furniture  may  sell  with  perfect  confidence 
our  Reed  Chairs  of  Quality  and  Strength. 


You  need  our  Furniture  because  your  Customers  need  it.  It  will 
pay  you  to  satisfy  them  in  this  respect. 


Our  line  of  Chairs  is  a  strictly  high-grade  and  exclusive  one,  and  embraces  such  variety  of  styles 
and  patterns  that  we  are  prepared  to  fully  meet  your  requirements. 

To  the  Dealer  who  handles  this  line,  it  means 

Complete  Customer  Satisfaction 
—Increased  Sales — Sure  Profits. 


Our  methods  in  construction  and  finish  are  the  result  of  deep  specialization  and  years  of 
experience. 


The  busy  seasons  are  upon  us,  but  with  our  excellent 
service  you  are  assured  prompt  shipment. 


Take  advantage  of  the  reduced 
rates — Stratford  is  a  mixed  car- 
load centre. 


Imperial  Rattan  Co., 


Limited 
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FUKNITUREVOitlA 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


Group  No.  85 

Our  matched  Dining-room  Suites  are  tasty  and  exclusive  and  make  a 
sure  appeal  to  worth-while  customers.  The  prices  are  equally  attractive 
to  both  the  dealer  and  his  patrons. 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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MUNDELL 
COUCHES 


There  is  this  quality  in  a  well-made  couch, — that  it  adds  a  touch  of  distinction  to  the  room,  or  to  a 
stock.    For  this  and  for  other  reasons,  the  dealer  does  not  willingly  let  his  stock  of  couches  run  low. 

The  Mundell  Couches  are  marked  by  some  clear  and  distinct  advantages: — 

Ample  Variety  of  Style  High  Quality  of  Workmanship 

Elegant  in  Appearence  Special  Value  for  your  Outlay 

If  you  are  offered  an  opportunity  of  securing  a  line  of  couches  that,  when  priced  and  offered  for  sale 
attract  customers,  and  partly  sell  themselves,  you  have  little  hesitation  in  putting  into  stock  as  many 
as  you  have  room  for.  The  Mundell  Couches  are  all  that  we  have  described,  and  we  suggest 
that  you  send  us  your  order,  and  watch  the  result. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 


The  Red  Cross 
Will  Bring  Trade 


To  Your  Store 

Because  it  means  all  that  is  clean,  sanitary  and  comfortable  in  the  manufacture 
of  Mattresses  and  Pillows.  These  features  are  readily  appreciated  by  customers  and 
as  a  result  sales  are  transacted  with  very  little  effort. 

Then,  again,  Antiseptic  Bedding  is  so  priced  as  to  allow  very  reasonable  profits. 

Get  a  stock  on  Your  floors,  point  out  to  your  customers  that  every  layer  of  felt, 
every  feather  in  Antiseptic  Bedding  is  sterilized,  and  you'll  have  no  difficulty  in  mak- 
ing sales  that  are  profitable  to  you  and  satisfactory  to  your  customers. 


The  Antiseptic  Bedding  Co.,  Toronto 

187-189  Parliament  Street 
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Henry  Peppier 
Milton  Peppier 


Norman  Peppier 
Edgar  Peppier 


HENRY  PEPPLER.  President 


Peppier  Brothers,  Limited 

Announce  the  opening  of  their 

New  Furniture  Factory 


where  they  will  manufacture  a  high  grade  line  of 


Extension 
Tables 

Diners 

Centre 
Tables 

Parlor 
Tables 


mm 

um 


China 
Cabinets 

Buffets 

Dinner 
Wagons 

Library 
Tables 


VIEW  OF  NEW  FACTORY 


DINING  ROOM  FURNITURE 

Our  travellers  will  call  on  you  soon  and  show  you  our  full  line.    Do  not  place 
your  order  until  you  see  them. 

The  illustrations  on  next  two  pages  will  give  you  an  idea  of  the  exceptional 
value  of  our  lines. 


OFFICE  and  FACTORY: 


Hanover 


Ontario 


THE  GREAT  COMBINATION  FURNITURE  SHIPPING  CENTRE 
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PEPPLER  FURNITURE 

The  last  thought  in  the  manufacture  of  Peppier  furniture  is  price.  Not  until  we 
have  exhausted  every  means  m  tlie  perfection  of  our  products  do  we  ask  ourselves 
at  what  price  we  can  sell  them  at  a  fair  profit.  This  policy  is  your  assurance  of 
good  quality  and  generous  profits. 


PEPPLER  BROTHERS,  Limited, 
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WILL  WIN  FAVOR 

Our  life  long  experience  in  the  Furniture  Trade  is  back  of  these  Exten- 
sion Tables  as  well  as  every  piece  of  furniture  produced  in  our  factory 


Our  new  factory  is  splendidly  equipped  with  the  most  modern  machinery. 

These  splendid  facilities  will  enable  us  to  turn  out  the  most  dependable  pro- 
ducts at  the  lowest  possible  cost. 

We  solicit  your  business  feeling  confident  that  we  can  give  you  and  your 
customers  the  best  possible  satisfaction  and  service. 


HANOVER,  ONTARIO 
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TABLESLIDES 

Tables  equipped  with  our  Positive  Extension  Controllers 

are  easy  to  sell  because  customers  highly  appreciate  their 
convenience  and  simplicity. 

By  merely  pulling  gently  on  one  side,  the  table  is  opened 
out — a  great  consideration  where  space  is  of  the  utmost 
importance. 

We  are  also  manufacturers  of  the  Perfection  Table  Slide, 
a  feature  that  wins  instant  favor  wherever  displayed. 


mmmumutmammMmim 
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Above  illustration  shows  mechanism  of  our  New  Slide 
Attachment.  A  new  and  ingenious  device  in  the  opera- 
tion of  extension  tables.  Made  entirely  of  cold  rolled  steel. 
Works  smoothly  with  the  minimum  friction. 

We  are  sole  manufacturers  of  EXTENSION  TABLES 
equipped  wath  this  adjustment. 

Write  for  more  information  about  these  Table 
Slides,  they  will  considerably  recuce  your  table 
selling  efforts. 

Berlin  Table  Mfg.  Co.,  Ltd. 

BERLIN,  ONTARIO 


Lee-Burrell, 

Rex, 
Regent  and 
Invictus  Mattresses 


Whichever  grade  you  buy  you  are 
assured  the  best  vahie  for  the  money 
you  can  possibly  secure. 

Made  up  in  layers  of  pure,  resilient 
cotton  felt,  and  encased  in  good,  strong 
attractive  ticking. 

These  mattresses  are  absolutely  sani- 
tary and  durable,  and  the  methods 
adopted  in  "  make  up "  ensure  the 
maximum  comfort. 

We  also  ship  sea  grass  and  wool  mat- 
tresses in  any  quantities. 

While  the  economic  administration  of 
our  plant  does  not  permit  the  use  of 
cheap  or  inferior  materials,  it  enables 
us  to  considerably  cut  overhead  ex- 
penses and  to  offer  the  trade  high-grade 
mattresses  at  reasonably  low  prices. 

Send  for  prices  to-day 

Standard  Bedding  Co. 

27-29  Davies  Ave.,  Toronto 
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STRONG 
SELLING 
QUALITIES 


The  ELMIRA  LINE 


Neat,  Catchy  Designs,  Strong  Construction 
Al  Finish 


FITTED  WITH 
SLIDING  CASTERS 
GRATIS 


No.  158;  DINERS  No.  158 

Solid  Quartered  Oak,  Leather  Slip  Seat,  any  finish 


INCLUDING 

Dining  Chairs,  Parlor  Rockers 
and  Chairs,  Office  Chairs  and 
Tilters,  Den  Rockers  and  Chairs 
Davenports,  Etc. 


Mr.  Dealer:— 

When  m  need  of  anything  listed 
above,  look  over  the  Elmira 
Line  and  send  us  your  orders. 

Prompt  and  careful  attention  given 
to  all  mail  orders. 

CATALOG  ON  REQUEST 

The  Elmira  Furniture  Co. 

LIMITED 


Elmira 


Ont. 


Feature  This  Time  and  Money  Saver 


This  cut  illustrates 
our  popular  System 
Desk.  It  will  pay  you 
to  get  a  display  of  them 
on  your  floors.  They 
have  exclusive  time 
saving  features  that 
will  commend  them  to 
all  business  men  in 
your  locality. 


Desk  No.  195.    With  Sections  54  or  60  inch. 


We  have  a  larp'e  var- 
iety  of  designs  in  Flat 
Top  Desks  at  prices  to 
suit  every  branch  of 
your  trade.  We  know 
that  the  designs  and 
prices  will  suit  your 
customers  and  the  pro- 
fits on  each  sale  will 
thoroughly  satisfy  you. 


All  that  is  necessary  to  change  to  desk  as  shown,  is  to  put  in  a  section  for 
legal  blank,  document  or  card  index.  Can  make  the  change  in  a  few  min- 
utes.   Not  necessary  to  carry  desk  in  different  styles. 

Send  for  catalog  and  price  list. 

Elmira  Interior  Woodwork  Co.,  o^llto 

Only  12  miles  from  Berlin  with  excellent  facilities  for  shipping  in  carload  lots  by  G.T.R.  or  C.P.R. 
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BAETZ  BROTHERS  &  COMPANY 


Berlin,  Ont. 

No.  607 
Bedroom  Chair  and  Rocker 

Cane  Seats 

Made  in  Oak,  any  finish — Birch, 
Mahogany,  Circassian  Walnut 
and  Kyonyx  Finish. 

Prompt  Shipments: 

We  have  a  complete  line  of  Bed- 
room Chairs,  Rockers,  and  Dressing 
Table  Chairs  in  stock  for  prompt 
shipments. 

"SPECIALIZING  IN  CHAIRS" 


THE  LUXURY  CHAIR 

Gives  genuine  comfort  and  is  the  only  automatic 
reclining  chair  on  the  Canadian  market;  the  chair  which 
automatically  adjusts  itself  to  any  position  desired  by  the 
occupant.  A  little  extra  pressure  on  the  back  is  all  that  is 
necessary  to  adjust  same  to  any  desired  position. 

By  taking  one's  weight  off  the  back  the  chair  adjusts 
itself  automatically  to  its  original  position. 

We  carry  a  complete  range  of  designs  of  these  chairs- 
Ask  our  representative  to  show  them  to  you  on  his  next 
trip,  and  write  us  for  catalog  and  prices. 

Our  No.  711 '2  is  made  in  Quartered  Oak, 
in  any  oak  finish,  automat  c  back  with  foot 
rest,  spring  seat  and  upholstered  in  leather. 

These  chairs  are  manufactured  and  sold  exclusively  by 


No.  TWYz  Luxury  Chair 


The  Lippert  Furniture  Co.,  Limited 

Berlin,  Ontario 
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'Dealer  In 

FINE  FURNITURE 
JRON  and  BRASS 
BEDS,  CO- CARTS 
>nd  BABY  CAR- 
RIAGES *  *  * 

UPHOLSTERING 
A  SPECIALTY 


EDWARD  LIPPERT 

FURNITURE  AND 
UNDERTAKING 


Co.no  Kirt 
failn(  Sli. 


UNDERTAKING 
and  EMBALMING 


Night  and  Da;  Calls 
Promptly  Attended 
to  Anywhere  in 
Waterloo  Colintj. 

"Hftlienet:  41  CoU<f> 


BERLIN,^  ^-;|^,4^.4^91  3 


The  above  letter  indicates  what  "Quality  Beds" 
can  do  for  any  progressive  furniture  dealer. 
They  have  more  than  doubled  Mr.  Lippert's 
brass  bed  trade  and  they  can  do  the  same  for  you. 


Ready  Injormalion  Quick  Shipment  Satisfactory  Treatment 

QUALITY  BEDS  LIMITED,  Welland,  Ont. 
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Stratford  Beds  Satisfy  in  Quality  and  Price 


^  You  can  make  the  Stratford  Line  of 
Brass  Beds   highly  interesting  to  your 
customers. 

^  They  will  be  greatly  impressed  by  the 
original  designs  and  rich  lasting  finishes. 

^  Many  dealers  have  found  them  to  be 
eminently  reliable  and  YOU  will  certainly 
find  them  a  valuable  asset  to  your  business. 

^  Get  a  display  on  your  floors  and  prepare 
for  a  bigger  and  more  profitable  Brass 
Bed  trade. 

We  ship  in  Stratford  carlots. 


STRATFORD  BED  COMPANY  '™^^™^1ho 


LAWN  SWING 


LAWN  SEAT  No.O 


101  B 


Last  Minute  Suggestions  for  Summer  Trade 

Be  prepared  for  rush  orders  during  the  busy  season 
for  OUTDOOR  FURNITURE. 

Your  customers  will  expect  you  to  have  a  good  selec- 
tion in  stock — you  cannot  afford  to  keep  them  waiting. 

Provide  NOW  for  your  share  of  the  business  that  is  sure  to 
come  and  make  your  selections  from  our  profitable  Summer 
Lines. 

Send  for  our  Illusiraled  Catalog 

Stratford  Mfg.  Company,  Ltd. 

STRATFORD,  ONT. 


101  D 


CAMP  STOOL  No.  14 
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TORONTO  FURNITURE  SUPPLY  HOUSES 

The  tiriiis  advertised  below  will  ship  in  mixed  car  lots  if  desired.    Both  higli  grade  and  moderate  priced  furniture, 
beds  and  bedding,  are  manufactured  in  Toronto,  and  prompt  shipments  can  be  made  on  any  of  the  four  leading 
tailways  operating  in  Ontario. 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames,  "Hercules"  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 
4  Grades — 4  Prices 
Lee-Burrell,   Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.         Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 
Turkish  Rockers,  Leather  Upholstered 
Couches,  Hi<^h  Grade  English  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Wrile  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 

$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX   BROS.,  ToFOlltO 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

The  "Imperiar^  Line 
Meets  Every  Need 

in  the  special  requirements  ot  your  trade. 

It  is  comprehensive,  embracing  designs  popular  with  medium 
trade,  as  well  as  with  designs  of  exclusive  distinction  and 
character. 

Upholstered  Furniture 

Living  Room  Chairs,  Rockers  and  Suites, 
English  Library  Chairs,  Chesterfields,  and  Couches 

Send  to-day  for  Prices 

Imperial  Furniture  Co., 

585-591  Queen  St.  West  Toronto,  Can. 

.  No.  226.  Tufted  Back  Chair  " 


GUARANTEED  UPHOLSTERED  COUCHES 

There  are  new  features  in  connection  with  our  comprehensive  line  of  couches  for  1913  which 

no  dealer  can  afford  to  overlook. 
Every  Albrough  Couch  has  an  individuality  and  artistic  beauty  that  is  appreciated  by  critical 

customers.     Write  for  Information. 

J.  P.  ALBROUGH  &  CO.,  IngersoU,  Ontario 


FURNITURE 

An.l  n.  f.ondiil.l..  (  oii-Ium  li.m 
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The  Gold  Medal  Line 

Manufacturers  of 

^^Gold  MedaP'  Perfect,  One  Motion  Davenports 

and  Divanettes 

"Gold  MedaF'  Upholstered  r  urmture 

"Gold  MedaF'  Felt  Mattresses 

" Hercules''    Bed    Springs,    Camp    Beds,  Steel 
Sliding  Couches,  Steel  Camp  Beds 


Our  New  Patent 

"  NEVERSTRETCH  "  MATTRESSES 

are  so  constructed  that  the  loose  pleats  between  the  tufts 
are  eliminated  and  a  smooth  even  surface  is  the  result,  so 
that  there  is  no  loose  ticking  to  allow  for  stretching.  Try 
a  sample  with  your  next  order.  Made  mostly  in  the  Felt 
filling. 

Our  New 

BASKET  EDGE  for  BED  SPRINGS 

is  a  simple  patented  attachment  for  keeping  the  mattress 
from  bulging  over  the  bed  sides.  Let  us  send  you  a 
sample  with  your  next  order. 

Gold  Medal  Furniture  Mfg.  Co.,  Ltd. 

Head  Office :  TORONTO,  Ont. 
MONTREAL  WINNIPEG  UXBRIDGE 
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MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 

In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


Just  Like  Finding  Money 
^  to  Sell  J-M  Asbestos 
Table  Covers  and  Mats 


Dead  easy  to  rake  in  the 
profits  on  J-M  Asbestos 
Table  Covers.  They  prac- 
tically sell  themselves. 
Every  up-to-date  house- 
keeper knows  the  value  of 
preservinff  the  polish  on  her 
costly  dining  room  table. 
It's  merely  a  matter  of 
quality  and  price.  You  can 
undersell  all  competitors  on 
J-M  Asbestos  Table  Covers. 

We  mine  our  own  asbestos,  weave  cur  own 
cloth — therefore  the  price  is  much  less  than  for 
other  covers  of  same  quality.  And  the  quality  is 
guaranteed  by  a  three  million  dollar  concern.  All 
you  need  do  is  show  the  goods  and  count  u 
your  sales. 

Wri/e  nearest  branch  for  Booklet  and 
Special  Low  Prices  to  Dealers 

The  Canadian  H.  W.  Johns- Manville  Co. 

UMITED 

Asbestos  Roofings.  Packings 


both   points  with 


Manut  aclurersof  Asbestos 
and  Magnesia  Products 


i  ^  S  f  S 1  ,fl  ^  Asbestos  Koohngs.  Packin 
iWl  31  'a  G.  <i3l  «  'i-J  v3     Electncal  Supplies,  Etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


There's  concentrated  goodness 
in  every  can  of 


Jamieson's  Varnishes 


These  are  the  Varnishes  to  sell  to  your 
customers  when  they  want  something  that 
will  wear  well. 


These  are  the  varnishes  you  should  use  yourself — if  you  want  "real  genuine"  value.  They  are  the 
result  of  years  of  experiment,  years  of  study  in  correct  processes.  They  are  varnishes  we  are  proud  of. 

We  want  you  to  try  them.    Will  you  ? 

R.  C.  Jamieson  &  Co.,  Limited 

fkm  ,  I  ESTABLISHED  -w  r 

Montreal  i^^s  Vancouver 
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The  Taper  Joint  and  Its  Benefits 


HE  above  illustration  gives  a  very  comprehensive  idea  of  the  appearance  of  a 


Linderman  Dovetail  Joint  before  it  is  automatically  united  in  the  machine.  The 


taper  shown  is  one-sixteenth  of  an  inch,  regardless  of  the  length  of  the  piece, 
whether  it  be  ten  inches  or  six  or  eight  feet  in  length.  When  the  machine  is  changed 
to  work  dilferent  length  stock,  at  the  same  time  the  taper  is  also  changed  to  agree 
with  the  length.  The  small  end  of  the  tongue  enters  the  wide  end  of  the  groove  and 
for  three-quarters  of  the  length  of  the  stock,  the  edge  of  the  one  piece  does  not  touch 
the  other  edge,  thereby  carrying  a  body  of  glue  far  into  the  joint.  After  the  pieces 
have  passed  this  three-quarter  mark,  the  edges  are  rapidly  drawn  together  until  the 
ends  of  the  boards  are  even  when  the  tongue  fills  the  groove  exactly. 

The  Linderman  Dovetail  Joint  is  more  accurate  than  any  other  joint,  due  to  the 
fact  that  the  stock  is  fed  past  the  cutters  on  a  moving  chain  and  each  piece  is  held 
rigidly  from  the  time  it  enters  the  machine  until  it  is  joined  to  the  other  piece,  and 
also  on  account  of  the  taper  Dovetail  being  held  in  a  positive,  permanent  clamp  which 
does  not,  as  by  other  glue  joint  methods,  leave  the  glue  alone  to  bear  all  the  strain  and 
twist  which  may  be  put  on  the  joint. 

Aside  from  these  two  important  advantages  is  economy.  A  Linderman  Joint 
can  be  made  for  one-fifth  the  cost  of  joining  by  any  other  method.  It  is  an  econo- 
mizer in  labor,  glue  and  lumber. 


The  Canadian  Underman  Company,  Umited 


Write  us  for  detailed  information  regarding  your  particular  work 


MUSKEGON,  Mich. 


—WORKS  AT— 


WOODSTOCK,  Ont. 
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LEGGET&PLATI 


SPRING  BEDS 


The  line  you 
can  Rely  on 


LEGGET&PLATT 


""PHERE  are  no  "come-backs"  in  the  Legget  &  Piatt  Line.    Each  spring 
bed  when  sold  stays  sold  and  gives  the  customer  more  real  comfort  and 
satisfaction  for  his  money  than  any  other  on  the  market. 

This  creates  a  strong  confidence  between  the  dealer  and 

his  customers  which  leads  to  bigger  sales  and  profits. 

> 

Every  spring  bed  produced  in  our  factory  is  carefully  inspected  and  fully  tested 
and  guaranteed  to  withstand  any  reasonable  pressure  or  wear  to  which  it  may 
be  subjected. 

This  line  will  prove  a  sound  investment  for  you — an 
early   investigation   will    convince    you    of    its  merits. 

Write  to-da^  jor  details  and  prices 

Leggett  &  Piatt  Spring  Bed  Co.,  Limited, 

WINDSOR,  ONTARIO 


The  Old  Way 


Manufactured  on/y  by 


Why  Accept  Casters? 

When  placing-  your  orders  for  Metal  Beds  and 
Furnilure    with   the   Manufacturer,   specify  tlie 

ONWARD  SLIDING  FURNITURE  SHOE 

in  place  of  the old-fashi.  ned  wheel  caster.  They 
are  made  with  Glass  Base  and  Mott  Metal  Base 
in  all  sizes  and  styles.  Every  Furniture  Dealer 
should  handle  them.     Send  for  a  sample  order. 

WRITE  FOR  OUR  FREE  DESCRIPTIVE  CIRCULAR  AND  DISCOUNTS 

Fcctori  s 


The  New  Way 


Onward  Manufacturing  Company.     Berlin,  Ont.  and  Menasha,  Wise. 


Make  Money  Out  of  Baled  Waste  Paper 

Any  retail  merchant  and  furniture  dealer,  large  or  small,  can  make  money  out  of 

SCHICK'S  All  Steel  Baling  Press  for  Waste  Paper 

It  quicUly  and  easily  makes  bales  weighing  1.50  pounds,  measuring  18  x  20  x  33  inches. 
One  boy  can  operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste  paper  greatly  reduces  fire  risk  and 
of  en  gives  you  a  lower  insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it.  There 
is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  discounts  shown  in  catalog  No.  75. 

DAVENPORT  MFG.  COMPANY,  Davenport,  Iowa,  U.S.A. 
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BENTWOOD 
FURNITURE 


Of  the  Very 
Highest  Quality 


No.  48  4 V 


No.  945 
Top — 24  in.,  30  in.  and  36  in. 

Jacob  &  Josef  Kohn 

VIENNA,  AUSTRIA 
Canadian  Branch 

215-219  Victoria  St.,  Toronto 


No.  48/4 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


your 
refun 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather.- 
Finish  sun  and  water 
proof 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 
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Here's  a  Mattress  which  will  greatly 
increase  your  sales  because  of  the 
absolutely  unique  features 
which  it  alone  can  show 


The  Dixie  No  Tuft  Mattress 

This  is  the  only  mattress  new  in  construction  in  the  last 

century, — a  strong  statement  but  true.  Look  at  the  construction,  see  the 
compartments  whose  partitions  are  as  strong  as  the  mattress  itself.  In  these 
the  silky  fibred  cotton  is  retained  but  not  restrained, — a  big  difference. 

There  are  no  tufts  to  weaken,  break  or  destroy  its  shape — no  holes  to  gather 
dirt  and  dust.  It  is  the  easiest  cleaned  and  the  cleanest  mattress  manufactured 
to-day. 

There  are  many  more  fine  points  about  this  mattress  that  will  appeal  to 
a  customer  at  first  sight,  and  the  Dixie  No  Tuft  practically  sells  itself. 

We  want  agents  for  this  mattress  and  are  ready  to  supply 
effective  window  displays  and  other  splendid  advertising 
matter  to  assist  our  agents.    Do  you  want  our  proposition? 

The  Mattress  is  fully  guaranteed 

Geo.  Gale  &  Sons 

Head  Office  and  Factory  Waterville,  P.Q. 
Branches:  Montreal  Toronto  Winnipeg 
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Knechtel  Furniture 


I^NECHTEL    ideas    and    methods  have 
opened    a  new  era  in  the   building  of 
high-grade  and  medium-priced  furniture. 

There  is  an  ever  increasing  appreciation  of  its 
artistic  value  and  real  worth.  Each  piece  when 
sold  stays  sold  and  gives  perfecf  satisfaction. 

Our  modern  factory  equipment  affords  the  best 
of  construction,  and  we  finish  m  all  popular 
grades. 


No.  119  China  cabinet 


l^NECHTEL  Furniture  is 
built  of  well-seasoned  wood 
cut  from  our  own  timber  limits. 
This  enables  us  to  cut  overhead 
expenses  and  to  offer  to  the  trade 
the  highest  grade  furniture  at 
considerably  reduced  prices. 

If  you  want  to  make  the  year 
1913  the  most  prosperous  you 
have  ever  experienced,  write  for 
our  new  catalog  and  make  your 
selections  from  it. 


From  the  tree  to  the  finished  product 


No.  32  BUFFET 


The  KNECHTEL  FURNITURE 


June,  1913 
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Makes  Trade  and  Holds  It 


From 
Cheapest 

to 
Highest 
Grade 

of 
Desks 


Quartered 
Oak, 
Golden 
Polish, 
Egg  Shell, 
Early  English 

Fumed  Finish 


No.  435    ROLL  TOP  DESK 


\^U^E   manufacture  a 
" '     large  and  compre- 
hensive line  of  furniture  for 

The  Office 
Library  and 
Dining  Room 

at  prices  to  suit  each  in- 
dividual buyer. 

Your  inquiries  will  lead  to 
our  mutual  benefit 


No.  321    ARM  TILTING  CHAIR 


No.  320    TYPEWRITER  CHAIR 


CO.,  LIMITED,  HANOVER,  Ontario 
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•SWEET  PREAMS 


The  Kellaric  Mattress 

The  laced  opening  in  the  Kellaric  Mattress  enables  you  to  show  your  cus- 
tomers the  quality  of  the  filling — a  strong  selling  point. 

The  filling  is  made  up  in  layers  of  pure  cotton,  compressed  from  two  and  one- 
half  feet  to  five  inches  thick. 

This  makes  the  mattress  comfortable  and  responsive,  yet  firm.  We  positive- 
ly guarantee  the  "Kellaric"  to  give  your  customers  the  maximum  comfort  and 
satisfaction. 

The  Model  Box  Spring — made  in  two  styles  for  Wood,  Iron  or  Brass  Beds. 
Frame  of  selected  hardwood.  Springs  of  special  oil-tempered  steel,  covered 
with  layers  of  pure  cotton  and  encased  with  dust-proof  art  ticking. 

Two  good,  low  priced  mattresses  to  push  are  the  "Hair-in-Cotton"  and  the 
"Common  Sense."    They  sell  quickly  and  are  good  value  for  the  money. 

Our  New  Factory  at  Fort  William 

Is  splendidly  located  for  the  handling  of  our  western  trade 
and  we  promise  you  even  better  service  than  before. 

Our  Toronto  Branch  affords  excellent  facilities  for  looking 
after  the  Ontario  and  Eastern  Canada  business.  You  are 
thus  assured  prompt  shipment.  A  trial  order  will  convince 
you. 


Our  Business  has  been  built  on  quality 
goods  and  we  can  help  you  do  likewise. 


BERLIN  BEDDING  CO.,  LIMITED 


WESTERN  OFFICE 
and  FACTORY 


McKELLAR  BEDDING  CO.,  Ltd. 


31  Front  St.  East 
TORONTO 

FORT  WILLIAM 
Ontariol 
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BUSY  AS  BEAVERS 

y^ere  is  a  bed  that  will  keep  your  salesmen  "Busy  as  Beavers."    It  is 

the  lowest  priced  Brass  Tube  Top  Rail  Bed  on  the  market  and  will  make 
a  big  appeal  to  your  customers  of  moderate  means. 


No.  125'A — head,  44  in.;  foot,  88  in.;  sizes  3  feet  to  i  feet  6  in. 

Jt  has  that  reliability  of  construction,  that   unequalled  value,  which  ensures 
satisfaction  among  your  customers  and  means  so  much  to  you  in  the 
way  of  increased  profits. 

Write  for  attractive  booklet  giving  full 
descriptions  and  prices. 

CANADA  BEDS  LIMITED 

CHESLEY,  ONTARIO 
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Order 

a  Feu 


ROYAL  BEDS 


They  *re  the 
Latest  Out 


Made  in  Quarter  Cut  Oak, 
Surface  Oak,  White  Enzunel, 
Mahogany 

And  the  dealer  who  puts  them  on  his 
floor  first  is  the  one  who  will  make  the 
most  sales. 


WOOD  SPINDLE  BEDS 

With  Brass  Rails  and  Solid 
Brass  Mountings 


Priced  as  low  as  $3  and 
up  to  $18,  with  some  very 
handsome  styles  listed  at 

from  $5  to  $12 


Every  Bed  is  fitted  with  fine  brass 
casters. 

Ask  us  to  ship  you  a  sample 
of  one  of  these  beds  with  the 
guarantee  that  if  the  bed  does 
not  suit  you  and  the  price  is 
not  right,  that  you  can  ship  it 
back  to  us  at  our  expense. 


ROYAL  Bed  Company 


No.  4.-5  ft.  5  in.  high,  4  ft.  6  in.  wide, 
posts  2  in.  square,  wood  rails  1  ^4  x  1  li  in., 
wood  fillers  1  ^4  x  in.,  and  in.  brass 
rails,  solid  brass. 


GRAND  VALLEY 


ONTARIO 


No.  5.-5  ft.  2  in.  high,  4  ft.  and  4  ft.  6  in. 
wide,  posts  2  in.  square,  rails  1 U  >«»•  square, 
fillers  1  ^4  X  in.,  and  >g  in.  brass  rail,  sohd 
brass  mountings  and  brass  casters. 
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Why  Do  Not 

Furniture  Dealers 
Organize? 


Why  the  retail  furniture 
dt^ilers  of  the  country  do  not 
organize  is  rather  strange. 
When  such  dealers  as  hard- 
wai-enien,  grocers,  etc.,  can  form  healthy  associations 
there  does  not  appear  to  us  any  reason  why  the  retail 
furniture  men  of  the  country  should  not  be  able  to 
go  and  do  likewise. 

It  cannot  be  because  there  are  no  trade  gi'ievances 
to  remedy,  no  ideas  to  change  or  develop,  or  no 
material  to  woi'k  upon.  There  is  a  plentitude  of  all 
these. 

It  is  evidently  a  ease  of  want  of  harvesters  or  a  want 
of  one  or  more  men  with  the  faculty  of  organization  to 
make  a  move. 

As  far  as  Ontario  is  concerned  would  it  not  be  a 
good  idea  to  get  the  dealers  together  at  Berlin  or 
Stratford  during  the  next  furniture  exhibition  and 
talk  maters  over  and  start  the  nucleus  of  an  association 
at  any  rate? 

The  Furniture  World  would  like  to  hear  from 
retailers  in  regard  to  the  matter. 


Some  business  men  evidently  do  not  take  stock 
because  they  stand  in  fear  of  discovering  their 
lost  condition. 


Dealers  Allow- 
ing Customers  to 
Buy  From 
Manufacturers. 


Should  a  dealer  when  he  has 
not  a  certain  line  of  furniture 
ill    stock    which    a  customer 
desires  allow  the  latter  to  visit 
either   the   show   room   of  a 
manufacturer  or  an  exhibit  ion,  with  a  letter  of  intro- 
duction, make  ;i  i)ui-('hase  and  have  the  bill  forwarded 
to  him? 

We  are  induced  to  ask  this  ((uestion  because  of  a 
recent  case  wherein  a  country  dealer  sent  his  customer 
to  a  furniture  exhibition  under  circumstances  similar 
to  that  outlined  above.  In  this  particular  instance  the 
manufacturei's'  representative  refused  to  comply  with 
the  dealer's  request. 

The  subiect  is  nndoiihl  edly  a  delicate  one.  When 
eiistnincrs.  and  pa rtienla riy  good  ones,  ask  a  dealer  to 


give  them  a  letter  to  a  manufacturer  or  wholesaler  in 
,-~rder  that  they  make  a  selection,  should  he  in  every 
case  refuse  or  comply  in  certain  instances  only? 

The  practice  is  one  that  should  certainly  be  dis- 
couraged. In  the  first  place  it  tends  to  belittle  the 
dealer  in  the  eyes  of  the  customer.  After  one  or  two 
experiences  of  the  kind  the  latter  naturally  begins  to 
think  that  the  dealer's  stock  limitations  are  small 
indeed.  Another  objection  is  that  it  tends  to  encourage 
the  customer  to  go  direct  to  the  manufacturer  or  whole- 
saler on  every  [)ossible  occasion.  Still  another  is  that 
there  is  a  danger  of  the  consumer  obtaining  a  know- 
ledge of  the  figures  at  which  the  dealer  buys.  If  he 
ascertained  the  actual  price,  plus  the  figures  regarding 
freight,  interest,  overhead  expenses  and  other  inci- 
dental charges,  it  would  not  be  so  bad.  But  unfortun- 
ately the  average  customer  has  no  grasp  of  these  things 
and  is  conse(juently  likely  to  obtain  an  exaggerated 
idea  indeed  of  the  dealer's  profits. 

Upon  one  thing  most  dealers  in  the  furniture  ti-ade 
agree,  and  that  is  this:  As  a  rule  it  is  bad  practice 
indeed  to  send  customers  to  manufacturers  for  making 
selections.  We  are  told,  however,  that  there  are  excep- 
tions to  every  rule,  but  when  should  an  exception  be 
made  in  the  retail  furniture  trade?  Would  be  glad 
to  hear  fi-om  some  of  our  readers. 

Get  your     thinking  cap"  on  for  Dominion 
Day  •window  displays. 

Keeping  in  People  who  pass  your  store  see 

the  Public  the  goods  displayed  in  the  win- 

Eye,  dows.    People  who  enter  your 

store  see  the  stock  on  shelves, 
counters  and  fioor.  Those  who  pass  not  your  way  see 
neither  your  store  nor  your  goods.  Many  of  them  may 
know  your  store  and  the  particular  kind  of  merchan- 
dise you  sell.  But  a  great  many  either  know  you  not 
or  their  recollection  of  you  has  slipped  their  memory. 

In  the  whirligig  of  time  even  regular  customers  have 
been  known  to  be  drawn  away  by  the  advertising  and 
more  attractive  business  methods  generally  of  competit- 
ors. They,  too,  not  infre((uently  forget  the  dealer  with 
whom  they  formerly  dealt. 

The  great  safeguard  against  obliteration  is  adver- 
tising. It  does  not  so  much  matter  the  particular 
method  in  which  the  advertising  is  done  so  long  as  it 
is  well  done. 

For  retailers,  newspaper  advei'tising  is  the  best  form 
of  advertising,  but  circulars,  letters,  booklets  and 
catalogues  are  also  effective.  Either  of  these  alone 
can  be  made  to  do  good  work,  but  the  more  that  are 
employed  the  better. 

The  dealer  whose  merchandise  is  reliable,  whose  in- 
tegrity is  good,  whose  service  is  efficient,  and  who  keeps 
these  facts  before  the  public  will  not  only  hold  his 
customers,  but  will  gradually  gather  to  his  store  those 
who  now  know  him  not. 

Ifs  no  earthly  use  dreaming  unless  it  is  fol- 
lowed by  action. 

Furniture  He  is  a  wise   dealer   who  is 

for  June  planning  to  catch  the  demand 

Weddings.  for  furniture  which  comes  in 

June  from  the  young  eoiiples 
who  are  starting  housekeeping. 

A  marriage  which  does  not  entail  the  purchase  of 
furniture  is  i-are  indeed.  The  possibilities  for  business 
are  therefore  obvious. 

Dealers  who  are  tlie  most  alive  1o  th(>ir  opportunities 
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naturally  secure  the  largest  share  of  the  business. 

Advertising  and  window  displays  specially  designed 
to  attract  prospective  brides  and  bridegrooms  are 
luiturally  the  most  potent  business-getting  factors. 
These  facts  are  so  well  recognized  that  many  dealers 
prepare  their  plans  for  advertising  and  window  dress- 
ing with  a  great  deal  of  care  and  pains.  'Ihey  do  not 
leave  everything  to  the  last  minute.  Their  advertising 
and  their  window  displays  exist  in  their  minds  long 
before  they  are  put  into  actual  practice. 

While  preparing  a  plan  of  campaign  for  securing  the 
June  wedding  trade  it  is  also  advisable  to  watch  the 
society  columns  of  the  newspapers  for  engagement 
announcements,  and  from  these  compile  a  list  of  pros- 
pective britles  and  bridegrooms  to  Avhom  booklets  and 
tactfully  worded  letters  can  be  sent.  In  the  compila- 
tion of  the  list  a  great  deal  of  assistance  can  often  be 
obtained  from  clerks  and  other  persons.  The  more 
that  can  be  induced  to  take  an  interest  the  better. 

The  trade  possibilities  that  attend  June  weddings 
are  worth  the  expenditure  of  a  little  extra  effort  to 
secure. 

Do  not  allow  prospective  brides  and  bride- 
grooms io  forget  that  you  are  in  business  to 
catet  to  their  Jurniture  requirements. 


Things  That 

Stimulate 

Salesmen. 


To  salesmen  who  take  a  pride 
in  their  work  and  in  the  goods 
they  sell  a  very  small  and 
apparently  unimportant  thing 
will  often  prove  a  stimulus  beyond  all  expectation. 

For  example,  in  the  preparation  of  a  catalogue  the 
eft'ect  its  appearance,  arrangement  and  completeness 
may  have  upon  the  travellers  who  are  to  carry  them 
may  not  enter  into  the  mind  of  every  manufacturer. 
And  yet  these  are  often  factors  far-reaching  in  their 
influence. 

A  few  days  ago  The  Furniture  World  met  one  of  the 
best  known  furniture  travellers  in  Canada.  He  was 
strutting  along,  his  head  high  in  the  air  and  a  smile  of 
satisfaction  on  his  face.  "How  is  this  for  something 
nice?"  he  ejaculated  as  he  whipped  a  book  from  under 
his  arm.  "This  is  the  unbound  sheets  of  a  catalogue 
our  company  is  getting  out.  I  just  snatched  them  and 
enclosed  them  in  this  case.   Isn't  it  fine?" 

It  was  certainly  fine.  Not  only  was  the  catalogue 
Avell  printed,  but  the  pages  were  so  arraiiged  that  they 
could  be  conveniently  turned  over  and  the  illustrations 
examined.  The  cover  Avas  of  limp  morocco,  which  Avas 
another  thing  the  traveller  favorably  commented  upon. 

"Why,"  said  he  as  he  continued,  "do  you  knoAv  it 
Avas  only  yesterday  that  T  got  this  catalogue  and  yet 
I  have  sold  a  suite  of  this  and  a  suite  of  that  already," 
he  concluded  as  if  all  Avas  due  to  the  attractiveness  and 
get-up  of  the  catalogue. 

The  psychological  effect  of  a  good  catalogue  on 
customer  as  well  as  on  traveller  no  one  can  compute. 
But  there  is  no  doubt  about  its  being  a  paying  proposi- 
tion. 

To  a  great  many  people  cheap  catalogues  mean 
cheap  firms. 

To  re?ider  service  is  to  court  business. 

Returns  from  There  are  manufacturers  who 

Furniture  exhibit  at,  and  retailers  who 

Exhibitions.  visit,  exhibitions  who  believe 

that  the  money  they  lay  out 
or  spend  on  such  occasions  is   an   expenditure.  Of 


course  if  they  determine  it  shall  be  an  expenditure  pure 
and  simple  that  is  all  it  is  likely  to  be. 

Manufacturers  and  retailers  get  out  of  an  exhibition 
that  which  they  aim  to  get  out  of  it,  just  as  people  get 
out  of  a  church  service,  a  political  meeting  or  an  enter- 
tainment that  which  they  aim  to  get  out  of  it. 

Those  Avho  set  their  mind  against  deriAdng  benefit 
from  even  the  best  of  things  are  not  likely  to  be  dis- 
appointed. 

There  is  no  doubt  about  it,  manufacturers  Avho  par- 
ticipate in  furniture  exhibitions  AAdth  the  aA^OAved  pur- 
pose of  using  them  as  a  means  of  furthering  their 
business  interest,  and  do  everything  possible  to  crown 
their  efforts  Avith  success,  Avill  certainly  be  the  gainers 
thereby. 

They  may  not  see  a  dollar  of  ncAv  business  for  every 
dollar  expended,  but  there  is  no  doubt  about  the  paying 
((uality  of  exhibitions  that  are  properly  conducted.  It 
may  sometimes  be  a  case  of  the  bread  only  being  seen 
many  days  after  being  east  upon  the  Avaters,  but  it 
Avill  be  seen  nevertheless.  At  any  rate  this  is  the 
experience  of  many  manufacturers  Avho  have  partici- 
pated in  exhibitions. 

As  far  as  the  benefit  of  exhibitions  to  retailers  is 
concerned,  it  is  only  those  Avho  go  around  Avith  their 
eyes  shut  Avho  gain  nothing.  Those  Avho  are  in  a 
receptive  frame  of  mind,  and  haA^e  their  eyes  open  for 
ncAV  ideas,  will  find  a  good  return  on  every  dollar 
reasonablj'  spent. 

They  get  into  personal  touch  Avith  manufacturers, 
travellers  and  felloAV  retailers,  and  on  the  floors  of  the 
exhibitions  they  see  furniture  to  much  better  advantage 
than  would  be  possible  under  any  other  condition.  The 
retailer,  Avho  under  these  conditions  does  not  find  the 
money  thus  spent  an  investment,  is  certainly  to  be 
pitied.  One  can  scarcely  conceiA^e  an.ything  that  Avould 
be  an  investment  to  such  a  dealer. 

He  who  does  not  advertise  loses  more  business 
than  he  saves  dollars. 

Our  Furniture  Furniture    manufacturers  in 

Manufacturers  Canada  Avill  have  little  more 

and  U.  S.  than  a  passing  interest  in  the 

Tariff.  new  American  tariff  AA'hieh  re- 

duces the  duty    on  furniture 

from  35  to  15  per  cent. 

Our  exports  of  furniture  to  all  countries  is  not  large, 
the  total  last  year  being  A'alued  at  .'li335,354.  Of  this  only 
$26,276  Avent  to  the  United  States.  Our  best  customer 
for  furniture  is  British  Seuth  Africa,  Avhich  took  nearly 
$60,000  Avorth.  Great  Britain  ranks  second  Avith 
.i;-!:4,275.    The  United  States  comes  third. 

At  present  the  international  trade  betAveen  the  tAvo 
countries  in  furniture  is  a  very  much  one-sided  affair. 

During  the  ten  months  of  the  present  fiscal  year 
Canada  imported  il<2,177,699  Avorth  of  furniture  from 
the  United  States.  This  is  an  increase  of  80  per  cent, 
compared  Avith  the  same  period  of  1912.  And  this  in 
spite  of  a  duty  of  30  per  cent. 

Under  a  15  per  cent,  tariff  Ave  may  possibly  export 
a  little  more  than  $26,000  worth  of  furniture  to  our 
southern  neighbor,  but  most  of  us  Avill  be  in  the  Land 
of  To-morrow  before  Canada  can  hope  to  sell  the 
Americans  as  much  furniture  as  we  are  to-day  buying 
from  them. 

In  the  meantime  the  furniture  manufacturing  in- 
dustry is  developing  with  fair  rapidity,  and  the  more 
aggressiA'e  our  manufacturers  become  the  larger  Avill 
naturally  be  the  share  of  the  home  trade  Avhich  they 
Avill  enjoy. 
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New  Interpretation  of  Mechanics'  Lien  Law 

A  Ruling  of  the  Ontario  Appellate  Court  Overrules  Former  Decisions 
and  Gives  Greater  Protection  to  Business  Men  and  Others  Holding  Liens. 

By  WALTER  B    LAIDLAW,  Barrister 


The  right  to  a  lien  against  land  upon  which  labor 
has  been  performed  is  a  purely  statutory  one,  and  the 
statute  creating  it  umst  in  all  cases  be  carefully  looked 
at  in  order  that  the  nature  and  character  of  this  right 
may  be  understood. 

From  the  year  1873,  when  the  Province  of  Ontario 
first  enacted  a  mechanics'  lien  law,  down  to  the  present 
time,  no  single  piece  of  legislation  has  been  subjected 
to  so  much  criticism  and,  like  all  statutes  which  are  in 
derogation  of  the  common  law,  it  has  been  given  by 
our  courts  a  strict  construction  in  so  far  as  the  creation 
of  the  right  to  a  lien  is  concerned. 

In  view  of  the  importance  of  the  subject  it  is  not 
surprising  to  find  among  the  judges  considerable 
diversity  of  opinion  as  to  the  construction  to  be  given 
the  Act. 

A  recent  decision  of  the  new  Appellate  Division  of 
the  Supreme  Court  of  Ontario  exemplifies  this,  and 
as  it  casts  doubt  uj^on,  what  up  to  the  time  of  its 
delivery  was  considered  as  settled  law,  we  feel  that 
the  matter  justifies  special  attention. 

The  Investigation  at  Issue 

The  question  arose  in  a  mechanics'  lien  action 
brought  by  Rice  Lewis  and  Sons  Co.,  Limited,  against 
Harvey  and  others,  and  came  before  the  Appellate  Divi- 
sion of  the  Ontario  Supreme  Court,  on  an  appeal  from 
the  judgment  of  Mr.  J.  A.  C.  Cameron,  the  official 
referee. 

The  facts  leading  up  to  the  referee's  judgment  may 
be  shortly  summarized  as  follows : — 

1.  A  contract  was  given  for  the  erection  of  a 
house  for  $12,000. 

2.  Extras  allowed  by  the  architect  to  the  con- 
tractors amounted  to  $329.50,  making  a  total  of 
$12,329.50. 

3.  The  contractors  abandoned  the  work  after 
the  owner  had  paid  them  $9,536.62. 

4.  The  owner  then  paid  to  complete  the  contract 
according  to  plans  and  specifications  approxi- 
mately $3,419.08. 

The  referee  thereupon  held  that  as  the  amount  paid 
direct  to  the  contractors,  together  with  what  the  owner 
expended  in  completing  the  building,  exceeded  the 
amount  of  the  contract  price  plus  the  extras,  there 
was  no  money  in  the  owner's  hands  available  for  distri- 
biition  among  the  lien  holders  who  may  have  proved 
their  claims. 

The  appeal  taken  was  allowed  and  the  matter  re- 
ferred back  to  the  referee  to  be  dealt  with  in  accord- 
ance with  the  construction  given  the  statute  by  the 
court. 

Effect  of  the  Judgment 

The  efi'ect  of  the  judgment  of  the  Appellate  Court 
is  that  under  the  provisions  of  the  Ontario  Mechanics' 
Lien  Act  the  owner  is  to  deduct  20  per  cent,  (or  fifteen 
per  cent,  when  the  contract  is  for  more  than  $15,000) 
from  "any  payments  to  be  made."  This  to  include 
payments  made  to  the  contractor  on  progress  certifi- 
cates under  the  terras  of  the  contract,  issued  by  the 
architect  from  time  to  time  during  the  progress  of  the 
work. 

The  act  requiring  the  20  per  cent,  to  be  retained  by 
the  owner  for  the  benefit  of  those  putting  their  labor 


and  nuiterials  into  the  building,  and  for  which  they 
might  file  liens 

in  dealing  Avith  this  point  Mr.  Justice  Meredith 
says:  "How  is  there  any  way  of  escape  from  that 
conclusion?  If  the  Act  opens  such  a  way — if  the 
owiun*'s  contention  be  right — it  would  not  be  an  Act 
for  the  benefit  of  the  lien-holders,  but  would  be  an  Act 
for  the  relief  of  owners  from  their  contracts  to  pay. 
In  this  the  Act  puts  no  additional  liability  on  the 
owner;  it  accepts  his  own  ol)lic;;i1  ion  conti-acted  by  him- 
self, to  pay.  as  the  basis  of  licn-liolders'  rights,  and  pro- 
vides merely  that  out  of  the  aii'iounts  he  has  boiuid 
himself  and  has  become  liable,  to  pay  uncondition- 
ally, to  his  contractor,  he  shall  retain  twenty  per  cent, 
for  lien-holders.  There  is  nothing  harsh  or  unjust  to 
him  in  that,  it  would  be  harsh  and  unjust  if  the  Act 
enabled  him  for  his  own  benefit  only,  to  disregard  his 
own  contract  to  pay.  Nor  is  it  unreasonable  that  he 
should  be  made  a  trustee  of  a  reasonable  portion  of 
the  money  he  ought  otherwise  to  pay  to  the  contractor, 
retained  for  the  one  purpose  of  preventing  siib-con- 
tractors  and  others  putting  work  and  material  into 
the  building  which  is  his,  from  being  "done  out"  of 
their  pay  for  it  by  the  contractor." 

Further  the  same  judge  says :  ' '  The  Act  creates 
no  hardship  on  the  owner.  If  he  choose  to  pay  when 
he  is  under  no  obligation  to  pay,  he  pays  at  his  own 
risk  as  to  the  ultimate  result ;  if  he  retains  20  per  cent, 
out  of  every  payment  he  has  made  himself  liable  for  by 
his  contract,  he  does  that  which  the  Act  requires  and 
is  as  well  off  as  if  the  Act  had  never  been  passed; 
whilst  if  he  fails  to  do  as  the  Act  requires,  if  he  does 
not  retain  the  20  per  cent,  for  lien-holders,  he  runs 
the  risk  of  having  to  pay  over  again,  a  very  reasonable 
penalty  for  defiance  of  the  plain  law  of  the  land." 

Duty  of  the  Owners 

Mr.  Justice  Magee,  in  the  same  case  dealing  with  the 
construction  of  the  Mechanics'  Lien  Act,  makes  the 
following  statement:  "In  my  opinion,  the  true  mean- 
ing of  the  statute  is  that,  if  the  owner  has  agreed  to 
pay  moneys  before  completion  of  the  contract,  whether 
fixed  amoTints  or  sums  arrived  at  by  an  architect's 
progress  certificate,  or  otherwise,  and  they  actually 
become  payable,  he  must  retain  the  same  to  the  extent 
of  20  per  cent,  (or  15  per  cent.)  of  the  value  of  the  work 
and  materials  to  the  date  of  payment,  calculated  as 
prescribed  in  the  Act  and  upon  the  percentage,  the 
liens  will  be  a  charge.  But  except  in  so  far  as  moneys 
become  actually  payable,  there  is  no  percentage  upon 
which  liens,  other  than  wage  earners  liens  can  become 
a  charge." 

The  learned  referee  in  his  judgment  followed  the 
decision  in  the  eases  of  Farrell  v.  Gallagher,  and  Mc- 
Mamis  V.  Rothschild,  two  judgments  of  the  Ontario 
Divisional  Court  decided  in  1911,  referring  to  these 
decisions  Mr.  Jiistice  Meredith  says  that  "if  there  be 
anything  decided  or  said  to  the  contrary  (in  the  cases 
mentioned)  it  ought  T  think,  by  reasons  which  seem 
to  be  to  be  obvious,  to  be  over-ruled." 

Owner  a  Trustee  for  Creditors 

The  construction  thus  given  the  Act,  which  may  now 
be  taken  as  authoritative,  is  that  the  owner  is  a  trustee 
for  the  benefit  of  lien-holders  to  the  extent  of  twenty 
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per  cent,  of  payments,  which  the  contractor  is  eRiitled 
to  under  his  contract  which  becomes  due  during  ihe 
progress  of  the  work,  and  this  results  even  where 
under  the  terms  of  the  contract  the  owner  was  only 
to  pay  eighty  per  cent,  of  the  value  of  the  work  done 
to  be  estimated  at  contract  prices  on  progress  certifi- 
cates, and  when  the  contractor  abandons  the  work  and 
the  owner  completes  it  and  the  percentage  retained  is 
insufficient  to  meet  the  cost  of  completing  the  conlracc 
according  to  the  plans  and  specilications,  the  owner 
cannot,  as  against  lien-holders,  retain  t^venTy  per  ceiit. 
of  the  payment  made  the  contractor  to  be  applied  iu 
the  completion  of  the  contract. 


the  east  end  of  that  city.  The  neAV  building,  the 
foundation  of  which  is  now  in,  will  be  60  feet  front 
by  160  feet  in  depth,  four  storeys  high.  The  super- 
structure will  be  of  brick  on  a  concrete  base.  The 
building  is  to  be  handed  over  by  the  contractor  on 
August  15,  and  the  management  expect  to  have  the 
first  of  their  output  ready  by  the  fall.  Both  ]\Iessrs. 
Far(iuharsoii  and  Clifford  are  old  employees  of  The 
(leorge  McLagan  Furniture  Co.,  and  knoAV  the  furni- 
ture field  well.  Chas.  Far(jTiharson  has  been  looking 
after  the  otifiee  end  of  the  latter  company's  business, 
and  Mr.  Gifford  is  one  of  the  travelling  sales  staff. 


WILL  MAKE  HIGH  GRADE  FURNITURE 

.  Peppier  Bros.,  Ltd.,  Hanover,  Ont.,  are  a  new  firm 
in  the  Canadian  furniture  manufactiiring  trade  this 
season,  the  business  being  established  by  Henry 
Peppier,  the  father  of  Milton,  Norman  and  Edgar 
Peppier,  all  of  whom  are  associated  with  him  in  the 


business.  All  of  them,  too,  are  experienced  in  furniture 
manufacturing.  The  father  was  vice-president  and 
superintendent  of  the  Knechtel  Furniture  Company's 
plant  at  Hanover,  Ont.,  for  20  years,  and  the  sons, 
though  not  having  so  great  an  experience  as  the  father, 
yet  are  thoroiighly  versed  in  the  various  branches  of 
furniture  manufacture. 

The  new  building  of  this  new  company  is  a  four- 
storey  structure  of  reinforced  concrete,  165  feet  long 
by  65  feet  wide,  very  light,  airy,  and  comfortable  for 
Avorking.  The  etjuipment  is  the  best  and  the  dry  kilns 
of  the  latest  type.  Automatic  sprinklers  cover  the 
ceilings  of  the  whole  plant,  thus  ensui'ing  safety  from 
fire.  The  artificial  light  used  in  the  building  is  electri- 
city, generated  in  dynamos  in  their  own  plant. 

They  are  making  dining-room  furniture,  extension 
tables,  den  and  library  tables,  tabourettes,  pedestals, 
hall  racks  and  stands — in  fact,  a  full  line  of  furniture 
of  the  highest  grade. 

Henry  Peppier  is  the  president  and  head  of  Peppier 
Bros.,  the  name  of  the  firm  showing  his  big-hearted- 
ness,  he  having  established  the  business  for  the  benefit 
of  his  sons,  who  will  later  on  conduct  the  business  them- 
selves. 

The  new  firm  have  been  sub.jected  to  many  dis- 
appointments and  delays  incidental  to  getting  their 
factory  established,  many  shipments  of  machinery 
having  been  delayed  en  route,  and  this  has  prevented 
them  from  shipping  as  early  as  they  anticipated.  The 
factory  is  now  in  full  running  order,  however,  and  they 
are  able  to  look  after  all  the  business  placed  with  them. 


ANOTHER  NE'W  FURNITURE  FACTORY 

The  Farquharson,  Gifford  Co.,  Ltd.,  is  the  name  of 
a  n-ew  furniture  nmnufaeturing  concern,  which  is  build- 
ing a  factory  at  Stratford,  in  the  furniture  district  in 


NE'W  FURNITURE  OFFERINGS 

In  new  goods  it  is  rather  early  as  yet  to  state  defin- 
isely  what  forms  or  styles  will  prevail.  At  Chicago 
last  month  some  ncAv  frames  were  shoAvn,  which  next 
month  will  be  exhibited  at  Grand  Rapids  in  their 
finished  state. 

Baetz  Bros..  Bci-lin,  are  putting  out  some  new  Ches- 
'erfields  in  taucstiw  coverings  in  green  and  other  dark 
shades.  Theii-  great  popularity  is  due  principally  to 
their  comfortableness,  being  large,  roomy,  softly 
sluffed  and  with  springs  alf  over,  Their  design  is 
European,  and  their  sale  started  on  this  side  princi- 
nally  with  the  better  class  of  old  country  people  and 
Canadian  travellers  who  had  been  brought  in  contact 
A-'ith  this  line  Avhile  visiting  abroad. 

The  Waterloo  Mfg.  Co.,  Waterloo,  have  adopted 
some  newer  United  States  designs  in  chairs.  Instead 
of  the  panel-backed  chairs,  some  of  the  neAV  chairs  have 
cane  backs;  others  are  partly  cane  and  partly 
upholstered.  This  latter  effect  will  be  seen  in  suites 
princii)ally  of  Circassian  walnut,  in  which  upholstered 
seats  and  eajie  backs  will  be  shown. 


GET  AFTER  CIVIC  PARK  BENCH  TRADE 

The  city  council  of  ^ledicine  Hat  at  a  recent  meeting 
gave  an  order  to  the  Stratford  Mfg.  Co.,  Ltd.,  for  a 
number  of  their  park  benches  for  use  in  the  public 
squares  and  parks  of  that  city.  This  order  folloAved 
the  sending  of  circular  matter  to  all  the  civic  boards 


New  furniture  factory  of  Peppier  Bros,  at  Hanover 


in  Canada  describing  the  making  and  use  of  these 
benches.^  This  suggests  an  opportunity  to  furniture 
dealers  in  other  cities  to  get  after  their  local  council 
men  and  solicit  similar  business  in  the  way  of  benches 
fcr  use  in  their  public  parks. 


CARING  FOR  EMPLOYEES 

The  Imperial  Rattan  Co.,  Stratford,  contemplate 
erecting  24  houses  near  their  factory  for  use  by  their 
employees. 
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WHY  COLONIAL  FURNITURE  IS  VALUABLE. 

A  booklet  was  recently  issued  by  Cornell  University 
in  regard  to  Colonial  furniture,  from  which  the  follow- 
ing is  an  extract : 

"No  one  knew  better  than  the  (Colonial  folk  the 
relation  between  sti'ucture  and  form.  It  is  not  because 
Colonial  furniture  is  old  that  it  is  valuable,  but  because 
it  is  sound  in  workmansliip,  normal  in  form  and  nuide 
of  a  kind  of  mahogany  that  is  not  on  the  market  to-day. 
The  decoration  ai)plied  by  the  (Colonial  makers  to  their 
furniture,  whether  carving,  inlay,  moldings,  turnings 
or  decorative  grain,  with  few  exceptions  enhanced  the 
effect  and  in  no  way  distoi-ted  the  natural  shape. 
Cherry  and  birch  were  used  for  legs  and  for  uprights 
re(!uii'ing  strength,  mahogany  being  too  brittle  for  this 
purpose.  The  fronts  of  bureau  drawers,  the  backs  of 
Davenports  and  other  parts  showing  beautiful  grain 
were  merely  veneered  with  a  thin  mahogany  glued  to 
a  backing  of  soft  wood. 

"Wood  veneer  should  not  be  looked  on  as  a  sham, 
since  it  is  used  for  the  purpose  of  preventing  large 
panels  of  wood  from  warping;  table  tops,  door  panels 
and  the  like  would  warp  out  of  all  usefulness  unless 
they  w^ere  built  np  to  tAvo  or  more  layers  of  wood 
]-uuning  in  ditf'erent  directions  and  glued  together,  so 
tluit  the  tendency  of  one  layer  of  wood  to  shrink  in 
one  direction  is  overcome  by  the  tendency  of  another 
layer  to  remain  firm  in  that  direction  and  to  shrink  in 
the  opposite  direction. 

"Walnut  furniture  will  never  be  valuable  as  a  style 
for  reason  that  it  represents  a  period  of  poor  design. 
Walnut  is  in  itself  a  beautiful  wood,  glowing  in  color 
and  fine  in  grain,  but  the  sort  of  grooving,  piercing, 
carving  and  molding  to  which  it  was  subjected  largely 
robbed  it  of  its  naturtd  charm.  Many  pieces  were  too 
ponderous  to  be  easily  moved  about.  Simple  designs 
in  walnut  similar  to  Colonial  pieces  would  be  beautiful 
and  valuable,  but  even  mahogany  worked  into  ornate 
designs  as  w^as  walnut  woidd  be  artistically  valueless. 
A  few^  of  the  plainer  pieces  of  walnut  are  good  in 
design  and  therefore  permanent  in  worth." 

For  the  golden  oak  furniture  which  was  popular  a 
few  years  ago  and  which  is  still  to  be  seen  in  many  of 
the  houses  of  the  reasonably  well-to-do,  the  College  of 
Agi'icultui-e  has  nothing  but  the  severest  condemnation. 
To  the  false  facility  of  the  machine  work  the  falling 
off  in  the  beauty  and  dignify  of  the  furniture  of  the 
golden  oak  period  is  attributed. 

"Stamped  decorations  of  poor  pattern,  machine  carv- 
ing blued  to  panels,  scrollwork  brackets  and  bended 
arms  ending  in  animal  heads — all  these  distortions 
have  been  applied  to  furnitiire  in  the  name  of  decora- 
tion. Hut  all  in  vain  is  the  name,  for  decoration  means 
enhancement.  A  chair  or  table  of  plain  structure  with 
straight  edges  has  at  least  the  diginity  of  being 
genuine.  If  the  general  form  is  to  be  softened  or 
refined  a  human  being,  not  a  machine,  must  have  the 
\ipper  hand.  The  attempt  to  beautify  must  be  an 
inspiration,  not  a  nightmare,"  says  the  pamphlet. 

"Oak  as  well  as  walnut  has  been  greatly  abused  in 
the  manufacture  of  furniture.  Of  all  styles  of  furniture 
the  golden  oak  or  varnished  natural  oak  of  fifte^^n  or 
tweny  years  ago  was  probably  the  tawdriest  and  most 
insincere  ever  manufactured." 


"QUALITY"  FURNITURE  READY  FOR  FALL 

The  recently  incorporated  Quality  Furniture  Makers, 
Ltd.,  meTitioned  in  last  issue  of  The  Canadian  Furniture 
World  and  The  Undertaker,  have  secured  the  old  plant 
of  the  Hamilton  Tube  Works  at  Welland,  Ont.,  and 
since  IMay  1  have  been  getting  the  building  in  shape  to 


to  commence  operations.  An  addition  to  the  building 
will  be  made  later.  The  company  expect  to  hav(;  their 
new  furnifui'e  ready  for  the  fall  trade.  The  provisional 
dii'eefoi's  are,  Edward  Jefferies,  J.  A.  McLaughlin,  B. 
J.  MeCornuck,  H.  L.  Hatt,  and  L.  C.  Raymond. 


GOES  TO  GIBBARD  FURNITURE  CO. 

J.  H.  Moffat,  for  many  years  with  The  George 
Mcljagan  Furniture  Co.,  Ltd.,  Stratford,  has  resigned 
his  position  to  become  jiianager  of  the  (iibbard  Furni- 
ture Co..  Ltd.,  Napanee,  Ont.  He  assumed  his  new 
duties  on  May  12. 


CATALOGUES 


HIGH  GRADE  FURNITURE  FOR  THE  HOME 

The  llcspclcr  Furniture  Co.,  Ltd.,  Hespeler,  Ont., 
have  just  issued  their  catalogue  B,  containing  illustra- 
tions of  their  most  extensive  specialties  in  dining-room 
and  bedroom  suites  and  other  high-grade  furniture  lines 
for  the  home.  The  book  is  an  elaborate  pi'oduction  of 
over  forty  pages  and  very  creditable  to  The  Acton 


Publishing  Co.,  Toronto,  by  whose  catalogue  printing 
department  it  was  produced.  An  illustration  of  the 
cover  is  reproduced  herewith.  The  engravings  were 
made  by  Legg  Bros.,  Toronto.  The  catalogue  should 
be  kept  on  file  by  every  furniture  dealer  who  desires 
to  have  his  line  complete.  A  copy  will  be  sent  to  any 
furniture  dealer  on  re(iuest. 


SEA  GRASS  FURNITURE 

Geo.  R.  Gregg  &  Co..  Ltd.,  NeAV  York,  with  Canadian 
offices  at  Toronto,  Winnipeg  and  Vancouver,  have 
issued  an  illustrated  catalogue  of  sea  grass  furniture 
lines  which  should  prove  attractive  as  summer  sellers. 
This  furniture  is  made  of  selected  sea  grass  on  solid 
malacca  cane  frames.  The  grass  is  spun  into  twine 
aiul  interwoven  with  the  reed,  forming  an  almost 
indestructible  combination.  Water  does  not  hurt  it, 
m)r  is  it  affected  by  weather  conditions.  There  is  a 
slight  give  to  the  grass  and  cane,  which  makes  the 
various  articles  in  the  line  comfortable  to  sit  on.  Sea 
grass  furniture  is  made  in  chairs,  rockers  and  exten- 
sions of  all  kinds,  patterns  and  designs;  settees, 
curates,  tables,  work  baskets,  stools,  and  many  other 
articles.    Tlie  catalogue  is  a  compi-eheiisive  one. 


Lindross  &  Goodwill,  malcers  of  i)icfure  frames,  have 
been  I'egistered  at  Monli'cal. 
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The  Neustadt  Furniture  Co.,  Ltd.,  Neustadt,  Ont., 
has  received  an  Ontario  charter  to  manufacture  chairs 
and  other  furniture  lines.  The  capital  is  set  at  it'20,000, 
and  the  provisional  directors  are  Jacob  Wells,  Jospeh 
Weber  and  Conrad  Derbecker. 

Wm.  J.  Beattie,  of  the  Canada  Furniture  Manufac- 
turers, Ltd.^  has  been  promoted  to  the  management  of 
that  concern's  Waterloo  factory. 

J.  Swartz  has  opened  a  new  furniture  store  at  Lind- 
say. 

-.  Chas.  Broderick,  lately  Vvdth  the  Home  Furniture 
&  Carpet  Co.  and  Bedell's  Toronto,  has  formed  the 
Broderick  Furniture  Co.,  which  opened  a  new  store 
at  1163-65  Bloor  Street  West,  Toronto. 

The  Office  and  Library  Fittings  Co.,  Lindsay,  have 
filled  a  large  order  of  office  fittings  for  The  T.  Eaton 
Co.,  Toronto. 

The  Knechtel  Furniture  Co.,  Ltd.,  Hanover,  has  been 
authorized  to  raise  its  capital  from  $750,000  to 
$2,000,000. 

The  summer  residence  of  Daniel  Knechtel,  president 
of  the  Knechtel  Furniture  Co.,  at  Southampton,  Ont., 
was  recently  destroyed  by  fire  at  a  loss  of  $1,000. 

The  Calgary  Furniture  Stores  Business  Association 
is  the  name  of  a  new  organization  founded  by  the 
employees. 

W.  W.  McGubbin  has  succeeded  R.  J.  Grey  as  furni- 
ture dealer  and  undertaker  at  Oak  Lake,  Man. 

The  British  Buying  &  Jobbing  Co.,  Winnipeg,  furni- 
ture and  hardAvare  dealers,  have  assigned. 

De  St.  Croix  Nicholas,  furniture  dealer,  Vancouver, 
has  assigned. 

Atkinson  &  Dunford,  furuitiire  dealers  and  under- 
takers, Clinton,  Ont.,  have  dissolved  partnership. 

The  Burroughes  Furniture  Co.,  Toronto,  defeated 
one  of  the  Eaton  department  teams  recently  at  bowling 
by  a  score  of  2231  to  1792. 

F.  Jacks,  furniture  dealer,  Vancouver,  has  assigned. 


New  buiTet  made  by  The  George  McLagaii  Furniture  Co. 

Ceo.  T.  Yoimg  has  established  a  furniture  business  at 
Battleford,  Sask. 

Five  furniture  concerns  have  failed  in  Vancouver 
since  the  beginning  of  the  year. 

The  Collie-Cockerill  Mfg.  Co.,  Ltd.,  have  moved 
their  plant  from  Toronto  to  Aurora,  where  they  have 


built  a  new  four  storey  structure  for  the  manufacture 
of  office  furniture  and  interior  fittings. 

Chabot  &  Frere  have  been  registered  as  furniture 
dealers  at  Montreal. 

The  Hagersville  Furniture  Co.,  Ltd.,  is  a  recently 
incorporated  concern  locating  at  Hagersville  to  con- 
duct a  furniture  and  department  store.    The  capital 


New  hall  tree  made  by  llie  George  McLagan  Furniture  Co. 

is  $40,000  and  the  provisional  directors  are  A.  G. 
Robertson,  J.  J.  Kew  and  M.  R.  Edgar. 

The  Canada  Furniture  Manufacturers  have  an  ex- 
hibit in  the  "  made-in-Canada"  train  which  is  now 
touring  the  Avest. 

Geo.  Klea  has  taken  over  The  Westei-n  Home  Furn- 
ishing Co.,  Brandon,  Man. 

F.  C.  McMiehael  has  discontinued  his  furniture 
business  at  Wilcox,  Sask. 

John  Simpson  &  Son,  are  closing  their  branch  furni- 
ture store  at  Minnedosa.  Man. 

J.  H.  AtAvood.  furniture  dealer,  Bracebridge,  Ont., 
contemplates  erecting  a  $10,000  business  block  in  his 
town. 

H.  A.  Edgett  &  Co.,  Ltd.,  Vancouver,  are  giving  up 
their  furniture  department. 

The  furniture  stock  of  H.  M.  Crepeau,  Nicolet,  Que., 
has  been  sold. 

C.  M.  Camp,  furniture  dealer,  Montreal,  has  dis- 
solved. 

Geo.  T.  Young  has  established  a  furniture  business  at 
Battleford,  Sask. 

J.  W.  Burgess,  furniture  dealer,  Brantford,  Ont , 
has  taken  in  a  partner.  The  firm  is  now  known  as 
Burgess  &  Johnson. 

The  Mount  Pleasant  Furniture  Co.,  Vancouver,  has 
assigned. 
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With  the  Clerks  in  the  Store 


SHOULD  CLERKS  COLLECT  ACCOUNTS  ? 

Arthur  A.  Frye,  with  Jones  Bros.,  General  Merchants, 
Saskatoon,  Sasl^. 

The  question  very  naturally  presupposes  a  credit 
business,  and  a  credit  business  means  C.O.D.'s,  sundry 
charges  and  monthly  accounts.  While  every  merchant 
wishes  to  do  as  much  business  as  possible  on  a  cash 
basis,  yet  there  will  come  a  time  when  a  regular  cus- 
tomer or  a  comparative  stranger  will  place  you  in  such 
a  position  that  "trusting"  for  a  short  time  is  well  nigh 
unavoidable.  Again,  competition  on  every  hand  is  so 
keen  that  a  line  of  credit  is  not  infrequently  used  by 
the  individual  and  by  the  firm  as  a  lever  to  secure 
business,  and  properly  so,  if  trade  thus  obtained  is 
retained.  But  there  lies  the  crux  of  the  whole  situ- 
ation. To  sell  is  easy,  but  to  collect — there's  the  rub — 
to  collect  and  not  leave  a  bad  taste. 

C.O.D.'s  Run  Into  Charge  Accounts. 

Some  there  are  who,  when  extending  credit,  give  the 
impression  that  it  is  they  who  are  being  favored. 
Others  in  their  anxiety,  cautiousness — call  it  what  you 
will — leave  the  applicant  in  a  somewhat  humiliated 
condition  over  the  exposing  of  their  private  monetary 
affairs.  But  there  is  a  line  of  temporary  credit  typi- 
fied as  "C.O.D. "  which  now  and  again  runs  into  a 
sundry  charge,  and  even  a  monthly  account,  depend- 
ing in  the  main  upon  the  salesman.  There  are  no  office 
arrangements  with  an  account  started  in  this  way. 

Salesmen  take  orders  from  casual  acquaintances  on 
the  street,  at  the  club  or  in  the  church,  their  friends  or 
relatives.  The  opening  order  is  secured  at  all  events, 
and,  as  a  result  of  their  aggressiveness,  their  tally  at 
close  of  day  is  figiared  in  larger  numbers,  a  source  of 
pride  and  satisfaction  to  themselves. 

Make  Salesmen  Responsible. 

A  sale  is  made,  though  by  no  means  complete,  and 
the  deliverer  is  presumably  responsible  for  the  cash. 
Here  is  just  where  I  would  make  it  a  point  to  hold 
the  salesman  and  see  to  it  that,  in  conjunction  with 
driver,  he  secured  the  amount  of  the  C.O.D.,  espe- 
cially were  I  cognizant  of  friendship  existing  between 
customer  and  salesman. 

Sentiment  in  business  has  its  uses  and  abuses  too, 
and  quite  often  the  C.O.D.'s  which  turn  out  bad,  hinge 
upon  something  ulterior  and  removed.  The  salutary 
effect  upon  the  salesman  and  the  business  in  general 
would  more  than  counterbalance  any  loss  of  trade  on 
the  one  hand  or  loss  of  time  from  store  for  collection 
purposes  on  the  other,  and  Avhen  it  is  up  to  them  they 
are  not  so  free  to  hand  one's  goods  over  the  counter 
unless  they  feel  sure  that  party  is  good.  Theoretically 
we  all  know  that  C.O.D.  's  are  cash  on  delivery,  but 
it  does  not  always  work  out  in  practice.  Salesmen 
should  pick  it  up  where  it  falls  down. 

Clerks  Nothing  to  Do  With  Regular  Accounts. 

Sundry  charges  and  regular  accounts  are  so  privi- 
leged because  they  have  won  the  confidence  of  the 
office,  and  upon  no  other  grounds  should  they  be  per- 
mitted. For  their  accounting  the  office  is  wholly  res- 
ponsible, and  while  methods  of  collection  may  vary 
the  salesman  will  have  no  part  or  lot  in  them. 


In  conclusion  there  is  a  distinct  science  in  salesman- 
ship, but  while  the  best  accountant  far  any  business 
is  one  who  has  at  some  stage  of  the  game  sold  goods 
himself,  so,  too,  the  best  salesman  is  one  who  has  bad 
a  hand  in  collections.  The  two  phases  of  business  are 
interchangeable,  and  wise  is  the  head  who  emphasizes 
the  end  from  the  beginning  and  lets  his  clerks  betimes 
"try  it  out." 

HELP  THE  UNSUCCESSFUL  SALESMAN. 

fip  /.  E.  Steedman 

From  time  immemorial  salesmen  of  a  certain  class 
have  wondered  why  they  were  not  making  a  siiccess 
of  selling,  though  knowing  and  admitting  to  themselves 
that  they  had  the  best  goods  on  the  market,  contain- 
ing more  meritorous  features  than  any  other,  and  a 
price  that  ought  to  be  attractive  to  the  buyer.  Have 
any  of  these  men  ever  given  serious  thought  to  their 
personal  appearance  as  a  possible  reason  for  their 
failure  1 

Imagine  a  gentleman  buyer  in  the  midst  of  a  busy 
day  have  a  card  presented  to  him  by  his  office  boy, 
and  looking  up  behold  standing  in  the  doorway  a 
slovenly  dressed  salesman,  linen  soiled,  face  unshaven, 
shoes  dirty,  etc.  What  impression  do  you  suppose  the 
buyer  received?  Would  it  surprise  you  if  his  thoughts 
ran  in  these  channels:  "Well,  he  can't  be  very  im- 
portant, and  furthermore  he  can't  represent  a  very 
high  class  article  or  house.  Tell  him  (to  the  office  boy) 
I'm  busy."  And  it  is  seldom  that  the  high  class  con- 
cern on  the  business  card  Avill  bear  sufficient  weight  to 
give  the  necessary  entree. 

You  know  there  is  an  old  saying  that  clothes  do  not 
make  the  man,  and  soiled  linen  may  cover  the  cleanest 
heart  in  the  world — but  it  seldom  covers  a  clean  skin. 

Again,  suppose  this  gentleman  buyer  finds  a  sales- 
man awaiting  an  interview  with  his  hat  perched  on  the 
side  of  his  head  instead  of  in  his  hand,  where  it  be- 
longs, and  a  cigarette  or  cigar  in  his  mouth.  No  need 
for  further  comment.  In  the  somewhat  slangy  but 
expressive  language  of  the  dav,  "You've  got  me, 
Steve!" 

When  a  salesman  has  eliminated  these  elementary 
faults  and  has  posted  himself  thoroughly  on  the  merits 
of  his  goods  he  has  taken  steps  in  the  right  direction 
to  secure  results.  These  selling  points,  by  the  way, 
must  not  be  rattling  around  loose  in  your  head  and 
getting  all  mixed  up,  but  miist  be  all  properly  boxed 
and  crated  for  convenient  handling  and  immediate  de- 
livery. 

Some  of  these  criticisms  do  not  apply  to  every  un- 
successful salesman,  but  it  will  do  no  harm  for  those 
who  are  not  as  successful  as  they  should  be,  to  make 
sure.  Most  of  us  get  cross-eyed  when  we  attempt  to 
size  ourselves  up;  we  see  ourselves  from  an  angle  in- 
stead of  straight  in  the  face.  Remember  there's  noth- 
ing that  tells  a  woman  the  truth  like  a  mirror  or  that 
lies  more  to  a  man. 

Speaking  of  confidence,  it  is  very  easy  to  have  the 
confidence  of  the  company  and  also  of  the  buyer,  but 
you  must  have  both  to  be  a  successful  salesman,  for, 
first,  the  company  i^ays  your  salary,  and  second,  the 
buyer  helps  you  earn  it.  If  you  skin  the  latter  you 
lose  your  trade,  and  if  you  skin  the  former  you  lose 
your  job,  so  the  straight  and  narrow  path  is  by  far 
the  most  desirable. 

Remember,  the  worst  game  to  play  at  cards  or  any- 
thing else  is  the  game  where  you  stand  no  chance  to 
win  and  are  sure  to  lose.  Whenever  you  find  business 
good,  that  is  the  time  to  force  it,  because  it  will  natur- 
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ally  come  easy;  anel  -when  it  is  bad,  that  is  the  time 
to  force  it,  too,  as  you  Avill  need  the  commissions  at 
the  end  of  the  month.  Incidentally  this  last  idea 
should  be  realized  by  the  salesman  without  being  ne- 
cessary for  the  company  to  call  it  to  his  attention,  and 
will  ofttimes  save  some  very  embarrassing  conversa- 
tions.— The  Royal  Standard. 


MAKING  A  SUCCESSFUL  SALESMAN. 

By  Joseph  Basch 

A  salesman  is  the  center  of  activity  in  any  retail 
business. 

He  is  the  visible  representative  of  the  store,  and 
stands  between  the  management  and  the  customer. 

Stores  are  judged  by  the  impression  created  by  in- 
dividual salespeople. 

A  successful  salesman  knows  his  business'  so  thor- 
oughly that  he  has  the  respect  and  confidence  of  his 
customers,  speaks  with  authority,  and  commands  the 
situation. 

Unless  a  capable  salesman  is  connected  Avith  the  pro- 
per sort  of  concern  his  capability  will  never  develop 
into  real  breadth. 

A  good  salesman  endeavors  to  make  sales  that  will 
be  permanently  satisfactory  to  the  purchaser. 

He  must  be  genial,  attentive,  and  respectful,  but 
not  subservient. 

Good  health  is  one  of  the  most  important  requisites 
of  successful  salesmanship. 

Every  salesman  needs  recreation,  but  it  must  be  sane 
recreation — the  kind  that  Avill  add  vitality,  and  not 
sap  it. 

In  addition  to  all  this  every  successful  salesman  must 
have  intelligence,  honesty,  faithfulness,  good  nature, 
tact,  courtesy,  and  patience. 

ACTION  IN  SALESMANSHIP. 

By  Herbert  N.  Casson 

In  good  salesmanship  there  is  always  a  great  deal 
of  action. 

The  man  who  is  selling  goods  should  not  stand  trans- 
fixed like  a  dummy,  moving  nothing  but  his  tongue. 
He  should  act.  He  should  show  by  actual  demonstra- 
tion exactly  how  good  and  superior  is  the  article  which 
he  is  trying  to  sell. 

Whether  a  salesman  is  behind  the  counter  or  on  the 
road,  he  should  always,  whenever  possible,  show  the 
article  which  he  is  trying  to  sell.  If  it  is  impossible  to 
show  the  article,  he  should  show  some  part  of  it  or 
some  picture  of  it.  Words,  you  must  remember,  are 
only  third  best.  The  article  itself  comes  first ;  a  pic- 
ture or  part  of  the  article  comes  second ;  and  talk  about 
the  article  comes  third. 

Why  does  the  street  fakir  attract  so  many  busy  peo- 
ple? Simply  because  every  street  fakir  always  has 
something  in  his  hand,  is  always  in  action,  and  is  al- 
ways demonstrating  the  remarkable  virtues  and  values 
of  the  knickknack  he  is  trying  to  sell. 

Action  in  salesmanship  dramatizes  the  whole  per- 
formance. It  stages  the  operation  of  selling.  Every 
good  salesman  has  a  great  deal  of  dramatic  instinct.  He 
knows  how  to  present  an  article.  He  knows  how  to 
throw  scenery  around  it.  He  knows  how  to  bring  out 
in  a  striking  Avay  the  best  points  of  his  goods. 

Especially  in  the  hardware  business,  where  there  are 
so  many  tools,  implements,  and  other  commodities  of 
action,  a  salesman  should  always  illustrate  his  selling 
talk  by  appropriate  demonstrations.    Even  if  a  clerk 


does  not  know  enough  about  an  article  to  show  it  olf 
to  advantage,  he  can  do  one  thing  at  least — he  can 
keep  it  moving. 

It  is  a  curious  psychological  fact  that  any  article 
Avhich  is  being  moved  about  and  held  up  in  various 
ways  looks  much  more  attractive  than  the  same  article 
lying  by  itself  on  the  counter. 

The  eve  loves  motion. 


THE  DEMAND  FOR  RELIABLE  MEN. 

"Why  do  you  look  outside  your  own  business  to 
find  a  man  for  that  place?"  asked  one  business  man 
of  another  who  had  stated  that  he  was  looking  for  a 
man. 

"Well,  the  truth  of  it  is,"  replied  the  other,  "the 
kind  of  a  man  I  want  isn't  to  be  found  among  our 
700  employees.  I  have  always  believed  in  promoting 
our  own  men  when  we  have  the  right  ones  to  promote, 
but  I  want  a  man  who  can  be  relied  upon.  I  can't 
stand  over  that  work  all  the  time  to  coach  some  fellow 
who  may  be  able  to  do  the  detail  if  I  do  the  thinking 
for  him.  What  I  need  and  what  I  must  have  is  a  man 
who  can  take  that  department  and  run  it  without  too 
much  watching.  Of  course,  any  man  I  get  will  need 
a  few  pointers  now  and  then,  while  he  is  getting  in 
touch  with  our  way  of  doing  business.  And  I  want  a 
man  who  can  take  advice  when  I  see  fit  to  give  it,  and 
who  knows  enough  to  come  to  me  for  advice  when  he 
needs  it.  But  I  can't  afford  to  waste  time,  money  and 
business  opportunity  coaching  a  man  who  can't  be  de- 
pended upon.  I  want  some  one  I  can  lean  on,  and  not 
some  one  who  will  lean  on  me.  Do  you  know  where 
1  can  find  such  a  man?" 

"Yes,"  replied  the  other,  "there  are  several  such 
men  around  town,  but  they  have  already  been  discov- 
ered, and  I  am  afraid  you  will  find  it  hard  to  get 
one. ' ' 


THE  MAN  WHO  WINS. 

The  man  who  wins  is  au  average  man, 

Not  built  on  any  particular  plan; 
Not  blessed  with  any  particular  luck — 

Just  ready  and  earnest  and  full  of  pluck. 

When  asked  a  question  he  does  not  ' '  guess, ' ' 
He  knows,  and  answers  "No,"  or  "Yes," 

When  set  a  task  that  the  rest  can't  do, 
He  buckles  down  till  lie  puts  it  through. 

Three  things  he  learned — that  the  man  who  tries 

Finds  favor  in  his  emjiloyer's  eyes; 
That  it  pays  to  know  more  than  one  thing  well; 

That  it  doesn't  pay  all  he  knows  to  tell. 

So  he  works  and  waits,  till,  one  fine  daj-, 
There's  a  better  job  with  bigger  pay; 

And  the  men  who  shirked  whenever  they  could 
Are  bossed  by  the  man  whose  work  made  good. 

For  the  man  who  wins  is  the  man  who  works. 
Who  neither  labor  nor  trouble  shirks; 

Who  uses  his  hands,  his  head,  his  eyes — 
The  man  who  wins  is  the  man  who  tries. 


"Do  you  keep  dates?"  asked  the  elderly  gentleman 
as  he  sauntered  up  to  the  girl  at  the  grocery  counter. 

"Always,"  she  replied,  "but  not  with  an  old  geezer 
like  you." 

^        ^  ^ 

"I  don't  wish  to  say  anything  disrespectful  about 
that  spaniel  of  yours,"  observed  the  doctor,  "but  for 
a  dog  he  is  the  worst  busybody  I  ever  saw." 

"If  you  had  as  many  fleas  as  that  dog  has,"  said 
the  commuter,  "you'd  be  a  busybody,  too." 
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THE  CARE  OF  A  MATTRESS 

By  Fred  Jennings 

I  presume  that  every  dealer  will  admit  that  mattres- 
ses, and  especially  cotton  mattresses,  do  not  give  the 
general  satisfaction  he  would  like  them  to.  Probably 
every  dealer  htis  lost  valuable  trade  for  this  very 
reason.  The  customer  gets  a  mattress,  takes  it  home, 
uses  it  a  few  months :  it  gets  hard  and  uncomfortable, 
and  lu"  naturally  believes,  inasmuch  as  he  paid  a  good 
pi-ice  for  it,  that  he  has  been  bilked  by  the  dealer. 
This,  of  course,  makes  the  customer  ugly. 

Now,  the  furuiy  part  is,  the  customer,  in  a  Avay,  is 
right  in  his  belief.  He  has  been  bilked  by  the  dealer 
or  his  clerk — not  intentionally,  but  he  has  been  bilked. 
The  ignorance  of  the  dealer  or  his  salesman  on  the 
subject  of  the  care  of  a  mattress,  it  seems  to  me,  is  just 
as  nuich  a  f}"aud  on  the  customer  as  if  actual  mire])re- 
sejitation  had  been  made  as  to  the  n\aterial  out  of  which 
the  mattress  was  made. 

Any  mattress,  whether  hair,  floss  or  cotton,  should 
be  frequently  aired.  At  least  one  a  week.  If  it  can  be 
placed  in  the  sunshine  the  ef¥ect  will  be  many  times 
more  apparent.  In  any  case,  the  mattress  should  be 
aired.  If  the  weather  is  pleasant  it  ought  to  be  taken 
out  of  doors.  If  the  weather  is  bad  it  should  be  laid 
out  in  front  of  a  bright  window  in  a  room  where  the 
ventilation  is  perfect.  This  airing  should  be  anything 
over  two  hours'  duration — the  longer  the  better. 

After  the  mattress  has  been  aired,  it  should  be 
beaten.  By  beaten,  I  mean  just  what  I  say.  A  stick 
Avojr't  do.  I  say  that  first,  because  I  want  that  fact 
cleai'ly  understood.  The  beating  must  be  done  with 
a  club.  It  must  be  pounded — pounded  hard — and  on 
both  sides.  This  will  have  a  marvelous  effect  on  any 
mattress,  even  on  a  hair  mattress.  The  effect  won't 
be  so  apparent  on  a  hair  mattress  as  on  a  floss  mattress, 
and  not  so  apparent  on  a  floss  mattress  as  on  a  cotton 
mattress.  On  a  cotton  mattress,  and  I  mention  this 
variety  particularly  because  more  dissatisfaction  is 
experienced  Avith  cotton  mattresses  than  any  other 
kind,  the  effect  is  to  restore  it  to  practically  the  condi- 
tion that  it  Avas  when  it  came  from  the  factory.  The 
cotton  fluffs  up,  becomes  springy  again  and  takes  on 
new  life.   It  has  the  feel  of  a  brand  new  mattress. 

But  this  is  not  all.  While  the  actual  wear  and  tear 
on  cotton  is  so  slight  that  it  will  last  a  century,  in 
time  secretions  from  the  body,  odors  and  dust  will 
accumulate  inside  the  mattress  and  adhere  to  the 
cotton,  so  that  the  airing  and  pounding  will  not  com- 
pletely restore  it.  Therefore  every  few  years  the 
mattress  must  be  renovated.  This  renovation  must 
take  place  about  once  in  three  years,  and  will  cost  the 
owner  $3.  That  is,  for  $1  a  year  he  can  have  a  practi- 
cally new  mattress  to  sleep  on  all  the  time ;  a  nice,  soft, 
doAvny  mattress,  and  you,  Mr.  Dealer,  will  have  a 
satisfied  customer. 

Every  day  that  I  am  in  the  business  of  making 
mattresses  I  become  more  and  more  astonished  that 
the  average  furniture  dealer,  and  his  employes  know 
so  little  of  this  branch  of  their  line,  the  branch  which 
T  think  no  one  can  dispute,  is  the  most  important  in 
the  house-furnishing  business. 

I  do  not  mean  that  dealers  and  their  salesmen  do 
"ot  knoAv  that  a  hair  mattress  is  made  of  hair,  or  a 
floss  mattress  of  silk  floss,  or  that  a  cotton  mattress 


is  made  of  cotton.  But  1  do  Jiot  think  iiumy  of  them 
possess  the  degree  of  information  on  this  subject  that 
is  really  necessary  for  a  dealer  to  have,  if  he  wants  to 
give  satisfaction  to  his  trade  in  a  line  of  goods  that  is 
the  cause  of  more  dissatisfaction — needless  dissatisfac- 
tion— than  all  the  others  combined. 

That  even  a  very  ordinary  mattress,  if  properly 
taken  care  of,  will  give  satisfaction,  I  know.  That 
knowledge  of  how  to  care  for  a  mattress  is  not  gener- 
ally known,  either  to  the  dealer  or  his  customer,  I  know 
just  as  well.  Experience  has  taught  me  the  first,  and 
the  wide  advertising  of  certain  makes,  that  are  not 
better  and  probably  in  many  eases  inferior  to  the  loe  1 
|)roduct,  demonstr;i1  cs  the  existence  among  people 
ticiH'rally  of  an  iicliiiig  for  sojuething  they  are  siv; 
must  exist,  but  which  they  have  never  had. 

Tell  your  customer  hoAV  to  take  care  of  it.  Keep  a 
list  of  the  people  you  sell  to  and  notify  them  when 
it  is  time  that  their  mattress  should  be  renovated.  Then 
you  can  safely  guarantee  that  their  mattress  will  last 
as  long  as  the  advertisements  say  the  advertised  kinds 
Avill  and  you  will  have  a  satisfied  clientele.  If  you 
reply  that  mattresses  last  too  long  as  it  is,  then  let  ni'; 
say  that  is  a  mighty  short-sighted  way  to  look  at  it. 
You  keep  your  customers  satisfied.    Get  the  reputation 


Novel  window  display  .suggestion  used  by  an 
American  Company. 


that  your  goods  will  last — that  your  goods  will  do  all 
that  you  say  they  will,  and  that  you  won't  have  to 
worry  about  the  life  of  any  mattress  being  too  long. 
Were  I  a  retailer  I  should  hate  worst  of  anything  in  my 
business  to  see  a  good  mattress  go  into  a  home  where 
1  knew  it  Avas  going  to  be  mistreated — by  that  I  mean 
where  no  care  was  to  be  given  it. 


NEW  BEDDING  LAW  IN  INDIANA 

A  ncAv  bedding  laAV  went  into  effect  in  Indiana,  on 
May  1,  ])roviding  for  the  branding  and  labeling  of 
mattresses  and  comforts;  to  guard  against  the  use  of 
unsanitary,  unhealthy  and  old  or  secondhand  material 
in  the  manufacture  of  these  articles,  and  to  prohibit 
the  sale  of  such  unsanitary  ai'ticles.  Manufacturers 
must  state  on  the  label  attached  to  each  article  the 
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contents  of  same.  For  infractions  of  the  law  the  fine 
is  set  at  any  figure  from  $25  to  $500  or  imprisonment 
for  six  months. 


NEW  SEASON'S  BEDDING  LINES 

In  the  l)eilcling  line  there  are  this  season  an  increas- 
ingly large  number  of  items.  The  Ideal  Bedding  Co., 
alone  has  some  fifteen  summer  specialties  in  this  class. 
The  Ideal  hammi-eouch  is  one  of  these.  It  can  be 
used  on  porch  or  lawn  and  in  camps.  Is  ready  for 
day  or  night  naps,  giving  comfort  at  all  times.  It  can 
be  used  as  a  seat,  lounge  or  couch.  For  the  lawn  an 
adjustable  canopy  sunshade  is  attached.  Then  there 
are  the  many  metal  folding  and  stationary  beds,  all 
of  them  practically  giiaranteed  against  accident.  They 
are  durable  and  practical,  saving  floor  space;  can  be 
closed  or  opened,  ready  for  occupancy  in  ^a  minute; 
are  easily  moved  about  and  with  drapings  can  be  made 
to  look  oriuimental  as  well  as  useful  in  a  home.  They 
are'  sanitary,  well  ventilated  and  comfortable.  In 
extension  couch  beds,  the  Ideal  coniiiany  have  a  couch 
that  can  be- made  into  two  se[);iiate  couches  if  desired; 
they  also  have  davenport  beds  and  davenports ;  divans 
made  into  beds,  wood  frame  cots  and  steel  folding 
cots. 


A  NEW  BRASS  AND  WOOD  BED  LINE 

Tlie  Royal  Bed  Company,  Grand  Valley,  Out.,  are 
meeting  with  considerable  success  in  introducing  their 
new  line  of  brass-mounted  wood  beds,  which  they  are 
making  in  ([uartered  oak,  white  enamel,  mahogany  and 
surface  oak.  For  medium-priced  IxmIs  they  should  be 
rapid  sellers,  being  very  carefully  and  attractively 
made,  fitted  with  brass  rails  and  solid  brass  mount- 
ings, and  every  bed  being  supplied  with  brass  casters. 

Mr.  Wood,  the  manager  of  the  company,  has  shown 
his  confidence  in  the  bed  manufacturing  business  by 
selling  his  retail  store  at  Grand  Valley,  and  he  will  in 
future  devote  his  entire  time  and  attention  to  the  bed 
business.  The  i^roposition  to  remove  the  factory  to 
Orangeville  is  being  considered. 


MOTOR  TRUCK  SERVICE  PAYS 

The  Ideal  Bedding  Co..  have  since  IMarch  1st  been 
using  a  motor  truck  for  the  delivery  of  their  products 
in  Toronto.  That  it  is  paying  for  itself  and  at  the 
same  time  helping  the  company  in  making  more  satis- 
factory deliveries  is  the  experience  of  the  officers  of 
the  concern.  In  fact  their  experience  is  much  the  same 
as  other  manufacturing  concerns,  not  in  the  bedding  or 
furniture  line,  however,  which  have  been  using  motor 
trucks  for  the  past  several  j^ears. 


NEW  BRASS  BED  MANUFACTURING  COMPANY 

The  Stratford  Bed  Co.  is  a  new  concern  which  com- 
menced manufacturing  this  year.  Their  factory  at 
Stratford,  which  has  been  running  since  January,  is 
m.-^king  brass  bedsteads  and  costumiers.  The  process 
of  manufacture  is  an  interesting  one,  especially  the 
polishing  and  lacquering.  The  dominant  note  of  the 
line,  as  also  is  the  tendency  of  the  time,  is  towards 
simplicity.  On  the  2i/2  inch  post  beds  onward  .sliding 
shoes  are  used:  on  the  medium  grades  all-steel  wheel 
b-xll-bearing  casters  are  fixed ;  and  on  the  lighter 
grades  all-steel  casters,  without  the  ball-bearing,  are 
used. 

Fred.  C.  Henieke,  the  manager  of  the  company,  is 
;m  old  hand  at  the  raamafacture  of  beds,  having  had 
twenty  years'  experience  in  the  line  in  the  United 


States.  He  was  for  six  years  with  the  Niagara  Bed 
Co.,  Butfalo,  and  for  the  remainder  of  the  time  with 
the  Hard  Mfg.  Co.,  of  the  same  city. 


A  PRACTICAL  DEMONSTRATION 

The  Gold  Medal  Furniture  (Jo.  are  making  window 
displays  and  demonstrations  of  their  Hercules  bed 
springs.  A  Hercules  bed  spring  is  set  up,  and  over  and 
aboiit  it  is  a  derrick  contrivance  Avhich  holds  a  weight 
of  1,000  ])ounds.  This  weight  is  lowered  until  it  rests 
on  the  spring  and  then  released.  Every  hour  it  is 
rai.sed  and  immediately  the  spring,  which  Avith  the 
weight,  looked  mighty  near  the  snapping  point,  springs 
back  into  place  good  as  new.  The  window  demonstra- 
tion draws  the  crowd,  judging  from  several  such  which 
took  place  recently  in  Toronto. 


A  GUARANTEE  THAT  MEANS  SOMETHING 

The  Ideal  Bedding  Co..  Ltd.,  Toronto,  are  at  present 
conducting  an  advertising  campaign  in  the  daily 
press,  using  a  half-page  space  for  the  benefit  of  help- 
ing their  dealei's  by  appealing  to  the  consumer.  The 
advertisement  states  that  "eveiy  furniture  dealer  in 
Canada  is  authorized  to  sell  "Ideal"  coil  springs  with 
the  understanding  that  if  after  60  nights'  trial  the 
spring  is  not  satisfactory  in  every  particular  the  spring 
may  be  returned  and  money  will  be  cheerfully  re- 
funded."   This  kind  of  publicity  should  count. 


BEDDING  NOTES. 

The  JMoose  Jaw  Tent  and  Mattress  Co.,  Ltd.,  have 
opened  up  their  factory  at  Moose  Jaw.  They  will 
manufacture  tents,  awnings,  mattresses,  bed  springs, 
horse,  wagon  and  stack  covers;  flags  and  kindred  lines. 

Burglars  broke  into  the  office  of  the  Canadian 
Feather  and  Mattress  Co.,  Ottawa,  recently,  and  after 
looting  the  cash  box  of  $250  set  fire  to  the  building, 
doing  $2,000  damage.  This  is  the  second  fire  within 
a  month,  as  early  in  April  the  same  building  was 
damaged  to  the  extent  of  $2,000  by  fire  and  water. 


FRED  WHITE'S  EXPENSIVE  LAUGH 

Those  who  know  Fred  White,  of  the  Dymond  Calo- 
mal  Co.,  Strathroy,  know  that  he  has  a  laugh  famous 
for  both  its  richness  and  its  peculiarity.  Recently  he 
had  an  uncomfortable  fifteen  minutes  because  of  that 
laugh. 

With  a  company  of  fellow  travelers  he  crossed  the 
river  from  Windsor  to  Detroit.  The  party  had  landed 
at  the  dock  and  were  wending  their  way  through  the 
gateway  when  Fred  gave  vent  to  one  of  his  famous 
laughs.  No  sooner  had  it  rent  the  air  than  a  hand 
was  suddenly  and  firmly  laid  upon  his  shoulder,  and 
as  he  turned  he  met  the  stern  gaze  of  a  customs  official. 

"You're  wanted  in  the  office,"  peremptorily  re- 
marked the  latter. 

"I've  nothing  dutiable  v/ith  me,"  remonstrated  Mr. 
White.  "We're  just  a  few  travelers  coming  over  to 
spend  a  few  hours  in  Detroit." 

"That's  all  right,"  persisted  the  officer.  "But  you 
come  along  Avith  me." 

And  he  reluctantly  went. 

Inside  the  officer  informed  Mr.  White  that  laughs 
like  his  Avere  not  alloAved  free  entry  into  the  United 
States.   They  were  dutiable  at  30  per  cent.  ad.  valorem. 

Then  Fred  laughed  some  more  and  the  penalty  w&s 
paid. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


Featuring  the  Annual  Spring  Opening 

The  annual  spring  and  .suninier  furniture  opening 
having  passed  the  experimental  stage  with  retailers,  is 
taking  its  place  as  a  fixture  in  the  year's  business  as 
an  inducement  to  bring  buyers  to  the  store  with  the 
ostensible  end  in  view  of  increasing  sales.  That  it  is 
profitable  is  the  experience  of  every  furniture  dealer 
who  has  tried  it,  though  there  are  some  who  disagree 
as  to  the  best  method  of  conducting  their  "opening." 

Some  hold  that  an  attractive  display  with  flowers, 
nuisic,  birds  and  lights  is  the  best  way ;  others  that 
emphasis  be  laid  on  new  seasonable  goods  and  the 
sales  features  prominently  set  forth.  Those  who  hold 
to  the  first  opinion  aver  that  while  many  people  are 
attracted  to  the  store  to  see  and  with  no  intention  to 
buy,  yet  that  many  sales  are  made  in  the  following 
months  to  those  people,  who  otherwise  would  not  enter 
the  store  except  through  curiosity. 

In  the  four  stores  whose  advertisements  appear  M'ith 
this  article  credit  business  is  done,  and  so  any  induce- 
ment that  brings  people  to  the  store  is  a  help  in  paving 
the  way  to  sales.  Three  of  them  decorated  their  stores 
lavishly  with  real  and  artificial  flowers,  singing  birds, 
sparkling  fountains,  gold  fish  and  music ;  the  fourth, 
instead  of  spending  extra  money  on  decorations,  offered 
special  price  inducements  on  a  variety  of  furniture 
lines. 

The  P>urroiighes  Company  called  their  opening  sale 
their  "Seventh  Anniversary,"  and  while  inviting  the 
people  to  walk  in  and  see  the  exhiliition  and  listen 
to  the  nuisic  took  advantage  of  their  advertising  space 
to  nuike  some  sales  suggestions. 

Bedells  and  Adams  also  took  occasion  to  suggest 
attractive  furniture  bargains  while  telling  something 
about  themselves  and  their  spring  opening.  Both  of 
them  gave  soiivenirs,  but  it  was  necessary  to  go  to  the 
top  floors  to  get  the  carnation,  and  as  the  elevators 
could  not  carry  all  up  and  down  almost  all  had  to 
walk  the  stairs,  and  so  every  furniture  article  on  the 
floors  were  brought  under  inspection.  The  Adams 
Company  supplemented  their  exhibition  by  giving 
practical  demonstrations  of  electric  goods — irons, 
toasters,  heaters,  chafing  dishes — fireless  cookers,  coal 
ranges,  sewing  machines,  kitchen  cabinets,  music 
boxes,  etc.,  and  they  were  more  than  satisfied  with  the 
result.  The  demonstrations  were  made  by  the  manu- 
facturers, and  the  sales  resulting  gave  a  tidy  commis- 
sion and  profit  to  the  Adams  concern. 

But  the  chief  resiilt  of  the  openings  was  not  in  the 
direct  sales — rather  it  was  in  the  impressions  left  in 
the  minds  of  those  who  visited  the  store  and  came 
months  afterward  to  purchase  some  article  that  had 
been  noticed  at  the  time  of  the  exhibition.  The 
manager  of  Bedells  is  authority  for  the  statement  that 
if  the  Christinas  season  be  excepted  more  people 
entered  his  store  during  the  three  days  of  the  exhibition 
than  was  the  case  during  the  rest  of  the  year;  and  that 
judging  from  the  sales  that  had  taken  place — sales 
that  could  be  traced  to  the  openings — the  extra 
expenditure  laid  out  at  those  times  was  more  than 
justified. 


The  Dale  Company  prefer  to  look  to  present  sales 
rather  than  build  upon  future  business,  though  this 
latter  point  is  not  at  all  neglected.  Instead  of  spending 
money  on  pictures(|ue  displays  and  surroundings, 
however,  they  believe  in  offering  some  inducements  in 
the  nature  of  special  prices  that  will  appeal  and  bring 
actual  and  direct  sales. 


"CLUB"  PLAN  SELLS  KITCHEN  CABINETS 

The  Adams  Furniture  C'o.,  Toronto,  recently  con- 
ducted a  sale  of  kitchen  cabinets  through  the  means 
of  the  "club"  idea.  They  advertised  this  fact  through 
the  daily  papers  and  made  attractive  showings  of  the 
cabinets  in  their  windows.  They  stated  that  it  was 
their  intention  to  enroll  300  members  inside  of  two 
weeks.  To  entitle  a  person  to  membership  it  was 
necessary  to  pay  $1  down  and  $1  a  week.  After  the 
l)ayment  of  the  first  dollar  the  cabinet  was  sent  home, 
together  vrith  worth  of  groceries.  The  first  day 
the  club  register  was  opened  73  members  joined;  the 
second  day  another  35  members  were  enrolled ;  and 
so  it  continued  throughout  the  week.  At  the  end  of 
seven  days  367  cabinets  were  sold  and  the  club  list 
Closed — in  half  the  time  the  company  had  contem- 
plated. A  huge  clock  dial  in  one  of  the  windows 
informed  the  public  of  the  progress  of  the  campaign 
day  by  day. 


BEATING  THE  CATALOGUE  HOUSES 

Harmer  Bros.,  Southampton,  Out.,  have  a  particu- 
larly striking  card  in  their  store  window,  accompany- 
ing a  bedroom  furniture  display,  reading  "Toronto 
lowest  price  $28;  Harmer 's  lowest  price  $26."  The 
display  shows  a  bedroom  suite  which  Harmer  Bros, 
fire  pushing  to  offset  the  sales  which  previously  went 
to  the  mail  order  houses.  This  plan  of  the  Southamp- 
ton merchants  shows  what  can  be  done  by  other 
merchants  in  their  localities  if  they  are  watchful  of 
their  market.  A  glance  at  the  catalogue  sent  out  by 
these  mail  order  houses  Avill  show  that  in  practically 
every  instance  the  local  merchant  can  sell  just  as  cheap 
as  the  catalogue  house  In  fact  the  local  merchant 
has  this  advantage — he  can  shoAv  the  goods  where  the 
mail  order  house  can  show  only  the  picture  of  the 
goods.  Write  for  a  mail  order  catalogue  and  judge 
for  yourself.  Undoubtedly  there  will  be  many  articles 
vdiich  will  show  the  local  dealer  wherein  he  can  best 
the  mail  order  and  catalogue  houses. 


PROMINENT  RETAILER'S  FURNITURE  POLISH 
RECIPE 

Quillaja   2  ozs. 

Linseed  Oil   2  pts. 

Oil  Turpentine   4  ozs. 

l^>utter  Antimony   4  ozs. 

Ah'ohol    8  ozs. 

Hot  water    8  ozs. 

Diluted  Acetic  Acid   8  ozs. 

Digest  the  (piillaja  witli  the  hot  water;  when  cool, 
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add  the  alcohol  and  sqxieeze  through  a  sti^aining  cloth. 
Mix  this  liquid  with  the  diluted  acetic  acid;  add  the 
linseed  oil  j^reviously  mixed  with  the  oil  of  tui^jDentine, 
and  shake  thoroiaghly.  Finally  add  the  bntter  of  anti- 
mony sloAvly  with  thorough  agitation. 


FLOWERS  IN  THE  FURNITURE  STORE 

Flowers  are  being  more  extensively  used  than  ever 
in  connection  with  the  retail  furniture  trade.  This 
has  been  quite  in  evidence  in  Canada  this  sj^ring. 

Commenting  apon  the  practice,  the  "Furniture 
Record"  says:  "Flowers  have  a  distinct  place  in  the 
trade  where  home-making  is  a  prominent  feature,  as 
they  have  in  the  home.  The  appreciation  of  the  beauti- 
ful may  be  cultivated  to  a  wondrous  extent.  The  Jap- 
anese have  extended  their  love  for  it  into  widely  dif- 


ferent channels  through  the  evolution  of  the  wondrous 
cherjy  blossoms,  where  the  natives  of  all  classes  gather 
when  the  trees  are  in  their  glory.  And  who  can  say 
that  they,  as  a  people,  are  not  more  refined  because  of 
this  hobby  ? 

"The  nicely -polished  table  which  you  place  in  your 
show  window  will  the  more  surely  attract  favorable 
notice  if  adorned  with  a  single  potted  plant  or  a  bunch 
of  flowers  in  an  artistic  vase.  At  this  season  this  may 
be  easily  supplied  at  small  expense.  A  half-dozen 
hyacinths  in  harmonizing  shades  will  gain  for  you  fav- 
orable notice  every  time.  The  first  crocuses,  grown  in  a 
glass  of  water,  may  equally  attract.  Follow  up  Avith 
tulips  or  narcissus  later,  keeping  the  floAvers  ahvays 
fresh.  To  prolong  their  life,  a  cool  place  is  necessary 
;ind.  if  possible,  shade  from  the  brightest  sunshine.  But 
if  yoiu's  is  a  southern  exposure,  rathe  r  pay  the  price 
of  fre(iuent  rencAA'al  than  dispense  Avith  them." 


Metliods  of  advertising  Spring-  opening  displays  by  some  of  the  large  Toronto  retail  furniture  stores. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


Display  Windows  that  Pay 

H.  Franklin  Thomas 

ested  in  si)ecial  window  trims  which  will  bring  in  the 
largest  returns  during  tlie  spring  and  early  summer 
months. 

Displays  for  the  spring  wedding  requirements  are 
now  the  problems  to  be  given  careful  consideration. 
Tiie  latest  idea  in  furniture  Avindow  displays,  which 
has  already  been  used  by  some  of  the  larger  stores  with 
profitable  success,  is  to  arrange  a  series  of  windows, 
Avhich  have  some  interesting  connection  with  each 
other.  For  instance,  in  the  larger  stores  three  or  touv 
windows  inay  be  trimmed  to  display  the  same  subject, 
or  to  show  the  relation  between  different  subjects  by 
a  series  of  attractive  trims.  In  the  smaller  stores  this 
series  of  Avindow  trims  can  be  carried  out  by  having 


there  may  be  the  windoAV  ot  house  turnishings  and 
all  sorts  of  articles  that  might  be  required  in  a  travel- 
ling outfit. 

If  the  furniture  dealer  trims  his  AvindoAvs  in  a  novel 
and  artistic  manner  one  glance  Avill  be  enough  to  make 
a  bachelor  think  seriously  of  marriage,  and  to  make 
the  confirmed  bachelor  girl  decide  to  hurry  up  and 
take  advantage  of  the  sentimental  offerings  of  the 
season. 

The  furniture  dealer  can  use  his  display  AvindoAvs 
at  this  time  of  the  year  as  a  most  valuable  selling 
medium.  It  is  human  nature  for  people  to  want  to 
see  hoAV  things  will  look  in  a  home.  If  the  display 
AvindoAV  is  too  small  to  make  it  resemble  an  entire 
room,  excellent  effects  may  be  obtained  by  trimming 
it  as  one  corner  of  a  room.  The  idea  is  to  let  the  public 
feast  their  eyes  on  beautiful  displays  which  are  sug- 
gestive of  home  comforts  and  charms. 


a  different  AvindoAV  each  Aveek  until  the  series  is  com- 
pleted. 

This  idea  has  already  touched  a  popular  fancy,  and 
Avhen  it  attracts  the  croAvds  and  leads  them  from  one 
AvindoAV  to  another  it  means  resultful  advertising  for 
the  store  back  of  the  AvindoAV. 

The  plan  is  to  make  a  trim  of,  say,  four  AvindoAvs  to 
tell  an  interesting  story  of  home-making  to  those 
directly  interested  in  spring  Aveddings.  The  croAvds 
that  Avill  be  attracted  by  these  special  windoAvs  Avill 
form  a  good  indication  that  the  general  public  is 
interested  in  that  highest  of  all  arts — the  furnishing 
of  a  new  home. 

The  first  windoAV  of  the  series  may  represent  a 
dining-room  scene.  There  should  be  an  elaborately 
decorated  bride's  table  in  the  centi-e.  The  next  win- 
doAV  of  the  series  should  shoAv  the  correct  idea  of  a 
man"s  chamber.  The  third  AviiidoAv  Avill  be  the  room 
of  the  bride,  delicate  and  charming  in  its  peculiar 
adornment.  Then  there  must  be  the  kitchen  windoAV 
to  interest  thos<>  planning  shoAvers  for  the  bride.  Next 


NoAV  in  trimming  a  AvindoAV  to  represent  the  home 
dining-room  it  must  be  given  a  charming  style.  Make 
it  so  home-like  and  realistic  that  every  man — even  the 
most  exacting  bachelor — will  draw  a  deep  breath  of 
keen  satisfaction.  The  dining-room  scene  must  suggest 
home  comforts  and  home  delights.  The  dining-room 
furniture  shoAvn  must  be  of  the  most  popular  patterns. 
And  it  must  be  given  a  strong  setting  in  contrast  with 
various  kinds  of  Avedding  decorations.  In  this  trim  it 
Avill  be  Avell  to  have  the  bride's  table  elaborate  in  its 
equipment  and  decorations. 

The  coloi-  scheme  of  the  AA^all  lumgings,  the  display 
of  the  bi'idal  floAvers,  the  gleam  of  cut  glass,  sliver  and 
beautiful  china,  must  be  used  Avith  the  furniture  dis- 
play. Naturally  the  Avindow  must  be  designed  to  sell 
furniture,  but  if  the  pieces  of  furniture  are  used  alone, 
Avithout  the  other  dining-room  furnishings,  it  Avill  not 
create  the  impression  Avhich  is  necessary  to  bring  the 
most  profitable  results. 

In  the  dining-room  exhibit  there  need  be  but  one 
display  card.    This  card  may  be  relieved  of  harshness 
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by  being  an  illustration  of  Cupid  surrounded  by  a 
sti'iking  border  of  hearts  all  in  red.  On  the  card  may 
appear  the  words:  "To  reach  a  man's  heart — please 
his  stomach.  Attractive  dining-room  furniture  will 
help."  Or  some  phrase  which  will  advertise  the  furni- 
ture in  the  window  may  be  used. 

The  next  trim — that  of  a  man's  berdoom  or  chamber 
— should  be  made  very  attractive,  and  should  repre- 
sent in  every  way  the  modern  idea  in  furnishings  for 
a  man's  comfort  and  convenience.  This  room  should 
i-equire  no  label.  Many  times  a  display  of  a  clever 
mission  style  of  bedroom  furniture  pleases  a  man  more 
than  anything  else.  It  is  a  difficult  matter  to  attract 
men,  so  naturally  this  trim  must  be  made  as  unique 
as  possible. 

Another  window  which  will  always  attract  atention 
will  be  the  picture  of  the  bride's  room.  The  bride  in 
all  her  white  silks  and  veilings  should  be  'shown  to 
attract  the  curious  public.  The  representation  of  a 
young  woman's  room  must  be  as  exquisitely  as  it 
possibly  can  be  made.  The  wall  hangings  should  be 
in  white,  the  furniture  of  a  rich  popular  design,  and 
every  detail  of  the  furnishings  should  be  carried  out  in 
delicate  tints  and  shades. 

Greater  interest  will  be  stimulated  by  using  properly 
dressed  dummies  in  both  windows.  This  will  give  the 
displays  a  touch  of  human  inteiTst.  It  might  be  an 
excellent  plan  to  have  the  thiid  exhibit  in  the  series 
of  "sirring  wedding  windows"  represented  by  the 
bride  and  groom  in  travelling  costumes  passing  through 
a  gateway.  The  idea  should  be  designed  to  represent 
their  entrance  into  the  new  world.  All  around  this 
lifelike  picture  should  be  displayed  all  kinds  of  articles 
that  Avill  be  reciuired  for  the  honeymoon  trip ;  sug- 
gestions for  wedding  presents,  or  anything  which  is 
timely. 

The  next  window  of  the  series  may  be  a  kitchen 
scene,  in  which  the  bride  appears  before  a  table.  In 
fact,  there  is  no  end  to  the  number  of  interesting  pic- 
tures that  may  be  shown  in  this  series.  Choice  dis{)lays 
of  all  the  lines  handled  may  be  made,  because  when 
people  go  to  housekeeping  they  buy  something  from 
nearly  every  line  handled  by  the  furniture  store. 

In  trimming  a  windoAV  the  great  question  is  not 
merely,  "Will  this  window  attract  and  entertain?" 
The  real  question  should  be,  ' '  Will  it  make  people 
come  in  and  buy?"  In  a  nutshell,  a  window  exhibit 
must  be  timely,  correct  and  convincing,  and  especially 
true  to  life ;  then  it  will  sell  goods. 

During  the  spring  and  summer  months  the  window 
displays  of  a  furniture  store  are  the  strongest  mediums 
for  quick  sales.  It  has  become  a  custom  for  people  to 
watch  the  display  windows  for  interesting  and  new 
things.  And  during  the  summer  months  most  people 
buy  from  windows  because  they  prefer  window  gazing 
to  reading  ads.  Few  people  like  to  sit  down  and  Avade 
through  a  lengthy  advertisement,  and  even  if  they  do 
the  printed  words  will  not  create  the  same  impression 
as  that  obtained  through  a  clever  window  display. 
Most  people  have  a  habit  of  looking  in  at  windows  and 
noting  the  offers  as  they  walk  along  the  street. 

In  making  displays  of  wedding  gifts  it  should  be 
remembered  that  the  articles  used  in  the  window 
exhibit  should  be  such  that  a  bride  wil^  h^  known  to 
find  delight  in  possessing.  Of  conrse  it  will  not  be 
possible  to  show  all  the  excellent  lines,  but  the  articles 
most  likely  to  be  highly  li'easurcd  should  be  shown  to 
attract  attention  to  the  window  exhibit. 

It  is  a  good  plan  to  select  a  wide  range  of  new  articles 
— something  out  of  the  ordinary — getting  entirely 
away  from  the  common  articles  so  often  shown  year 
after  year.    If  the  furniture  dealer  Mali  give  special 


attention  to  the  selection  of  new  ideas  it  will  prove 
very  prolitable,  because  the  average  buyer  of  Avedding 
gifts  is  always  looking  for  something  he  or  she  feels 
sui'e  that  no  one  else  will  select. 


RUGS  FOR  WINDOW  BACKGROUND 

Separating  the  window  from  the  rest  of  the  store — 
Ihe  whole  floor,  interior  and  Avindow,  being  on  the  one 
level — E.  Lippert,  furniture  dealer,  Berlin,  Out.,  has 
two  roller  rods  suspended  from  the  ceiling  on  which 
he  displays  rugs  and  floor  coverings.  A  couple  of 
Dulleys  serve  the  purpose  of  raising  and  lowering  these 
'ods  for  changing  the  rugs.  The  rugs,  besides  being 
thus  displayed,  form  a  background  for  the  window 
display  and.  also  act  as  a  division  cut-off  between  the 
■>\  indow  ruid  interior  of  the  store. 


SAVING  POINT  OF  FRENCH  FURNITURE 

The  two  kinds  of  work  which  probably  occur  to 
nost  people  when  they  think  of  French  artistic  manu- 
Tacturers  are  jewelry  and  furniture,  and  far  ai)art  as 
lliese  two  crafts  are,  there  is  one  characteristic  in  Avhich 
ihe  French  work  in  both  departments  is,  for  the  most 
part,  distinguished  from  the  American  or  English — its 
Sinse  of  style.  It  is  true  that  this  sense  manifests  itself 
in  very  different  ways,  but  it  is  there  none  the  less. 
With  regard  to  furniture,  the  French  have  so  firm  a 
hold  on  the  styles  of  the  later  Louis  and  of  the  Emjaire 
lhat  they  seem  unable  to  depart  fi'om  them.  It  is  (juite 
astonishing  to  the  Americans,  used  to  seeing  a  good 
deal  of  fairly  simple  furniture  of  a  modern  tyi^e,  to 
note  in  the  ordinary  Paris  shoj^s  how  extraordinarily 
little  there  is  Avhich  can  be  said  to  be  on  anything  but 
strictly  traditional  lines.  It  seems  almost  as  though 
invention  had  stopped  a  hundred  years  or  so  ago,  and 
people  had  done  nothing  but  copy  ever  since.  That 
is,  of  course,  an  overstatement  of  the  ease,  but  the 
fact  remains  that  the  type  has  pei'sisted,  without  that 
amount  of  modification  which  natural  growth  Avould 
suggest.  This  is,  in  a  w^ay,  a  pity.  Any  sort  of  stopping 
short  is  a  thing  to  be  regretted,  but  still  it  must  be 
remembered  that  this  does  not  imply  in  France  just 
what  it  would  in  America.  When  Americans,  Avith 
much  care  and  forethought,  furnish  their  rooms  con- 
sistently in  the  style  of  a  bygone  time,  the  result  may 
be  (|uite  charming  to  the  eye,  but  it  suggests  at  least 
a  ti'ifie  of  affectation;  Ave  are  inclined  to  think  that  the 
room  is  not  the  sjiontaneous  expression  of  the  OAvner's 
own  taste.  The  modern  Chippendale  is  not  Avhat  the 
Avorkraan  naturally  produces,  it  is  a  style  he  has  more 
or  less  laboriously  earned. 

In  France  it  is  rather  dift'erent;  people  use,  say 
Empire  furniture  more  or  less  naturally,  not  because 
it  is  the  fashion  to  return  to  a  past  style,  but  because 
that  style  is  still  alive  for  them;  they  take  it  as  a 
matter  of  course,  and  the  maker  for  his  part  has  groAvn 
up  making  it.  The  result  is  that  French  furniture, 
Avhether  we  like  it  or  no,  and  hoAvever  much  Ave  may 
deplore  its  Avant  of  originality,  has  a  certain  (juality — 
that  of  style — a  style  Avhich  really  belongs  to  it  and 
has  not  been  assumed,  Avhich  saves  it  from  ever  falling 
to  the  loAvest  depths. 


THANKS  FOR  LOOKING 

"Thank  you  for  looking,'"  is  the  neatly  Avorded  card 
inserted  in  the  window  of  a  College  street  retail  store 
in  Toronto. 


June,  191:5 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


39 


Retail  Furniture  Advertising 


Discussions  oj 
Methods  and  Examples 
of  T})pograph^ 


Keeping  up  Advertising  in  Summer 

It  is  strange,  yet  true,  that  a  large  nunibei-  of  ("an- 
acUan  advertisers  still  continue  to  harbor  the  fallacy 
that  their  advertising  shoiild  be  cut  out,  or  at  least  cur- 
tailed dui-ing  the  suninier  months — the  time  of  the  year 
that  they  call  the  "dull  season." 

Their  argnmeiit  is  that  so  many  people  are  away  at 
this  time  at  jjlcasure  resorts,  camping  places  or  enjoying 
the  pleasures  of  river,  lake  or  wood  that  there  must  be, 
of  necessity,  a  large  falling  ot¥  in  trade,  but  figui-es  show 
very  conclusively  that  the  largely  increased  stream  of 
tourists  into  Canada  during  recent  years  has  very  nearly 
balanced  the  exodus  of  Canadians. 

Tt  is  a  well  known  fact,  as  "Economic  Advertising" 
so  well  remarks,  that  people  holiday-bent  are  liberal 
spenders,  but  even  if  it  Avere  true  that  such  a  dull  season 
does  exist,  it  must  be  borne  in  mind  that  the  function 
of  advertising  is  not  only  to  foster  trade  when  times  are 
busy  and  the  peoi)le  ai'e  ready  to  buy,  but  it  is  of  equal 
value  in  starting  up  trade  in  dull  times  and  in  keeping 
the  advertiser's  name  before  a  fickle  and  forgetful 
public. 

The  necessities  of  life,  such  as  food,  clothing,  etc.,  are 
in  edU'il  demand  in  summer  as  in  the  winter,  in  fact 


there  are  as  many  seasonable  lines  to  feature  in  the  hot 
\\  eather  as  in  the  cold. 

The  man  who  quits  his  advertising  in  June,  July  and 
August  will  inevitably  find  when  he  comes  back  that 
he  has  got  a  big  leeway  to  make  up  over  his  competitor 
who  has  been  keeping  everlastingly  at  it. 

Another  point  in  favor  of  summer  advertising  is  that 
jx'opic  at  iliis  time  do  not  work  so  hard,  they  have  more 
time  foi-  leading  and  the  daily  newspaper  follows  them 
from  the  cities  to  their  holiday  haunts. 

And  because  they  have  move  time  for  reading,  they 
have  more  time  for  reading  advertising. 

It  is  not  too  much  to  say  that  newspapers  have  an 
added  value  in  the  summer  months. 

Then,  too,  the  discontinuing  of  your  advertising  tends 
to  break  up  the  housewife's  buying  habits.  She  has 
been  accustomed  to  be  reminded  of  your  goods  by  your 
regular  announcement,  and  if  its  continuity  is  broken, 
the  chances  are  she  Avill  switch  over  to  another  store  or 
another  line  of  merchandise. 

We  venture  to  think,  too,  that  the  average  person 
at  a  time  when  his  or  her  mind  is  not  occupied  with 
business  or  household  worries  pays  more  attention  to 
the  ads.  in  the  mazagines  and  iieAvspapers — again  a 
caso  of  added  value 


All 

/Mail  Orders\ 

Filled 
V  Promptly  / 


Commencing  Tuesday  Morning.  Nov.  I9th  and  Continuing  Eleven  Days  "The  Nova  Scotia  Furnishing^Co,.  Ltd."  Start  a  Wonderful  Profit  Sharing  Campaign 

Remember  The  Prices  We  Quote  and  Tlie  Articles  We  Mention  are  Simply  Given  To  Convey  An  Idea  of  Wiiafs  Doing.  Our  Entire  Stock  is  Included 

Great  Distribution  of  Furniture,  Carpets,  Rugs,  and  Draperies  at  "Wholesale  Prices" 


These  "Wholesale  Prices"  Do  Not  Go  Into 


Our  Drapery  Department  |*;; 

Here  we  not  only  place  our  stock  for  disposal  at  "Wholesale  Prices," 
but  we  have  many  desirable  lines  (hat  we  offer  al 


Eel  here  early  TUE 

his  offer,  hut  do  not  come  before  expecting  ti 
It  Ihene  prices  as  this  distributioQ  wLU  positively  Dot  sla 
il  NOVEMBER  Hth. 


Two  More  Big  OffeTlngs  In  the  Drapery  Dept. 


Effect  Until  Tnesday  Morning,  November  19th 

Tato  A  Hvantarro     "•^'^      ^'i^  selhnj.  while  we 
IdKC  rVUVdllldgC  are  retailing  at 'Wholesale  Prices"  ^ 
and  secure  your  HOLIDAY  GIFTS,    in  d^d  way  you  save  our 
profit    \Ve  will  store  rile  goods  free  of  charge.and  dehver  diem 
when  wanted. 

Here  are  a  FewXmasSuggetionsPiciiedatRandom 

Pretty  Parlor  pieces  are  always  acceptable  and  always  prac- 
tical, ColoQial  Rockers,  Arm  Chairs,  Morris  Chars,  Leg  Rests.  J 
Reception  Chairs,  Window  Chairs,  Magazmc  Racks,  Foot  I 
Stools,  Umbrella  Stands,  Card  Tables,  Parlo  Desks,  Book  i 
Cases,  Music  Cabinets,  Sewiug  Tables,  WritjDg  Desks,  Tea  I 
Tables. 


f  Boughl  Now  \ 
(Dunng  riiifGieilA 
I  DHtritKitioa~  lot  il 
VFulwe.Deti.ery/ 
Sloitd  Fiee  y 


About  Fifty  Years  Ago  we 
Started  in  the  City  of  Halifax ' 


TAPESTRY  CURTAINS 


«lr(«^l 
Mirinac  Piorisces 


UkCE  CURTAINS 


We  Have  Furnished  Homes  of  Three  Generations  Let  Us  Furnish  Yours  Now     "Yeu'll  Save  Big  Money" 


We  Have  a  Handsome  Three  Piece  Parlor  Suit 


establnhmear  (m  ■  touill  wey)  in  Ibe  aly 
building  adjoinifiK  the  Dartmouth  Kerry.  Todaj-  "The 
Nova  Scotia  Furnishing  Co..  I/d.."opetBte 
one  of  (he  latgist  eJlclll•1^^■  Furniture  avA  Carpet 
Emporiums  fri  the  ^minion  of  Canada. 

Wheo  we  first  cTitered  ujon  our  business  eMslenci 
psrcats  ol  mm  who  nrc  our  loyal  Inends  today 

fre  Ibcn  ihtos^vH  (hildren,  lod  it  b  no  uncommao  or-  i 
■uieoce  (pr.par-at^  to  remirk  wbfo  jrouag  loJis  about  j 
staniil?  for  ibumelves,  are  le'etmng  iheir  oaxfio,  (tut 
Itifir  owo  Tinii  outfits  cmdc  Irooi  the  No«a  Scotij 


lui 


A  Complete  Dining:  Room  Suit 


Aiiocber  Complete  IhninsRoobi  Ou'fili 


wbo  bsve  been  Kietdful  Ineodi  for  fifty 
yrars  is  impte)  eitUnttioB  whj  we  are 
^  sddmg  tbouiipibjwre  aooiully. 
Tbe  Novi  Sc^  Funihhiai  Co 


 ' 


This  is  a  rcprodiu-tion  of  a  twO-paKc  spread  of  :J2  by  2\\  inrlies,  and  althouk^h  tlio  eiitrraviiiu^  herewith  siiown  is  so  \  er    imu-li  reduced,  an  exceUeiit 
Lconception  of  the^eneral  layout  of  the  original  is  obtaitied.    This  is  only  one  of  the  many  examples  of  both  big  and  good  advertising  which  Ihe 
Nova  Scotia  Furnishing  Co.,  Halifax,  are  doing. 
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Many  more  reasons  might  be  adduced  why  it  pays 
not  to  break  the  continuity  of  your  advertising. 

Keep  it  ixp  all  the  time.  Back  your  advertising  with 
good  goods  and  first-class  service  and  you  will  surely 
be  rewarded  with  a  splendid  increase  in  sales  and  the 
renewed  good  will  of  the  public. 


ADVERTISING  PULLS 

There  is  an  old  proverb  setting  forth  the  homely 
truth  that  it  takes  constant  pounding  to  hammer  home 
a  nail.   This  is  simply  a  forceful  and  picturesque  way 


Baby's  Outm^   Days  are  Here 


And  Motiicps  should  loo«  n 


)  In  soetng  the  SUPERIOR'S  display  of 


Chai»:s  and  Kiliy  <:arriae< 
an  c^Hib  lion  Ihji  mil  set. 
^a.Ujng'-I.L'yon.l  c^mparnw 


■ratortabTe  cai/veyanc* 


This  Putl^.an 
chaise 


Baby  Carriages 


SiideWaik  Sulkies  —  $2,  $3  and  $3  SO 

We    Ctkallenge  Cora- 
pariaon  in  Qiuttit^  an 
Price* 


237  Simpson  Street 

FORT  WILLIAM 


An  exceedingly  good  ad.  It  is  well  written  and  well  balanced.  The 
prices  are  also  an.  ther  commendable  feature.  Original  8J  x  8|  inches. 

of  saying  that  one  impression  is  often  not  sufficient  to 
jiound  home  a  fact. 

Of  course  the  man  who  first  put  this  proverb  in  writ- 
ing had  never  heard  of  advertising,  but  the  truth  fits 
the  advertising  situation  like  a  glove.  One  advertise- 
ment seldom  pays.  Two  or  even  a  dozen  advertise- 
ments are  likely  to  prove  a  losing  proposition.  In  fact, 
it  may  be  doubted  if  in  a  general  field  a  few  advertise- 
ments of  a  stable  brand  of  merchandise — paper  for  in- 
stance— ever  pay  in  direct  returns  for  the  space  they 
occupy.   But  advertising  does  pay  in  the  long  run. 

It  takes  time  for  a  train  of  heavy  Pullmans  to  get 
under  way.  And  it  takes  time  for  advertising  to  pro- 
duce selling  effort  that  can  actually  be  felt. 


PRACTICAL  ADVERTISING  SUGGESTIONS 

In  studying  the  construction  of  advertising  matter 
it  is  essential  that  a  proper  understanding  as  to  the 
class  of  persons  to  which  it  is  to  be  addressed  be  had. 
Thus  in  writing  to  promote  an  article  that  must  be 
purchased  by  women,  language  appropriate  to  the 
gentler  sex  must  be  used;  while  in  addressing  men,  less 
flowery  phrases  and  more  direct  style  may  be  chosen 
to  advantage.  The  same  principle  may  be  followed 
relative  to  the  character  of  the  article;  thus  more 
graceful  terms  would  naturally  be  applied  to  a  "love 
of  a  bonnet"  than  would  be  desirable  in  telling  the 
eortveniences  of  a  kitchen  cabinet. 

As  the  "Furniture  Journal,"  New  York,  recently  re- 


marked, refinement  being  natural  to  women,  the  lang- 
uage used  for  them  should  be  dignified,  proper,  and 
graceful  in  phrasing.  The  mechanic  does  not  require 
so  much  circumlocution.  A  more  direct  appeal  will 
get  better  results  when  men  are  the  class  addressed. 

Plenty  of  illustrations  of  the  right  kind  go  well  for 
women,  attracting  more  attention  than  large  masses  of 
tj'pe;  while  men  will  read  and  reply  to  advertising 
Avhieh  has  no  pictures  and  is  set  in  masses  of  clean-cut, 
business-like  type.  The  tone  of  such  advertising  should 
be  virile  and  the  argument  convincing. 

Where  the  class  catered  to  consists  largely  to  illit- 
erate i^ersons,  or  of  foreign  birth,  the  language  must 
be  exceedingly  simple  and  readily  understood  by  those 
of  limited  education. 

While  simplicity  of  diction  is  desirable  in  all  adver- 
tising matter,  there  is  a  field  for  more  elegant  and  or- 
nate description  in  addressing  Avomen  than  men.  What 
w^ould  seem  only  business-like  to  a  man  would  sound 
harsh  and  abrupt  to  a  woman  and  would  not  appeal 
to  her.  This  is  a  blow  to  her  vanity,  having  the  effect 
of  a  lack  of  respect,  and  would  not  bring  the  replies 
and  conseciuent  orders  that  a  great  attention  to  detail 
Avould.  Indirect  compliments,  if  not  too  fulsome,  are 
profitable.  Thus  in  promoting  parlor  furniture  one 
might  say,  "every  refined  woman  appreciates  the  hand- 
some woods  and  fine  upholstering  characteristic  of  the 
line  of,"  etc.;  or,  if  the  article  advertised  be  a  kitchen 
cabinet,  a  phrase  like  this  is  not  out  of  keeping:  "Steps 
count  with  tlie  busy  housewife  intent  upon  the  comfort 
of  her  family." 

Many  advertisers  have  found  it  profitable  to  coin 
catch  phrases  to  use  in  connection  with  various  ar- 
ticles which  have  become  known  all  over  the  covmtry. 
Thus,  who  does  not  know  v.diat  the  injunction,  "You 
press  the  button,  Ave  do  the  rest,"  refers  to?  There 
are  many  others,  as  readily  recalled.  For  refrigerators 
Avould  it  not  be  Avell  to  use,  "Dainty  and  sanitary,  as 
easily  cleaned  as  Ilaviland  china"?  Many  others  may 
be  originated  by  a  versatile  Avriter.  The  above  are 
cited  merely  as  illustrations  of  phrases  that  Avould 
attract  Avomen  readers.  For  men  one  might  select 
"solid  comfort"  as  tersely  descriptive  of  a  big  roomy 
easy-ehair  or  a  SAvinging  couch. 

Anything  savoring  of  slang  or  flijipant  treatment 
should  be  escheAved  in  writing  advertising  addressed 
to  Avomen.  The  youth  in  college  would  be  taken  Avith 
some  smart,  catchy  sentences  in  the  pert  style  affected 
bv  that  class. 


LAWN  SETTEES 

Made  of  selected  wood  neatly  painted 
and  varnished  in  red  or  green; 

Two  sizes. 

$1.50  to  $2.50 
J.  p.  &  F.  W.  ESMONDE 

182  Sparks  Street 


A  simple,  yet  etfective,  advertisement.   It  catches  the  eye,  and  the 
price  interests  the  reader.)  lOriginal  was  4}  by  3J  inches. 


Hammo  -  Couch,  by  The  Ideal  Bedding  Co.,  Limited,  Toronto,  Ont. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


AETS  AND  CRAFTS  FUENITURE 

(ieo.      McLagr.)      Furniture  Co., 

Stratford. 
John  0.  ilundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.    W.  Johus-Manville 

Co.,  Toronto.  . 

BABY  CARRIAGES. 
Grti'^ron   Mfg.   Co..  Toronto. 

iJENT  WOOD  FURNITURE. 
Jc!.n  C.  Mundell  &  Co.,  Elora. 
J..  &  J.  Kolin,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture   Co.,  Hanover. 
Geo.      Mcl-agan     Furniture  Co., 

Sli-atford. 
Meafard  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 
Kensington   I'urniture   Co.,  Coder- 

ich. 

ICntchtel  Furniture  Co.,  Hanover. 
Geo.      Mcl^agan     Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co.,   Meaford,  Ont. 
onllia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iiiville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  ChesUy. 
Ideal  Bedding  Co..  Tor.ini" 
Quality    Beds,    Limited,  Welland, 
Ontario. 

Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Miilcolin  &  Souter  Furniture  Co., 

Hamilton. 
Knechtel   Furniture    Co..  Hnnovcr. 
Royal  Bed  Cc,  Grand  Valley. 

BED  Si>RINGS. 
Knechtel   Furniture    Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Rnetz  Bros.,  Berlin. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Malcolm  Sc  Soulei-  i''uriiiluru  Uo., 

Hamilton. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 
Kensington    Furniture   Co.,  Goder- 
ich. 

Knechtel   Furniture    Co.,  Hanover. 

Dymond  CoIonial   Co.'s,  Strathroy 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Malcolm  &  Souter,  Hamilton. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

CAMP  FURNITURE. 

Stratford   Mfg.   Co.,  Stratford. 

Ideal  Bedding  Co..  Toronto. 
CELLARETTES. 

Dymond-Colonial  Co.'s  Strathroy. 
CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Dymond-Colonial  Co.'s,  Strathroy. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian   Rattan   Chair   Co.,  Vic- 
toriaville. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Imperial   Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Dymond-Colonial  Co.'s,  Strathroy. 

CHESTERFIELDS. 
Imperial   Furniture   Co  ,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture    Co.,  Hanover. 
Meaford  Mfg.   Co.,    Meaford,  Ont. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 


CHINA  CABINETS. 

Peppier  Bros.,  Hanover. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Meaford  Mfg.   Co.,   Meaford,  Ont. 
CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 
COMFORTERS. 

Toronto  Featlier  &  Down  Co.,  To- 
ronto. 

COUCHES. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Dymond-Coloniul   Co.'s>  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial    Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel    Furniture    Co.,  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Montreal   Upholstering   Co.,  Mont- 
real, Que. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DEN  FURNITURE 
Elmira  Furniture  Co,  Elmira,  Ont. 

DIVANETTES. 
KiiKlel  Bed  Co.,  Toronto. 
Lippert  Kurniture  Co.,  Beilin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 
DINING  SUITES. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co..  Elora. 

Peppier  Bros  ,  Hanover. 

Stratford   Chair  Co.,  Stratford. 
DINNER  WAGONS. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Toronto  Furniture  Co.,  Toronto. 

Dymond-Colonial   Co.'s,  Strathroy. 

Peppier  Bros.,  Hanover. 

DRESSERS. 

Dymond-.Colonial   Co.'s,  Strathroy. 

Knechtel   Furniture    Co.,  Hanover. 

Orillia  Furniture  Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Meaford   Mfg.   Co.,   Meaford,  Ont. 
EXTENSION  TABLES. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co..  Berlin. 

Meaford   Mfg.   Co.,    Meaford,  Ont. 
FILING  DEVICES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan      Furnitura  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co..   Meaford,  Ont. 

HALL  TREES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddine  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
Victoriaville   Chair  Mfg.   Co.,  Vic- 
toriaville. Que. 


IRONING    BOARDS  AND 
DRYERS. 

Stratford   Mfg.   Co.,  Stratford. 

JAEDiNIERE  STANDS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

KITCHEN  CABINETS. 
Hamilton  Incubator  Co.,  Hamilton. 

KITCHEN  TABLES. 
Knechtel   Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 
Meaford  j.Afg.  Co.,   Meaford,  Ont. 

i.AWN  SEATS  AND  SWINGS. 
Stratford    Mfg.   Co..  Stratford. 

LIBRARY  TABLES. 

Peppier  Bros.,  Hanover. 
Dymond-Colonial   Co.'s.  Strathroy. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Geo.      McLagan      i'urniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

LUXURY  CHAIRS. 
Lipptrt   Furniture   Co.,  Berlin. 

MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold     Medal    Furniture    Co.,  To- 
ronto. 

Standard   Bedding  Co..  Toronto. 
Antiseptic  Bed  Co.,  Toronto,  Ont. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furnitura  Co., 
Stratford. 

MEDICINE  CABINETS. 
Meaford   Mfg.   Co.,   Meaford,  Ont. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furn^'ure  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 

Fllis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
^V'ate^loo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 

OFFICE  CHAIRS. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture    Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

PARK  SEATS. 
Stratford   Mfg.   Co.,  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co..  Ingersoll. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Elmira     Interior    Woodwork  Co., 
Elmira. 

Dymond-CJolonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
PARLOR  TABLES. 

Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford   Mfg.   Co.,    Meaford,  Ont. 
Elora  Furniture   Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture   Co.,  Hanover. 
Peppier  Bros.,  Hanover. 

PEDESTALS. 
Peppier  Bros.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbo.x  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian    Rattan    Cliair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture   Co.,  Hanover. 


SCHOOL  FURNITURE. 

Globe  i'uruiture  Co.,  Waterloo. 

SIDEBOARDS. 
Knechtel    Furniture    Co.,  Hanover 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Stratford  Chair  Co.,  Stratford. 

TABLES. 
Elora  Furniture  Co.,  Elora. 
Knechtel  Furniture   Co.,  Hanover 
John  C.  Mundell  &  Co.,  Elora 
Orillia   Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora. 
Kensington   Furniture   Co.,  Goder- 
ich. 

TELEPHONE  STANDS. 

Dymond-Colonial  Co.'s,  Strathroy. 
TYPEWRITER  DESKS. 

Elmira     Interior     Woodwork  Co 
Elmira.  ' 

UPHOLSTERERS'  SUPPLIES 

Elhs   Furniture   Co..  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll 
Imperial  Rattan  Co.,  Stratford 
imperial  Furniture  Co.,  Toronto 
John  C.  Mundell  &  Co.,  Elora 
Knechtel   Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture     Co  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfe.  Co.,  Berlin. 

VERANDAH  FURNITURE. 
Imperial   Rattan   Co.,  Stratford 
Gendron  Mfg.  Co.,  Toronto. 
Stratford   Mfg.  Co.,  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover. 
Meaford   Mfg.   Co.,    Meaford,  Ont 
Stratford  Chair  Co.,  Stratford. 

FACTORY  SUPPLIES 

CLAMPS. 

Batavia  Clamp   Co.,   Batavia    N  Y 

FURNITURE  SHOES.' 
Onward  Mfg.   Co.,  Berlin 

DRY  KILNS. 
MiJi-tcin  Dry  Kiln  Co,  Chicago 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood 
stock. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts 
town.    N.  J. 

STERILIZED  HAIR. 
Griffin   Curled   Hair  Co.,  Toronto 

TRUCKS. 
W.   I.   Kemp  Co.,   Ltd..  Stratford. 

VARNISHES. 
R.  C.  Jaraieson  &  Co.,  Montreal 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchei;  &  Co.,  Ingersoll. 

BURIAL  ROBES. 

James  S.  Elliott  &  Son,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  «fe  Evel  Casket  Co.,  Ham- 
ilton. 

CEMENT  CASKETS. 

Canadian  Cement  Casket  Co.,  Pres- 
cott. 

CASKETS  AND  COFFINS. 

Dominion  Casket  Co.,  Guelph. 
James  S.  Elliott  &  Sons,  Prescott 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CHURCH  TRUCKS. 

Bomgardner   Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

H.    S.    Ecklea     Co.,  Philadelphia, 
Pa. 

HEARSES. 

Mitchell  &  Co..  Ingersoll. 

SCHOOLS   OF  EMBALMING. 
Canadian    School    of  Embslminc, 

Tornntn 
UNDERTAKER'S  CHAIRS. 
Stratford   Mfg.   Co.,  Stratford. 
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A  Department  of 
Experiences  and 
Suggestions.    .  . 


Condition  of  Furniture  Trade 

The  present  furniture  trade  situation  in  ('a'^ad.i 
sliows  that  the  country  is  still  passing  through  the  evo- 
lutionary crucible.  As  all  industries  have  their  good 
•and  their  poor  years,  their  fat  and  their  lean  years,  so 
some  particular  line  or  lines  of  manufacture  have  these 
coi.ditions  more  strikingly  shown  than  others. 

The  furniture  trade  is  in  neither  extreme  class — it  is 
not  passing  through  its  best  year;  neither  is  it  passing 
through  its  poorest  year.  If  one  we)-e  asked  to  classify 
h  briefly  the  correct  classification  would  lie  that  the 
(Canadian  furniture  manufacturing  trade  is  at  present 
experiencing  an  "off'"  year. 

For  this  a  number  of  causes  are  responsible.  The 
tiglitJiess  of  the  money  market;  the  over-development 
in  real  estate  in  the  west ;  and  the  laxity  in  collections 
are  some  of  these.  Manufacturers  say  that  the  trade 
generally  is  fair  and  good;  that  actual  sales  in  the 
east— and  particularly  in  Ontario — run  all  the  way  up 
to  40  per  cent,  above  even  last  year's  trade  in  the 
same  sections;  but  that  the  west  is  the  crucial  point. 
Some  factories  which  do  business  in  the  west  find  that 
whereas  last  year  the  western  provinces  figured  in  one- 
third  of  the  sales  and  took  about  33  1-3  per  cent,  of 
their  products,  this  year  the  west  comes  up  to  the  8 
per  cent,  mark  only. 

Two  reasons  are  assigned  for  this  condition.  One, 
the  west  is  not  buying  so  extensively  as  last  year; 
and,  two,  manufacturers  are  picking  over  the  orders 
that  do  eventuate,  passing  up  those  which  to  them 
may  not  appear  to  promise  early  settlement. 

In  the  farming  i)rovinces  of  the  west  many  mer- 
chants in  all  lines  of  business  have,  because  of  the 
iricreasing  value  of  the  land,  been  devoting  more  time 
and  attention  to  real  estate  than  to  their  own  business. 
The  result  of  this  is  that  the  banks  have  the  land 
covered  with  loans  as  with  a  blanket.  Trade  collec- 
tions have  been  deferred  and  delayed,  and  now  the 
banks  have  shut  down  on  loans,  with  the  result  that 
there  is  a  tightening  of  the  screws,  and  this  tightness 
is  sifting  down  through  the  various  avenues  of  trade — 
retailer,  jobber  and  manufacturer — until  the  whole 
country  feels  a  i)inch,  more  or  lesse  severe,  as  it  is 
brought  in  contact  with  the  situation. 

The  great  hope  is  the  prospect  of  a  bountiful  harvest 
iu  the  fall,  and  judging  by  all  authoritative  reports 
there  is  hardly  a  (|uestion  as  to  this. 

So  far  as  the  Ontario  factories  are  concerned — and 
this  is  also  true  of  practically  every  furniture  factory 
in  the  east — there  is  hardly  a  dissenting  voice  as  to 
actual  conditions  prevailing  at  present.  Standing  pat 
on  price  with  satisfactory  business  developing,  some 
of  the  factories  are  increasing  their  output. 

In  Stratford  the  McLagan  and  the  Imperial  Rattan 
concerns  are  adding  to  their  staffs.  So  is  the  Stratford 
Chair  Co.  The  same  is  the  case  with  almost  all  the 
Berlin  factories,  the  general  complaint  being  that  they 
have  barely  space  enough  for  their  goods  after  being 
manufactiired. 

The  specialty  factories  are  really  not  affected  by  the 
lightening  moiu'y  situation.    The  Sti-atford  Mfg.  Co., 


of  Sti'atford,  and  IJactz  IJros.,  IJerliu,  are  striking 
examples  of  this,  the  former  specializing  on  seasonable 
home  furniture  and  furnishings  and  the  latter  on 
chairs. 


MAHOGANY  FASHION  AND  HOW  IT  IS  INJURED 

By  Charles  Davis 

In  considering  the  subject  of  mahogany  as  a  fashion 
wood,  it  is  safe  to  say  that  no  other  kind  will  ever  sup- 
plant it  as  the  peer  of  all  furniture  woods. 

Manufacturers  of  liigh-grade  tiiniiture  might  as  well 
close  down'their  factories  as  to  attempt  to  use  unfam- 
iliar woods.  Mahogany  has  been  the  dominating  wood 
for  several  hundred  years  and  it  will  continue  no  doubt 
for  as  many  years  to  come. 

Every  man  and  woman  has  an  almost  hereditary 
taste  for  mahogany  furniture.  From  the  days  of  our 
great-grandfathers,  when  mahogany  was  as  great  a 
luxury  as  it  is  to-day,  the  instinctive  love  for  the  pleas- 
ing qualities  of  finish  and  figure  has  been  dominant  in 
the  homes  of  the  well-to-do. 

Those  who  have  pieces  of  solid  mahogany  furniture 
prize  them  very  highly,  for  mahogany  has  been  the 
badge  of  luxury  for  many  generations  and  as  long  as 
there  are  men  and  women  to  enjoy  a  beautiful  home 
the  i)eer  of  woods  will  hold  indisputable  reign. 

Speaking  from  the  viewpoint  of  one  who  has  always 
taken  a  decided  stand  against  all  movements  to  sell 
anything  but  true  mahogany  uiuler  this  name,  the  use 
of  these  niimerous  substitutes  is  one  of  the  greatest 
menaces  to  the  mahogany  industry  to-day. 

It  is  gratifying  to  know  that  the  leading  importers — 
men  who  are  proud  of  their  product  and  their  business 
reputation — do  not  advocate  selling  an  inferior  substi- 
tute for  genuine  mahogany.  They  realize  that  wood 
Avhich  takes  an  inferior  polish,  or  has  doubtful  staying 
qualities,  and  must  be  given  a  mahogany  stain  in  order 
to  impart  the  richness  of  the  genuine,  would  eventually 
reflect  on  them. 

The  present  demand  for  mahogany  is  far  greater 
than  the  supply,  and  since  there  is  a  good  market  for 
these  "near  mahoganies"  which  are  in  most  cases  good 
wood,  they  should  be  sold  luider  their  own  common  or 
local  names,  so  that  in  case  of  a  just  complaint  or 
failure  to  give  satisfaction  it  will  not  reflect  upon  the 
dealers  of  geniiine  mahogany. 

Mahogany  sufi'ers  more  than  any  other  Avood  from 
lack  of  proper  knowledge  on  the  part  of  the  purchasers. 
Many  buyers  for  furniture  factories  do  not  possess  the 
requisite  knoAvledge  of  the  wood.  If  a  wood  fi'om  the 
Philippine  Islands  is  offered  for  sale  as  nuihogany  a 
good  many  buyers  do  not  know  that  this  is  not  genuine 
nuihogany,  and  that  it  is  not  even  a  member  of  the 
mahogany  family. 

Nor  do  the  salesmen  in  the  furniture  houses  know 
anything  about  mahogany,  and,  to  take  the  easiest  way, 
all  furniture  that  in  any  way  resembles  mahogany  in 
color  is  sold  as  geniiine  solid  or  veneered  nuihogany. 
The  substitution  of  a  wood  like  eucalyptus,  crab  wood, 
birch  granadilla,  and  several  dozen  other  common  imi- 
tations, is  wrong,  and  should  be  entirely  eliminated. 
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Garnet  Paper  and  Cloth  in  the 
Chair  Factory 

The  various  saiuling  operations  that  are  necessary  in 
the  chair  industry  are  such  as  to  tax  the  imagination  of 
one  who  has  never  been  inside  a  plant  of  this  kind. 

The  cost  of  sanding  alone  is  one  of  the  greatest  ele- 
ments in  the  manufacturing  ])rocess  and  a  subject 
which  causes  the  manufacturer  mucli  serious  thought. 
Fortunate,  indeed,  is  the  manufacturer  who  haa  care- 
ful opei-ators,  and  men  who  are  watching  for  some 
chance  to  cut  doAvn  this  item  of  production  cost. 

Take  for  illustration  what  is  known  as  a  saddleseat 
mission  dining  chair.  This  is  a  comparatively  easy 
chair  to  make,  yet  there  are  eighteen  pieces  to  this 
chair  before  it  is  assembled,  and  each  piece  must  go 
through  at  least  two  processes  of  sanding.  Then,  after 
it  is  assembled,  the  finishing  recjuires  from  two  to  four 
sanding  operations,  according  to  the  nature  of  the 
finish. 

Garnet  paper  and  cloth  have  been  found  to  give 
the  best  results  in  chair  making,  whether  used  on 
drums,  sanding  machines,  or  by  hand.  No  two  fac- 
tories use  the  same  types  of  machines  throughout,  but 
the  results  that  are  accomplished  are  the  same,  so  let 
us  follow  the  various  parts  of  this  most  common  piece 
of  furniture  through  the  several  processes  in  a  modern 
chairshop. 

The  Different  Sanding  Operations 

The  back,  which  has  been  planed  on  both  sides  and 
bent  to  the  reciuired  curve,  is  sanded  twice,  either  on 
the  wide  belt  of  a  machine  or  on  the  drum.  First,  it  is 
roughed  down  on  No.  l^/o  carborundum  brand  garnet, 
then  passed  on  to  the  next  operator  and  smoothed 
down  on  No.  Paper  is  used  on  the  drum,  while 

belting  machines  require  cloth. 

The  back  posts,  front  posts,  and  other  parts  of  the 
chair  are  run  through  the  sander.  This  sander  is 
known  as  a  three-drum  single  surfacer,  so  called  be- 
cause the  three  drums,  usually  placed  beloAV  the  bed- 
plate, sand  only  one  surface  of  the  stock  that  is  run 
through.  There  is  also  in  use  the  six-drum  double 
surfacer  which  has  three  drums  below  and  three  above, 
and  sands  two  sides  as  the  stock  goes  through. 

The  Covering  of  the  Sanding  Drums 

These  driims  are  covered  with  carborundum  brand 
garnet.  The  first  or  front  one  usually  has  No.  li/^,  the 
middle  one  No.  I/2,  and  the  last  one  No.  0,  or  No.  00, 
according  to  finish  desired. 

The  coarse  paper  takes  ofi^  the  rough  marks  that 
were  left  after  the  material  came  from  planer.  The 
next  finer  grit  removes  the  sanding  marks  left  from 
the  first,  while  the  finest  grit  puts  on  the  finishing 
touches. 

In  going  through  the  sander  the  back  posts  are  fin- 
ished only  on  the  two  wide  sides,  so  the  narroAV  edges 
must  be  finished  on  the  belt  or  drum.  Sometimes  the 
machine  has  not  given  the  re([uired  smoothness  to  all 
places  on  the  flat  sides  and  they  have  to  be  touched 
up  on  the  drum  sander. 

The  front  posts,  stretchers  and  spindles  have  to  be 
finished  on  four  sides,  and  must  be  put  through  the 
machine  two  or  four  times,  according  as  to  whether  a 
double  or  a  single-surfacing  machine  is  in  use.  Since 
the  casings  show  only  one  side,  a  single  operation 
through  the  machine  is  sufficient.  The  seat  also  goes 
through  once,  but  this  is  again  handled  on  a  machine 
witli  a  sliding  table,  in  order  to  finish  the  sunken  or 
"saddle"  shape. 


Then  the  round  edges  of  the  seat,  the  back  posts, 
and  the  narrow  edges  of  the  slats  are  sanded  on  a  belt 
sander. 

How  the  Finish  is  Obtained 

After  these  operations  are  completed  the  pieces  pass 
through  several  hands  until  they  are  put  together  and 
sent  to  the  jjaint  shop.  There  it  is  sanded  all  over  with 
a  very  fine  carborundum  brand  garnet  paper  and  given 
its  first  dip  in  the  paint. 

If  a  glossy  or  cheap  finish  is  desired  there  is  no  more 
sanding ;  but  if  there  is  to  be  a  first-class  finish,  the 
chair  is  allowed  to  dry,  then  again  sanded  with  the 
fine  paper  to  take  out  the  lumps.  It  goes  through  this 
operation  as  many  times  as  is  necessary  to  get  the 
finish  desii'ed. 

The  writer  has  shown  a  simple  chair.  In  the  case  of 
a  rocking-chair  the  rockers  must  go  through  the  same 
operations,  and  where  there  are  round  stretchers, 
spindles,  etc.,  these  must  be  done  by  hand,  or  on  other 
types  of  machines.  Then  some  chairs  have  shaped  legs 
which  have  to  be  handled  on  various  other  types  of 
machines. 

Thus,  when  you  consider  that  every  piece  of  a  chair 
must  be  gone  over  with  three  or  more  grades  of  garnet 
paper  you  will  understand  why  the  manufacturer  is 
continually  watching  for  an  opi^ortunity  to  reduce  this 
part  of  the  cost  of  production. 

Some  concerns  go  on,  year  in  and  year  out,  using 
[he  same  kind  of  paper  and  make  no  efforts  to  find  out 
whether  or  not  they  can  reduce  the  cost  of  sanding 
materials.  Many  to-day  are  using  flint  when  it  can  be 
easily  proved  that  garnet  generally  lasts  about  twice  as 
long  and  under  nearly  all  conditions  is  the  more  econ- 
omical. 

When  the  writer  was  first  confronted  with  the  prob- 
lem of  reducing  the  item  of  sanding  expense  in  a  wood- 
working factory,  sandpaper  was  about  as  familiar  as 
an  aeroplane  is  to  him  to-day.  That  is,  he  had  seen 
sandpaper  and  had  seen  it  working,  but  that  was  all. 

Now,  after  a  period  of  study  and  testing,  he  has 
h'ai'ncd  many  things,  a  few  of  which  he  is  making  an 
altempt  to  pass  on  for  the  benefit  of  any  interested.  He 
loiuul  out  that  the  various  combinations  of  sandpaper 
vrere.  apparently,  as  numerous  as  the  sands  of  the  sea. 

These  combinations  are  caused  by  the  different  ways 
of  making  j)aper,  and  the  various  materials  that  go 
into  it,  the  innumerable  substances  used  in  glue,  and 
the  various  methods  of  manufacturing. 

What  Makes  a  Paper  Good 

Experiments  generally  show  that  the  lowest-priced 
product  does  not  cost  the  least  in  the  end.  It  has 
neither  the  wearing  (jualities  nor  the  grit  necessary  for 
good  work. 

Jn  testing  always  bear  in  mind  that  the  numbers 
used  by  one  manufacturer  may  not  coincide  with  the 
numbers  of  another.  For  instance,  one  manufacturer 
makes  a  No.  1  that  is  as  coarse  as  a  No.  li/^  made  by 
someone  else.  So  you  must  make  the  grits  identical 
in  order  to  get  fair  tests. 

The  testing  of  this  material  has  become  such  a  fix- 
ture where  the  writer  is  employed  that  the  operators 
have  learned  to  realize  that  the  best  is  none  too  good 
and  they  are  ever  on  the  lookout  for  a  lot  that  is  not 
up  to  the  standard. 

All  paper  not  in  use  here  is  kept  in  a  special  store- 
room having  a  perfectly  dry  atmosphere  and  a  tem- 
perature of  75  to  80  degrees.  Thus  the  glue  is  not 
given  a  chance  to  absorb  any  moisture  and  the  paper 
is  kept  in  excellent  condition.  Unopened  rolls  are 
stored  on  end  rather  than  piled  on  each  other  horizon- 
tally.   Spare  belts  are  made  up  in  advance  and  hung 
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oil  pegs  to  be  exchanged  for  old  ones  as  fast  as  is 
necessary. 

When  it  conies  to  actual  tests,  the  strength  aud 
quality  of  the  pai)er  itself  are  first  determined  by  tear- 
ing the  paper  from  each  edge.  If  it  tears  fairly  straight 
in  one  direction  it  is  of  the  kind  known  as  cylinder 
and  has  the  strength  all  in  one  direction,  which  is  not 
an  especially  good  ([uality. 

The  best  in  paper  for  sanding  products  is  what  is 
known  as  ''Fourdrinier."  This  Avill  not  tear  straight 
from  any  direction,  since  it  has  no  grain,  because  the 
fibers  are  distributed  in  such  a  way  that  the  strength 
is  ecpial  in  each  direction. 

Storage  of  the  Paper 

Next,  a  (|uaiitity  of  each  of  the  kinds  to  be  tested 
is  taken  from  eacii  roll  or  package.  These  pieces  are 
kept  in  the  storeroom  for  several  days  until  it  is  reas- 
onably sure  that  all  are  in  the  same  condition.  They 
are  tlien  given  the  bending  test.  When  bent,  the  paper 
should  give  a  snapping  sound,  and  when  bent  sharply 
the  particles  should  not  loosen  and  drop  off. 

Some  of  each  of  the  pieces  are  put  in  a  moisture  box 
which  has  been  made  especially  for  this  purpose. 
While  these  pieces  are  in  the  dampness  the  work  of 
trying  out  the  dry  ones  goes  on. 

Several  blocks  of  the  same  (luality  of  wood,  which 
have  been  thoroughly  dried  in  the  kiln  and  planed,  are 
fastened  to  a  bencli  pitched  at  a  sharp  angle.  The 
pieces  of  paper  are  fastened  to  small  heads  at  the  ends 
of  rods  operated  from  the  same  crank.  These  heads 
drop  over  the  pieces  of  wood  and  the  machine  is  started. 

The  incline  of  the  bench  allows  the  sand  dust  to  drop 
off  and  the  pressure  of  each  of  the  heads  is  the  same. 
Thus  it  will  be  seen  that  the  paiier  gets  uniform  work. 
An  examination  is  made  at  various  intervals,  and  the 
time  that  it  takes  to  wear  down  to  the  paper  itself  is 
noted.  Then  a  test  is  made  on  the  same  machine  by 
rubbing  two  pieces  of  different  makes  together.  The 
same  brand  shows  the  most  favorable  under  both  these 
rubbing  tests. 

The  same  process  is  gone  over  with  the  pieces  that 
have  been  in  the  moisture  box,  but  in  addition  an  ex- 
amination is  made  to  see  how  the  glue  has  withstood 
the  dampness. 

As  before  stated,  the  operators  are  watching  for  any 
falling  off  in  (uiality,  and  if  a  complaint  is  made  that 
a  lot  is  not  up  to  the  standard,  expert  tests  are  imme- 
diately made.  Since  records  are  kept  of  all  tests,  it 
can  be  readily  seen  that  these  examinations  result  in 
the  selection  of  the  best  kind  of  paper  for  the  special 
requirements.  These  same  tests  apply  to  cloth. 

The  writer  realizes  that  he  may  not  have  been  espe- 
cially clear  on  some  points  and  will  be  i)leased  to  an.swer 
any  (pieries  that  may  be  nuide  through  this  publica- 
tion, lie  Avill  also  be  glad  to  hear  of  otlier  experiences 
ill  this  line. 


THE  TANNING  OF  WOOD 

In  order  to  imi)rove  the  color  of  certain  native  woods 
of  Germany  for  use  in  the  better  grades  of  furniture  a 
special  treatment  has  been  tried  with  success,  says  S. 
J.  Record  in  Wood-Craft.  The  freshly  cut  wood  of 
birch,  oak,  elm.  ])ine  or  spruce  is  buried  in  earth  mixed 
wilh  lime  and  other  materials  and  left  for  three  to 
five  months,  which  is  said  to  impart  to  the  wood  a  re- 
markably fine  color,  so  that  it  can  be  used  without 
staining  or  painting.  The  color  changes  throughout 
and  is  supposed  to  be  due  to  a  change  of  the  tannin. 
It  is  also  claimed  that  this  laniiiiig  process  reduces  very 


materially  the  tendency  of  wood  to  "work"  (i.e., 
shrink  and  swell)  so  that  dense  hardwoods  may  after 
treatment  be  used  without  fear  from  that  source. 


USE  OF  SHELLAC  FOR  HARDWOOD  FINISHING 

(xood  work,  that  is  high  class,  must  not  be  shellaced, 
but  must  be  worked  up  with  varnish  from  the  priming 
coat  on.  The  reason  for  this  is  that  the  shellac  is 
alcoholic  and  does  not  connect  with  either  the  oily 
iiiidereoatings  or  with  the  varnish  used  afterward,  but 
will  cause  chip[)ing  off  of  the  varnish  on  the  least  bit 
of  rough  use  of  the  woodwork  so  treated.  An  example 
of  the  proof  of  this  is  a  test  on  glass  or  metal.  There- 
fore sh»dlac  is  only  used  on  cheaper  grade  work,  or 
wliei-e  the  finisher  is  forced  to  hurry  uj)  his  work. 


BALING  THE  STORE'S  WASTE  PAPER 

A  Avaste  paper  baling  press  as  a  part  of  the  money 
making  e((uipment  of  the  retail  store  has  long  ago 
demonstrated  its  value.  The  modern  concentrator  of 
l)aper  scrajis  is  no  longer  a  novelty  in  the  stores  of 
merchants  who  are  acquainted  with  the  capabilities  of 
these  nuiehines,  as  the  experimental  stage  in  the  manu- 
facture of  these  fixtures  long  ago  was  left  behind. 
fmj)rovement  has  been  in  the  direction  of  greater  efifi- 
eiency,  and  as  each  new  nutdel  has  been  perfected  the 
cost  of  production  has  been  lessened. 

In  order  to  occupy  ])ermanently  a  prominent  position 
in  the  class  of  essential  store  e(|uii)ment  this  fixture 
iHustrated  herewith  has  been  constructed  to  give  the 


V, 


maximum  in  service  for  the  amount  expended,  is  as 
compact  as  possible,  is  durable  to  a  degree  that  will 
minimize  or  eliminate  all  cost  of  maintenance,  and  be 
practical  and  easy  of  operation,  so  that  no  special 
knowledge  is  re(|uired  to  secure  the  maximum  in  results 
from  the  fixture  so  installed.  The  new  steel  baling 
l)ress  meets  up  to  these  requirements.  It  has  been  found 
that  to  satisfactorily  compress  waste  paper,  empty 
cartons,  rags,  etc.,  great  pressure  is  necessary  to  pro- 
duce solid  and  compact  bales,  for  among  other 
advantages  the  matter  of  less  storage  room  is  a  factor 
to  be  given  consideration.  The  Schick  steel  paper 
baling  press  is  the  result  of  several  years'  study  of 
the  subject,  making  the  savings  of  waste  paper  a  source 
of  revenue,  and  facilitating  th(>  more  exact  observances 
of  sanitary  requirements.  As  a  i)art  of  the  modern 
sanitary  store,  one  operated  on  the  lowest  basis  of 
maintenance  expense,  the  steel  baling  press  occupies 
a  popular  niche  in  the  list  of  necessary  store  eipiipment. 
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The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton,  Ont. 


Winnipeg,  Man. 


Standard  of  Perfection 


in 


High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine   Piano  Polished  Oak  and  Mahogany 

Caskets. 


No.  637 


Heavy  Moulded  Casket,  Draped  with  Heavy  Chenelle  Fringe  and 
Tassels  Covered  with  Fine  British  Black  Broadcloth. 

Something  original  and  bearing  the  stamp  of 

S  and  E  Quality 


Head  Office  -  -  Hamilton,  Ont. 
Telephones  -        -        -       517,  3319 

sSy  CallsJ  Phone517,3319, 1 160or 3353 


Experienced  salesmen  in  our  factory  and  offices  night  and 
day  capable  of  taking  and  executing  all  orders  promptly 

We  never  miss  a  train 


Undertakers'  Department 

^^^^^^^^^^^^^^^^     Problems  affecting  the  Underlal^ing  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with    News  of  the  profession  throughout  Canada. 


Concerning  Embalming  Fluids 

By  H.  S.  Eckles,  Ph.  G  ,  Dean  of  Eckles'  College 
of  Embalming,  Philadelphia,  Pa. 

Tlu'  selection  of  a  satisfactory  embaliiiing'  fliiid  is  one 
of  the  most  (HfKcult  yet  vital  i)oiiits  ■which  the 
Twentieth  Century  undertaker  is  called  upon  to  decide. 
In  many  of  the  larger  establislnnent  the  choice  of  the 
particular  fluids  Avhich  shall  be  used  is  left  in  a  great 
degree  to  the  embalmer  and  the  assistants.  Where 
the  choice  of  the  latter  are  based  upon  knowledge  and 
where  the  real  interests  of  their  employers  are  con- 
sidered, this  is  a  practice  which  has  everything  to 
recommend  it  and  little  to  condemn  it. 

It,  unfortuimtely,  is  the  case,  however,  that  too  many 
undertakers  aiul  too  many  assistants  are  guided  in  their 
choice  by  the  doctrine  that  "all  fluids  are  alike."  This 
is  at  the  same  time  an  undeniable  truth  and  a  great 
fallacy.  All  fluids  are  alike  and  no  two  fluids  are 
alike.  In  the  ends  which  it  is  sought  to  accomplish, 
all  fluids  are  alike  and  it  is  perhaps  not  going  too  far 
to  say  that  all  are  good. 

During  the  past  twenty  years  it  has  been  my  plea- 
sure, as  well  as  my  business,  to  examine  and  analyze 
a  very  great  proportion  of  the  fluids  in  the  American 
market,  and  I  have  found  few  which  could  not  be 
depended  upon  to  do  good  work  in  the  very  great 
majority  of  cases.  Naturally  enough,  there  was  con- 
siderable vai-iation  in  the  relative  efficiency  of  these 
fluids.  This  is  inevitable  because  while  all  fluids  are 
alike  in  that  their  makers  aim  to  include  in  them  chemi- 
cals which  are  disinfectants  and  preservatives,  and 
most  of  them  also  include  other  ingredients  whose 
design  and  tendency  is  to  improve  cosmetic  effect — it 
nevertheless  is  true  that  the  chemical  formulas  and 
methods  of  mixing  in  no  two  exactly  agree.  There  are 
scores — T  might  say  hundreds — of  substances  and  com- 
binations of  siibstances  which  will  destroy  the  bacteria 
of  decom])osition  and  decay.  Some  of  these  are  already 
liquid  in  form ;  others  require  a  dissolving  and  carry- 
ing medium  to  enable  them  to  be  distributed  through- 
out file  arterial  system.  Even  if  there  were  but  two 
substances  which  could  be  used  for  this  purpose,  there 
still  would  remain  the  possibility  of  combining  these 
two  in  many  different  ways  when  we  take  into  consider- 
atioji  the  possibility  of  varying  their  proportions  as 
Avell  as  increasing  their  assimilating  qualities  by  vary- 
ing degress  of  heat. 

Embalming  Fluids  and  Cost 

Fluids  may  be  produced  at  almost  any  cost,  varying 
from  a  few  cents  a  gallon  to  rates  which  would  be 
absolutely  prohibitive,  according  to  the  care  used  in 
theii-  coin|)ounding  and  to  the  ingredients  employed. 
The  cheapest  embalming  medium  is  common  salt  and 
water.  And  yet.  if  a  sufficient  quantity  be  injected  it 
may  be  depended  upon  absolutely  to  secure  pi-eserva- 
tion.  Of  course,  cosmetic  effect  would  be  totally  im- 
possible by  the  use  of  this  very  simple  and  inexpensive 
mixture.  It  is  surprising,  however,  how  far  these 
ingredients  enter  into  the  composition  of  the  cheaper 


tluids  on  the  market  and  of  the  amateur  fluids  which 
spring  up  here  and  there,  every  now  and  then,  and 
whcih  soon  pass  on  their  way  to  be  foi'gotten  forever. 

As  I  have  said,  there  are  scores  of  chemicals  which 
pi'npci'ly  may  enter  into  the  comi)osition  of  an  embalm- 
ing Hnid.  The  cost  of  these  various  ingredients  varies 
1  remenduously  and  no  cheap  fluid  i)0ssibly  could 
contain  some  of  them.  In  many  cases  these  expensive 
chemicals  give  I'esults  which  the  thoughtful  inidertaker 
greatly  a|)i>reciates  and  yet  Avhose  jjresence  he  can 
detect  only  in  results.  All  fluids  are  like  and  yet  all 
fluids  are  unlike  each  other.  Chemistry  has  many 
euriosilies;  some  of  them  we  have  solved,  others  yet 
I'emain  mysteries  to  be  delved  into  by  the  master  minds 
of  the  future.  It  is  ([uite  beside  the  (piestion  to  say 
that  this  fluid  or  that  fluids  contains  certain  ingredi- 
ents. One  man  may  mix  these  ingredients  so  as  to 
produce  one  result,  while  another  would  get  entirely 
different  effects. 

Let  me  cite  a  few  instances  which  will  show  what 
I  mean :  Everyone  knows  that  the  diamond  is  only 
charcoal  crystalized;  but  how?  There  are  also  a  great 
many  other  things  in  Nature  that,  though  possessing 
widely  different  properties,  are  composed  of  exactly 
e((ual  (|uantities  of  the  same  elements.  The  white  of 
an  egg  and  rattlesnake  poison  are  formed  of  identically 
the  same  amounts  of  precisely  the  same  elements.  Is 
it  not,  therefore,  apparent  that  mere  chemical  compon- 
ents tell  a  very  small  part  of  the  story  of  the  modern 
e'nbalming  fluid.  Some  fluids  are  mixed;  others  are 
the  r'^sult?  of  chemical  reactions — reactions  which  are 
totally  beyond  the  comprehension  of  anyone  not  trained 
in  analytical  chemistry.  Oil  of  roses  and  common  coal 
gas  are  each  formed  alike,  of  four  atoms  of  hydrogen 
and  four  atoms  of  carbon.  Needless  to  say,  the  pro- 
cesses to  which  they  are  subjected  in  uniting  the  hydro- 
gen and  the  carbon  make  the  difference — just  as  they 
make  the  difference  in  the  combining  of  embalming 
flinds. 

Proper  Mixing  the  Important  Thing 

Sugar  and  gum  arabic  are  likewise  brothei's  of  the 
same  weight  and  texture,  yet  few  but  have  a  preference 
as  to  which  shall  be  mixed  in  their  coffee.  All  the 
hvdrocarbons,  known  to  science  as  a  combination  of 
sixteen  atoms  of  hydrogen  and  ten  atoms  of  carbon, 
are  alike  in  their  composition.  Now  stop  for  a  moment 
a7)d  considei-  this:  Oil  of  orange,  lemon,  cloves,  ginger 
and  black  pepper  depend  upon  the  manner  of  their 
mixing  and  not  upon  their  chemical  composition  for 
their  distinct  differences.  Their  ingredients  are  exactly 
the  same.  Of  course,  there  is  a  reason  why  they  are 
diffei-i"  (  •  it  is  un(|uestionably  that  the  atoms  are 
l)laced  differently  toward  each  other  in  the  molecules 
of  the  different  substances.  But  wherein  would  the 
arnF.teur  chemist  or  the  "mixer"  know  just  what 
iM'snlls  he  would  obtain  in  any  suggested  combination 
of  chemicals.  These  are  determined  even  by  the  expert 
chemist  onlv  after  long  series  of  experiments,  trials, 
failures  and  ultimate  successes. 

T  can  recall  an  instance  in  the  composition  of  one  of 
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Evel  Quality 
Caskets 


538,  Solid  Plain  Oak  Casket.   Four  Coats  of  Varnish, 
Rubbed  and  Hand-Polished 

Plain  Design  21D00 

Half  Couch,  Swiss  Silk  Trimmings  "  28D30 

Full  Couch,  Swiss  Silk  Trimmings  "  39D50 


This  oak  casket  was  originally  intro- 
duced by  us  to  meet  a  demand  made 
by  those  in  the  profession  just  be- 
ginning to  break  into  the  use  of  sohd 
poLshed  caskets. 

Although  it  is  the  cheapest  solid  oak 
casket  made,  we  have  put  into  it  the 
usual  EVEL  QUALITY,  Avith  the 
re-ult  that  it  is  finding  a  place  in  very 
many  of  the  best  show  rooms.  If  you 
stock  it  you  will  find  it  a  great  help 
toward  establishing  a  trade  for  the 
highest  class  of  work. 

Our  Quality  Line 

Solid  Oak  and  Mahogany  Caskets 
Plush  and  Cloth  Covered  Caskets 
Westfield  Plate  Hardware 
Ladies'  Robes  and  Dresses  in  Latest 

Fashions 
Linings  in  Exclusive  Designs  and 
General  Sundries 


The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton,  Canada 


Trade|Mark 


^  Trade  Mark 
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my  own  fluids.  I  knew  exactly  the  results  I  wished  to 
obtain;  I  knew  exactly  what  the  ultimate  chemical 
co)npositiou  of  the  fluids  must  be,  but  it  took  me  nearly 
three  years  of  almost  unceasing  research,  endeavor  and 
experiment  to  determine  just  how  I  could  attain  the 
result  which  1  had  reason  to  believe  would  prove 
satisfactory  to  the  users.  Yet,  I  could  have  given  a 
fornuda  for  a  fairly  satisfactory  fluid  ofi'-hand,  so  that 
even  an  office  boy  could  have  compounded  it  in  a  few 
hours.  Pei'haps  the  improvement  attained  by  those 
years  of  study,  research,  experiment  and  expense  re- 
presented oidy  a  small  added  percentage  of  success  as 
compared  with  a  ci'uder  product,  yet  I  am  sure  that 
any  experienced  embalming  fluid  manufacturer  will 
agree  with  me  when  I  say  that  a  very  small  percentage 
of  improvement  represents  a  wonderful  increase  in  the 
popularity  of  a  fluid. 

An  undertaker  will  use  a  fluid  for  several  months  with 
success — will  embalm  perhaps  a  hundred  bodies  with 
satisfactory  results — and  eventually  will  strike  upon 
a  case  which  will  turn  out  to  be  anything  but  what 
was  either  expected  or  desired.  8ince,  by  some  strange 
twist  of  fate,  this  almost  invariably  occurs  in  the  very 
case  of  all  eases  where  the  undertaker  is  most  anxious 
to  secure  satisfactory  results,  the  fluid  instantly  is  con- 
demned and,  as  frequently  happens,  a  shift  is  made  to 
the  product  of  some  other  manufacturer.  It  is,  there- 
fore, this  small  percentage  of  increased  efficiency,  these 
little  betterments  of  the  product,  that  have  made  five 
or  six  manufacturers  supreme  in  the  embalming  field. 

There  is  absolutely  no  question  in  the  world  that  the 
seven  or  eight  "standard"  embalming  fluids  are  better 
than  any  others  in  the  market.  They  are  better  because 
their  manufacturers  have  had  wider  experience  and 
in  some  cases  a  deeper  technical  training  in  the  myster- 
ies of  chemical  science  than  their  newer  competitors, 
r  certainly  am  not  going  beyond  the  truth  when  I  say 
that  no  mere  mixture  of  chemicals  now  known  can 
produce  uniformly  satisfactory  results — least  of  all  if 
their  iiser  is  at  all  progressive  or  at  all  realizes  what 
perfect  embalming  is  or  to  what  a  degree  of  certainty 
the  science  has  now  been  reduced. 

Some  Striking  Examples 

Let  me  cite  a  few  more  illustrations :  Chemical 
reactions  make  all  the  difference  in  the  world  in  mixing 
elements  and  chemical  reactions  are  possible  only  at 
certain  temperatures.  Some  chemicals  will  combine 
and  react  at  one  temperature,  which  then  must  be 
reduced  or  increased,  as  the  case  may  be,  to  still 
another  temperature  before  other  ingredients  can  be 
introduced  satisfactorily.  These  reactions  make  all  the 
difference  in  the  world! 

Take  hydrogen  gas  for  instance.  It  is  odorless. 
Nitrogen  gas  also  is  odorless.  When  united  they  go 
to  make  ammonia,  which  has  a  very  strong  and  pungent 
odor.  Then  again,  there  is  copper,  which  has  no  odor. 
Zinc  also  has  none.  When  combined  at  the  proper 
temperature  and  thoroughly  mixed  and  assimilated, 
they  give  us  brass,  a  substance  vphich  has  a  very  char- 
acteristic smell. 

These  instances  might  be  multiplied  indefinitely  .  I 
have  stated  them  merely  to  prove  that  the  man  who 
says:  "All  embalming  fluids  are  alike,"  speaks  with- 
out a  thorough  understanding  of  his  subject.  I  am 
making  no  comparison  between  any  fluids ;  I  am  simply 
explaining  why  some  fluids  are  expensive ;  why  some 
alleged  fluids  are  cheap,  and  at  the  same  time  admitting 
that  many  of  these  very  economical  ( ?)  fluids  will  do 
fairly  good  work  in  normal  circumstances.  Unfortun- 
ately, the  fluid  manufacturer  of  to-day  must  be  pre- 
pared at  any  turn  to  face  the  abnormal.   If  he  could 


know  lliat  every  case  on  which  his  fluid  was  to  be 
used  was  to  be  a  perfectly  nonual  one;  if  he  could 
know  that  the  physician  before  death  had  used  no 
drugs  which  would  affect  or  deteriorate  his  fluid;  if 
he  could  know — but  who  can  know?  No  two  bodies 
are  alike  in  life,  and  no  two  can  be  alike  after  death. 

How  futile,  therefore,  to  attempt  to  economize  in 
purchasing  one  of  the  least  expensive  of  all  the  things 
Avhich  the  funei-al  director  is  called  upon  to  provide. 
A  diff'ei'enee  of  ten  or  fifteen  cents  per  body  will  make 
all  of  the  (iiffei'i'uee  in  the  world  between  embalming 
fluids.  Uufortunalely,  many  reputations  have  been 
wrecked  in  an  attempt  to  pinch  the  pennies. 


COFFIN  ON  A  HAND-BARROW 

After  the  bui'ial  of  Lord  Wolsley,  with  all  Ihe  pomp 
of  a  military  pageant,  there  came,  by  a  strange  co- 
incidence, another  funeral  procession  through  London 
streets,  a  procession  watched  by  dense  crowds.  It  was 
the  funeral  of  Father  Stanton,  of  St.  Alban's  Holborn. 
At  one  o'clock,  after  the  Solemn  Recpiiem  for  the  repose 
of  his  soul,  a  long  procession  issued  from  St.  Alban's 
into  crowded  Holborn.  First  came  a  cross-bearer  with 
a  crucifix,  and  on  either  side  acolytes  with  lighted 
candles  in  lanterns  borne  aloft.  Next,  a  thurifer  swung 
perpetually  a  censer  of  which  the  incense  fumes 
(Father  Stanton's  "best  incense,  my  lord")  curled  in 
fragrant  whorls  through  the  still  air.  Then  the  choir, 
boys  and  men,  in  lace-edged,  short  surplices,  and  fol- 
lowing them  a  remarkable  gathering  of  clergymen, 
over  eighty  in  all,  who  walked  in  their  vestnu^its  and 
birettas,  most  with  tapers  in  their  hands,  to  show  their 
agreement  with  Father  Stanton's  beliefs  and  their  res- 
pect for  his  lovable,  yet  tenacious,  character.  After 
them,  on  a  small  hand-barrow  wheeled  by  four  men, 
came  the  coffin  with  the  dead  man's  stole  and  biretta 
lying  upon  it,  and  then  a  vast  concourse  of  mourners, 
rich  and  poor,  following  their  well-loved  priest  on  his 
last  journey.  Four  abreast  they  marched,  top  hats 
side  by  side  with  workmen's  caps,  Avomen  in  furs  and 
fashionable  hats  next  to  the  rusty  black  dresses  and 
S'hapeless  headgear  of  the  working  Avife  and  mother, 
or  the  shapeless  ulster  of  the  factory  girl.  Social  dis- 
tinctions were  blotted  out  by  the  affection  Avhieh  all 
bore  to  the  man  who  had  gone  in  and  out  among  them, 
making  them  all  his  friends.  When  the  criicifix  was 
turning  into  Aldwych,  the  last  of  the  mourners  had 
only  just  left  Holborn.  Many  police,  mounted  and  on 
foot,  kept  the  way  clear.  Everybody  was  reverent  and 
sympathetic.  Hats  Avere  lifted  all  along  the  route  as 
the  bier  passed  ;  many  inade  the  sign  of  the  cross.  From 
Waterloo  the  coffin  Avas  taken  to  Brookwood  for  burial. 
— Un  d  e  rt  a  k  e  r s '  Journ  al . 


MOTOR-BOAT  AS  COFFIN 

An  \uiusual  scene  was  Avitnessed  at  East  Cowes,  Isle 
of  Wight,  at  the  funeral  of  Miss  Saunders,  the  only 
daughter  of  Mr.  Sanniel  Saunders,  a  well  knoAvn 
builder  of  motor  boats.  The  body  of  the  deceased,  en- 
closed in  a  leaden  shell,  Avas  placed  in  a  mahogany 
motor  boat  hull,  and  this,  placed  on  a  trolly,  Avas  draAvn 
to  Whippenham  Cemetery  by  employees  of  the  firm. 
Here  the  motor  boat  containing  the  remains  was  buried 
in  the  presence  of  a  large  crowd  of  people. 


Mrs.  Thompson,  widow  of  D.  W.  Thompson,  of  the 
old  firm  of  D.  W.  Thompson  &  Co.,  undertakers'  sup- 
l)lies,  Toronto,  died  recently  at  that  city.  Mrs.  Thomp- 
son survived  her  husband  some  twenty  years. 
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The  Globe  Casket  Company 

London     -     -  Canada 

"The  Funeral  Supply  house  that  is  always  ready  for  emergencies" 

Did  you  ever  stop  to  think  what  it  means  to  you  in  your  business  to 
have  a  thoroughly  equipped  supply  house  at  your  service  on  every 
occasion? 

Our  long  experience  and  large  stock  of  vs^ell  manufactured  goods  are 
at  the  service  of  every  undertaker  m  Canada. 

If  you  want  anything  in  a  hurry,  call  us  on  the  telephone  and  you 
will  find  us  ready  to  supply  your  needs. 

Mail  orders  receive  our  careful  attention 

Send  for  our  iliustrated  catalogue  if  you  have  not  got  one 


To  supply  best  value  consistent 
with  price y  is  the  constant  aim 
of  this  concern 

The  (juality  of  our  Caskets,  Robes  and  Liniugs,  is  evidence  of 
this  determination.  Our  outside  shells  are  of  pine,  well  manu- 
factured. 

We  have  excellent  shipping  facilities,  and  can  ship  promptly. 
We  solicit  your  orders. 


James  5.  Elliott  &  Son 

Prescott    ::  Ontario 

Manufacturers  High  Grade  Supplies  for  the  Funeral  Director 
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New  Vital  Statistics  Act  of  Manitoba 

The  Burdens  which  it  Imposes  upon  Undertak,ers — Relieving  Expedients — 
Will  be  a  Subject  for  Discussion  at  the  Next  Convention  of  Embalmers 

BY  R.  MACPHERSON.  Brandon 


This  now  iict  (a  copy  of  which  T  am  enclosing  undei- 
sci)ai'at<'  cover)  came  into  effect  on  January  1st  of  this 
year.  Previous  to  that  date  the  registration  of  births 
and  deatlis  had  been  carried  on  in  a  very  lax  manner. 
Tlie  registration  of  deaths  in  most  cases  was  left  to 
the  undertaker  and  often  he  would  leave  the  registra- 
tions until  the  end  of  the  month  and  then  register  in 
a  binicli.  The  doctors  rarely  registered,  and  his  certi- 
ficate were  hard  to  get.  This,  you  can  see,  was  very 
misatisfactory. 

The  new  act  swung  as  far  in  the  opposite  direction. 
Under  it  the  undertaker  is  compelled  to  procure  the 
official  notice  of  death,  and  also  the  medical  certificate 
of  death,  and  make  the  registration  prior  to  any 
removal  or  disposition  of  the  remains.  The  Department 
of  Agriculture,  under  whose  administration  the  work- 
ing of  this  act  comes,  interprets  the  meaning  of  "dis- 
position" of  the  body  as  removal  from  the  jjlace  of 
death  to  the  \indertaker 's  parlor  or  elsewhere.  They 
also  stipulate  that  the  undertaker  cannot  touch  or 
embalm  the  body  imtil  the  registration  has  taken  place 
and  he  has  been  supplied  with  a  burial  or  removal  permit. 

We  have  found  the  Act  unworkable  in  cases  where 
the  death  has  occurred  on  Sunday  when  the  registry 
office  is  not  open  and  consequently  we  can  do  nothing 
until  Monday.  Then  again,  in  the  case  of  a  death 
occurring  at  the  hospital  here,  Avhere  they  have  no 
resi(l(-nt  physician,  it  necessitates  us  going  first  to  the 
hospital  to  procure  the  official  notice,  then  hunting  for 
the  doctor  to  get  the  medical  certificate,  then  going  to 
the  registry  office,  after  which  we  can  go  for  the  body 
and  remove  it. 

One  of  the  first  cases  that  T  had  under  this  act  was 
fi  stillborn  child.  1  was  called  by  the  father  at  nine 
o'clock  in  the  evening.  I  explained  to  him  that  I  could 
not  i)rocure  the  body  until  I  had  registered  the  required 
papers,  and  that  it  would  be  impossible  to  have  this 
done  before  ten  o'clock  the  next  morning  (the  hour  at 
which  the  registry  office  opens)  I  had  so  much  trouble 
finding  the  doctor  and  complying  with  all  the  require- 
ments of  the  act  that  it  was  one  o'clock  before  I  had 
the  body  in  our  rooms. 

I  might  say  th*t  in  order  to  overcome  this  difficulty 
the  hospital  has  ajipointed  the  undertakers  of  the  city 
their  agents,  and  in  this  way  the  body  of  one  dying  at 
their  institution  is  at  once  handed  to  the  undertakers 
to  care  for,  but  he  must  have  it  registered  before 
embalming. 

The  working  of  this  act  will,  in  all  probability,  form 
one  of  the  topics  for  discussion  at  our  anniial  conven- 
tion which  will  be  held  here  during  the  week  of  the 
Dominion  Fair. 

When  the  Act  first  became  operative  there  was  a 
good  deal  of  discussion  aboiit  it  in  the  papers,  and  the 
undertakers,  as  a  whole,  ]irotested  strongly  against 
some  of  its  provisions.  HoAvever,  things  seem  to  have 
(piietened  down  and  of  late  we  have  heard  very  few 
complaints. 


EMBALMING  OF  J.  PIERPONT  MORGAN 

Recently  one  of  the  kings  of  the  United  States  was 
liuried  and  his  wife  and  son  did  not  look  upon  his  face. 
Why?  John  Pierpont  Morgan,  master  of  millions,  lover 


of  art  and  things  beautiful,  died  in  Italy  on  March  .'Hst, 
and  his  body  was  sliiiipcd  to  this  coujitiy.  How?  He 
was  a  large  man  j)hysi('ally,  of  heavy  build  and  with 
a  visage  which  woukl  i)rove  a  great  subject  for  the  em- 
balmer's  skill.  He  died  in  a  foreign  land  and  was  os- 
tensibly embalmed  by  the  Roman  physicians  who,  we 
ure  told,  follow  an  old  method  used  in  preserving  ana- 
tomical specimens :  and  their  achievement  was  sealed 
up  in  an  old-fashioned  coffin  which  was  not  to  be 
oj)ened  nor  its  contents  exposed  to  the  gaze  of  Amer- 
ican undertakers  or  even  the  relatives  of  the  deceased. 

Not  a  single  daily  newspaper  told,  as  far  as  we 
noticed,  that  the  coffin  would  not  be  opened  and  that 
the  sorrowing  wife  and  other  members  of  the  family 
would  be  denied  a  last  look  upon  the  face  of  one  "who, 
with  all  his  wealth  and  power  could  not  buy  off  death, 
and  who  was  after  all  a  husband  and  a  fatlaer  in  their 
estimation.  If  the  family  had  not  been  (|uite  as  wealthy 
and  acciistomed  to  command,  and  the  obsecpiious  news- 
papers had  dared  to  invite  the  public  in,  and  the  under- 
taker had  dared  to  open  the  mysterious  box  from  over 
the  seas,  and  the  obedient  police,  instead  of  arresting 
the  ]jhotogi-aphers,  had  told  them  to  ai)proach  and 
take  pictures  of  the  contents  for  The  Sunnyside,  what 
would  we  see  in  this  issiie  to-day?  Perhaps  a  mass  of 
corruption  like  that  which  greeted  the  relatives  of 
Premier  Crispi  some  time  after  the  Italian  physicians 
had  finished  their  artistic  embalming  of  his  remains. 
A  picture  of  this  horror  was  published  by  us  a  few 
years  ago,  together  with  another  view  after  the  re- 
mains had  been  restored  by  an  Italian  embalmer,  not 
A  piiysician,  who  knew  his  business. — The  Sunnyside, 
New  York. 


LITTLE  REFINEMENTS  IN  FUNERAL  SERVICE 

The  experience  of  standing  at  the  grave  side  and ' 
seeing  the  horror  on  the  face  of  the  child — the  mother 
— as  the  body — precious  beyond  words  to  them  was 
loAvered  down  into  the  earth,  caused  me  a  few  years 
ago,  to  try  and  make  the  ordeal  easier  for  the  family. 
I  presume  most  of  you  use  the  s;nne  method — it's  noth- 
ing neAv.  Whenever  possible,  1  simply  loAver  the  casket 
so  that  it's  top  is  level  Avith  the  surface  of  the  eai-th. 
Of  course  there  are  those  Avho  cannot  see  the  improve- 
ment in  this — their  natures  are  not  fitted  to  distinguish 
the  difference,  but  I  knoAV  that  most  people  api^reciate 
the  innovation.  We  should  be  on  the  lookout  for  the 
various  details  in  our  Avork  that,  nicely  carried  out, 
tend  to  make  a  funeral  a  less  grcAvsome  occasion.  When- 
ever a  church  fimeral  is  held,  uidess  it  is  too  great  a 
A'iolation  of  the  customs  of  a  particular  church,  and 
the  casket  is  to  be  opened,  it  should  be  (piietly  remoA'ed 
to  the  vestibule  or  rear  of  the  church  and  there  opened. 
There  are  people  who  judge  the  success  of  a  funeral 
by  the  loudness  of  grief — caused  often  by  foolish, 
heart-rending  Avords  of  eulogy  from  the  clergyman  in 
charge — and  many  times  by  having  the  endless  proces- 
sion of  the  curious  ]iassing  before  them  expressing 
their  real  or  assumed  sorroAv.  The  farther  Ave  can  get 
aAvay  from  the  barbaric  customs  the  better — and  the 
funeral  director  is  the  gr(>atest  factor  in  bringing  about 
these  needed  reforms.- -Theo.  Clarke,  in  Embalmers' 
Monthly. 
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Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 

And  Solicit  Your  Corres- 


MITCHELL  &  CO.       IngersoU,  Ontario 


Canadian  Cement  Casket 
Co.^  Limited 


PRESCOTT 


ONTARIO 


Manufacturers  of 

High-Grade  Cement 
Vaults  and  Caskets 

Fully  Patented  and 
Guaranteed  Impervious 
to  all  Subterranean 
Influences,  Forces 
and  Life 

Write  for  Detailed  Information 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up'with^water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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OTTAWA  UNDERTAKER'S  NEW  PREMISES 

A  i)avticul;ivly  fine  undertaker's  establishment  and, 
in  fact,  one  of  the  finest  of  the  new  commercial  build- 
ings recently  completed  al  Ottawa,  is  that  belonging 
to  Geo.  II.  Rogers,  283  to  289  Laurier  Ave.  West,  near 
Hank,  and  occupied  by  Rogers  &  Burney,  the  Avell- 
kiiown  funeral  directors. 

Besides  their  splendidly-e(|uipi)e(l  offices  and  show- 
rooms, which  are  fiidshed  in  mabogany,  they  have  the 
only  private  chapel  in  Ottawa.  It  is  decorated  with 
oak  panelling  of  Gothic  design,  to  obtain  the  church 
effect,  and  has  a  seating  capacity  for  60  persons,  with 
book  racks  to  all  seats,  clergymen's  dais,  jiulpit  and 
chaii'  to  harmonize. 

The  average  number  of  funerals  per  week  during  the 
past  year  from  their  rooms  has  been  from  two  to  three, 
which  tbey  felt  deserved  better  accommodation,  and 


ing  and  kindly  disposition,  he  secured  the  gi'cater  part 
of  the  Protestant  business  of  the  Capital. 

The  business  grew  so  large  that  a  partner  became  a 
necessity,  and  Mr.  Rogers  obtained  the  services  of  his 
life-long  friend,  Geo.  B.  Burney,  who  formerly  traveled 
for  the  National  Casket  Company,  and  acknowledged 
to  be  by  nature  and  training  one  of  the  leaders  in  the 
business.  Botli  the  members  of  the  firm  are  pronnnent 
in  fraternal  society  work,  and  Mr.  Rogers  is  also  the 
senior  i)ublie  school  trustee  of  Central  ward,  and  chair- 
man of  the  building  committee.  All  the  departments 
are  connected  by  a  private  phone  system  to  expedite 
business. 


NEW  CASKET  COMPANY  STARTS  BUSINESS 

The  Dominion  Casket  Co.,  Ltd.,  have  completed  the 
erection  and  equipment  of  their  new  factory  at  Guelph, 


Front  eleva- 
tion of  Rogers 
and  RhnicyV 
new  uiidcil  M  k- 
infi  ])arlors  at 
Ottawa. 


OAving  to  the  steadily  increasing  business  of  this  firm, 
larger  <]uarters  became  a  necessity,  as  the  business  had 
outgroAvn  the  former  establishment. 

The  equipment  of  the  firm  is  second  to  none  in  the 
country — hearses,  ambulances  and  carriages  of  the 
best,  courteous  employees,  and  that  attention  to  detail 
that  has  spelled  the  success  attained. 

A  private  post-mortem  room  is  fitted  with  all  the 
modern  equipment,  and  perfectly  sanitary,  all  in  white 
enamel  finish.  Hot  and  cold  water,  lavatory,  etc. — the 
air  is  kept  pure  by  electrical  ventilation. 

The  senior  member  of  the  firm,  Geo.  H.  Rogers, 
started  the  business  for  himself  in  1894,  prior  to  that 
having  been  for  a  number  of  years  with  his  father,  the 
late  Samuel  Rogers,  on  the  corner  of  Bank  and  Slater 
Sts.,  where  by  strict  attention  to  business,  honest  deal- 


and  are  now  ready  to  go  after  business  from  the  fun- 
eral directors  of  Canada.  They  will  carry  a  full  line 
of  undertakers'  supplies,  as  well  as  nmniifacturing  high 
grades  of  oak  and  mahogany  caskets,  cloth-covered 
caskets,  and  chestnut,  oak  and  mahogany  shells.  They 
will  also  handle  casket  hardware,  robes  and  linings  in 
the  latest  styles. 


BANKER  AND  UNDERTAKER 

An  midertaker  iji  Illinois  has  been  api)ointed  cashier 
in  a  local  bank.  But  he  is  not  going  to  throw  up  his 
undertaking  business.  On  the  contrary,  he  is  making 
ai-rangements  to  do  a  larger  business  than  before,  as 
a  purchase  of  two  additional  funeral  vehicles  would 
indicate. 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally Every  Good  Undertaker 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN  and 

why  YOU  Should  use  it! 


It  is  interesting  to  talk  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncestainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
usingDIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts  ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


The  Springfield  Metallic  Casket  Co'y 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caskets,  together  with  the  great  variety  of  styles,  is  proven  by  the 
uniform  satisfaction  among  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 


DARK  STATUARY  BRONZE  finish 
ANTIQUE  SILVER  finish 


Telegraph  word  "WASHINGTON" 
"  "IMPERIAL" 


The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  N'ew  ''Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hard-ware,  a  large 
and  varied  line  of  Casket  Hard~vare  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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THE  EMBALMER  OF  THE  FUTURE 

By  M.  M.  Borman 

There  are  some  occupations  that  have  existed  as  far 
back  as  history  and  will  continue  till  time  is  no  more; 
even  though  the  name  of  the  particular  trade  or  profes- 
sion is  changed  and  may  change.  Among  these  we  find 
our  own  peculiar  kind  of  work.  Man  has  died  and 
will  keep  on  dying,  and  some  one  must  take  care  of 
his  interment.  "  Like  anything  else,  the  undertakers 
have  changed  their  ways,  but  in  some  countries  they 
did  not  seem  to  keep  up  with  the  step  of  Ijme  as  did 
other  professions  and  I  believe  that  it  fell  to  the  Amer- 
ican undertaker  to  build  himself  up  to  the  level  with 
the  other  professioiis  and  it  reuuiined  for  America  to 
shoAV  the  proper  respect  for  the  dead  and  I  feel  that 
it  is  not  an  empty  boast  when  I  make  the  statement 
that  the  American  undertaker  and  embalmer  to-day 
leads  the  world.  It  is  largely  due  to  the  associations 
throughout  the  land  that  we  owe  our  present  stand- 
ing. After  considering  Avhat  good  the  associations 
have  done,  it  is  no  doubt  hard  for  some  to  understand 
why  those  engaged  in  the  same  business  as  we  are 
decline  to  atfiliate  with  us  in  organization.  Why  should 
we  be  surprised f  There  are  men  who  have  protested 
and  will  protest  against  every  good  thing  that  has  ever 
been  established.  Some  are  satisfied  to  move  along 
on  the  lines  of  their  forefathers,  others  want  to  be  inde- 
pendent, so  that  they  can  dodge  all  codes  of  ethics, 
thereby  hoping  to  gain  advantage  to  satisfy  their 
greed  for  money  and  fame.  Again  referring  to  the  idle 
jester,  I  Avould  say  that  life  is  too  short,  there  is  too 
uiuch  good  to  be  done  in  furthering  the  advancement 
of  our  calling  for  any  of  us  even  to  waste  a  passing 
notice  on  such  drones.  This  class  of  people  will  soon  be 
lost  in  the  maelstrom  of  onward  progress  and  their 
passing  out  of  this  world  will  be  barely  noticed.  On 
the  other  hand,  we  find  the  active  wide-awake  fellow 
devoting  a  part  of  his  time  and  money  to  better  prepare 
himself  to  give  the  best  possible  service  to  mankind. 
I  believe  the  average  man  has  good  sense  and  jixdg- 
ment  and  that  his  sympathy  will  be  found  on  the  right 
side. 

The  embalmer  of  the  future  will  be  a  man  of  high 
(jualifications,  he  will  have  to  enter  college  and  take  a 
regular  course  as  physicians  do.  To  fit  himself  for 
college,  he  will  have  to  possess  all  the  common  and 
high  school  education ;  he  must  be  of  good  moral  char- 
acter and  of  the  highest  type  of  manhood.  Medical 
colleges  and  universities  are  adding  to  their  curriculum, 
chairs  of  endjalming,  where  a  course  of  years,  not 
months  or  weeks,  will  be  required  to  complete  their  edu- 
cation. With  the  knowledge  ac(iuired  there,  he  will  be 
familiar  with  the  fluids,  and  able  to  diagnose  intelli- 
gently, as  a  physician  does,  each  ease  by  itself  and  do 
his  work  scientifically  and  intelligently. 


AN  APPRECIATION  OF  THE  UNDERTAKER 

A  Spokane  newspaper  recently  made  the  following 
editorial  comment  regarding  the  undertaking  profession  : 

"  'The  undertaker  is  subject  to  much  unjust  and 
unfair  criticism  and  senseless  joking;  and  yet  he  repre- 
sents a  profession  which  is  world-wide  in  its  need  and 
its  call  for  service.'  You  are  correct,  Mayor  Hindley, 
but  you  didn't  tell  all  of  it.  The  undertaker  represents 
a  profession  which  has  made  renuirkable  advances  in 
the  last  twenty  years;  which  is  developing  from  an 
occui)ation  to  an  art;  which  in  the  memory  of  this  gen- 
eration has  made  splendid  progress  in  robbing  death 
of  needless  horror  and  the  grave  of  useless  gloom.  The 
modern  undertaker — the  best  type,  the  right  type  of 
his  trade — is  no  mere  gravedigger,  i)lodding  through 


his  work  in  stupid  routine.  He  is  an  enthusiast,  seek- 
ing new  ways  to  perfect  his  work;  a  gentleman,  dealing 
kindly  and  considerately  with  others'  whims  and  pre- 
judices and  little  wishes;  often  a  true  friend  in  an  hour 
of  need,  softening  the  sorrows  of  those  who  are  ber- 
eaved, earing  for  their  comforts,  giving  counsel,  aid 
and — what  may  mean  most  of  all — giving  the  sym- 
pathy that  understands.  He  is  not  a  joke.  He  is  not 
a  nonentity.  He  has  earned  a  place  of  honor  in  twen- 
tieth century  America;  and  he  is  striving  steadily  for 
higher  place." 


HAD  HER  OWN  TRIMMINGS 

I  was  called  to  a  house  one  morning  to  take  charge 
of  the  remains  of  a  gentleman. 

During  the  afternoon  the  widow  came  to  my  parlors 
to  purchase  a  casket.  After  she  had  viewed  several 
she  pointed  to  an  untrimmed  one  and  asked  what  I 
would  take  for  it  as  it  stood.  I  told  her  and  she  said 
she  would  take  it,  and  a  few  minutes  later  departed. 

The  next  morning  she  came  to  my  rooms  carrying  a 
market  basket  and  went  to  the  room  containing  the 
casket.  I  followed  her.  She  removed  a  newspaper 
from  the  top  of  the  basket  and  brought  out  a  long  nar- 
row strip  of  purple  plush,  nearly  two  yards  of  black 
satin,  a  pair  of  shears,  needle  and  thread  and  said:  "I 
thought  I  would  trim  the  casket.  I  have  had  these 
goods  on  hand  a  number  of  years  and  this  is  the  first 
occasion  I  have  had  to  use  them." 

I  left  her  to  her  task.  Two  hours  later  she  called  me 
to  inspect  her  work.  I  pronounced  it  0.  K.  But  she 
paid  me  $10  for  putting  on  the  finishing  touches. — G.  B. 
H.,  in  Embalmers'  Monthly. 


THE  LAMENT  OF  THE  OLD  HEARSE 

Old  age,  it  seems,  has  sagged  me  in  the  pole ; 

Has  palsied  me  in  front  and  at  the  rear; 
So  much  so  that  I  tremble  as  I  roll 

And  S(iueak  upon  my  one-time  solid  gear. 

My  bed-bars  both  are  rotting,  and  the  bolts 
That  fastened  them  so  firmly  to  the  sill 

Are  loosened  now  Avith  thirty  years  of  jolts. 
And  journeys  to  the  graveyard  on  the  hill. 

Where  once  was  silver,  nothing  now  but  brass 
Recalls  to  mind  the  fashions  gone  before. 

While  gold-fringed  curtains  and  my  gilded  glass 
Both  bravely  tell  of  styles  that  are  no  more. 

But  I  have  ever  earned  my  cost  and  keep — 
My  cost  thrice  o'er  and  every  penny  spent 

In  stingy  painting,  in  repairs  too  cheap — 
And  nothing  have  to  blush  for  or  repent. 

Fond  hope  I  had  and  faith  in  man's  decrees. 
To  find  for  me  when  all  decrepit  grown. 

Some  sheltered  space  where  1  might  stand  at  ease. 
And  mutely  tell  the  tale  that  is  my  own: 

The  story  of  the  thousands,  young  and  old; 

Of  what  they  were  and  what  they  hoped  to  be. 
But  long  since  dead,  and  all  their  hearts  a-cold 

That  beat  so  warm  before  they  i'od(»  with  me; 

Of  half  the  town  asleep  upon  the  hill. 

Where  I  have  borne  them  gently  one  by  one  , 

And  then  for  each  the  underlakei''s  bill 
For  use  of  me,  whose  labors  iu)w  are  done. 

But  small  my  hopes,  while  cruel  owners  claim 
That  in  a  trade  I'll  bring  two  luindi-ed  dollars, 

Tho'  every  salesman  knows  that — all  the  same, 
I  am  not  worth  a  box  of  papei-  collars. 

—Timber  Awl,  in  Quality  Talks. 
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WHY  A  SPECIFIC  CHARGE  SHOULD  BE  MADE 
FOR  EMBALMING. 

By  F.  IV.  Alexander 

This  subject  is  one  that  has  long  be'^n  forcing  itself 
upon  my  thoughts  and  attention,  and  for  numerous 
reasons.  Principally  because  of  the  many  abuses  and 
misunderstandings  that  have  grown  out  of  the  manner 
in  which  members  of  the  profession  regard  the  value 
of  their  services  and  the  careless,  indifferent  systems 
used  in  conducting  the  business  side  of  our  work. 

In  order  to  succeed  in  a  chosen  calling,  one  must 
first  have  a  liking  and  a  natural  adaptabilit.v  for  the 
work.  Second,  he  must  prepare  himself  b.v  obtaining 
a  thorough  working  knowledge  of  the  profession  or 
business  he  expects  to  follow.  He  must  educate  him- 
self for  the  work.  This  is  fundamental,  and  does  not 
need  to  be  proven.  It  is  fair  to  presume,  then,  that 
the 'great  ma.iority  of  men  entering  this  profession  have 
considered  the  probabilities  of  success  and  have  met 
the  requirements  needed  to  quality  them  to  follow  this 
calling  and  to  receive  the  supjiort  of  any  who,  through 
necessitv,  need  their  seiwices. 

Value  of  Service. 

Without  going  into  the  non-essentials  shoAving  the 
rights  of  the  individual  holding  a  license  as  an  em- 
balmer  to  practice,  we  ver.y  naturally  come  to  the  next 
question  in  this  connection — the  value  of  his  services, 
and  how  they  should  be  charged  for.  Right  here  is 
where  some  one  is  apt  to  sit  up  and  say  something 
about  the  high  cost  of  living,  or  dying,  as  the  case 
may  be.  But  we  are  going  to  disappoint  that  indi- 
vidual, for  nothing  is  farther  from  our  intentions  than 
to  try  to  establish  a  coml)in;iti()n  on  embalmers'  fees. 
Far  be  it  from  this  much-al)HS('d  fraternity  to  ever  be 
guilty  of  such  a  thing.  But  some  one  says,  what  is 
the  proper  charge  for  embalming?  And  in  answer  to 
the  question  different  amounts  are  named,  ranging 
from  what  seems  almost  an  exorbitant  fee  down  to  the 
fellow  who  does  not  say  anything,  and  he  is  the  per- 
son whom  you  shoubl  regard  with  suspicion. 

What  is  a  reasonaltle  charge  for  embalming?  What 
is  it  worth?  That  is  what  constitutes  a  reasonable 
charge,  for  it  is  the  only  e(piitable  manner  in  Avhich 
this  question  can  be  answered.  Charge  what  your 
work  is  worth,  and  do  not  conceal  the  amount  of  the 
fee  in  the  price  made  on  the  casket  or  any  other  part 
of  the  funeral  expenses.  Make  it  a  specific  charge  in 
every  case,  for  there  is  a  good  and  sufficient  reason 
why  you  should. 

An  explanation  of  these  reasons  ma.y  be  summed  up 
as  follows:  The  conscientious  effort  of  qualifying 
yourself  to  meet  the  needs  of  your  calling  and  the  re- 
quirements of  the  State,  the  cost  of  your  training  and 
education  in  time  and  money,  the  years  spent  in  the 
hard  school  of  practical  experience  and  self-develop- 
ment. Next,  your  business  equipment  and  investment, 
the  care  of  the  case  on  which  you  are  called — its  pe- 
culiar requirements,  and  hoAV  it  taxes  your  skill  in 
doing  the  work,  the  risk  from  infection,  the  distance 
you  miist  travel,  and  the  expense  of  the  trip.  All  of 
these  considerations'  enter  into  the  cost,  and  should 
be  the  b'asis  on  whii-h  to  forinu'ate  a  charge  for  the 
work.  Just  as  the  well-equipped  surgeon  of  wide  ex- 
perience and  training  skillfully  performs  operations 
relieving  suffering,  saving  and  prolonging  life,  natur- 
ally allows  the  difficulties  of  the  case  and  the  distinc- 
tive personal  service  rendered  to  govern  him  in  the 
amount  of  his  fee,  so  in  a  very  similar  sense  the  ser- 


vices of  the  embalmer  should  hold  a  certain  ratio  of 
value  to  the  conditions  under  which  he  works  and  the 
ability  he  emplo.vs  in  its  performance.  Therefore, 
again  let  me  urge  that  you  make  it  a  specific  charge, 
showing  it  as  a  distinctive  personal  service. 

The  Most  Important  Work. 

In  the  matter  of  the  value  of  personal  services,  the 
question  is  often  raised  in  association  meetings, 
"Which  is  the  most  important  part  of  the  work  in 
our  profession — directing  and  managing  the  funeral, 
or  the  embalming  and  care  of  the  body?"  As  far  as  I 
am  personally  concerned,  this  question  has  never  both- 
ered me,  for  I  have  always  contended  that  the  em- 
balming and  care  of  the  body  was  of  first  importance, 
because  the  law  says  so,  because  the  education  of  the 
embalmer  is  paramount  to  other  considerations  and 
so  regarded  by  the  National  Association,  because  san- 
itary science  demands  it.  because  Avithnut  a  bodv  pro- 
perly prepared  for  burial  the  funeral  is  a  failure  from 
whatever  standpoint  .vou  may  .judge  it.  A  director 
may  bungle  the  arrangements,  and  at  the  most  it  is 
but  a  matter  of  anno.vance  to  the  farail.v.  HoAvever, 
let  him  fail  to  properly  fit  and  prepare  the  body  so 
tliat  the  relatives  can  see  restored  to  them  the  face  of 
their  loved  one.  beautiful  in  the  last,  long  sleep  of 
death,  and  they  Avill  never  forgive  him.  The.A'  secured 
his  services,  first,  as  an  embalmer,  and  incidentally  as 
a  director  of  the  funeral :  natnraUy,  therefore,  the 
greater  importance  of  his  Avork  centers  around  his 
services  to  the  family  in  that  capacity.  Now,  in  all 
candor  let  me  ask,  AA^h.y  should  he  not  make  a  specific 
charge  for  his  Avork?  He  is  rendering  the  greater  ser- 
vice in  caring  for  the  bod.v :  it  should  be  the  first  item 
charged  for  on  the  bill. 

I  ment'oned,  in  the  beginning,  the  careless  and  in- 
different manner  in  Avhich  Ave  conduct  the  business 
side  of  our  Avork.  I  might  have  added  the  questionable 
and  unethical  methods  used  by  some  members  of  the 
profession  to  further  interests  and  secure  calls. 

This  latter  phase  of  the  subject  Avill  startle  some  of 
you,  for  you  may  not  knoAV  Avhat  it  means.  Others 
there  are  who,  I  am  sure,  Avill  understand  me,  and 
either  heartil.v  approve  or  harshl.v  condemn  what  I 
shall  have  to  say.  Speaking  for  the  larger  per  cent, 
of  the  men  engaged  in  this  profession,  I  admit  I  frank- 
ly believe  the.y  endeavor  to  act  honorably  in  all  the 
business  relations  of  life ;  and  in  so  far  as  the  average 
in  human  affairs  play  a  part,  they  liA^e  up  to  a  high 
standard  of  business  conduct.  But  the  small  minority 
AA'ho  have  no  ideals,  Avho  regard  our  code  of  ethics  as 
a  series  of  paragraphs  of  meaningless  phrases  that  do 
not  have  any  application  to  their  work  or  conduct, 
they  are  the  men  who  disgrace  and  bring  into  disre- 
pute the  entire  membership  of  the  profession.  Men 
Avho  represent  a  Ioav  type  of  citizenship,  shirk  respon- 
sibility, resort  to  sharp  practices  in  business,  and  lack 
moral  fiber.  What  the  public  generall.v  thinks  of  such 
a  man  is  not  hard  to  guess.  His  conduct  reflects  and 
reacts  against  the  higher  standards  the  better  men  of 
the  profession  are  contending  for. 

A  One  Cent  Tender. 

Let  me  relate  an  instance:  The  Denver  authorities 
advertised  for  bids  for  the  care  and  burial  of  the 
pauper  and  unclaimed  dead  of  that  city,  and  the  no- 
torious fact  was  heralded  from  one  end  of  the  country 
to  the  other  that  the  bids  ran  as  Ioav  as  one  cent.  Just 
think  of  it  One  cent  for  the  care  and  burial  of  a 
dead  human  body.   The  shame  of  it  the  more  humiliat- 
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ing  when  the  graft  ])aek  of  it  is  exposed.  Permit  me 
to  relate  another  instance — one  in  my  experience  that 
illustrates  another  phase  of  this  same  graft:  I  was 
called  to  a  neighboring  town  to  care  for  a  body.  In 
due  time  settlement  was  made,  and  the  party  securing 
my  services  told  me  that  he  was  informed  that  an  un- 
dertaker Avho  had  been  doing  much  of  the  work  in  his 
town  and  who  lived  in  another  town,  answered  calls 
and  embalmed  and  cared  foi'  the  body  free  of  charge. 
It  afforded  me  an  opportunity  to  explain  where  he 
would  find  the  charges  for  his  services  concealed.  And 
while  it  was  a  most  unpleasant  task  to  hold  a  man  in 
my  profession  up  t_o  the  contempt  he  so  richly  de- 
served, I  was  obliged  to  do  it  for  the  sake  of  the  pro- 
fession and  because  of  the  false  position  I  was  placed 
in. 

It  is  hard  for  a  man  to  learn  the  valuable  lesson  of 
putting  the  proper  estimate  on  himself ;  it  is  even  more 
so  for  some  to  put  the  right  estimate  on  their  ser- 
vices and  to  know  that  permanent  success  and  lasting 
reward  is  founded  on  honor  and  integrity. 

This  brief  paper  is  a  plea  for  honorable  competition, 
for  a  high  appreciation  of  the  worthy  and  dignified 
service  we  are  rendering  to  our  fellow-men,  for  the 
right  we  have  to  charge  for  such  services  and  for  such 
methods  in  the  management  of  our  business  as  to  allow 
of  but  one  interpretation  to  our  acts ;  for  a  keener 
sense  of  our  responsibility  to  each  other,  for  confidence 
in  ourselves,  for  a  proper  regard  for  the  rights  of 
those  who  employ  us,  and  for  courage  to  be  manly  and 
just  in  all  the  complex  phases  of  our  lives  and  calling. 
And  finally:  "Choose  that  which  is  best,  and  custom 
will  make  it  most  agreeable." 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
1 0  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — Good  Undertaking'  and  Furniture  Business.  No 
opposition.  Good  reasons  for  selliiTg.  Apply  T.  A.  Jebb,  Box  213, 
Cookstown,  Ont.  13-3-3 

FOR  SALE — A  Black  Hearse  with  drape  to  match,  glass  sides, 
glass  door,  easy  running,  well  varnished  ;  silver  caps  on  hubs.  R. 
A.  Logan,  Dorchester,  Ont.  13-3-3 

FOR  EXCHANGE— 320  acres  of  land,  two  hundred  under  cul- 
tivation, within  three  miles  of  growing  town  in  Manitoba;  will  take 
furniture  and  undertaking  business  or  undertaking  alone.  Address 
Box  117,  Canadian  Furniture  World  and  The  Undertaker,  32  Col- 
borne  St.,  Toronto.  5-13-1 

FOR  SALE— A  Black  horse,  16  hands  high,  7  years  old;  a 
beauty  ;  drove  on  hearse  two  years  ;  sound.  Applj',  A.  McKay, 
Wyoming,  Ont.  5-13-1 


.1.  T.  Landry,  St.  Anastasie,  Que.,  suffered  a  loss 
ihrough  fire  in  his  undertaking  establishment  recently. 

The  undertaking  business  of  Fred.  B.  Myers,  who 
died  recently,  and  which  was  conducted  on  Yonge 
sireet  north,  Toronto,  will  be  continued  by  his  widow, 
Liilian  H.  Mj^ers,  under  the  old  name. 

Rogers  &  Burney,  Ottawa,  owing  to  their  rapidly 
increasing  business,  have  been  compelled  to  enlarge. 
They  have  now  one  of  the  finest  undertaking  establish- 
ments in  Canada. 


Everything  for  the  Funeral  Director 

We  carry  a  complete  line  of  Casket  Hardware,  Rob  es  and  Linings 
of  the  best  known  quality  and  newest  and  most  exclusive  designs. 

Our  Line  includes : 

High  Grade  Oak  and  Mahogany 
Finished  Caskets 

Cloth  Covered  Caskets  with  Chestnut, 
Oak,  Cedar  and  Mahogany  Shells 

Watch  this  space  each  month  and  get  a  line  on  the  many  attractive  designs  we  will 
show.    General  Announcement  will  appear  in  next  issue. 

When  dealing  with  us  you  are  assured  prompt  shipment  and  good  business-like  treatment 

Send  us  a  trial  order 

DOMINION  CASKET  CO.,  LIMITED 

DAY  PHONE  No.  1020  GUELPH    ::    ONTARIO  ^8lll%Y%''S?.Vol9^'"' 
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ONTAEIO. 

Aurora — 

Dunham,  Charles. 

Earrie — 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboeonk— 

Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon— 

Sproul,  William 
Button — ■ 

Schultz,  B.  L. 

Elmira — ■ 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William — 

Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haileybury— 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — • 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  !i.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — ■ 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

Hendren,  Geo.  G. 

Little  Current — 
,    Sims,  J.  O. 
Markdale — 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  E. 

North  Bay — 
St.  Pierre,  E. 

OakwOOd — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohsweken — 

.Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Ijuke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas- 
Williams,  P.  R.  &  Sons,  .510 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking'  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
CowansvlUe — 

Judson,  M.  B. 
Montreal — • 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — ■ 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona— 

Eraser,  D.  &  Co. 
xialifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred.  A. 


Kamsack — 

Russell,  G.  E.  ] 
Lanigan — 

Robertson,  Wii 
Rush  Lake — 

Friesen,  John  ]r.. 

Ppinee  Albert- 
Howard,  A.  C. 
Eegina — ■ 

Speers,  George 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merriit. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buseomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement— but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  Just  what  you  are  looking  for. 


Index  to  Advertisements 


A 

Adams  &  RajTiiond  Veneer  Co.  .  .  59 

Albrough  &  Co.,  J.  P  1'2 

Antiseptic  Bedding  Co  i.f.c. 

B 

Baetz  Bros.  &  Co  8 

Batavia  Clamp  Co  59 

Berlin  Table  Mfg.  Co  .  6 

Berlin  Bedding  Co  22 

C 

Canada  Beds,  Limited  23 

Canadian  Linderman  Co  15 

Canadian  Cement  Ca.sket  Co,  Ltd.  52 

D 

Davenport  Mfg.  Co  16 

Domestic  Specialty  Co  17 

Domin-on  Casket  Co  -57 

E 

Eckels  &  Co.,  H.  S  54. 

Egyptian  Chemical  Co  52 

Elmira  Furniture  Co  7 

Elmira  Interior  Woodwork  Co  7 

Elliott  &  Sons  50 

Eyel  Casket  Co  iS 

G 

Gale,  Geo.,  &  Son  18 

Gendron  Mfg.  Co  59 

Globe  Casket  Co  50 

Gold  Medal  Furniture  Mfg.  Co  13 

I 

Ideal  Bedding  Co  41 

Imperial  Furniture  Co  .12 

Imperial  Rattan  Co  60 

J 

Jamieson  &  Co.,  R.  C  14 

Johns-Manville  Co  H 


K 

Kemp  Co..W.  1  59 

Keisington  Furniture  Co  19 

Knechtel  Furniture  Co  20-21 

Kohn.  J.  &  J  17 

L 

Lack;nvana  Leatlier  Co  17 

LegSiitl  &  Piatt  16 

Lippert  Furniture  Co  8 

M 

Mitchell  &  Co  52 

Morton  Mfg  Co  14 

Mundell  &  Co.,  .John  C  i.f.c. 

McLagnn  Furnitiire  Co  o.f.c. 

0 

Onward  Mfg.  Co  16 

P 

Peppier  Bros  34-5 

Perrin  &  Co.,  Wm.  R  .59 

Q 

Quality  Beds  10 

R 

Royal  Bed  Co  21 

S 

School  of  Embalming  59 

Semmens  &  Evel  Casket  Co  46 

Springfield  Ca.sket  Co  54 

Standard  Bedding  Co  6 

Steele,  Jas..  Limited  59 

Stratford  Chair  60 

Stratford  Bed  Co  11 

Stratford  Mfg.  Co  11 

T 

Toronto  Supply  Houses  12 

W 

Waterloo  Furniture  Co  9 
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A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing- plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  larg^est  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Short  Reach  Clamp 

For  Drawer  and  Table  Tops 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ::  ONTARIO 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  X  27  inches;  Height  of  Truck— 14^  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel 
turned ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platforms 
hardwood.  Weight,  1 50  lbs. 

Write  Us  for 
Prices 


W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

/\ANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 


Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chair.s  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directing' 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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Best  Value  to  Users 
Big  Profits  to  Dealers 

Imperial  Reed  and  Upholstered  Furniture  excels  in  attractive- 
ness and  originality  of  design.  It  is  built  on  lines  to  suit  the 
most  fastidious  yet  will  stand  the  everyday  wear  and  tear 
much  better  than  furniture  that  "looks"  stronger. 

The  price  you  pay  for  your  stock  and  the  value  you  get  for 
that  price,  regulates  the  price  you  can  ask  and  the  values  you 
can  give. 

By  selling  our  Reed  and  Upholstered  Furniture  you  can  give 
your  customers  the  best  possible  values  and  yourself  the  most 
generous  profits. 

Place  your  order  through  the  Stratford  Ship- 
ping Comhination  and  get  reduced  rates  on 
car  lots. 


Imperial  Rattan  Company,  Limited 


Stratford,  Ontario 


Diners  of  Unequalled  Value 
at  Popular  Prices 


The  Stratford  line  of  chairs  are 
unquestionably  the  best  possible 
value  from  workmanship  to  design 
and  finish. 

These  two  cuts  illustrate  a  pair 
of  diners  you  can  sell  every  day 
together  with  giving  your  customers 
unlimited  satisfaction  and  yourself 
the  most  liberal  profits. 


You  can  get  reduced 
rates  on  carload  lots  by 
placing  your  order  thru' 
the  Stratford  Shipping 
Combination. 


No.  1591-5 


No.  1591-1 


Stratford  Chair  Company,  Ltd, 

Stratford,  Ontario. 


Vol.  3    No.  7 
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FurnitureWorld 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


Group  No.  85 

This  matched  Dining-room  Suite  is  typical  of  the  artistic  beauty  and  real  worth 
of  our  lines.  "  McLagan  "  furniture  is  customer-satisfying  in  every  respect  and 
embodies  that  profit-producing  ability  which  makes  it  the  one  desired  line. 

THE, 

GEORGE  McLAGAN  FURNITURE  CO 

LIMITED 

STRATFORD  ONTARIO  CANADA 


July,  1913 


We'll  be  glad  to  see  You 

DURING  JULY  AT  THE 

Elora  Furniture  Exhibition 

We  will  show  a  much  larger  and  finer  line  of  Mun- 
dell  specialties  than  we  have  ever  before  attempted. 

Those  who  attended  last  year's  exhibition  and  are 
thoroughly  acquainted  with  our  lines  know  what 
this  means. 

We  will  exhibit  practically  our  full  line,  which  in- 
cludes a  variety  of  unequalled  designs  and  patterns  in 

Chairs  and  Rockers 
Easy  Chairs,  Mission  Styles 
Tables,  Platform  Rockers,  Mission  Stools 

Magazine  Stands 

The  facilities  for  reaching  Elora  are  excellent,  either 
by  Grand  Trunk  or  Canadian  Pacific  Railways. 

We  extend  our  cordial  invitation  to  you  and  will  do 
our  utmost  to  make  the  trip  one  of  both  profit  and 
pleasure  for  you. 

JOHN  C.  MUNDELL  &  CO. 

ELORA,  ONTARIO 


I  Si 
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Royal  Beds  Move  Quickly 

Because  they  are  attractively  made  and 

attractively  priced.    When  sold  they  stay 

sold  aud  give  unlimited  satisfaction  and 
service. 

We  have  some  excellent  patterns  in 

Wood  Spindle  Beds 

with  Brass  Kails  and  Solid  Brass  Mountings 

Prices  range  from  $3  to  $18 

Made  in  Quarter  Cut  Oak,  Surface  Oak,  White 
Enamel  and  Mahogany 

IVe  are  willing,  if  necessary,  io  send  iiou  a  sample 
of  one  of  our  beds  io  be  shipped  bacl^  at  our  ex- 
pense if  not  thoroughly  satisfactory. 

Royal  Bed  Company 

GRAND  VALLEY  ONTARIO 

BRASS  CASTERS  ON  ALL  BEDS 
WHITE  ENAMEL  OUR  SPECIALTY 


IT'S  YOUR 
PROTECTION 
AND  YOUR 
CUSTOMERS' 

QUAUTY-OUR  FIRST  AIM 

In  fact,  to  facilitate  this  aim,  every  Pillow  and  Mattress  that  comes  out  of  our  factory  undergoes  the 
most  rigid  inspection. 

The  feathers  and  felt  that  make  up  Antiseptic  Bedding  are  thoroughly  sterilized  and  are  guaranteed  to  be 
absolutely  germ  and  moth  proof. 

The  result  is  clean,  healthy  bedding — the  kind  that  looks  different,  feels  different,  and  is  different.  And  it's  different 
because  it's  made  as  bedding  ought  to  be  made — comfortable,  sanitary,  and  of  great  lasting  quality. 

Drive  these  facts  home  to  your  customers — they'll  appreciate  them — you'll  appreciate  the  profits. 

The  Antiseptic  Bedding  Company 

187-189  Parliament  Street,  Toronto 


A  LABEL 
WITH  A 
SPECIFIC 
MEANING 
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The  ELMIRA  LINE 

77ie  only  line  fitted  with  the  noiseless  Sliding  Shoe  Casters.  GRATIS 


Our  Stocl^s  are  Complete  and  therefore  can 
make  prompt  shipments  oj 


Diners,  Bedroom 
Chairs  and  Rock- 
ers, Parlor  Chairs 
and  Rockers,  Den 
Furniture,  Office 
Chairs  and  Tillers, 
and  Parlor  and  Lib- 
rary Tables 


No.  420i  Chair  No.  420  Rocker 

Quartered  Oak  and  Mahogany,  Saddle  Scat,  Pol.  Finish 


No.  505.     Rotary  Office  Tilter,  Qtd.  Oak,  Uphol- 
stered Back,  Saddle  Seat,  Any  Finish 


The  Elmira  Furniture  Co.,  Limited 


Elmira 


Ont. 


OFFICE  TABLES 


Here  is  a  line  of  goods,  Mr.  Furniture  Dealer,  that  you  can  sell  for  many  purposes 


Stocked  4,  5  and  6 
ft.  sizes,  but  made 
any  size  to  order. 


Made  in  Plain  or 
Quartered  Oak, 
Solid  Mahogany  or 
Birch. 


Do  not  leave  this  line  to  be  sold  by  exclusive  Office  Furniture  men. 
These  tables  are  useful  for  many  purposes,  are  strongly  and  rigidly 
made,  with  bolted  legs  and  are  shipped  K.D.  Tops  rubbed. 

Send  sample  order  for  a  few.    Price  list  on  application 

The  Elmira  Interior  Woodwork  Co.,  Limited 

ELMIRA    ::  ONTARIO 
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•SWEET  PREAMS 


From  Your  Customers^  Viewpoint 

This  particular  viewpoint  is  worth  your  most  serious  consideration. 
In  it  are  involved  practically  all  the  principles  of  retail  buying  and  sell- 
ing at  a  profit.    And  from  this  standpoint  if  from  no  other 

Kellaric  Mattresses  are  Good 
for  Your  Business 

The  laced  opening  that  permits  a  customer  to  see  what's  inside  the  mattress — the 
quality  of  the  pure  cotton  filling  itself — the  strong,  attractive  ticking — all  are  things 
your  customers  see  and  appreciate  and  that  help  to  convert  '  shoppers  '  into  *  buyers.' 

Our  other  popular  priced  lines  are  the  Model  Box  Spring  (for  wood,  iron,  and 
brass  beds),  the  Hair-in-Cotton  and  the  Common  Sense  Mattresses. 


OUR 
NEW 
FACTORY 


Is  splendidly  located  for  the  handling  of  our 
Western  trade  and  we  are  now  able  to  give 
better  service  than  ever  before. 

Ontario  and  Eastern  Canada  customers  are  assured 
prompt  shipment  from  our  Toronto  warehouse. 


AT 
FORT 
WILLIAM 


Let  us  know  your  requirements — our  Prices,  our  Products  and 
our  Service  will  please  you 


BERLIN  BEDDING  CO.,  LIMITED 


31  Front  St.  East 
TORONTO 


WESTERN  OFFICE 
ud  FACTORY 


McKELLAR  BEDDING  CO.,  Ltd. 


FORT  WILLIAM 
Ontario 
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Practical  as  well  as 
Handsome 

The  table  illustrated  above  is  not  only  handsome 
in  design  but  is  thoroughly  practical  in  opera- 
tion. The  mechanism  is  simple  and  almost 
automatic  and  appeals  to  every  woman  who  has 
contended  with  the  old  style  extension  table. 

Our  New  Slide  Attachment 

Illustrated  below  is  the  newest  and  most  original 
adjustment  in  the  operation  of  extension  tables. 
All  tables  equipped  with  this  device  are  manu- 
factured by  us.  Made  of  cold  rolled  steel,  simple, 
convenient  and  eliminates  all  unnecessary  labor. 

It  will  pay  you  to  investigate 

Berlin  Table  Mfg.  Co.,  Ltd. 

BERLIN,  ONTARIO 


A  Perrih  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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No.  23  BUFFET 
QUARTERED  OAK,  GOLDEN  POLISH  FINISH 


KNECHTEL  FURNITURE 


Every  piece  of  Knechtel  Furniture  is  con- 
structed with  the  painstaking  thorough- 
ness of  detail  which  means  lasting 
pleasure  to  the  home  owner  and  reflects 
to  the  credit  of  the  furniture  dealer 
selling  it. 


Knechtel  Dining-room  Suites  are  striking 
in  proportion — elegant  in  finish.  The 
above  illustration  shows  a  unit  of  a 
dming-room  suite,  which  typifies  the 
distinguished  character  of  Knechtel 
design. 


We  control  our  own  timber  limits,  saw  mills  and 
veneer  mills.  This  allows  us  to  considerably  cut  costs 
and  to  fully  assure  you  the  most  substantial  profits. 


The  Knechtel  Furniture  Co.,  Limited 

Hanover,  Ontario 
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BAETZ  BROTHERS  &  COMPANY 


Berli 


m 


Ont. 


No.  221 

Parlor  Suite 

In  Three,  Four  or  Five 
piec3s. 


Made  in 

Birch,  Mahogany 

Prompt  shipmeuts  can 
be  had  in  the  following 
designs  of  Parlor  Suites  : 


Nos.  218,  221,  231,  235,  237,  240,  243,  244,  245,  246,  249,  250,  251,  252,  and  253 


SPECIALIZING  IN  CHAIRS" 


THE  LUXURY  CHAIR 

Gives  genuine  comfort  and  is  the  only  automatic 
reclming  chair  on  the  Canadian  market;  the  chair  which 
automatically  adjusts  itself  to  any  position  desired  by  the 
occupant.  A  little  extra  pressuie  on  the  back  is  ail  that  is 
necessary  to  adjust  same  to  any  desired  position. 

By  taking  one's  weight  off  the  back  the  chair  adjusts 
itself  automatically  to  its  original  position. 

We  carry  a  complete  range  of  designs  of  these  chairs- 
Ask  our  representative  to  show  them  to  you  on  his  next 
trip,  and  write  us  for  catalog  and  prices. 

Our  No.  7\\'/2  is  m*de  in  Quartered  Oak, 
in  any  oak  finish,  automat' c  back  with  foot 
rest,  spring  seat  and  upholstered  in  leather. 

These  chairs  are  manufactured  and  sold  exclusively  by 


No.  71  IK  Luxury  Chair 


The  Lippert  Furniture  Co.,  Limited 


Berlin,  Ontario 
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Character 
Individuality  Durability 

are  represented  in 

The  Waterjoo  Monimaker  Suites 


6172,  ARM  CHAIR 


For  the 
Library  or 
Living-room 
in  Oak 
or  Mah  ogany 


6172,  ARM  ROCKER 


Long  on  Quality  and  Short  on  Price 


Write  for  Quotations 


Waterloo  Furniture  Company 

Waterloo,  Ont. 


Limited 
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Dealer  in 

FINE  FURNITURE 
JRON  and  BRASS 
BEDS,  GO-CARTS 
and  BABY  CAR- 
RIAGES *  *  * 

UPHOLSTERING 
A  SPECIALTY 


EDWARD  LIPPERT 

FURNITURE  AND 
UNDERTAKING 


Com«  Kin,  . 
Y»ung  Sti. 


SlOTt  TeUpheine 
370 


UNDERTAKING 
and  EMBALMING 

Night  and  Daj  Calli 
promptly  Attended 
to  Anjwhere  in 
Waterloo  Conntj. 

HetUence:  41  CiUeie 
•Celeplme  231 


J. 


BERLIN,  C^.r^^i^^i^.^^^'n  3 

AY  I 


The  above  letter  indicates  what  "Quality  Beds" 
can  do  for  any  progressive  furniture  dealer. 
They  have  more  than  doubled  Mr.  Lippert's 
brass  bed  trade  and  they  can  do  the  same  for  you. 


Ready  Information 


Quick  Shipment 


Satisfactory  Treatment 


QUALITY  BEDS  UMITED,  Welland,  Ont. 
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Real  Value  in 
Brass  Beds 


For  artistic  conception  and  real  wortii 
Stratford  Brass  Beds  cannot  be  sur- 
passed. 

They  are  beds  that  will  hold  up  in 
appearance  and  construction  under 
practical  hard  usa<,'-e. 

Yuu  will  find  them  just  the  right  beds  to  please 
your  customers.  They  attract  and  sell  themselves 
to  the  people  who  keep  your  store  busy  every  day 
in  the  week  -the  class  of  trade  that  supplies  you 
with  the  bulk  of  your  business. 

Have  you  a  display  on  your  floors  now  ? 


STRATFORD  BED  COMPANY 

Stratford,  Ontario 


LAWN  SWING 


YOU'VE  STILL  TIME 

To  catch  the  bulk  of  your  summer  trade  in  Lawn  and 
Verandah  Furniture. 

It  will  pay  you  to  get  your  orders  in  quickly  and  to  make 
your  selections  from  our  line  which  includes 

Lawn  Swings,  Settees,  Garden  Seats 
Camp  Stools,  Folding  Chairs, 
Verandah  Chairs,  etc. 

Our  facilities  for  prompt  shipment  are  good,  but  by  placing  your 
order  now  \)0U  can  avoid  the  possibility  of  disappointing 
your  customers. 

Stratford  Mfg.  Company,  Limited 

STRATFORD,  ONT. 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $l.r>0.  Keep  the  book  10  days,  and  if  it  isn't  jvorth  the 
price,  rcturri  it  and  get  your  money  bac/c. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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ELLIS 


FURNITURE  CO. 


upholstered  Furniture 


INGERSOLL,  ONT. 


ELLIS 


Imperial  Upholstered 
Furniture 

It  will  pay  you  to  get  acquainted  with  our  line.  We  are  specialists 
m  Upholstered  Furniture  and  can  show  you  some  excellent  values  at 
medium  prices  in 

Living  Room  Chairs,  Rockers  and  Suites,  English 
Library  Chairs,  Chesterfields  and  Couches. 

Imperial  furniture  is  built  to  look  well,  to  be  thoroughly  comfortable 
and  to  give  good  lasting  service. 

Write  for  prices 

IMPERIAL  FURNITURE  CO. 

585-591  Queen  St.  West,  TORONTO 


Rocker 


Tills  liilief  GuHrailtces  SalMli'u  l 


AUB ROUGH 

GUARANTEED  UPHUI^STEREU 

FURNITURE 

rnget»^'bll--.  Canada. 


GUARANTEED  UPHOLSTERED  COUCHES 

There  are  new  features  in  connection  with  our  comprehensive  hne  of  couches  for  1913  which 

no  dealer  can  afford  to  overlook. 
Every  Albrough  Couch  has  an  individuality  and  artistic  beauty  that  is  appreciated  by  critical 

customers.     Write  for  Information. 


J.  P.  ALBROUGH  &  CO., 


Ingersoll,  Ontario 
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Manufacturers  of 

^^Gold  MedaF'  Perfect,  One  Motion  Davenports 

and  Divanettes 

"Gold  MedaF^  Upholstered  Furniture 

"Gold  Medar'  Felt  Mattresses 

"Hercules''    Bed    Springs,    Camp    Beds,  Steel 
Sliding  Couches,  Steel  Camp  Beds 


Our  New  Patent 

"  NEVERSTRETCH  "  MATTRESSES 

are  so  constructed  that  the  loose  pleats  between  the  tufts 
are  eliminated  and  a  smooth  even  surface  is  the  result,  so 
that  there  is  no  loose  ticking  to  allow  for  stretching.  Try 
a  sample  with  your  next  order.  Made  mostly  in  the  Felt 
filhng. 

Our  New 

BASKET  EDGE  for  BED  SPRINGS 

is  a  simple  patented  attachment  for  keeping  the  mattress 
from  bulging  over  the  bed  sides.  Let  us  send  you  a 
sample  with  your  next  order. 

Gold  Medal  Furniture  Mfg.  Co.,  Ltd. 

Head  Office :  TORONTO,  Ont. 
MONTREAL  WINNIPEG  UXBRIDGE 
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Varnishes  of  Proven  Reliability 

FIRST  COATER — A  very  pale  durable  varnish.    Brushes   easily,  sets 
quickly. 

FURNITURE    CABINET    COUCH— Very  pale.     Brushes  easily  and  dries  hard 

over  night  with  a  high  finish.  Can  be  rubbed 
in  two  days  if  necessary. 

ANGLO  DRIERS — V^ry   pure   and   powerful.     Mix   readily  with  all 
varnishes. 

Our  varnishes  and  finishes  are  made  of  the  purest  and  most  lasting  materials  and  are  an  absolute  surety  of  perfect  work 

Prices  sent  on  application 

Ault  &  Wiborg  Company  of  Canada,  Limited 

Varnish  Works,  Toronto 
MONTREAL  WINNIPEG 


Jamieson^s  Varnishes 

The  Best 
of  the  good  Varnishes 

Concentrated  Goodness  in  every  can 
We  want  you  to  try  them 

R.  C.  Jamieson  &  Co.,  Limited 

I Established  1858  I 
Montreal  Vancouver  I 
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Dovetail  Jointing 

Produces  Strong 
Resawed  Stock 

The  method  of  jointing  lumber  automatically  at 
one  operation  offers  many  advantages  in  build- 
ing fine  furniture  besides  the  strength  and 
quahty  of  the  tapered  wedge  dovetail  glue  joint. 
There  is  a  big  advantage  of  being  able  to  joint 
rough  edge  lumber  without  ripping  or  squaring  the  edge,  the  economy  in  floor 
space  by  jointing  on  one  machine,  tbe  exclusion  of  trucking,  the  saving  of  lumber, 
labor  and  glue  that  is  made  by  the  "Linderman"  Automatic  Dovetail  Glue  Jointer, 
Gluer,  Clamper  and  Sizer,  are  points  that  are  invaluable  to  every  builder  of 
furniture. 

RES  A  WING  DOVETAIL  JOINTS 

The  tight  fitting  dovetail  joint  can  be  resawed  in  any  place  but  where  a  great 
strength  is  required  ;  the  cutters  can  be  placed  so  as  to  leave  a  dovetail  in  each 
resaw  piece. 

If^ou  desire,  samples  of  the  J^ind  oj  work,  you  are 
TTiaking  will  be  sent  you 

Candian  Linderman  Co.,  Limited 


MUSKEGON,  MICH. 


—WORKS  AT- 


WOODSTOCK,  ONT. 
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MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 
In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


Big  Profits 

From 
Hot  Dishes 


Get   busy,  Mr.  Dealer,  and 
put  in  a  stock  of  J-M  Asbestos 
Table  Covers  and  Mats  which 
the  wise    housewives   of  the 
country  ai  e  eagerl}-  buying.    The  demand  for  them  is  far 
greater  than  for  any  other  make. 

Hot  dishes  damage  the  polished  tops  of  valuable  din- 
ing-room and  library  tables,  unless  they  are  protected  by 

J-M  Asbestos 
Table  Covers  and  Mats 

Order  your  supply  from  a  concern  that  is  the  largest 
distributor  ot  asbestos  products  in  the  world — a  company 
that  mines  its  own  asbestos  and  manufactures  its  own 
articles.  You  obtain  greater  variety,  better  qualities  and 
lower  prices  by  buying  from  us  than  by  placing  your  order 
anywhere  else. 

\\'rite  our  nearest  Branch  today  for  Special  Proposition 
to  dealers. 

It  means  big  profits  for  you. 

The  Canadian  H.  W.  Johns- Manville  Co. 

UMITED 

A  S  IS  C  1^1  If  f *      Asbestos  Roofings.  Packings 
3  a  I,  ^  j      ,2)     Electrical  Supplies,  Etc. 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 

li06 


Your  Customers  Appreciate 


The  Old  Way 


Manufactured  only  by 


The  carpet  saving  qualities,  the  simple  elegance 
and  great  convenience  of 

ONWARD  SLIDING  FURNITURE  SHOES 

It  will  pay  you  to  get  them  instead  of  the  old  stvle 
wlieel  castors  when  placing  your  order  for  furni- 
ture and  metal  beds. 

Made  with  Glass  Base  and  Mott  Metal  Base  in  all  sty'es 
and  sizes.  You  should  have  a  stock  on  hand  to  meet  the 
needs  of  your  customers.    Write  for  samples. 
Trade  Diccounts  and  Descriptive  Circular  upon  request 


Onward  Mfg.  Co. 


Factori  s 

Berlin,  Ont.  and  Menasha,  Wise. 


The  New  Way 


Make  Money  Out  of  Baled  Waste  Paper 

Any  retail  merchant  and  furniture  dealer,  large  or  small,  can  make  money  out  of 

SCHICK'S  All  Steel  Baling  Press  for  Waste  Paper 

It  quickly  and  easily  makes  bales  weighing  1.50  pounds,  measuring  If^  x  2U  x  .33  inches. 
One  boy  can  operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste  paper  greatly  reduces  fire  risk  and 
of. en  gives  you  a  lower  insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it.  There 
is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  discounts  shown  in  catalog  \o.  ig. 

DAVENPORT  MFG.  COMPANY,  Davenport,  Iowa,  U.S.A. 
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TWO  MORE 


Of  the  artistic  chairs  manu- 
factured by  Jacob  &  Josef 
Kohn,  showing  the  fine  lines, 
designs  and  strength  of  our 

BENTWOOD 
FURNITURE 


Carried  in  slock.     silver  grey 
and  mahogany 


Jacob  &  Josef  Kohn 

Vienna,  Austria 

Canadian  Branch  : 

215-219  Victoria  St.,  Toronto 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  bring^s  out  the 
g-rain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


your 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather. 
Finish  sun  and  water 
proof. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 


18 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


July,  1913 


Get  this 
Business ! 

There's 
Good 
Money 
In  it 


The  special  introductory  price  of  this  new  Ideal  Kitchen 

Cabinet  will  interest  you 

In  buying  this  new  Ideal  cabinet  you  not  only  get  it  at  a  special  price 
but  you  also  get  a  cabinet  with  all  the  latest  improvements  and 
features  not  found  in  any  other  cabinet.  We  have  succeeded  in  pro- 
ducing a  cabinet  to  yield  the  greatest  possible  service,  and  to  be  able 
to  sell  it  at  a  low  price  in  reach  of  every  purse.  As  a  rule  you  can 
sell  but  one  kitchen  cabinet  to  a  customer,  but  that  sale  means  hand- 
some profits  for  you.  Furthermore,  one  customer  sends  another  if  you 
handle  the  Ideal  Kitchen  Cabinets.  They  embody  all  the  good 
points  of  all  the  other  cabinets  as  well  as  a  number  of  exclusive 
features.  Durable,  handsome  in  construction,  the  Ideal  admits  no  peer. 
Awarded  the  medal  at  the  TORONTO  INDUSTRIAL  EXHIBITION. 

Write  now  for  dealer  proposition 

Hamilton  Ideal  Mfg.  Company,  L  imited 

HAMILTON  -  ONTARIO 
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Peppier  Furniture 


Embodies  all  these  essentials  incidental 
to  the  production  of  really  good  furni- 
ture. From  design  to  construction  and 
finish  each  piece  undergoes  the  most 
rigid  inspection,  and  nothing  that  does 
not  thoroughly  satisfy  us  is  ever  placed 
on  the  market. 

We  have  spent  a  life-time  in 
the  manufacture  of  high  grade 
furniture  and  know  just  what 
your  customers  need  m 


DINING-ROOM  FURNITURE 


^    Our  line  is  a  comprehensive  one  and 
embraces  many  excellent  values  m 

Buffets,  China  Cabinets, 
Extension  Tables, 
Dinner  Wagons,  etc. 

Our  new  plant  is  equipped  with 
up-to-date  machinery  and  is  con- 
ducted on  the  most  economical 
principle.  This  is  your  assurance 
of  reasonable  profits  and  good 
customer  satisfaction. 

We  would  be  pleased  to  have  your  inquiries 

Peppier  Bros, 

LIMITED 

Hanover  Ontario 
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Furnitiire  and  A  speaker  at  a  recent  trade  ban- 

Civilization  (inet  in  England  asked  those  pre- 

sent to  "imagine  for  one  moment 
what  a  miserable  place  this  would  be  without  furni- 
ture." 

While  he  did  not  attempt  to  describe  what  this  world 
would  be  witliout  fiirniture  no  doubt  his  audience 
tried  to  con.iure  up  in  their  mind  what  it  would  be. 

One  would  not  re(|uire  a  very  keen  imagination  to 
i-ealize  that  a  world  without  furniture  would  be  a  world 
without  civilization.  Savages  may  be  able  to  sit  on 
their  haunches  or  sleep  on  a  couch  of  leaves,  but  even 
a  half-civilized  being  demands  at  least  a  chair  and  a 
bedstead. 

But  there  is  one  thing  at  least  which  does  crop  up  in 
one's  mind  as  a  result  of  the  suggestion,  and  that  is 
the  important  place  the  furniture  dealer  occupies  in 
our  civilization.    He  is  a  necessity. 

Being  a  necessity,  another  thing  that  is  eciually  ob- 
vious is  that  the  way  to  those  who  need  furniture- is  not 
a  difficult  one.  He  has  not  to  persuade  them  that 
fui-niture  is  something  that  every  one  should  use.  They 
are  all  perfectly  aware  of  that  fact  now. 

His  biisiness,  bi-iefly,  is  two-fold:  (1)  To  awaken 
])eople  to  the  fact  that  there  are  certain  lines  of  furni- 
ture they  should  have  which  they  have  not,  and  (2)  that 
his  store  is  the  pi'oi)ei-  one  in  which  to  make  their  pur- 
chases. 

Zf  you  are  not  in  love  with  your  business  or 
your  job  it  might  be  wise  to  institute  divorce 
proceedings. 

Gathering'  Tlie  more  the  coTuitry  furniture 

Ideas  dealer  is  in  touch  with  the  most 

modern  business  methods  the  bet- 
ter is  he  e(|uipi)ed  for  competing  with  the  dei)artm('nt 
stores. 

By  closely  studying  the  columns  of  the  ti'ade  papei-s 
he  will  undoubtedly  learn  a  gi-eat  deal  about  what 
methods  a?'e  being  em|)h)yed  and  what  styles  of  furni- 
ture ai-e  ill  vogue.  But  there  is  one  other  thing  that 
he  should  do  in  order  that  he  may  be  a  well-rounded 
riii'iiiture  dealer:   He  should  jx-riodically     visit  tlic 


stores  in  the  large  cities  and  attend  every  furniture 
exhibition  that  he  can  conveniently  reach. 

The  ideas  that  he  will  pick  up  will  more  than  repay 
him  for  the  exjienditure  entailed. 

When  you  are  at  business  forget  fishin  o^  and 
when  you  are  fishing  forget  business. 


Get  After 
Accounts 


Fn  view  of  the  stringency  in  tlie 
money  mar-ket  it  is  particularly 
7iecessary     tiiat     retail  dealers 
throughout  the  country  should  nut  forth  a  little  extra, 
and  a  little  more  systematic,  effort  to  secure  prompt 
collection  of  accounts. 

Blood  cannot  be  obtained  from  a  stone,  but  a  great 
deal  more  money  can  be  obtained  from  slow-paying 
customers  if  the  i)roper  means  are  taken  to  do  so. 

There  is  probably  no  class  of  people  that  is  feeling 
the  stringency  in  the  money  market  less  than  the 
farmers,  but  thei-e  is  probably  no  class  that  is  more 
disinclined  to  pay  promptly  than  thev.  When  they 
have  money  in  the  bank— and  a  large  number  have— 
they  have  a  penchant  for  keeping  it  there  as  long  as 
they  possibly  can,  no  matter  how  long  their  account 
with  local  merchants  may  be  overdue. 

It  is  not  that  they  have  any  desire  to  be  dishonest. 
But  too  many  of  them  are  more  concerned  about  having 
a  large  balance  in  the  bank  than  thev  are  of  reducing 
their  liability  with  the  local  merchants. 

The  check  they  obtain  for  the  produce  fhc\-  sell  they 
too  often  deposit  in  the  bank,  while  that  which  they 
buy  from  the  local  merchant  is  charged  up  to  their 
account. 

Not  long  ago  a  farmer  who  had  ten  tliousand  dol- 
lars on  deposit  in  a  certain  rural  bank  borrowed  a 
liuudred  dollars  at  seven  per  cent,  from  the  bank  with 
which  he  did  business.  His  excuse  for  doing  so  was 
that  h('  did  not  wish  to  reduce  his  deposit.  Even 
Mdieii  it  was  pointed  out  to  him  that  what  he  borrowed 
would  cost  him  seven  per  cent.,  and  that  for  wdiich  he 
had  on  deposit  he  only  received  three  per  cent.,  he  re- 
fused to  change  his  mind. 

It  is  only  by  pci'sist cut ly  and  systematically  getting 
after  debtors  of  this  kind  that  thev  can  be  induced  to 
li(iuidate  their  accounts. 

//  is  those  who  take  a  little  time  no7t<  and  then 
to  dream  over  business  affairs  who  do  things 
that  count  for  sotnething. 

Clerks  and  in  stores  where  business  is  not 

Accounts  conducted  on  a  cash  basis  every 

clerk  should  be.  trained  to  take 
interest  in  tln'  payment  of  accounts  as  well  as  in 
the  sale  of  furniture. 

Tt  is  the  [iractice  of  traveling  salesmen  to  do  so 
MMth  advantage  to  himself  as  well  as  to  liis  employer. 
And  if  it  is  an  advantage  to  all  concerned  in  the  one 
instance,  why  not  in  the  oth^>r?  •  . 

The  thoiioht  that  he  was  to  some  extent  responsible 
tor  the  collection  of  accounts  would  tend  to  the  broad- 
ening and  (ic\-clo|)ing  of  the  business  inxlincis  (tf  the 
clerk  himself. 

It  would  lead  him  to  study  more  closel\-  his  cus- 
tomers, particularlv  with  a  view  to  ascertaining  their 
abihtv  to  nay  for  the  articles  they  were  uurchasing  on 
'•'vdit.  Thus  fortified,  he  would  naturally  be  cautious 
when  selling  to  those  financially  weak,  wliil,.  to  thos" 
"■hose  credit  was  good  he  wouhl  natiirallv  try  lo  sell 
nioi-i'  freely. 

clerk  of  this  kind  is  much  m,ore  valuable  than  he 
^'  l">  i'^^  '1  mechanical  salesman,  and  who  conceives 
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that  his  duties  cease  when  he  has  effected  a  sale.  When, 
in  times  like  the  present,  money  is  tight,  he  is  particu- 
larly valuable. 

Men  get  in  love  with  their  business  or  their 
job  by  meditating  upon  the  redeeming  feattires 
it  possesses.  Its  ugly  features  are  thus  for- 
gotten. 

The  Chief  End  The  chief  end  of  advertising  is 

of  Advertising  to  facilitate  the  turning  over  of 

merchandise.  If  dealers  were  to 
keep  this  in  mind  when  preparing  their  advertising 
copy  much  better  results  Avould  be  obtained. 

Results  from  advertising  depend  to  no  small  extent 
on  the  character  of  the  medium  used,  but  it  depends 
to  a  still  greater  extent  on  the  character  of  the  copy 
that  is  prepared  by  the  dealer. 

If  the  copy  is  iminterestirig  and  lacking  m  point,  and 
the.  article  advertised  is  either  unseasonable  or  unat- 
tractive in  price,  it  naturally  follows  that  the  results 
will  not  be  satisfactory. 

Good  results  from  poor  advertising  are  no  more  to 
be  expected  that  figs  from  thistles. 

He  who.  merely  announces  in  his  advertisement  that 
he  is  a  dealer  in  furniture  and  nothing  more  will  gain 
a  certain  amount  of  publicity,  and  occasionally  such 
advertising  may  attract  to  the  store  a  customer  who 
wants  to  buy  a  certain  article,  but  it  will  not  create  a 
desire  where  it  does  not  already  exist.  It  is  only  good 
advertising  that  does  this. 

Good  advertising  is  reciting  in  simple  and  impressive 
language  the  facts  about  the  articles  advertised.  To 
put  it  another  way.  it  is  reciting  the  talking  points 
through  the  printed  page  instead  of  orally  from  behind 
the  counter. 

More  business  is  lost  by  not  advertising  than 
the  world  dreams  of. 

Taking^  a  Pride  Pride  in  the'  goods  he  sells  is 

in  His  one  of  the  chief  elements  of 

Goods.  success  in  the  furniture  busi- 

ness, whether  the  salesman  be 
a  retailer,  a  clerk  or  a  traveler. 

A  salesman  who  has  no  pride  in  the  furniture  he 
sells  may  just  as  well  be  selling  lumber.  But  possibly 
that  is  hardly  fair  on  the  lumber  salesman.  He  must 
at  least  know  the  name  and  character  of  the  lumber  he 
is  offering  for  sale.  He  would  be  in  a  dilemma  the  first 
sale  he  attempted  to  make  if  he  did  not. 

One  cannot  be  proud  of  a  thing  until  he  knows  it, 
whether  that  thing  be  a  piece  of  furniture  or  an  intri- 
cate mechanism. 

To  know  a  thing  demands  study.  Everyone  who 
'='p11s  furniture  should  try  to  acquire  all  possible  in- 
formation about  it.  He  should  be  conversant  with  the 
various  styles  of  furniture  so  that  he  can  talk  intelli- 
gently to  all  sorts  and  conditions  of  customers.  He 
should  be  acquainted  with  the  various  descriptions  of 
Avoods  and  materials  employed  in  the  construction  of 
the  different  kinds  of  furniture  in  the  store  and 
how  and  where  they  are  manufactured. 

Those  who  look  after  their  accounts  are  not 
likely  to  he  pursued  by  creditors. 

Disproving  Depart-  There  are  here  and  there  dealers 
ment  Store  Values  who  have  the  forethought  and 
resourcefulness  to  use  for  the  ad- 
^'aiieement  of  their  own  interests  the  catalogues  of  the 
department  stores  which,  to  so  many  of  their  confreres, 
are  so  formidable  and  menacing. 


We  have  in  mind  one  dealer  in  Western  Ontario  who 
keeps  the  catalogues  of  the  department  stores  at  his 
elbow  whenever  he  is  fixing  the  selling  price  of  a  new 
shipment  of  goods. 

A  dealer  in  a  northern  Ontario  town  who  does  the 
same  thing  makes  it  a  practice  of  adding  the  freight 
to  the  figures  quoted  on  the  same  article  in  the  cata- 
logue. When  the  question  of  price  has  been  raised  by  a 
customer  Avho  has  a  copy  of  the  catalogue  in  her  posses- 
sion the  dealer  has  never  failed  to  satisfy  her  that  the 
addition  of  the  freight  to  the  department  store  price 
was  only  fair. 

Another  dealer  in  the  West  keeps  several  pieces  of 
furniture  purchased  from  a  mail  order  house  on  the 
floor  of  his  store.  To  each  piece  he  attaches  the  name 
of  the  store  from  which  the  furniture  is  bought,  the 
catalogue  number  and  price,  and  the  additions  which 
he  has  made  for  freight,  nnpacking.  etc.  And  then  by 
way  of  making  a  lasting  impression  on  the  customer  he 
shows  his  own  regular  selling  ]U'ice  for  the  same  line  of 
goods,  which  is  below  tliat  which  the  customer  would 
have  to  pay  were  she  to  purchase  from  the  depart- 
ment store. 

A  little  more  oecular  demonstrations  of  this  kind 
would  do  a  great  deal  to  uiKlei'iiiiiic  the  faith  of  cus- 
tomers in  country  places  in  the  lowei'  prices  which  are 
supposed  to  obtain  in  the  department  stores  of  the 
large  cities. 

He  who  does  not  keep  his  word  may  at  times 
find  it  difficult  to  get  rid  of  his  stock.  The 
basis  of  trade  is  con  fidence- 

Concentration  and  One  of  the  first  essentials  to  suc- 
Salesmanship  cessful  salesmanship  is  concen- 

tration. In  other  words,  the 
ability  to  keep  the  mind  on  the  thing  in  hand.  This 
is  no  magic  feat.  It  does  not  demand  the  work  of  a 
genius.  It  just  means  the  exercise  of  a  little  will 
power :  the  determination  to  do  the  thing  in  hand. 

It  is  the  lack  of  this  quality  that  stamps  so  many  men 
— and  women  too — behind  the  counter  as  medioeres  or 
worse. 

Gossiping  with  felloAv-elerks  or  with  friends  who 
may  be  in  the  store  at  the  time  is  the  most  flagrant 
type  of  disregard  of  the  law  of  concentration.  And 
yet  Ave  see  it  time  and  again.  To  the  customer  it  is  an 
insult. 

But  deliberately  gossiping  is  not  the  only  type  of 
inattention.  To  alloAv  the  mind  to  wander  from  the 
matter  in  hand  is  only  deviation  in  another  form. 

He  Avho  is  ti'ving  to  sell  goods  needs  to  have  his  wits 
about  him.  He  must  be  keenly  aliA^e  to  not  only  every 
AA'ord.  but  every  action  and  expression  of  his  customer. 
Hp  must  almost  be  a  mind  reader,  so  that  he  can  divine 
"'hat  is  likelA'  to  appeal  to  his  customer  or  to  meet  Avith 
V^"  disapprobation. 

When  a  man  is  at  business  he  should  think  of  noth- 
i^tr  hnt  business.  And  when  he  has  a  customer  before 
him  he  should  study  his  peculiarities  and  hoAV  best  he 
can  cater  to  them.  Tt  is  those  Avho  can  do  this  well 
that  arf  the  successful  salesmen. 


T;ine  A^as  A\rhen  men  Avere  measured  Tjy  the  interest 
they  could  collect  from  other  people.  To-day  men 
are  judged,  and  noAV  and  then  succeed,  according  to 
the  interest  they  place  in  other  people. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


WESTERN  FURNITURE  DEALER  GAVE  PRIZES 

"First  prize,  leather  morris  chair,  value  $25;  second 
prize,  leather  rocker,  value  $15;  third  prize,  lady's 
secretary,  value  $10.'' — so  read  the  announcement 
calling  public  attention  to  the  opening  of  Chamber- 
lain's new  furniture  store  at  ('hilliwack,  B.C.  These 
prizes  were  offered  to  ladies  only,  and  the  proprietor, 


Fine  displa.\  front  of  Chamberlain's  now  furniture 
store  at  Chl'liwaok. 

G.  P.  Chamberlain,  says  he  considers  "it  was  one  of 
the  best  advertising  stunts  I  ever  put  forward."  The 
plan  of  campaign  was  that  every  person  entering  the 
store,  whether  customer  or  not,  was  given  a  numbered 
ticket  entitling  her  to  a  chance  on  one  of  the  prizes. 
The  stub  of  the  ticket  was  placed  in  a  box,  and  the 
drawing  lasted  a  week.  Five  hundred  tickets  were 
given  out  in  no  time,  and  this  is  a  goodly  number  in  a 
toAvn  of  2.000.  When  Saturday  night  came  round  the 
whole  community  was  in  an  uproar,  and  as  the  three 
first  tickets  were  drawn  from  the  box  and  the  numbers 
called  out  there  was  great  excitement.  As  a  result 
three  ladies  Avent  home  happy,  and  the  whole  town 
talked  of  Chamberlain's  furniture  display  and  his  new 
store — which  was  the  purpose  of  it  all — and  at  a  cost 
of  $50. 

By  the  way,  the  accompanying  illustration  shows 
what  a  fine  store  G.  P.  Chamberlain  has.  It  is  one  of 
the  finest  in  the  country,  and  certainly  has  few  equals 
in  the  furnitnre  line  in  a  similarly-sized  town.  It  has 
a  frontage  of  40  feet  and  a  depth  of  60  feet  with  a 
warehouse  at  the  back,  35  x  50  feet.  Plate  glass 
display  windows  are  set  in  the  Wellington 
Street  front  of  both  first  and  second  floors.  A 
huge  electric  sign  stands  out  over  the  street; 
the  windows  have  overhead  lights,  and  the  in- 
levior  is  lighted  with  four  clusters  of  seven 
Limps  each  suspended  from  the  ceiling.  Mr.  Chamber- 
lain makes  a  specialty  of  carrying  high  grade  goods. 
In  addition  to  his  furniture  and  home  furnishing  goods 
departments.  Mr.  Chamberlain  does  picture  framing 
and  upholstering. 


LABOR  AND  TIME  SAVING  RUG  DISPLAY 

A  novel  rug  display  rack  is  that  used  in  the  furniture 
store  of  Vivian  &  Greenwood,  at  Stratford,  Ont.  The 
idea  of  the  rack  is  based,  according  to  Mr.  Vivian,  on 
a  similar  one  he  heard  of  whicVi  is  in  use  in  an  Inger- 
sol!  store.  kSo  taken  with  the  description  was  he  that 
Mr.  Vivian  with  one  of  his  employees  made  a  trip  to 
lagersoll  to  see  for  himself  the  possibilities  of  the 
rp.ek,  and  on  his  return  he  had  one  constructed  for  his 
own  use.  Thi3  rack  is  about  15  feet  high,  with  arms 
some  9  feet  long  attached  on  a  series  of  metal  pegs 
which  swing  to  and  fro.  A  brace  runs  up  from  the 
!iottom  to  the  outside  point  of  each  arm  which  holds 
the  arm  rigid.  Each  arm  is  capable  of  holding  four 
rugs — two  on  each  side.  As  the  rack  has  50  arms  some 
200  rugs  can  thus  be  eared  for.  The  rack  opens  and 
c\oses,  like  a  fan,,  with  the  least  touch,  alloAving  the 


Rug  display  rack,  taking  rugs  in  size  up  to  12  x  9. 


rugs  to  be  displayed  instantly.  The  arms  can  also  be 
pushed  back  against  the  wall  occupying  only  three 
feel  of  space.  The  rugs  are  thus  piled  away  or  ready 
for  display  in  an  instant. 


Labor,  whether  manual  or  clerical,  whether  the 
labor  of  the  mechanic  or  that  of  sales  manager,  is  re- 
ducible to  terms  of  dollars  and  cents  However  we 
may  prefer  to  express  it — this  fact  remains  the  same. 
For  dollars  and  cents  are  the  basis  of  every  engage- 
ment and  the  more  a  man  draws  the  more  he  must 
make  good  upon. 
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Selling  Kitchen  Cabinets 

Do  you  carry  kitchen  cabinets?  This  ques'tion  has 
been  put  to  several  dealers  by  The  Canadian  Furni- 
ture World  and  The  Undertaker,  and  we  find  that  only 
about  half  of  the  number  interviewed  are  selling  these 
goods.  That  this  line  is  profitable,  a  perusal  of  the 
following  table  will  show.  These  prices  are  those  of 
a  well-known  manufacturer  and  can  be  taken  as  a 
irood  average : — 


2054 

.$58.75 

60 

$23.50 

$3'.25 

.$11.75 

$23.50 

2043 

48.75 

60 

19.50 

29.25 

9.75 

19.50 

1550 

45.65 

60 

18.26 

27.39 

9.13 

18.26 

1537 

43.75 

60 

17.50 

26.25 

8.75 

17.50 

1436 

41.25 

60 

16.50 

24.75 

8.21 

16.50 

1842 

39.40 

60' 

15.76 

23.64 

7.88 

15.70 

2e35 

35.00 

60 

14.00 

21.00 

7.00 

14.00 

16S9 

34.00 

60 

13.60 

20.40 

6.80 

13.60 

2351 

30.00 

60 

12.00 

18.00 

6.00 

12.00 

2352 

28.15 

60 

11.26 

16.89 

5.63 

11.26 

2451 

27.50 

60 

11.00 

16.50 

5.50 

11.00 

631  ' 

18.15 

60 

7.26 

'  10.89 

3.6'3 

7.26 

6 

8.75 

60 

3.50 

5.25 

1.75 

3.50 

The  selling  cost  of  20  per  cent,  is  a  high  figure,  but 
even  at  that  it  will  be  seen  that  there  is  an  excellent 
profit.  Supposing  a  man  should  sell  in  a  season  45 
of  the  $35  cabinets,  he  would  make  a  net  profit  of 
$630.  A  merchant  in  a  town  of  25,000  people  recent- 
ly sold,  in  one  season.  89  cabinets  at  this  price,  netting 
him  a  profit  of  $1,246. 

The  best  method  of  getting  after  the  trade  on  this 
line  is  newspaper  advertising  and  constant  introduc- 
tion. It  takes  a  good  man  to  sell  a  woman  a  kitchen 
cabinet.  A  woman  never  comes  into  a  furniture  store 
without  having  made  up  her  mind  she  is  going  to  buy 
something,  either  in  that  store  or  in  some  other.  A 
furniture  store  is  not  the  place  for  "shopping."  She 
Avill  not  think  of  going  in  and  looking  over  a  furniture 
dealer's  stock  unless  she  requires  some  article  in  his 
line.  Therefore,  once  a  woman  comes  in  to  buy  or  just 
look  around,  it  is  up  to  the  salesman  to  show  her  just 
why  she  should  have  a  kitchen  cabinet.  The  average 
woman,  when  she  hears  the  price  of  a  cabinet,  looks 
upon  an  article  of  this  nature  as  a  luxury  and  not  as 
a  necessity.  A  good  salesman  can  show  her  that  such 
is  not  the  case  by  pointing  out  the  number  of  steps  it 
saves  in  the  daily  household  duties  and  the  neat  ap- 
pearance it  gives  to  the  kitchen  by  having  the  differ- 
ent utensils  and  baking  articles  neatly  arranged,  in- 
stead of  strewn  all  over  the  room.  Then,  too,  with 
the  cabinet,  all  the  articles  are  right  at  her  finger 
tips.  Convince  her  that  she  cannot  keep  house  with- 
out a  kitchen  cabinet  and  show  her  why,  in  such  a 
manner  that  she  will  be  willing  to  make  the  sacrifice 
needed  to  purchase  one.  To  do  this,  a  salesman  must 
have  a  thorough  knowledge  of  all  the  talking  points 
of  the  article  and  the  many  good  qualities  it  has. 

Then,  too,  the  sale  of  kitchen  cabinets  creates  a  de- 
mand for  all  kinds  of  kitchen  utensils  and  enamel- 
ware,  a  line  furniture  men  are  taking  up  more  and 
more.  A  l^itchen  cabinet  placed  in  a  window  and 
fitted  up  with  all  the  utensils,  such  as  spice  cans,  flour 
bin,  sugar  receptacle  and  others,  makes  an  attractive 
display  and  one  that  is  always  of  interest.  In  fact,  a 
model  kitchen  windoAV  could  be  fitted  out,  showing, 
besides  the  cabinet,  a  range,  kitchen  chairs  and  other 
accessories  to  the  "woman's  domain." 

If  it  is  not  desirable  to  put  in  a  window,  a  demon- 
stration of  the  value  to  the  housewife  of  one  of  these 
articles  could  be  held  in  the  store.  One  of  the  most 
convenient  places  is  just  at  the  head  of  the  stairs, 


where  the  ladies  going  from  one  floor  to  the  other 
cannot  help  but  see  it. 

A  special  effort  shoidd  be  made  by  dealers  handling 
these  goods  to  get  after  the  June  brides.  When  a 
newly  married  couple  come  in  to  purchase  furniture, 
the  salesman  has  an  excellent  chance  to  introduce  the 
line.  In  these  days  of  labor-saving  devices,  the  new 
bride  wants  everything  that  will  add  to  the  appear- 
ance of  her  house,  and  if  she  makes  up  her  mind  she 
wants  a  kitchen  cabinet,  the  groom  is  almost  certain 
to  accede  to  her  wishes.  Christmas  time  is  an  excel- 
lent season  to  put  in  a  window  of  these  goods,  when 
the  subject  of  "What  shall  I  buy  her"  is  constantly 
on  a  man's  mind.  A  large  Toronto  furniture  house, 
which  sells  a  great  number  of  cabinets  during  the  year, 
conducted  a  novel  and  paying  demonstration  at  that 
season  last  year.  They  had  a  large  revolving  platform, 
divided  by  a  partition,  in  their  windoAv,  on  one  side 
of  which  was  shown  a  woman  slaving  in  a  dirty  kit- 
chen, with  flour,  rolling  pin,  baking  board  and  kit- 
chen utensils  scattered  all  over.  On  the  other  was  a 
woman  cahr.lv  sitting  reading  in  a  neat,  tidy  kitchen, 
with  all  her  different  articles  arranged  in  the  cabinet. 
The  demonstration  produced  excellent  results  and  was 
the  means  of  selling  many  cabinets. 

Some  furniture  dealers  will  not  handle  kitchen  cab- 
inets     fbe  frrnu"  !  thit  thev  are  so  large  and  ti'-  •  up 


a  great  deal  of  room.  A  kitchen  cabinet  is  an  article 
that  can  be  sold  from  sample,  so  this  objection  is  over- 
come. 

A  little  effort  on  the  part  of  the  salesman  will  result 
in  sales  being  made  and  dealers  who  are  not  already 
handling  the  line  should  try  one  or  two  for  a  starter. 
With  proper  attention  it  is  bound  to  pay. 


SPECIAL  AT  MAY-STERN'S 

THIS  MAGNIFICENT 
KITCHEN  CABINET 


29. 


75 


ON  UNUSUAtLY 
EASY  TERMS  OF 

^2.00  Cash 
^2.00  A  Month 


One  of  our  very  newest 
designs  —  high  class  in 
every  detail  of  construc- 
tion— and  a  notable  value 
at    the    price    we  name. 


MADE  of  hardwood  throughout.  The  china  closet 
at  top  is  enameled  in-T^ure  white  and  has  orna- 
mental art  glass  doors.  The  flour  bin  and  sifter 
are  of  metal  and  are  removable;  has  sliding  top  of  nickel- 
oid.  Metal  lined  bread  and  cake  box.  Seven-piece 
crystal  spice  set.  Large  lower  compartment  for  pots 
and  kettles — and-  is  as  complete  in  every  w?y  as  it  is 
possible  to  produce.  It's  a  Kitchen  Cabinet  that  will 
please  the  most  particular  housewife  and  a  $OCj  7  S 
sure  bargain  at  this  price   Li  /  .  I  \J 


MAY,  STERN  &  CO 


12th  and  Olive  Streets 
ST.  LOUIS 


The  attractive  kitchen  cabinet  ad.  of  a  St.  Louis  firm.  Original 
4i  by  7.    it.  migrht  serve  as  a  basis  for  a  similar  ad.  in  Canada. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


COST  OF  YOUR  STORE  WINDOW 

By  S.  B.  Hard 

iMiiny  I'ctHil  (lealcrs  overlook  two  veiy  importiint 
thing's  when  considering  tlieir  display  windows. 

Tiu'  first  is  that  the  dis]ilay  window  is  the  mirror 
of  the  bnsiness,  that,  throngh  it,  is  reflected  to  the 
passing  public,  the  spirit  of  the  store. 

The  second  is  that  anywhere  from  forty  to  sixty 
per  cent,  of  the  rental  is  paid  for  the  display  windows, 
and  that  they  must  be  made  to  earn  this  amount. 

Merchants  of  a  generation  ago  regarded  their  store 
windows  i)rincipally  as  a  source  of  illumination  for  the 
interior,  and  paid  little  or  no  attention  to  their  value 
as  a  selling  factor. 

The  sooner  the  merchant  idealizes  the  value  to  him  in 
his  wdndow  space,  the  better  it  will  be  for  him  and 
his  business. 

The  merciiant  -who  has  not  a  window  that  will  admit 
of  suitable  display  should  change  his  location  or  change 
his  window. 


THE  OBJECT  OF  WINDOW  DISPLAYS 

A  writer  in  the  London  ('abiuet  Maker,  on  the  sub- 
ject of  wiiulow  displays,  said:  "The  man  who  designs 
a  window  display  shoidd  never  lose  sight  of  the  fact 


that  it  is  intended  to  sell  the  goods,  and  it  is  his  busi- 
ness to  so  select  and  arrange  the  articles  placed  in  each 
window  as  to  make  a  convincing  argument  on  the  sub- 
ject. Few  retailers  have  the  advantages  of  the  great 
stores,  but  every  house  furnisher  has  a  show  window 
of  some  kind,  and  by  concentrating  his  attention  on 
it  in  order  to  make  it  bright  and  attractive,  putting 
in  fresh  goods  every  few^  days,  the  public  will  be  sure 
to  take  note  of  it  and  I'emember  the  place.  Timeliness 
is.  of  course,  one  great  consideration.  Be  a  window 
ever  so  fine,  if  it  is  not  in  season  its  value  is  greatly 
lessened.  It  is  the  timely  touch  that  gives  weight  to 
the  ai'listic  idea.  With  the  advent  of  spring  comes  the 
suggest  ion  of  house  cleaning  and  purifying  things 
geuei'ally.  In  the  past  it  has  been  an  unhappy  season 
for  the  unfortunate  householder.  Surely  here  is  an 
oppoi'tunity  for  the  house  furnisher  to  tell  the  i)ublic 
that  all  their  troubles  during  the  spring  cleaning  season 
will  be  at  an  end  if  they  will  but  buy  a  vaccum  cleaner. 
The  introduction  of  windoAV  effects  is  desirable  in  order 
that  the  newest  draperies  may  be  shown.  It  is  (|uite 
possible  by  the  exercise  of  a  little  ingenuity  to  construct 
a  shoAv  window  background  with  interchangeable  fire- 
place or  window. 

"It  fre(]uently  happens  that  the  window  di-esser's 
best  efforts  are  spoiled  by  badly  \A'ashed  windows.  The 


Attractive  display  of  li\  ing-room  furniture  in  a  Piicitio  store  wiudoWi 
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following  hints  may  be  of  service  as  saving  both  time 
and  ti-ouble :  For  windows  a  dull  day  should  be  chosen, 
or  at  least  one  when  the  sun  is  not  shining,  for  if  it 
does  it  causes  them  to  be  dry  streaked,  no  matter  how 
nnich  they  are  rubbed.  First  use  a  painters'  brush 
inside  and  out.  Wash  all  the  woodwork  inside  before 
touching  the  glass.  The  latter  must  be  washed  with 
slightly  warm  water  diluted  with  ammonia — do  not 
use  soap.  Use  a  stick  with  a  pointed  end  to  get  the 
dirt  ont  of  the  corners.  Wipe  dry  with  a  soft  piece 
of  cotton  cloth:  linen  has  a  tendency  to  make  the  glass 
linty.  When  dry,  polish  Avith  tissue  paper  or  old  news- 
paper. This  can  be  (Iduc  in  less  time  than  when  soap 
is  used,  and  the  result  will  be  brighter  windows." 


SUGGESTIONS  FOR  LIGHTING  THE  WINDOW. 

.  In  these  modern  days  when  many  small  town.s  have 
electric  lighting  plants  and  when  there  are  so  many 
efficient  lighting  systems  that  can  be  installed  for  a 
moderate  price,  when  electricity  is  not  available,  there 
is  small  excuse  for  the  retail  merchant  not  to  light  up 
his  shoAv  vdndows. 

The  well  lighted  show  window  can  be  made 
a  trade  puller  of  no  small  importance.  If  it  is  worth 
while  to  keep  the  store  open  some  evenings  during  the 
week,  it  is  surely  worth  while  to  do  all  that  is  possible 
to  attract  the  attention  of  the  passer-by  to  the  mer- 
chandise you  have  to  sell. 

In  considering  the  lighting  question,  says  The  Hard- 
ware Trade  in  an  interesting  article,  there  is  one  point 
that  it  is  well  to  bear  constantly  in  mind.  You  want 
to  illuminate  the  goods  displayed  in  the  windows  and 
not  the  street  or  the  sidewalk,  nor  the  people  who  look 
in. 

The  idea,  then,  is  to  fill  the  window  with  a  flood  of 
bright  light,  so  that  the  merchandise  shall  be  shown 
up  as  well  as  it  can  be.  If  it  is  at  all  possible,  avoid 
cross  lights  and  shadows,  for  they  detract  from  the 
effectiveness  of  the  illumination  and  draw  the  eye  to 
them  instead  of  to  the  goods. 

Perhaps  the  best  way,  continues  our  contemporary, 
to  secure  the  light  shining  on  the  contents  of  the  win- 
dow and  not  in  the  eyes  of  the  spectator,  is  to  paint 
a  broad  black  line  on  the  inside  of  the  windows  about 
ten  feet  from  the  ground,  and  then  inside  of  that  place 
a  tin  reflector,  entirely  covering  the  black.  The  latter 
acts  as  a  shield  for  the  eyes  and  the  former  throws  the 
light  down  on  the  goods,  particularly  if  it  is  placed  at 
the  correct  angle. 

Now  a  brilliantly  illuminated  window  is  a  never  fail- 
ing magnet,  that  is  doubly  powerful,  if  the  neighbor- 
ing stores  have  less  efficient  lighting  systems.  Such  a 
window  will  never  fail  to  draw  the  people,  and  if  the 
display  is  of  the  right  kind,  additional  business  will 
follow  just  as  surely  as  day  follows  night. 

There  are  so  many  things  in  the  hardware  man's 
stock  that  lend  themselves  particularly  to  effective  dis- 
play under  artificial  light,  on  account  of  their  natural 
brilliance.  This  brilliance  will  still  further  improve 
the  pulling  qualities  of  the  vdndow  and  should  be  taken 
advantage  of  to  the  fullest  extent. 

Lights  in  full  view  of  the  onlooker  are  not  etTective. 
They  tend  to  blind  him  and  to  draw  his  attention  to 
themselves  instead  of  to  the  wares  displayed.  Avoid 
them  as  you  would  the  plague  and  use  instead  hidden 
lights  that  throw  their  radiance  away  from  the  outside 
and  on  the  merchandise. 

It  is  impossible  to  emphasize  this  point  too  strongly. 
The  writer  has  seen  show  windows  otherwise  beyond 
criticism,  completely  spoiled  by  having  the  lights  so 


strong  and  in  such  full  view  that  the  strength  of  the 
display  was  cut  down  50  per  cent,  or  more  thereby. 

Then  again  it  is  better  to  have  five  twenty  candle 
power  lights  than  two  fifties,  for  the  simple  reason 
that  in  the  former  case  the  light  is  better  diflCused  and 
is  distributed  more  evenly  over  the  window  space.  If 
gasoline  lights  are  used,  there  should  be  at  least  three 
of  them  placed  in  front  of  the  reflectors  previously 
mentioned.  One  in  the  center  of  the  window  and  the 
remaining  two  some  little  distance  from  the  edges.  In 
other  words  divide  the  length  of  the  window  into  six 
parts.  Place  a  light  one-sixth  from  each  end  and  the 
other  plumb  in  the  middle.  This  will  give  a  better  dis- 
tribution than  by  dividing  the  window  into  three  and 
placing  a  light  at  each  third  division. 

Mention  has  been  made  in  these  columns  many  times 
of  the  advantage  of  using  price  tickets  and  descriptive 
cards.  In  an  illuminated  window  to  be  kept  lighted 
after  the  store  is  closed,  these  are  of  double  value.  The 
man  who  is  interested  and  sees  a  price  quoted  is  almost 
sure  to  remember  it  more  thoroughly  than  where  no 
price  is  given.  The  descriptive  cards  act  as  silent  sales- 
men and  further  impress  upon  the  spectator's  mind 
the  good  points  of  the  goods  displayed.  It  is  not  ne- 
cessary that  every  single  item  should  be  priced  or  des- 
cribed, but  your  leaders  should  be  so  treated,  as  they 
will  give  the  idea  of  moderate  figures  on  the  items  un- 
priced and  still  further  strengthen  the  selling  powers 
of  the  goods  themselves  and  the  way  they  are  dis- 
played. 

Never  forget.  Mr.  Window  Trimmer,  that  your  ob- 
ject is  not  to  crowd  the  walk  in  front  of  your  store 
with  the  ajnused  or  the  ciarious,  it  is  to  sell  goods. 
Along  this  line  is  the  following  anecdote: — 

A  certain  show  window  contained  a  freakish  display. 
The  street  in  front  was  crowded  with  people ;  inside 
the  store  the  clerks  stood  around  and  gossiped,  for 
they  had  nothing  to  do;  all  the  people  were  outside. 
DoM^n  the  street  a  little  way  was  another  store  in  the 
same  line.  Its  windows  had  been  decorated  with  the 
sole  idea  of  selling  goods.  People  came  along  and 
were  attracted  as  by  the  other  display,  but  instead  of 
staying  outside  and  blocking  up  the  sidewalk,  a  goodly 
proportion  came  in  and  purchased,  drawn  by  the  sales- 
manship used  by  the  trimmer.    The  moral  is  obvious. 


WINDOW  PAINS  AND  HOW  TO  AVOID. 

By  A.  L.  IVolcott 

By  not  forgetting  that  both  you  and  your  store  are 
frequently  judged  by  the  style  of  your  Avindow  dis- 
play. 

By  planning  your  Avindow  displays  at  least  a  week 
ahead.    It  pays. 

By  not  having  your  AA'indow  empty  longer  than  ne- 
cessary. An  empty  window  Avith  small  pieces  of  win- 
dow strips  still  adhering  to  the  glass  may  give  an  im- 
pression of  "For  Rent"  to  the  passing  stranger. 

By  keeping  beloAv  the  level  of  the  eye  that  part  of 
your  display  you  wish  to  give  the  most  prominence. 

By  devoting  your  window  to  one  article  of  one  class 
of  goods,  rather  than  a  lot  of  odds  and  ends. 

By  having  a  strong  light  on  your  display  at  night. 
An  invisible  light  shining  down  on  your  display  is 
preferable  in  most  instances. 

By  using  neat  cards  with  plain  lettering,  avoiding 
fancy  type. 

By  not  displaying  fly  paper  in  December. 

By  backing  up  the  most  prominent  feature  of  your 
display  so  as  to  bring  it  out  bold  and  strong. 
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Retail  Furniture  Advertising 


Discussions  oj 
Methods  and  Examples 
of  Typography 


SOME  SEASONABLE  FURNITURE  ADVERTISING 

By  A.  B.  Lever 

The  advertisement  of  E.  B.  Crompton  &  Co.,  Brant- 
ford,  is  well  wi'itten  and  fairly  attractive.  It  certainly 
would  not  be  overlooked  by  the  reader  and  the  prices 
(juoted  no  doubt  held  the  attention  of  a  good  many. 
Tlie  introductory  remarks  are  most  appropriate.  The 
original  was  (yVo  by  914  inhees. 

'I'he  advertisement  of  the  Metropolitan  House  Fur- 
nishing Co.,  Ltd.,  Montreal,  is  a  striking  one.  The  word 
Metropolitan,  being  on  a  black  block,  is  much  more 
attractive  by  being  cut  on  the  bias  than  if  straight 
across.  Advertisers  who  are  in  the  habit  of  using  black 
blocks  might  imitate  the  Metropolitan  Co.  with  profit. 
The  advertisement  is  well  displayed  and  fairly  well 
written.  To  me,  however,  its  effectiveness  should  have 
been  inci'eased  had  prices  been  quoted.  The  original 
was  6V2  by  7. 

The  advertisement  of  R.  H.  Williams  &  Sons,  Ltd., 
A'aneouver,  is  one  of  the  most  striking  of  its  kind  that 


r  have  seen  for  some  time.  The  advertisement  was 
n  by  18.  Of  course  the  reduced  form  in  which  we 
reproduced  it  detracts  a  great  deal  from  its  appear- 
ance. The  i-eproduction,  however,  is  large  enough  to 
enable  one  to  gather  an  idea  as  to  the  general  effective- 
ness of  the  ad.  This  advertisement  is  well  written  and 
its  appearance  artistic. 

The  advertisement  of  the  Hastings  Furniture  Co., 
Vancouver,  was  41/2  by  5-;4  and  is  an  exceptionally  good 
example  of  what  can  be  accomplislied  in  moderate  space. 
I  woidd  consider  the  way  in  which  1he  rices  are 
arranged  the  outstanding  feature  of  the  advertisement. 

The  advertisement  of  Renaud,  King  &  Patterson, 
Montreal,  is  the  style  usually  employed  by  this  firm 
and  is,  as  will  be  noticed,  somewhat  different  from  that 
employed  by  most  advertisers.  It  is  neat  and  artistic 
and  the  style  of  the  border  of  the  firm  name  gives  a 
personality  to  the  advertisement.  The  original  was 
4  by  5. 

The  last  advertisement  in  the  group  is  also  of  the 
Hastings  Furniture  Company   and   is   given   as  an 
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FURNISHINGS  FOR  THF 
VERtNOtH  OR  sun 
MER  COntGE 


Verandah  Chairs 
Table:;.  Hammocka 
Swing  Couches.  Mala 
Hailing 
Split  Bambot 

Screens 
twning  Duel 


1.98 


2.98 


18.00 


39c 


$7.50 


HAMMOCKS- 


$7.50 


'■"  65c 


$3.50 
■'  49c 


&  CO  I 


FURNISHING  THE 
SUMMER  HOME 

Fumlshint  the  country  home  11  thr  prc-cmineol  Ihoughl  o(  the  moment. 
\Vt  hjvf  rvfiylhiHE  you  need  for  refumuhini  youi  ho(»e— cily.  country  0 
vbore-irom  pirloi  i"  kikhen.  £omplelcl>.  fi.inmrljM.i,  lutetull). 

CASH   OR  CREDIT 


Wc  ha«  jiKi  >f*er.(l  piecej  ol  furn.lu 
*e  hj.e  nurkcd  very  In*  in  («def  loclejr  them  <iH'> 
ihrm  »  they  ft  1  r«ill>  wondmul  opporlunily 


Metropolitan  House  Furnishing  Co.,  Limited 

.10  &  37  NOTRE  DAM£  ^TREfH"  WbST 


Furnishings  for  Your  Summer  Cottage 


1  o  transform  your  Cottage 
into  an  ideal  summer  place 
to  live  in,  is  not  such  a 
very  difficult  proposition. 
It  is  surprising  what  a  com- 
pciratively  lew  dollars  will 
accompolish,  and  giving  a 
coolness  and  refinement, 
whicK  will  greatly  add  to 
that  summer  vacation. 
Why  not  plan  today  for 
your  wants. 


Have  You  Seen.  The  Crex 
Grass  Rugs  and  Runners 

SUnNEBS 

■■7  „„i„,  .,.,1.  ,  Ml  6Sc 

.Ih            -           ,,M  7So 

■UGS 

2;  V  ^  1...1M-.   5100 

S,7.  1^  V  7'  1.  J1.76 

Si.-  i  <1  t..i.....li  «.60 
Siw  u  -    f.'-i,                    S6.76»Dd  t7W 

Hxzf  b  I  12  Iri  T   r.i.  l.  S7M 
Sitr  n  X  III  t^t.  ro'-h              I7M  RDd  >B  76 

Rag  Rugs 

,                 [V,. .  ,1  u<        n»  to  |i  W 

R,u  u,iTJ.M.l..-.  I'n.rd-i  O-OOioOM 

t.o  t,,-t  y-r^-i  ir        un  i»  n^B 

r.„,.l..  IU.T6ta.lli.7i 
BPECtAl  omi  IN  JAfANUB  UrTINC 

10*^0  Discount  off  AH 
Hammocks 

ur,             .  rv  HulBt.                 t,        11.90  to  W  76 

Japanese  Mats 

s,,.  J7  .  VI  ,,„li..  .,,.-11  25c 

s,.,  1,  .  -1  (.  .1  .  ...  i>  J325 
Sii,  ■!  V     I.,  (  .  ...  1,  «86 

S,I.  •)  II    V  1<>  M   U  %3ib 

Sirr  f<  V  1  1  •  m  l 

Draperies     i  C  . 
Regular  20c  ^•'^ 

Extension  Rods 

Window  Shades 

Japaese  Saeee  Bliods 

K...  N  >  X  frrl                            17  n 
H.„IZ.-fr^.  HITS 

Japanese  Sea  Grass 
Furnilure 


Old  Hickory  Fuminure 


The  HaDmo-Coadi  for  SmDmer  Comfort 


R.H.WILLIAMS  j(SONS 
LIMITED 

THE  GLASGOW  MOUSE 


W  A  N  T  E  D  — FUty  Nottiers  to 
Buy  BABY  CARRIAGES  at  Half 
Usual  Prices 

....t;-  r  ..r  f.niT  ^t]ei-tl..u  ..f  b;  by  CJimnseB  in  b1) 
V.,r..'..<iv,.r  <'Hii»<l..  AiD.\nca  mid  RngUnd  ba>« 
.  J.  .1  »  nh  e.i.  .1  .  tbiT  1/1  ]>rn4iicr  tbe  best  and  Ibey, 

$10  for  $5 

Thx-i-  pri.til  (uv  nt  foi-  ttie  fUuRhUr  of  a 

U iiic -limin.^i  -I i   ii|ibiplsteppd,    bint  of  sjinngs, 

""'"'3>ii  for  $10 

II  A  CTPIWrO  FURNITURE 
nAjllllU3  CO.  Limited 

41    HASTINGS  STREET  WEST  41 


Baby  Carnages 

Extraordinory  Price 
Concenioiu 


I  tiHX  St\<  P'li^f  S22.00 
:il7;»  S«JfPm.  .  917  00 
'«  (JOW    StU  |s>«  .1121  00 


UACTIIUrC  FURNITURE 
tlAoliniud  CO.  Limited 


MASTINOS  STREET  WEST  41 


A  group  of  seasonable;  funiituiv  ads.    See  urliclc  for  particulars. 
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example  of  tlip  different  styles  of  advertising  done  by 
this  tirm  in  the  same  given  space.  Like  their  other 
advertisements  it  is  striking  and  the  prices  quoted, 
being  of  the  bargain  cliaracter,  undoubtedly  interest 
readers  of  the  paper. 

Most  of  the  advertisements  referred  to  may  well 
serve  as  a  basis  for  the  advertisements  of  other  dealers. 


PULLING  POWER  OF  ADVERTISING. 

By  ].  Crabtree 

Not  long  ago  I  read  an  account  relating  to  the  cur- 
ious manner  in  which  an  "ad."  got  action  after  a 
silence  of  many  j^ears.  Looks  to  me  as  though  the 
chance  was  about  one  in  a  million,  but  be  that  as  it 
may,  the  point  is  that  the  "ad"  succeeded,  and  that 
.after  a  silence  of  nearly  twenty  years. 
•  As  remembered  the  story  ran  something  as  follows: 
In  a  southern  city  a  lady  attending  some  of  the  fairs 
lost  a  valuable  diamond  ring.  She  advertised  for  it 
in  the  city  papers,  but  at  that  time  got  no  returns. 
The  scene  changes  to  the  west.  Time,  some  twenty 
years  later,-  and  a  prairie  schooner  pulls  into  a  western 
city.  In  unpacking  the  goods  in  the  wagon  an  old 
paper  happens  to  drop  off  a  package,  and  one  of  the 
lookers-on  picks  up  said  paper  and  chances  to  look  at 
this  self-same  "ad."  for  the  ring.  Many  years  ago 
he  had  found  it.  Result,  letters  by  mail  and  the  ring 
is,  at  length,  restored  to  its  rightful  owner. 

Far-Reaching  Power  of  an  Ad. 

That  sounds  like  a  fairy  tale,  I'll  have  to  admit,  and 
yet  the  story  is  voted  as  authentic.  It  simply  shows 
that,  when  an  advertisement  is  once  placed  in  a  paper, 
there  is  no  manner  of  telling  how  far  it  will  be  car- 
ried, nor  when  the  results  will  cease  coming  back. 
Hence  the  man  who  expects  a  sudden  great  influx  of 
business  from  some  "ad."  placed  for  once  or  twice 
only,  is  apt  to  be  disappointed.  He  may  get  totally 
unexpected  returns  from  that  advertisement  months, 
or  even  years,  after  he  has  forgotten  that  he  ever 
placed  such  a  notice  in  the  paper.  It  may  be  ob- 
served at  the  time  it  appears,  but  not  acted  upon  by 
one  or  perhaps  a  dozen  people  who  afterwards  be- 
come more  or  less  steady  customers.  Any  one  of  these 
"prospectives"  may  not  be  in  need  of  the  services, 
or  wares,  that  the  merchant  happens  to  be  offering, 
but  just  the  same  they've  got  his  number  from  his 
"ad." 

The  pulling  power  of  an  "ad."  is  therefore  not  en- 
tirely influenced  by  time.  Numerous  instances  might 
be  related  of  where  old  magazines  and  newspapers 
have  been  picked  up  carelessly,  an  "ad."  observed  by 
chance  and  letters  of  inquiry  written,  which  resulted 
in  good  business  for  the  manufacturer  or  merchant 
who  "Fathered  the  Ad." 

A  Lasting  Impression. 

A  steady  advertisement  in  the  paper  makes  a  last- 
ing impression  on  the  minds  of  thousands — an  impres- 
sion which  the  eye  cannot  escape  conveying  activity 
to  the  brain ;  and  the  impression  remains.  As  a  proof 
of  this  let  us  take  a  very  common  instance.  Suppose 
it  happened  to  be  necessary  for  you  to  take  a  railroad 
journey  from,  say,  Toronto  to  either  Chicago,  or  New 
York.  If  you  are  a  reader  of  either  the  daily  news- 
papers or  the  current  magazines,  you  would  know, 
with  inquiry,  just  what  railroad  you  could  take,  and 
the  chances  are,  that  if  you  have  scanned  the  daily 
paper  you'd  about  know  what  train  you'd  take  to  the 
very  hour. 

This  impression  has  been  conveyed  to  the  mind  trora 


a  most  cursory  glance  at  the  paper  or  magazine.  It, 
at  the  time,  wasn't  anything  that  you  were  looking 
for,  in  particular,  but  you  just  happened  to  see  it  as 
it  was  in  the  paper.  In  other  words,  you  could  not 
help  getting  the  idea  if  you  had  so  desired  as  the  eye 
caught  the  information  while  you  were  "leating  over" 
carelessly,  the  pages. 

Where  does  the  argument  hold  that  a  man  "won't 
read  the  papers?"  He  can't  help  taking  notice  if  your 
ad  is  anywhere  in  the  paper  or  magazine.  Certain 
foodstuff's,  household  articles,  tools  and  different 
brands  of  footwear  have  been  advertised  extensively 
during  the  past  few  years. 

Question  three  out  of  five  people  and  you  will  find 
that  they  are  using  some,  or  perhaps  all,  of  these  same 
articles.  How  do  you  suppose  that  they  acquired  the 
habit?  Was  it  through  the  influence  of  some  country 
merchant  pushing  the  wares  direct  from  behind  the 
counter,  or  was  it  through  the  unconscious  influence 
of  the  firm's  advertisement  seen,  perhaps,  in  half  a 
dozen  newspapers? 

Take  Your  Own  Case. 

Take  your  own  ease  for  instance.  Didn't  you  swear 
the  last  time  you  got  stung  on  a  pair  of  nameless 
shoes;  "the  next  pair  of  shoes  I  get  will  be  the  Tramp 
'em  Forever  Shoes?"  Now  why?  Their  pulling  ad. 
in  the  monthly  maga^iine  caught  your  eye  and,  in  spite 
of  yourself,  it  succeeded  in  influencing  your  choice 
and  you  decided  to  give  those  shoes  a  try  out  on  the 
first  occasion  possible.  What's  true  of  shoes  is  true 
of  a  thousand  and  one  other  articles.  It's  true  of 
knives,  stoves,  scissors,  kitchen-ware,  lavatories,  boil- 
ers, g-as  ranges,  furnaces  and  a  thousand  and  one  things. 

Coming  down  to  cases,  but  few  of  us  are  aware  of 
the  influence  that  advertising  exerts  upon  us.  It  has 
become  so  necessary,  so  customary,  so  vital  to  the 
every  day  life,  that  it  gets  into  our  system  when  we 
are  not  aware  of  it — and  remains.  An  ad.  once  read, 
or  even  glanced  at  is  seldom  forgotten.  The  idea  bobs 
up  in  the  mind  unexpectedlj'  and  exerts  its  influence, 
even  though  the  paper  in  which  it  appeared  has  be- 
come a  back  number  for  weeks,  months  or  years. 

Persistent  Advertising. 

Do  not  for  a  moment  think  that  this  result  is  accom- 
plished by  any  happy-go-lucky  hit  or  miss  system  of 
placing  the  ads  one  issue  in  and  the  following  issue 
out.  Presistancy  spells  success,  and  the  impression 
presented  upon  the  minds  of  those  who  see  the  ad- 
vertisements is  the  result  of  a  regular  and  wall  plan- 
ned campaign  on  the  part  of  the  party  who  places  his 
wares  before  the  public. 

This  means  a  selection  as  to  the  quantity  and  qual- 
ity of  the  material  that  goes  into  the  ad.  It  has  been 
proved  that  certain  ways  of  stating  the  qualities  of  the 
articles  are  far  better  than  "any  old  way." 

Some  merchants  are  natural  born  ad.  writers.  They 
possess  the  faculty  of  so  telling  their  story  that  it  can 
not  fail  to  get  results.  Others,  having  a  similar  art- 
icle for  sale  could  not  get  out  a  corporal's  guard  to 
view  the  things.  In  a  general  way  one  can  say  that 
the  simpler  and  more  direct  the  story,  the  better. 
One  can  say  too  much  as  well  as  too  little.  Study  the 
ads.  of  some  of  the  larger  concerns  Avho  have  succeed- 
ed in  the  busiiness,  and  observe  the  general  trend  of 
matters.  Because  you  may  be  a  small  merchant  in  a 
«mall  town  does  not  prove  that  there  is  no  need  for 
you  to  advertise.  There  is.  The  live  ones  have  their 
ads.  in  the  paper,  and  if  you  want  to  do  business  in 
this  age  you'll  have  to  soon  get  your's  there  too. 
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Beds  and  Bedding 


HANDLING  THE  BEDDING  LINE. 

'I'lu'  bedroom  is  one  of  the  most  important  of  all 
rooms  in  the  home,  and  house  furnishing  concerns  will 
find  that  s[)eeial  attention  directed  to  tliis  dejjartment 
will  pay  sph'ndid  dividends. 

Tlie  bedding  line  may  appropriately  be  said  to  in- 
clude not  only  the  beds  themselves,  but  the  springs, 
mattresses,  pillows,  comfortables,  blankets  and  similar 
items.  The  tendency  these  days  in  window  trimming 
is  to  use  a  whole  window  arranged  as  an  actual  room 
in  a  home.  Nothing  lends  itself  so  nicely  to  attractive 
display  in  this  regai-d  as  the  bedroom  with  bedding 
displayed  in  an  appealing  and  tasty  manner. 

l>edding  is  known  to  pay  a  handsome  i)rofit,  it  is 
staple  and  in  steady  demand,  therefore  to  push  it  is 
the  part  of  wisdom.  Much  of  our  lives  is  spent  in  bed 
and  every  man  and  woman  appreciates  the  comfort  and 
satisfaction  of  sleeping  in  a  comfortable  bed.  This 
iiuiludes  the  springs,  mattress  and  bed  clothing.  There 
has  been  a  tendency  on  the  part  of  many  dealers,  un- 
fortunately, to  order  cheap  bed  "outfits,"  a  complete 
bed,  springs  and  nmttress  at  a  price  meant  to  serve  as 
"bait"  and  to  influence  other  sales.  This  thing  of 
selling  soft  top  mattresses  of  inferior  grade,  cheap 
woven  springs  and  "any  old  thing"  for  a  bed  is  en- 
tirely wrong. 

Redding  is  entirely  too  profitable  a  line  to  be  sacri- 
ficed in  this  way.  If  you  must  cut  down  the  bill  sold 
to  the  house  furnishing  customer,  make  the  reduction 
in  sonu^  line  which  pays  less  profit.  If  you  furnish  a 
satisfactory  bedroom  outfit  it  means  continual  satisfac- 
tion, afterward  to  the  customer  and  continued  good  will. 

Educate  your  sales  force  to  talk  beds  and  bedding 
nitelligently.  Many  a  salesman  handles  the  mattress 
(luestion  in  an  offhand  way  and  makes  mis-statements, 
perhaps  unintentionally,  whereas  a  little  study  of  the 
(juestion  would  enable  him  to  swing  better  sales  by  an 
intelligent  demonstration  of  the  facts  in  the  case. 

Instruct  your  sales  force  in  the  care  of  a  mattress 
and  let  them  impart  this  information  to  the  housewife. 
It  will  save  grumbling  in  the  future  and  make  friends 
in  the  long  run.  All  mattresses  need  is  a  little  com- 
mon-sense treatment,  no  matter  of  what  material  they 
are  built,  they  need  fre(|uent  airing.  If  nothing  more 
is  done  the  chamber  window  shouhl  be  opened  wide  for 
several  hours  and  the  mattress  pulled  up  over  the  foot 
of  the  bed,  allowing  a  circidation  of  air  all  around  it. 
Better  still,  take  it  out  in  the  open  and  let  it  stay  for 
a  few  hoiirs,  a  couple  of  times  a  month.  After  airing 
thoroughly  beat  the  mattress;  don't  simply  pound  it 
gently  but  take  a  long  broom  handle  and  beat  it  on  both 
sides  hard.  You  will  fiiul  the  fluffiness  restored  to  a 
remarkable  degree,  especially  in  tlie  cotton  mattresses. 

In  using  the  mattress  turn  it  freciuently,  and  shift 
it  about ;  this  prevents  it  packing  in  one  position  and 
becoming  uneven  and  lumpy.  After  a  year's  use  it  is 
a  good  plan  to  have  the  mattress  renovated,  which  will 
make  it  very  like  new  at  small  expense. 

Information  along  these  lines  will  enable  you  to  sell 
mattresses  on  a  libei'al  guarantee  of  service.  In  hand- 
ling springs  i-enu'inl)er  they  are  the  foundation  of  a 
good  bed  and  no  mattress  will  overcome  the  lopsided, 
sagging  which  is  sure  to  come  if  the  spring  is  poorly 
woven  and  constructed. 


What  has  been  said  regarding  the  care  of  nuittresses 
ai)plies  e(|ually  well  to  pillows,  which  only  need  a  little 
care  to  tnake  them  give  added  service  and  satisfaction. 

Jjook  into  this  matter  of  beds  and  bedding  and 
analysis  will  prove  the  wisdom  of  making  the  bedding 
depai'tment  the  main  feature  of  your  stock,  rather  than 
a  ' '  side  issue. ' ' 


MAKING  IRON  BEDS 

Canada  Ueds,  Limited,  ( 'hesley.  Out.,  are  one  of  the 
newer  manufacturers  of  metal  beds  in  the  Dominion, 
which  concern,  under  the  management  of  Wm.  Grover, 
is  meeting  with  great  success.  A  visit  to  the  plant 
is  both  interesting  and  educative.  To  follow  the  pro- 
cess of  maiuifacture  from  the  shaping  and  welding  of 
the  parts  ami  come  away  without  some  added  know- 
ledge about  beds  is  practically  imi)ossible.  Pai-ticu- 
larly  interesting  to  the  novice  is  the  running  of  the 
molten  metal  and  also  the  enannd  dipjung. 

After  finishing  and  when  ready  for  the  market  every 
piece  of  the  metal  bed  is  wrapped  in  paper.  This  is 
made  a  prominent  feature  with  the  Canada  Beds 
products,  as  it  is  the  aim  of  the  company  to  place  every 
bed  in  the  hands  of  their  customers  without  mark  or 
scratch. 

While  at  present  making  only  iron  beds  and  some 
newer  lines  with  brass  trimmings  it  is  the  intention  of 
the  company  to  go  on  developing  until  they  have  a 
range  covering  all  wantable  lines.  Just  now  they  are 
putting  out  20  lines  of  metal  beds  with  four  sizes  to 
each  line,  which  would  total  80  sizes  in  all,  and  as  it 
is  necessary  to  carry  in  stock  some  of  each  size,  allow- 
ing but  50  of  each  this  would  mean  a  warehouse  capable 
of  storing  4,000  beds.  This  is  the  capacity  of  the  com- 
pany's storeroom,  but  constant  shipments  keep  the 
reserve  down  below  this  figure. 

This  spring  the  company  have  added  three  new  iron 
beds.  One  line  has  brass  knobs  on  pillars;  another 
has  brass  top  rail  and  spindle  with  brass  vases  and 
caps;  and  the  third  has  a  full  brass  tube  rail  with  brass 
knobs  on  the  pillars.  These  have  been  offered  as 
leaders,  and  through  a  special  campaign  the  company 
have  added  over  a  hundred  new  accounts.  Associated 
with  Mr.  Grover  in  the  management  of  Canada  Beds  is 
his  son.  Both  father  and  son  have  been  in  the  bed- 
making  business  all  their  lives  and  know  every  depart- 
ment of  the  work,  from  the  running  of  the  metal  to 
the  placing  of  the  finished  product  in  the  customers' 
hands. 


NEW  BEDDING  ACT  IN  ENGLAND 

The  "Rag-Flock  Act,"  passed  this  spring  in  Eng- 
land, has  raised  a  stoi-m  of  controversy  over  there,  and 
has  brought  forward  some  unforeseen  problems. 
Numerous  prosecutions  under  the  act  have  made  con- 
fusion worse  confounded.  Some  of  the  decisions  of 
the  magistrates  are  at  variance  with  others.  The  act 
.was  passed  ostensibly  in  the  interest  of  the  public,  as 
a  sanitary  nu'asure,  but  com])laint  is  nuule  that  it  is 
not  working  out  that  way.  Flock  manufacturers  and 
bedding  dealers  generally  are  trying  to  formulate  a 
constructive  policy  to  remedy  the  defects  of  the  act 
and  make  it  a  workable  measure. 


NEW  MANAGER  FOR  MONTREAL  BEDDING  CO. 

VV.  P.  I'x'iinett  having  i-esigned  his  position  as 
manager  of  The  Ideal  Bedding  ('o.,  Toronto,  to  become 
managing  director  of  The  Alaska  Feather  &  Down  Co., 
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Ltd..  has  gone  to  Montreal  to  assume  the  duties  of  his 
new  otfice.  He  will  be  missed  by  his  friends  in  the 
trade  in  Ontario,  as  Mr.  Bennett  stands  higli  in  the 
estimation  of  those  witli  whom  he  came  in  contact. 
He  did  much,  too,  to  push  forward  the  interest  of  the 
Ideal  Company  since  his  connection  with  that  concern. 
He  has  the  best  Avishes  of  all  in  his  new  position. 

-J.  H.  Sherrard  of  course  continues  in  the  office  of 
president  of  The  Alaska  Feather  &  Down  Co.,  but  he 
Avill  not  in  future  be  so  actively  connected  with  the 
details  of  the  management  of  the  company,  leaving 
them  to  be  handled  by  Mr.  Bennett. 


WESTERN  FIRM  MAKING  BEDSTEADS 

.Stamco,  Limited,  Saskatjon,  makers  of  springs,  tents 
and  mattresses,  claim  the  distinction  of  being  the 
first  lirm  in  Western  Canada  to  manufacture  iron 
bedsteads.  The  first  batch  of  sixty  was  turned  out 
by  them  a  few  days  ago.  This  branch  of  their  in- 
dustry necessitates  the  employment  of  fifteen  more 
hands. 


PROMOTIONS  AT  IDEAL  BEDDING  CO. 

The  directors  of  The  Ideal  Bedding  Co.,  Toronto, 
have  promoted  Geo.  L.  Gairdiner,  the  able  assistant 
manager  of  that  concern,  to  the  office  of  manager  of 
the  company.  His  assistant  will  be  V.  C.  Lowell, 
formerly  in  charge  of  the  Ideal  Company's  business 
in  Montreal  and  the  east,  and  more  recently  of  Winni- 
peg. The  pi'omotions  are  both  popular  and  well 
merited. 


BASKET  EDGE  SPRINGS  A  NEW  IDEA 

The  Gold  Medal  Furniture  Mfg.  Co.,  Ltd.,  Toronto, 
have  added  a  new  simple  patented  attachment  to  their 
bed  springs  called  a  "basket  edge."  As  its  name 
implies  this  is  a  new  edge  raised  an  inch  or  so  above 
the  mattress  proper  which  makes  the  spring  like  a 
basket  and  keeps  the  mattress  from  bulging  over  the 
bed  sides. 


NEW  MATTRESS  FACTORY  AT  TORONTO 

The  Clark  Mattress  Co.,  of  570  Richmond  street 
Avest,  Toronto,  have  purchased  property  at  22-26  Clif- 
ford street,  that  city,  where  they  intend  to  erect  a 
factory  shortly.  James  Clark  is  president  and  manager 
of  the  company. 


THE  "NO  TUFT"  COTTON  FELT  MATTRESS 

Geo.  Gale  &  Sons,  Waterville,  P.  Q.,  are  now  manu- 
facturing the  Dixie  "No  Tuft"  mattress  for  Canadian 
distribution,  having  obtained  the  exclusive  right  for 
this  country.  The  radical  change  in  construction  gives 
ground  for  their  claim  for  "the  only  mattress  entirely 
new  in  a  century."  There  are  no  tufts  whatever  in 
the  construction  of  this  mattress.  The  fibred  cotton 
is  retained  in  parallel  compartments  as  shown  in  the 
illustration.  Between  each  compartment  is  a  solid 
wall  of  ticking  so  that  the  tendency  to  get  out  of  shape 
is  reduced  to  a  negligible  quantity. 

Although  newly  manufactured  in  Canada,  this  matt- 
ress has  been  made  in  the  United  States  for  the  past 
four  years  with  such  success  that  Geo.  Gale  &  Sons 
made  arrangements  for  the  exclusive  rights  in  Canada. 
The  mattress  is  made  in  the  new  felt  manufacturing 
plant  which  the  company  has  recently  added  to  their 


works.  In  this  plant  are  installed  three  very  fine  gar- 
netting  machines.  The  Dixie  "No  Tuft"  mattress  is 
being  manufactured  in  four  different  grades  and  in 
every  standard  size,  and  Geo.  Gale  &  Sons  fully  guar- 
antee every  one  shipped. 


NEW  BEDDING  PRODUCTIONS 

Geo.  Gale  &  Sons,  Waterville,  Que.,  have  secured 
the  right  of  manufacturing,  in  Canada,  the  "Dream" 
couch,  which  gives  them  a  complete  variety  of  folding 
couches.  They  have  also  secured  the  right  for  Domin- 
ion manufacture  of  some  new  novel  patterns  of  iron 
frame  springs.  Besides  these,  the  Gale  company  has 
extended  the  number  and  variety  of  patterns  of  brass 
and  iron  bedsteads,  and  they  are  making  now  about 
twenty  varieties  of  brass  scrolls  and  brass  rosettes, 
mother-of-pearl  ornaments  and  brass  castings. 


A  FEATURE  THAT  PAID 

The  idea  of  placing  weekly  order  forms  at  the  back 
of  the  Ideal  Bedding  Company's  catalogue  has  proved 
a  capital  one,  for  the  order  department  of  that  concern 
state  that  it  has  brought  to  them  a  great  many  small 
orders  which  otherwise  would  have  been  allowed  to 
stand  until  a  large  shipment  Avas  required,  if  not 
neglected  altogether. 


BEDDING  NOTES 

It  is  expected  that  the  dozen  or  so  iron  bed  manu- 
facturers in  Canada  will  turn  out  something  like  350,- 

000  beds  this  year. 

The  Eagle  Mattress  Mfg.  and  Furniture  Co.,  Mont- 
real, have  on  demand  consented  to  resign.  The  eom- 
jany's  factory  was  destroyed  by  fire  recently. 

The  Ideal  Bedding  Co.,  Ltd.,  Toronto,  have  brought 
(Hit,  recently,  some  half  dozen  new  designs  in  brass  and 
iron  beds.  One  of  these  is  the  "bungaloAv,"  a  low 
frame  model  in  brass,  iron  with  brass  trimmings,  and 
all  iron. 

1  GREATNESS  OF  ENTHUSIASM.  | 

8  Enthusiasm  is  the  greatest  business  asset  in  g 

g  the  world.    It  beats  moneij,  and  power,  and  in-  g 

S  fluence.    Single  handed,  the  enthusiast  convinces  g 

o  ci'fid  dominates  where  the  wealth  accumulated  by  8 

«  a  small  army  of  workers  would  scarcely  raise  a  g 

S  tremor  of  interest.     Enthusiasm  tramples  over  g 

g  prejudice  and  opposition,  spurns  inaction,  storms  g 

S  the  citadel  of  its  object,  and,  like  an  avalanche,  g 

g  overwhelms  and  engulfs  all  obstacles.    Enthusi-  8 

8  asm  is  nothing  more  or  less  than  faith  in  action,  g 

8  Faith  and  initiative,  rightly  combined,  remove  g 

g  mountainous  barriers  and  achieve  the  unheard  of  8 

S  and  miracidous.      Set  the  germ  of  enthusiasm  g 

S  afloat  in  your  business;  carry  it  in  your  attitude  g 

g  and  manner;  it  spreads  like  contagion  and  influ-  g 

g  ences  every  fibre  of  your  industry  before  you  8 

8  realize  it;  it  begets  and  inspires  effects  you  did  g 

Q  not  dream  of;  it  means  increase  in  residts  and  8 

g  decrease  in  costs;  it  means  joy  and  pleasure  and  8 

S  satisfaction  to  your  workers;  it  means  life,  real  g 

S  and  virile;  it  means  spontaneous  bed-rock  results  8 

8  — the  vital  things  that  pay  dividends.  a 
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D. 


eclsions  on  Business  L,aw 


This  department  is  conducted  by 
IVallerB.  LaidlaW,  Barrister,  etc., 
who  will  answer  legal  questions  ap- 
pertaining to  business  matters  sub- 
mitted to  him  through  this  journal. 


Sale  of  Goods. — Stock  bought  at  rate  on  dollar — Lost 
invoices — Private  cost  marks. 

The  defendants  agreed  to  purchase  the  stock  in  trade 
of  the  plaintiff  at  a  rate  on  the  dollar  invoice  price. 
On  the  stock  taking  the  plaintiff  was  unable  to  produce 
all  the  invoices,  and  the  defendants,  after  considerable 
negotiations,  refused  to  complete  the  purchase  on 
account  of  the  failure  of  the  plaintiff  to  produce  all 
the  invoices.  It  was  held  by  the  Supreme  Court  of 
Canada,  on  an  appeal  from  the  British  Columbia  Court 
of  Appeal,  that  the  representative  of  the  defendant, 
having  been  engaged  in  the  plaintiff's  store  for  a  month 
preceding  the  stock  taking,  and  having  had  disclosed 
to  him  the  private  cost  mark  of  the  plaintiff,  and  (every 
opportunity  being  given  to  verify  this  private  aaark 
and  no  objection  having  been  taken  at  the  time  of  the 
actual  stock-taking,  the  plaintiff  was  entitled  to  re- 
cover damages  for  the  breach  of  the  contract.  (Periard 
V.  Bergeron,  47  Can.  S.C.R.  289). 

Goodwill — Sale  of — Covenant  not  to  engage  in  business 
• — Penalty. 

An  agreement  in  writing  by  which  a  milk  dealer 
sold  his  milk  route  to  another,  binding  himself  not  to 
sell  any  milk  to  his  former  customers  under  a  penalty 
of  $25  for  each  customer  to  whom  he  should  so  sell, 
and  if  he  subsequently  sells  to  his  former  customers,  the 
penalty  can  be  immediately  sued  for,  notwithstanding 
that  the  customers  volutarily  left  the  buyer  of  the 
route  and  personally  applied  to  the  seller  to  supply 
them  with  milk.    (Fortin  v.  Perras,  9  D.L.R.  16). 

Dismissal  of  Employee — Grounds  for  discharge — Mis- 
conduct— Incompetency. 

Where  under  a  contract  in  writing,  made  in  the 
Province  of  Quebec,  the  plaintiff  was  employed  "to 
introduce,  sell  and  dispose  of  goods"  in  the  Province 
of  Ontario  only,  for  the  period  of  one  year  and  to  be 
continued  for  another  year  if  the  defendants  were 
satisfied,  there  being  no  reservation  of  a  right  to 
dismissal  at  any  time.  The  business  not  proving  as 
satisfactory  as  hoped  for,  for  business  reasons  the 
defendants  decided  to  close  their  Ontario  office  and 
dismissed  the  plaintiff,  he  is  entitled  to  damages  for 
wrongful  dismissal,  for  an  employer,  unless  he  express- 
ly reserves  the  right  to  dismiss  at  any  time,  is  con- 
sidered to  have  hired  the  employee  to  some  extent 
"for  better  or  for  worse."  There  must  be  more  than 
mere  dissatisfaction  with  the  result.  There  must  be  in- 
competence or  misconduct.  (Carveth  v.  Railway  Asbes- 
tos Packing  Co.,  9  D.L.R.  631). 

Sales  by  Samples — Non-compliance  with  strict  terms  of 

contract — Inspection 

The  sellers  of  certain  apples  under  a  contract  which 
stipulated  that  it  was  "subject  to  approval  of  five 
boxes,  when  ready  for  shipment,"  forwarded  one  box 
as  a  sample  of  600  they  had  in  stock.  The  box  was  not 
satisfactory,  and  the  buyers  advised  the  seller  to  that 
effect.  The  sellers,  then  within  the  time  limited  by  the 
contract,  forwarded  two  separate  shipments  of  five 
boxes  each,  from  different  points.  The  buyers  refused 
even  to  inspect  them,  claiming  the  contract  was  ended 
by  the  rejection  of  the  one  box.   The  sellers  resold  the 


goods  at  a  loss  of  $300.  The  Ontario  Supreme  Court 
(Appellate  Division)  affirmed  the  judgment  of  Deroche 
County  Court  Judge,  Hastings  County,  and  held  that 
the  forwarding  of  the  one  box  sample  did  not  amount 
to  a  variation  of  the  original  contract,  and  the  sellers 
were  entitled  within  the  time  limited  by  the  contract, 
to  appropriate  and  tender  other  goods  which  are  in 
accordance  with  the  contract,  and  the  seller  was  en- 
titled as  damages  to  the  difference  between  the  eon- 
tract  price  and  the  amount  realized  on  the  re-sale. 
Graham  Co.,  Limited  v.  Canada  Brokerage,  Limited, 
4  O.W.N.  957. 

Insurance  Agent — When  relationship  or  principal  and 
agent  exists. 

In  an  action  on  an  insurance  policy  where  the  de- 
fence among  others  was  the  breach  of  a  warranty  that 
no  railway  passed  near  the  insured  lumber,  while  as 
a  matter  of  fact  the  Intercolonial  Ry.  had  a  line  of  track 
laid  within  the  200  feet  limit,  the  said  line  being  in 
the  course  of  construction,  upon  which  freight  and 
construction  trains  only  operated,  and  was  not 
open  for  "general  business."  This  defence  was  held 
to  be  a  satisfactory  answer  to  the  claim;  and  the  fact 
that  the  agent  who  placed  the  insurance  at  the  request 
of  the  insured,  had  knowledge  of  the  railway  and  its 
proximity  to  the  lumber,  does  not  affect  the  rights  of 
the  company,  the  relationship  of  principal  and  agent 
not  being  established  between  the  agent  and  the  In- 
surance company.  (Guimond  v.  Fidelity  Phenix  Ins. 
Co.,  47  Can.  S.C.R.  216). 

Banks  and  Banking — Security  for  advances — Assign- 
ment— Priority  of  claim — Notice. 
Where  a  bank,  in  order  to  secure  present  or  future 
advances  to  a  customer,  has  taken  from  him  an  assign- 
ment vesting  in  it  the  legal  title  to  all  rights  arising  out 
of  a  construction  contract,  and  subsequently  the  same 
contract  was  assigned  to  another  party,  notice  of  which 
was  given  to  the  bank,  and  for  which  valuable  consider- 
ation was  given  by  the  second  assignee,  before  the 
money  had  been  advanced  upon  the  security  held  by 
the  bank,  the  claim  of  the  bank  for  advances  made 
after  notice  is  postponed  to  that  of  other  incumbrancer. 
(Fraser  v.  Imperial  Bank,  47  Can.  S.C.R.  313). 

Coporations  and  Companies— Examination  of  officers 

of — Discovery  in  aid  of  execution. 

A  judgment  creditor  holding  a  judgment  against  a 
corporation  may,  in  aid  of  execution,  examine  any 
officer  of  the  corporation  pursuant  to  Ontario  Rule 
902,  and  a  director  of  the  corporation  is  an  officer  cap- 
able of  being  examined.  (Powell-Rees,  Ltd.  v.  Anglo 
Canadian  Mortgage  Corporation,  8  D.L.R.  994). 


'T'HIS  department  is  conaucted  specially  for  the 
readers  of  the  Canadian  Furniture  World  and 
The  Undertaker,  who  are  urged  to  submit  questions 
appertaining-  to  business  matters.  Address  com- 
munications to  the  Legal  Editor. 
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MAKING  RUGS  IN  PERSIA 

Acting  upon  the  siiggestiou  of  a  "Furniture  World" 
reader,  who  sent  in  this  interesting  account  of  the 
making  of  Persian  rugs  which  he  ran  across  in  the  Los 
Angeles  Times,  the  article  is  herewith  reproduced. 
■"One  of  the  most  interesting  and  distinctive  industries 
of  Persia  is  the  weaving  of  rugs.   This  is  a  very  ancient 
industry,  and  Iran  has  long  been  noted  for  the  products 
of  -her  looms.    There  is  a  tradition  to  the  effect  that 
carpets  had  their  origin  in  Persia.   The  habit  of  sitting 
and  sleeping  on  the  floor  led  to  the  manufacture  of 
fabrics  designed  to  meet  the  recpiirements  of  such  a 
custom;  so  carpets,  which  were  among  the  common 
necessities  of  life  in  Persia,  found  their  way  as  luxuries 
into  other  countries.    By  the  beginning  of  the  seven- 
teenth century  the  people  had  attained  to  the  greatest 
skill  in  the  weaving  of  rugs,  conse(iuently  the  industry 
must  have  originated  at  a  much  earlier  date.  During 
all  these  centuries  the  Persians  have  produced  their 
own  dyes,  yet,  strange  to  say,  during  the  past  100  years 
the  secret  of  making  certain  colors,  particularly  the 
dark  blue  so  much  admired  in  the  finest  old  rugs,  has 
been  lost.   Dyes  of  superior  quality,  especially  reds  and 
greens,  which  even  European  ingenuity  has  been  un- 
able to  equal,  are  obtained  by  the  people  of  Koordistan 
from  flowers  and  herbs  growing  in  their  mountains. 
The  art  of  extracting  these  dyes  has  been  known  for 
ages  to  the  people  of  those  regions ;  but  these  vege- 
table dyes  are  being  superseded  by  aniline  dyes.  The 
former  were  used  by  the  Persians  as  long  as  the  making 
of  rugs  was  in  their  own  hands.    They  gave  great  soft- 
ness and  richness  of  color  to  the  old  rugs,  and  retained 
their  brightness,  so  that  the  shades  in  a  rug  a  hundred 
years  old  are  as  clear  and  bright  and  beautiful  to-day 
as  on' the  day  that  it  left  the  loom.    But  now  the  rug 
industry  is  largely  in  the  hands  of  European  firms, 
which,  unfortunately,  are  introducing  the  cheaper  ani- 
line dyes.    If  you  have  ever  seen  a  Persian  rug  fifty 
years  old  or  older  which  had  been  used  only  in  its 
native  country  you  have    doubtless    observed  that, 
though  made  of  wool,  it  had  the  sheen  of  velvet.  This 
was  due  partly  to  the  excellence  of  the  dyes  and  the 
workmanship,  but  partly,  also,  to  the  fact  that  it  had 
never  known  the  touch  of  a  shoe,  but  had  been  walked 
over  in  stockinged  feet.    If  a  man  should  enter  your 
drawing-room  and  stand  on  the  sofa  and  upholstered 
chairs,  it  would  appear  no  more  outrageous  than  it  does 
to  a  Persian  to  walk  with  shoes  upon  his  rug.  The 
reason  is  the  same  in  both  cases.    It  seems  impossible 
that  such  a  beautiful  thing  as  a  Persian  rug  should  be 
produced  on  the  rudest  of  looms,  consisting,  as  they  do, 
merely  of  crooked,  irregular  beams  of  wood  roughly 
fastened  togethei-.    The  rude  construction  of  the  loom 
explains  why  it  is  that  every  genuine  Persian  rug  of 
any  length  is  more  or  less  crooked.    This  is  because 
after  part  of  it  is  woven  it  must  be  removed  from  the 
loom  and  lowered;  and  on  so  crude  an  affair  it  is  im- 
possible to  get  the  warp  of  the  second  part  exactly 
straight  with  that  of  the  first  part.    Until  quite  re- 
cently each  province  had  its  own  style  of  rug,  each 
village  its  own  pattern,  and  yet  each  rug  had  an  in- 


dividuality of  its  own,  and  no  two  rugs  were  identical 
in  design.    The  weaver  copied  designs  and  effects  from 
trees  and  flowers  or  from  common  objects  in  everyday 
use.    Sometimes  a  verse  from  the  Koran  or  a  stanza 
of  a  poem,  in  the  graceful,  intricate  Arabic  character, 
formed  part  of  the  pattern.    One  reason  why  the  Per- 
sian rug  is  more  beautiful  than  the  European  is  that 
Its  pattern  does  not  represent  flowers,  bouquets,  or 
other  objects  thrown   up    in   relief   from    a  uniform 
ground,  but  rather  a  layer  of  flowers  or  leaves  strewn 
on  the  ground,  certainly  a  more  suitable  style  for  a 
fabric  meant  to  be  used  under  foot,  and  one,  also,  which 
makes  possible  a  more  harmonious  blending  of  shades. 
The  rugs  are  always  narrow  in  proportion  to  their 
length.    This  is  due,  partly  to  the  fact  that  they  are 
woven  for  rooms  which  conditions  of  construction  make 
of  that  same  shape,  partly  to  the  fact  that  a  narrow  car- 
pet, since  it  does  not  require  a  large  frame  on  which  to 
stretch  the  warp,  is  more  easily  woven  than  a  wide  one. 
The  only  rugs  which  approach  a  scjuare  in  shape  are 
those  which  of  late  years  are  being  made  for  foreign 
trade.   Thus  circumstances  largely  determine  the  shape 
and  pattern  of  a  Persian  rug.   Considering  that  all  the 
silk  embroidery  of  the  country  is  done  by  men,  it  is 
somewhat  remarkable  that  all  the  rugs  are  woven  by 
women.   The  amount  of  labor  that  goes  to  the  weaving 
of  a  rug  IS  almost  incredible.    In  the  finest  silk  rugs 
there  are  hundreds,  yes.  sometimes  thousands,  of  knots 
to  the  S(iuare  inch.    Every  bit  of  the  work  is  done  by 
hand.    It  is  not  surprising,  therefore,  that  the  weaving 
of  such  a  rug  of  ordinary  size  requires  years  of  time 
Often  the  one  who  begins  the  rug  dies  before  it  is  fin- 
ished, and  another  takes  up  the  work ;  and,  as  the  pat- 
tern was  only  in  the  mind  of  the  first  worker,  the  second 
part  of  It  is  more  or  less  different  from  the  first.  But 
these  things— the  slight  crookedness,    the    change  of 
pattern,  and  the  irregularities  of  design— things  which 
might  be  considered  blemishes  in  machine-made  Euro- 
pean articles,  only  serve  to  enhance  the  artistic  value 
of  a  Persian  rug.    Until  recent  years  the  rugs  were 
not  woven  in  factories  by  women  who  devoted  their 
entire  time  to  that  work.    Rather  each  village  woman 
had  her  own  rough  loom  stretched  under  a  rude  awning 
in  her  own  courtyard.   She  perhaps  devoted  but  a  short 
time  each  day  to  this  work— the  few  moments  which 
she  could  snatch  from  more  sordid  duties— and  this 
was  the  only  artistic  bit  of  work  in  her  whole  existence. 
That  Persian  women  are  not  wholly  destitute  of  roman- 
tic feeling  is  shown  by  the  fact  that  a  girl  often  weaves 
some  of  her  own  hair  into  the  rug  which  is  to  become 
part  of  her  dowry.    It  is  as  natural  for  the  Persian  to 
be  artistic  as  it  is  "for  skies  to  be  blue  and  grass  to  be 
green."    Left  to  himself,  he  never  makes  anything 
which  IS  other  than  beautiful  and  harmonious  in  design 
and  color ;  but  when  he  attempts  to  mingle  oriental  and 
occidental  methods,  especially  when  he  attempts  to 
carry  out  the  design  of  a  western  mind,  the  results 
are  ahvays  a  dismal  failure.    Many  of  her  ancient  arts 
still  survive,  and  a  more  enlightened  government  might 
easily  develop  these  into  sources  of  national  wealth- 
but  Persia  is  artistic  rather  than  practical;  she  lacks 
business  acumen,  and  it  is  typical  of  her  whole  history 
that  she  has  allowed  the  rug  industry,    one    of  her 
greatest  sources  of  income  in  the  past,'  to  slip  from  her 
hands  into  those  of  European  firms." 


"The  doctor  says  you  have  but  an  hour  to  live." 

"Give  me  pen  and  paper,"  said  the  dving  man  feebly 

"To  make  your  will?"  ' 

"No;  I  am  going  to  give  the  doctor  my  note  for 
thirty  days.  He  will  have  to  keep  me  alive  at  least 
that  long  to  collect  it. — Judge. 
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SALESPEOPLE 


HOW  ONE  MAN  GOT  STARTED  ON  ROAD  TO 
SUCCESS. 

THE  willingness  of  the  clerk  to  step  in  to  any  work 
and  assist  in  a  pinch  has  often  appealed  to  his 
employer  in  such  a  way  as  to  reflect  greatly  to 
his  advantage.  Here  is  an  instance  from  one  of  the 
largest  retail  establishments  in  Canada  now  employ- 
ing a  small  army  of  clerks.  The  story  is  a  true  one, 
and,  besides  embracing  a  suggestion  that  every  clerk 
would  do  well  to  keep  in  mind,  it  should  prove  an 
incentive  to  every  man  behind  t,he  counter,  no  matter 
what  his  position  may  be. 

Makes  Application  for  Job. 

At  the  time  of  this  instance,  the  establishment  re- 
ferred to  was  a  very  small  one,  similar  in  size  to  thou- 
sands of  retail  stores  to  be  found  in  Canada  to-day. 
The  location  of  the  store  was  being  moved  to  a  posi- 
tion across  the  street.  While  moving  operations  were 
being  carried  on,  a  young  man  just  out  from  Ireland 
was  in  search  of — not  a  position,  mark  you — just  a 
plain  job.  He  felt  that  as  this  dealer  was  moving  into 
a  little  larger  store  that  he  might  probably  want  some 
additional  help,  so  he  made  application  for  employ- 
ment. He  appealed  to  the  dealer,  but  at  the  moment 
he  had  need  chiefly  for  men  who  could  help  to  move, 
and.  of  course,  he  could  not  expect  such  a  trim  clerk 
as  this  to  do  anything  at  that. 

"We  are  just  moving  now,"  he  said  to  the  young 
man.  "Call  around  next  week  and  we  will  try  to  find 
a  position  for  you." 

Offers  to  Dig  In  and  Help  Move. 

Here,  at  this  critical  moment,  was  where  the  young 
man,  out  to  Canada  to  seek  success,  and  determined 
to  do  so  if  it  lay  in  his  power,  made  the  stroke  that 
started  him  on  the  right  path. 

"But  what's  the  matter  with  me  helping  you  to 
move?"  he  inquired  of  the  dealer. 

His  willingness  to  dig  in  at  far  from  pleasant  work 
pleased  the  man  who  was  destined  to  own  one  of  Can- 
ada's largest  establishments,  and  he  instructed  him  to 
go  to  work.  Pulling  off  his  coat  the  applicant  made  a 
start  at  the  tedious  and  difficult  Avork  of  moving — a 
start  that  meant  much  in  his  progress  upward. 

Incident  Not  Forgotten  by  Employer. 

The  incident  greatly  impressed  the  merchant  and  he 
did  not  by  any  means  forget  the  yoiing  man.  Indeed, 
he  decided  that  the  man  willing  to  step  in  in  this  way 
and  help  out  wa.s  worth  having  with  him,  and  it  was 
not  long  before  he  was  occupying  an  important  posi- 
tion in  the  store.  As  the  business  advanced  he  ad- 
vanced with  it,  and  to-day  is  one  of  the  chief  execu- 
tives. Those  proper  words  induced  by  willingness  and 
spoken  at  the  proper  moment,  gave  him  the  start,  but 
no  doubt  that  ambitiousness  which  prompted  those 
words  has  done  much  in  carrying  him  upward  to  his 
present  high  position. 

We  have  frequently  hoard  of  cases  wherein  a  man, 
by  one  certain  word  or  action  at  the  proper  moment, 
has  done  much  to  start  himself  on  the  road  to  success. 
Sometimes  they  are  regarded  as  mere  strokes  of  good 
fortune.    In  some  cases  this  may  be  true,  but  very 


often  it  is  merely  an  opportunity  presented  and  taken 
advantage  of.  The  person  in  question  has  been  live 
enough  to  see  the  opportunity,  and  ambitious  enough 
to  grasp  it. 


CULTIVATING  THE  CLERKS. 

The  most  successful  business  men  are  those  who  are 
able  to  bring  out  the  best  in  their  employees,  writes  a 
dealer  of  long  experience. 

The  merchant  who  can  inspire  his  clorlvs  to  do  their 
best,  to  feel  his  enthusiasm,  to  actually  like  their  work 
for  the  game  itself,  and  knows  it,  works  at  a  tremen- 
dous advantage. 

All  merchants  do  not  have  this  power,  but  most  can 
develop  it  to  a  profitable  extent. 

vVe  give  a  few  suggestions  which  actual  tests  have 
proved  of  merit.  We  recommend  them  for  every 
store  from  one  clerk  up. 

1.  Post  your  clerks  on  the  talking  points  of  new 
goods. 

Just  use  the  common  sense  method  of  explaining  the 
merits  of  the  article.  Technical  knowledge  is  not  ne- 
cessary, but  you  can  sum  up  in  a  few  words  your 
reason  for  buying  and  why  you  think  others  would 
care  for  it.  To  an  inexperienced  clerk  this  will  mean 
a  very  great  deal. 

2.  Be  frank  with  your  clerks. 

It  is  a  splendid  idea  to  have  a  little  meeting  occa- 
sionally at  which  time  you  can  solicit  their  sugges- 
tions, tell  them  of  your  plans  for  the  next  week  or 
month  and  what  you  would  like  to  accomplish. 
You  would  be  greatly  surprised  at  the  excel- 
lence of  the  ideas  brought  out.  They  come  to 
believe  that  they  really  have  a  big  part  in  your  store, 
which  is  true.  So  big  a  part,  in  reality,  that  your  suc- 
cess depends  largely  upon  it. 

3.  Be  fair  to  your  clerks. 

Listen  to  them  kindly  when  they  have  a  complaint, 
and  keep  your  temper.  Don't  be  unreasonable.  There 
are  always  two  sides  to  a  question,  but,  of  course,  re- 
spectfully maintain  your  dignity  as  head  of  the  businessi 

4.  Do  not  openly  show  favors. 

Nothing  can  be  gained  by  creating  antagonism  or 
jealousy;  but  honest  competition  should,  of  course,  be 
encouraged.  Some  clerks  have  too  good  material  in 
them  for  you  to  allow  it  to  waste.  Encourage  that 
clerk  who  bids  fair  to  be  a  burden  saver  for  you. 

5.  Study  your  clerks. 

Learn  their  strong  as  well  as  more  noticeable  weak 
points,  encourage  them,  show  them  you  are  of  the 
same  kind  of  flesh  and  blood  they  are  and  have  a 
sincere  interest  in  their  interests. 

6.  Use  your  clerks. 

The  average  merchant,  for  fear  that  no  one  can  do  a 
thing  quite  as  well  as  he,  is  losing  a  good  chance.  Set 
one  in  spare  time  to  checking  up  prices,  comparing  cata- 
logue prices,  keeping  want  books,  trimming  windows, 
planning  a  sale.  If  you  have  a  bright  young  man  it 
is  more  than  likely  he  can  develop  into  a  writer  of 
good  ads  for  you. 

It  is  altogether  true,  though,  that  you  cannot  inspire 
your  clerks  unless  you  arg  inspired.  You  yourself 
create  the  atmosphere  in  your  own  store,  let  it  be  one 
of  cheer  and  optimism;  a  good  place  to  trade. 

You  will  save  time  by  taking  time  to  cultivate  your 
clerks. 


Is  the  side])oard  with  so  much  kitchen  cabinet  talk? 
And  what  are  the  mirror's  reflections  about  the  table 
legs? 
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A  MODEL  FURNITURE  STORE 

A.  G.  Sehreiter's  furniture  store  in  the  Simpson 
Block,  Berlin,  Out.,  is  one  of  the  largest  and  one  of 
the  finest  in  Western  Ontario.     Mr.  Schreiter  had 


■  4  C  »* 


(  liri-il I  I  S  I'uriiiture  store  at  Berlin. 


been  in  the  furniture  business,  before  purchasing  this 
store  from  Mr.  Simpson,  for  many  years,  and  occupied 
a  large  store  almost  opposite  his  present  site. 

The  store  is  148  ft.  x  50  ft.,  four  storeys  and  base- 


ment. In  the  basement  is  located  the  -  upholstering 
department  and  reserve  stock,  mattresses,  springs,  etc. 
The  first  or  main  floor  is  given  over  to  a  big  display  of 
bedroom  and  dining-room  furniture  and  also  some  den 
furniture.  A  sample  display  room  at  the  back  gives 
opportunity  to  show  off  seasonable  furniture  lines  and 
also  affords  a  chance  of  seeing  how  a  room  would  look 
furnished  with  any  particular  line.  This  display  room 
is  changed  every  two  weeks. 

The  upper  floors  show  upholstered  furniture  and 
ease  goods. 

The  undertaking  department  is  in  charge  of  A. 
Seibert  and  is  located  in  the  second  floor.  In  July 
of  this  year  Mr.  Seibert  will  have  completed  31  years 
in  the  undertaking  profession,  all  of  which  has  been 
served  with  Mr.  Simpson  and  Mr.  Schreiter.  He  left 
school  when  he  was  18  years  of  age  to  go  into  the 
cabinet-making  business.  He  stayed  with  this  for  16 
years  and  tlien  went  to  work  with  Mr.  Simpson. 

When  he  first  started  in  the  undertaking  business 
there  was  no  such  a  thing  as  embalming,  and  all  bodies 
M^ere  frozen  in  an  ice  box.  He  has  carefully  studied 
the  more  modern  methods,  however,  and  this,  together 
with  the  fact  that  he  makes  it  a  point  to  attend  the 
annual  conventions  of  the  ('anadian  Embalmers' 
Association,  has  made  him  one  of  the  best  embalmers 
ill  the  business. 


RELIABLE  FURNITURE  CO.  EXONERATED 

The  action  brought  against  the  Reliable  Furniture 
Co..  Toronto,  for  conducting  a  lottery  was  dismissed 
by  Judge  Morgan,  he  stating  that  it  was  a  business 
proposition  with  advertising  advantages  only.  The 
operations  of  the  company  were  that  a  customer  signed 
a  contract  and  agreed  to  pay  25  cents  a  week  until 
$17.50  was  reached,  but  the  customer  could  not  select 
a  purchase  until  .i^8.75  had  been  paid  in.  Operations 
were  stimulated  by  a  profit-.sharing  plan  by  Avhich 
each  week  one  article  of  furniture  valued  at  $17.50  was 
given  free  to  some  one  customer,  the  company  naming 
the  party  who  received  the  goods.  These  goods  were 
given  to  the  persons  having  the  best  advertising  value 
to  the  company. 


FURNITURE  FACTORY  FOR  WESTERN  CANADA 

The  S.  j\l.  Knechtel  Furniture  Co.,  Ltd.,  capitalized 
at  $100,000.  have  been  incorporated,  and  have  been 
granted  an  Alberta  charter.  Their  factory  will  be 
located  at  Redeliffe.  Alta.  Mr.  S.  M.  Knechtel  was 
formerly  manager  of  the  Knechtel  Chair  Co.,  Southamp- 
ton. Ont. 


A.  G.  SCHREITKH 


A.  A.  Schreiter 


H.  C.  Schreiter 
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The  Furniture  Factory 


A  Department 
for  the 

Manufacturer 


THE  ATM  OF  EFFICIENCY. 

By  Herringlon  Emerson 

Tlie  aim  of  efficiency  is  to  cut  out  waste.  Waste  is 
good  for  no  one  and  it  harms  society,  because  it  makes 
things  cost  more  than  they  ought.  Formerly  wealth 
was  attained  solely  by  trafficking  in  muscular  et¥ort. 
Xow  wealth  is  gained  by  saving  waste. 

The  principles  applied  in  a  factoiy  which  adopts  an 
efficiency  system  are  as  follows- 

1.  Plan  the  Avork  in  advance,  so  that  every  man 
.knows  what  he  is  going  to  do. 

2.  Make  out  a  schedule  of  the  work,  so  that  it  comes 
in  an  orderly  way,  and  is  properly  timed. 

3.  Dispatch  the  work — that  is,  have  a  system  that 
gets  it  where  it  belongs  on  schedule  time. 

4.  Have  conditions  standardized  with  reference  to 
the  schedule  of  operations. 

5.  Standardize  the  operations. 

6.  Maintain  a  standard  of  practice  and  instruction. 

7.  Keep  records  of  all  operations,  records  that  shall 
be  exact,  reliable,  and  available  in  time  to  be  of  the 
best  service. 

While  business  is  not  philanthropy,  still  it  is  neces- 
sary to  follow  ethical  principles  in  any  business,  or  it 
will  not  be  a  success. 

First  there  nnist  be  an  ideal  in  the  business.  You 
must  have  an  idea  of  producing  a  high  quality  of  a 
large  (luantity  of  the  product,  whatever  it  may  be. 
Second,  there  must  be  applied  that  uncommon  gift 
of  common  sense.  Third,  there  must  be  a  spirit  of 
realizing  that  the  management  doesn't  know  it  all,  and 
a  Avillingness  to  take  good  advice.  Fourth,  there  must 
be  strenuous  discipline  in  the  shop,  from  the  manager 
to  the  last  man.  Particularly  must  the  manager  be  a 
man  of  strict  self-discipline.  Fifth,  there  must  be  a 
spirit  of  the  fair  deal.  The  management  must  insist 
on  giving  a  fair  deal  to  the  customer,  to  the  stockholder 
or  those  who  furnish  the  capital ;  to  the  laborer,  that 
his  sympathy  and  helpful  co-operation  may  be  secured. 
Aim  to  help  the  customer  by  making  a  good  article  at 
a  lower  rate  than  he  Avould  otherwise  pay.  Aim  to 
make  the  investor  safe  in  his  investment,  whether  in 
stock  or  loan,  and  then  he  will  be  content  with  a  smal- 
ler return  because  of  the  safety.  Aim  to  improve  the 
condition  of  the  laborer  (1)  by  improving  his  working 
conditions  so  they  are  happier:  (2)  by  giving  him  the 
largest  possible  wages  and  insuring  his  interest  in  the 
business.  There  can  be  no  efficiency  on  a  low  wage 
scale.   Efficiency  and  high  wages  must  go  together. 

The  aim  of  efficiency  is  not  to  overstrain  the  work- 
man, but  to  conserve  his  powers.  Men  should  be  sur- 
rounded with  the  best  possible  conditions,  consistent 
Avith  the  condition  of  the  business,  and  their  interests 
must  be  carefi;lly  looked  after.  There  must  be  for  the 
laborer  efficiency  rewards,  and  these  rewards  must  be 
so  fair  that  the  management  would  be  willing  to  submit 
to  the  men  themselves  the  (|uestion  of  their  fairness 
and  justice. 

FACTS  ON  CIRCASSIAN  WALNUT 

The  United  States,  says  the  Department  of  Agricul- 
ture, is  probably  the  largest  consumer  of  Circassian 
walnut,  one  of  the  world's  best  known  and  most  ex- 


pensixe  cabinet  woods.  The  high  cost  of  Circassian 
walnut  is  due  to  the  scarcity  of  the  beautifully  figured 
variety  demanded  for  furniture  and  interior  finish,  for 
the  tree  itself  is  more  widely  distributed  than  almost 
any  other  of  commercial  importance.  The  demand  for 
the  best  wood,  however,  has  always  oiitrun  the  supply. 
Eve  n  in  the  eighteenth  century,  when  wars  in  Europe 
were  frequent,  so  much  Circassian  Avalnut  was  used  for 
gunstocks  that  the  supply  was  seriously  depleted. 
Early  in  the  nineteenth  century  the  Avood  of  12,000 
trees  was  used  for  this  purpose  alone.  Single  trees,  con- 
taining choice  burls  or  fine  bird's-eye  figures  have  sold 
for  more  than  $3,000. 

The  tree  is  natiA^e  to  the  eastern  slopes  of  the  Cau- 
casus and  ranges  eastAvard  to  the  foothills  of  the  Hima- 
laya Mountains,  from  Avhich  it  extends  southAvard  to 
northern  India  and  the  mountains  of  upoer  Burma.  It 
has  been  Avidely  planted  in  Europe  and  the  United 
States ;  in  this  country  under  the  name  of  English  wal- 
nut. The  Avood  grown  here,  hoAvever,  has  not  the  quali- 
ties demanded  by  the  cabinet  and  furniture  maker. 
Much  of  the  Circassian  walnut  noAV  used  comes  from 
the  Black  Sea  and  from  other  parts  of  Asia. 

According  to  a  circular  just  issued  by  the  Forest 
Service,  the  demand  for  Circassian  Avalnut  has  resulted 
in  the  substitution  of  other  Avoods.  Our  oaa^u  red  gum 
is  often  sold  as  Circassian  Avalnut,  and  butternut  is  also 
similar  in  general  appearance  to  the  less  highly  figured 
grades.  Many  good  African,  Asian  and  South  Amer- 
ican Avoods  resemble  Circassian  Avalnut,  though  none 
possesses  the  magnificient  figure,  delicate  tones  and 
velvety  texture  of  the  latter.  The  circular  discusses 
the  supply  and  uses  of  Circassian  walnut,  and  those 
Avho  Avish  to  knoAv  hoAV  possible  substitutes  may  be  dis- 
tinguished can  learn  from  this  circular  the  distinctive 
marks  Avhich  the  Government's  experts  have  discov- 
ered.— Furniture  Trade  Review. 


ADAPTING  FURNITURE  DESIGNS. 

When  we  conte  to  look  at  it  right,  there  is  a  sort  of 
humorous-  peculiarity  to  the  furniture  trade  in  the 
rratter  of  one  concern  adapting  the  designs  of  another, 
remarks  an  exchange.  When  it  is  a  flagrant  ease  it  is 
'•nlle'l  piratina-.  There  has  ahvays  been  some  of  it  in 
the  domestic  trade,  always  the  string  of  imitators  that 
folloAV  after  an<1  imitate  the  design  and  Avorkmanship 
of  some  artirle  that  finds  favor,  but  the  strongest  com- 
plaint of  late  years  is  from  the  export  trade.  It  is 
claimed,  and  Avith  reason  too,  that  often  inquiries 
through  our  consular  serA'ice  result  in  orders  for  sam- 
ple lots  of  furniture — and  that  is  all.  The  foreigner 
simply  sets  the  patterns  for  the  designs  and  then  gets 
husv  and  makes  stock  of  the  same  kind,  or  something 
near  it.  instead  of  buying  it  here  to  su])])ly  his  trade. 
This,  of  course,  is  provoking,  and  the  manufacturer 
here  is  in  no  mood  to  see  any  humor  about  it.  But 
there  is  a  humorous  side,  and  it  comes  from  the  fact 
that  our  manufacturers  haA'e  always  copied  extensive- 
Iv.  after  the  old  masters  in  both  England  and  France. 
Look  at  the  lines  of  "Old  Enulish,"  "Sheraton,"  the 
.'tdaptions  of  "])ei'iod"  furnitni-e  and  other  thinirs  of 
that  kind  that  spot  our  domestic  catalogues,  often  as 
leading  features.  There  is  certainly  humor  in  it  to  one 
whose  ox  is  not  being  gored. 
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Chinese  Blackwood  Furniture 

By  George  E.  Anderson,  Hongkong 

A  cliaracteristic  product  of  China,  known  round  the 
world  and  admired  in  varying  degrees  by  foreigners 
generally  is  Chinese  blackwood  furniture,  generally 
including  cabinets,  chairs,  stool,  stands,  pedestals, 
centre  and  side  tables,  frames,  and  most  other  drawing- 
room  pieces,  elaborately  carved  and  decorated  and 
manufactured  or  supposed  to  be  made  from,  a  black- 
wood. 

This  furniture,  if  real  in  all  respects,  is  produced 
from  various  dark  woods,  generally  from  "Dalbergia 
latifolia, "  a  hard,  heavy,  close-grained,  dark-red  wood 


A  wicker  chair  designed  by  Josef  Zotti,  and  sliown  in 
Studio  Year  Boolv,  1913. 

known  to  the  Chinese  as  "ka-hee"  or  "furniture 
wood,"  or  sometimes  as  "sim-gee"  or  "dark-red 
wood."  When  exposed  to  the  air  for  a  long  time  this, 
wood  turns  dark  and  eventually  becomes  black,  with 
more  or  less  red  streaks  in  the  grain  corresponding  to 
the  amount  of  resinous  or  other  natural  coloring  matter 
in  the  grain.  It  is  imported  as  logs  of  as  much  as  18 
inches  in  diameter  and  up  to  perhaps  20  feet  in  length, 
but  also  as  tree  branches  and  smaller  pieces,  the  Chin- 
ese affecting  pieces  grown  crooked  for  use  in  natural 
shape  in  some  of  their  furniture.  The  wood  is  bought 
by  weight,  an  average  wholesale  consignment  costing 
3  to  4  taels  a  pieul,  or  about  IV2  to  2  cents  gold  per 
pound. 

Development  of  the  Industry 

Originally  the  Chinese  used  this  wood  for  their  own 
fine  furniture  and  for  wood  bases  or  frames  for  porce- 
lains, .jade  carvings,  or  other  ornaments  for  display 
in  drawing-rooms  or  cabinets.  Chinese  furniture 
ordinarily  is  f|uite  plain,  generally  constructed  in  long 
curves  oi-  rounded  corners,  straight  backs  to  the  chairs, 
settees  with  straight  backs,  often  set  with  porcelain  or 
jnarble  panels,  and  similar  pieces,  while  bases  for 


porcelain  or  other  similar  work  often  beautifully 
carved.  With  the  advent  of  foreigners  in  South  China, 
however,  there  came  a  demand  for  a  combination  of 
furniture  more  or  less  on  the  Chinese  model,  which  was 
carved  instead  of  plain.  The  Chinese  manufacturers 
eventually  designed  furniture  somewhat  on  foreign 
models,  with  the  popular  elaborate  carved  onramenta- 
tion,  the  local  demand  for  which  spread  into  a  world- 
wide trade.  The  actual  volume  of  this  trade  is  not 
large,  the  United  States  probably  taking  more  of  it 
than  any  other  nation: 

The  furniture  is  prominnetly  displayed  in  oriental 
shops  all  over  the  world,  and  is  so  especially  character- 
istic of  Hongkong  and  South  China  that  there  is  un- 
usual interest  in  it,  and  one  of  the  first  visits  paid  by 
tourists  traveling  in  this  part  of  the  world  is  to  black- 
wcod  shops  and  factories.  Furniture  of  this  wood  is 
often  referred  to  as  teak  furniture.  Blackwood  has  no 
relation  to  teakwood  and  is  distinctly  different  from  it 
in  nature  and  characteristics. 

Formerly  most  of  this  furniture  Avas  made  in  Canton, 
which  still  annually  exports  about  it'45,000  gold  in 
value,  practically  all  to  Hongkong,  besides  various 
amounts  shipped  abroad  as  household  furniture.  In 
Canton  a  district  practically  given  over  to  making  such 
furniture  is  a  point  of  interest  for  tourists.  Of  late 
years  these  factories  have  sprung  up  in  Hongkong 
where  most  of  the  product  is  actually  sold  to  users,  and 
there  are  now  eight  such  establishments  listed  by  the 
Government.  A  few  years  ago  there  was  considerable 
fraud  in  the  business  and  soft  light  woods  stained  black 
were  used  in  such  goods  just  as  most  of  the  so-called 
cherry  wood  furniture  in  Japan  is  now  soft  white  wood 
stained  cherry  before  finishing.  The  use  of  poor  wood 
so  injured  the  trade  that  the  Chinese  guild  concerned 
decided  to  use  only  the  real  blackwood,  and  this  in 
Hongkong  is  characteristic  of  the  trade,  though  of 
course  there  is  still  need  to  guard  against  inferior 
woods. 

Workmen  and  the  Finish  Given 

Practically  all  this  furniture — even  planed  table  tops 
and  the  most  intricate  and  delicate  fittings — is  hand- 
made. Furniture  is  planned  in  parts  which  generally 
dovetail  together  in  order  to  eliminate  screws  or  nails, 
and  the  various  parts  are  shaped  for  the  carver.  The 
latter  squats  on  the  earth  floor  and  works  with  various 
knives,  chisels,  and  other  tools  of  native  workmanship, 
but  with  no  other  vise  or  bench  than  his  legs,  toes, 
and  the  earth  floor  or,  in  exceptional  cases,  a  log 
combination  of  seat  and  bench.  Workmen  in  these 
shops  are  practically  bred  to  the  business.  An  appren- 
tice serves  three  years  Avith  no  other  pay  than  his  rice. 
He  then  earns  perhaps  $10  silver  or  $4.80  gold  per 
iiionth  for  several  years.  A  full-fledged  carver  will 
ordinarily  receive  $20  silver  or  $9.60  gold  per  month. 

When  carved,  the  article  is  usually  stained  a  uni- 
form black  by  an  alum  preparation,  then  waxed  Avith 
a  preparation  of  wood  oil  and  blacking,  and  polished, 
or  sometimes  finished  Avith  a  special  preparation  of 
Ningpo  vai'nish.  Foreign  oils  and  varnish  are  some- 
times used  for  special  purposes,  but  as  a  rule  only 
native  materials  are  employed.  Of  late  a  demand  has 
grown  for  the  furniture  in  natural  dark  red  of  the 
Avood,  furniture  nearer  real  and  likely  to  become  more 
Dopular  as  it  becomes  better  knoAvn.  A  strong  demand 
is  growing  for  furniture  manufactured  from  this  wood 
on  plainer  lines  and  to  some  extent  for  settees  and 
chairs  in  Chinese  styles.  The  popularity  of  the  furni- 
ture on  the  Avhole  seems  to  be  increasing,  although  there 
has  been  no  material  change  in  average  volume  of  ship- 
ments. 
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HEAVY  STAINS  NOT  ENCOURAGING. 

No  one  can  tell  just  how  long  it  will  last,  but  for 
some  little  time  now  there  has  been  a  certain  amount 
of  leaning  toward  heavy  stains  on  the  part  of  the  furni- 
ture trade,  and  these  stains  are  really  not  very  encour- 
aging to  the  veneer  man.  Brown  is  a  sort  of  favorite 
color  tone,  but  there  are  some  in  dark  and  dark  green, 
and  there  is  a  tendency  to  make  these  stains  so  heavy 
that  they  obscure  rather  than  bring  out  the  figure  and 
texture  of  the  wood.  The  browns  look  fine  on  gum. 
for  they  simply  mean  a  deepening  of  a  natural  tone, 
but  they  all  tend  to  encourage  solid  wood  rather  than 
veneer,  for  these  deep  stains  reduce  the  contrasting  fig- 
ures of  the  many  pieces  of  solid  work,  and  the  solid 
luml)er  will  stand  for  any  kind  of  a  staining  process, 
Avhereas  some  of  them  do  damage  to  a  thin  veneer  face. 
And  it  reduces  the  call  for  conspicuous  splash  line  m 
quartered  oak,  and  for  figure  in  other  woods,  aside 
from  Circassian,  which  is  not  stained.  There  is  perhaps 
some  comfort  in  that  it  makes  the  poorly  figured  (piar- 
tered  oak  more  readily  marketable.  But.  takeji  as  a 
whole,  these  heavy  stains  are  not  encouraging  to  ven- 
eer, and  the  veneer  trade  will  get  a  better  showing 
when  the  fad  has  jiassed  and  we  get  back  again  to 
more  generally  bringing  out  the  natural  beauty  tones 
of  the  wood  itself. — Veneers. 


COLORS  TO  USE  WITH  VARIOUS  WOODS. 

A  correspotulent  sends  for  publication  a  table  of 
colorings  to  be  used  in  connection  with  various  woods 
of  the  Decorative  Furniture.  This  schedule  is  based 
upon  his  practical  knowledge,  gained  through  long 
years  of  experience,  and,  while  not  guaranteed  to  be 
absolutely  infallible,  it  is  nevertheless  an  interesting 
condensation  of  an  important  feature  in  interior  decor- 
ation, and  will,  no  doubt,  assist  some  of  our  readers  in 
"arriving  at  the  right  thing." 

Wood.  Wall  Decoration. 

Mahogany,  use  Green  or  White. 

use  Yellows, 
use  Robin's  Egg  Blue, 
use  Yellow,  Eed  or  Green, 
use  Yellow. 

use  Dark  Blues  and  Light  Greens, 
use  Buffs, 
use  Yellows. 

use  Maroons,  Reds,  Greens,  Pinks,  Whites 

or  Lavenders, 
use  Salmon,  Lavender  or  Robin's  Egg 


Light  Oak, 
Antique  Oak, 
Flemish  Oak, 
Walnut, 
Red  Cedar, 
Georgia  Pine, 
Ebony, 

White  Enamel, 


Bird's  Eye  Maple, 


Blue. 


If  any  other  of  our  readers  have  tables  of  treat- 
ments which  they  have  foimd  satisfactory  in  their 
Avork,  or  if  they  disagree  with  the  above  schedule  in 
any  way.  we  would  be  pleased  to  hear  from  them,  for 
it's  always  a  good  plan  to  pass  a  good  scheme  along. 


PINE  FOR  FURNITURE 

White  pine  is  not  usiially  classed  as  a  furnitui'e  wood 
with  oak,  cherry,  birch,  maple  and  mahogany,  yet  large 
quantities  of  it  are  made  into  furniture,  and  have  been 
so  made  for  200  years.  Articles  of  furniture  wholly  of 
this  wood  are  now  lanusual,  but  it  enters  into  many 
oarts.  Tt  is  often  found  as  shelving  in  bookcases,  cab- 
inets, cupboards,  presses,  and  as  tops  for  kitchen  tables. 
For  drawing  tables  and  boards  it  is  still  the  most  avail- 
able wood.  The  cost  of  the  wood  now  excludes  it  from 
iicoQ  wherein  its  former  cheapness  placed  it.  The 
highest  gradp  of  wdiite  pine  dops  not  diflFer  much  in  cost 
from  black  Avalnut  and  mahogany,  though  cheap  grades 
may  be  had.  A  table  of  clear  Avhite  pine  would  not  fall 
irm^'h.  if  any.  below  the  cost  of  one  of  oak. 

The  use  of  white  pine  in  furniture  making  is  chiefly 


historical.  A  hundred  years  ago  it  was  employed  for 
the  interior  of  mahogany  bureaus,  chiffoniers  and 
tables.  To-day  a  cheaj)er  wood  is  used.  In  the  pioneer 
days,  within  the  pine  regions,  it  furnished  the  bulk  of 
the  rural  furniture  material.  Articles  made  wholly  of 
it  did  not  last  long  if  they  were  subject  to  much  wear 
or  strain;  but  the  wood  was  cheap,  easy  to  work,  and 
it  was  made  into  chaii's,  benches,  stools,  bedsteads,  cup- 
boards, presses,  tables,  and  nearly  all  else  that  coun- 
try houses  contained.    Oak  was  nearly  always  to  be 
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Another  wicker  chair  designed  by  Josef  Zotf'. 

had  when  pine  was  used,  and  the  preference  given  to 
pine  was  due,  in  most  instances,  to  the  greater  ease 
with  which  it  could  be  worked.  The  makers  of  church 
furniture  find  a  numbei'  of  places  for  white  pine. — Fur- 
niture Trade. 


DEVELOPMENTS  AT  OWEN  SOUND 

The  North  American  Furniture  Co.,  Ltd..  Owen 
Sound,  contemplate  building  a  four-storey  addition  to 
their  present  plant  which  will  give  them  a  further 
floor  space  of  .1!),000  S(|uare  feet.  "When  completed  the 
whole  plant  will  have  166,400  s((Tuire  feet  of  space. 

This  company  are  also  publishing  a  iicav  96-page 
catalogue  (No.  12)  fully  descriptive  and  illustrative 
of  their  medium  and  high-grade  dining-room,  bed- 
room, hall  and  library  furniture  in  mahogany,  kyonyx 
and  satin  walnut,  and  plain  and  selected  (juartered  oak. 


NEW  MITRE  CLAMPS 

The  Batavia  Clamp  Co.,  P.atavia.  N.Y.,  have  just 
brought  out  their  new  Colt's  mitre  clamp.  One  moiion 
of  the  cam  of  this  clamp  sets  the  mili-c  and  finulv 
clamps  it  in  place,  the  pressure  being  made  direct  oil 
tlie  clam])  jaw,  giving  it  great  power.  S|iecial  attention 
has  been  given  the  design  to  make  il  light  as  well  as 
strong.  Positive  in  action  and  easy  lo  api)lv.  there  are 
no  springs  to  get  out  of  order,  li  is  made"  of  best  re- 
fined malleable  iron  with  tempered  di-ill  steel  spurs. 
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FURNITURE  EXHIBITION  AT  ELORA 

The  two  furniture  manufacturers  at  Elora,  Ont., 
The  Elora  Furniture  Co..  and  John  C.  Mundell  &  Co., 
have  decided  to  hold  an  exhibition  of  their  products  in 
the  armories  in  that  town  diTring  the  whole  month  of 
July.  This  decision  was  reached  just  recently,  as  they 
contemplated  taking  part  in  the  furniture  exposition 
which  it  was  proposed  should  be  held  in  Toronto.  As 
this  latter  was  uncertain  the  Elora  furniture  men 
decided  to  go  on  with  their  own  project,  and  their 
exliibition  will  be  conducted  on  a  much  larger  scale 
than  ever  before. 

The  arrangements  for  the  exhibition  are  in  the  hands 
of  John  Stockford,  salesmanager  for  John  C.  Mundell 
&  Co.,  and  S.  B.  Jeanneret,  manager  of  the  Elora  Furni- 
ture Co.,  and  they  are  already  making  extensive 
preparations  for  it. 

For  the  convenience  of  visitors  to  the  exhibition 
arrangements  have  been  made  to  meet  them  at  Guelph, 
Berlin  and  other  furniture  points  and  carry  them  by 
automobile  to  Elora.  This  will  indeed  be  a  great 
convenience  in  the  matter  of  time  saving,  and  proved 
a  great  help  in  past  years.  The  fact  that  visitors  were 
brought  to  Elora  and  on  to  other  furniture  points  at 
the  expense  of  the  two  furniture  companies  of  Elora 
lias  been  co)nmented  upon  very  favorably  by  quite  a 
number  of  furniture  men.  The  Elora  furniture  people 
wish  it  understood  that  from  the  time  the  visitor  comes 
into  their  hands  he  is  the  guest  of  the  Elora  furniture 
factories.  All  they  ask  is  that  furniture  visitors  going 
to  Elora  let  the  exhibitors  know  by  card  or  wire  which 
train  they  intend  to  take  to  Guelph  or  Berlin,  and  they 
will  do  the  rest. 

The  object  of  the  exhibition  is  purely  educational, 
the  business  element  being  of  secondary  importance, 
the  primary  motive  being  to  bring  manufacturer  and 
customer  closer  together. 

The  Elora  Furniture  C!o.  will  make  a  showing  of 
their  new  lines  including  bedsteads  in  mahogany, 
fumed  oak  and  white  enamel ;  tables  of  all  kinds, 
pedestals,  jardinieres  and  fern  stands  and  fancy  tables. 

John  C.  Mundell  &  Co.  will  show  some  of  their  latest 
furniture  u|)ho]stered  in  tapestry  and  also  some  genu- 
ine fumed  oak  sets.  Tables  for  all  manner  of  uses  will 
be  exhibited,  as  well  as  couches,  rockers,  magazine 
stands,  cane-bottomed  and  reclining  chairs,  and  of 
course  the  company's  extensive  line  of  knock-down 
sets. 

Altogether  the  exhibition  will  be  an  exceedingly 
nopnlar  and  interesting  one,  ajid  judging  from  the 
inquiries  so  far  its  success  is  assured. 


MOVING   PICTURES   SELL  FURNITURE  SHOES 

The  Onward  Mfg.  Co.,  Berlin,  have  adopted  a  novel 
yet  practical  ))]an  to  increase  the  sale  of  Onward  slid- 
ing furniture  shoes  through  the  trade.  With  every 
$15  assorted  order  of  their  shoes  they  furnish  a  six- 
colored  slide  for  use  in  the  moving  picture  house  of 
the  dealer's  town,  drawing  attention  to  the  fact  that 
the  shoes  are  to  be  had  at  his  store.  The  slide  is  illus- 
trated, the  wording  on  it  reading:  "Beautify  your 
fnrniture  and  save  your  floors  and  carpets  by  using  the 
Onward  fui-niture  shoe  in  place  of  the  old-fashioned 
wheel  castor.  Neat  in  appearance — cheap  in  price — 
attachable  to  any  furniture  and  metal  beds.  See  them 
at  (dealer's  name)."  The  moving  picture  houses  are 
glad  to  display  these  slides,  making  a  nominal  charge 
r»f  from  one  to  three  dollars  a  month  for  doing  so.  The 
(Inward  Co.  have  gone  to  considerable  expense  in  get- 


ting these  slides,  but  the  result  of  this  co-operative 
plan  of  manufacturer  and  dealer  should  be  beneficial 
to  both. 


BACK  TO  THE  ROAD 

W.  H.  Pearson,  assistant  manager  of  the  Burroughes 
P^irniture  Co.,  Toronto,  has  resigned  that  position  to 
take  to  the  road  again.  He  has  taken  on  the  late  T.  S. 
Aspinall's  position  and  will  cover  Ontario  from  Toron- 
to east,  calling  as  well  on  the  trade  in  Hamilton,  Mont- 
real. Quebec  and  Winnipeg. 

It  will  be  remembered  that  Mr.  Aspinall  died  recent- 
ly in  Montreal.  He  represented  the  Bell  Furniture 
Co.,  Southampton;  the  Gibbard  Furniture  Co., 
Napanee ;  and  the  Cornwall  Furniture  Co.,  Cornwall. 

Mr.  Pearson's  position  at  Burroughes  has  been  filled 
by  the  appointment  of  John  Fryer,  who  for  the  past 
fourteen  years  has  been  connected  with  various  furni- 
ture department  stores  on  State  street,  Chicago,  and 
who  is  thoroughly  versed  in  the  furniture  field. 


HESPELER  FURNITURE  CO.  ENLARGING 

The  Hespelei'  Furnitui'e  Co.  are  building  an  addition 
to  their  plant,  at  Hespeler,  Ont.,  100  x  110  feet,  which 
will  give  them  32,000  additional  S(|uare  feet.  The 
present  plant  covers  60.OOO  S(]uare  feet,  so  the  new 
building  gives  the  company  an  additional  50  per  cent, 
floor  space. 


WRITING  DESKS  POPULAR 

John  C.  Mundell  &  Co.,  Elora,  state  they  have  had 
a  big  trade  in  writing  desks  this  season,  and  that  the 
new  set  of  blue  prints  in  book  form  which  were  sent 
out  to  the  trade  were  evidently  satisfactory,  as  the 
results  of  this  method  of  advertising  has  kept  their 
factory  running  above  the  average. 


NEW  FEATURE  IN  DINING  TABLES 

Peppier  Bros',  new  factory  at  Hanover  is  in  smooth 
running  order  now,  and  they  are  making  a  big  effort 
to  place  on  the  market  the  best  fumed  oak  effects 
possible.  Making  a  specialty  of  dining-room  furniture 
and  sets  they  have  made  up  a  big  range  of  tables, 
taborets,  pedestals,  china  cabinets  and  bufiPets  in  a 
big  range  of  designs,  period  styles  and  finishes.  Hall 
racks  and  seats,  too,  is  another  big  line  with  them. 
All  the  dining  tables  extend  eight  feet,  but  a  special 
feature  which  the  Pepplers  have  introduced  in  some 
of  their  high  grade  tables  are  sets  of  pedestal  legs 
M^hich  fold  up  on  the  under  side  of  the  table  and  which, 
by  their  use,  it  is  possible  to  extend  the  table  ten  feet 
or  more  without  dividing  the  pedestal.  In  fact,  many 
of  their  tables  have  non-divisable  pedestals  which 
allow  an  extension  of  eight  feet,  though  if  divisable 
pedestals  are  wanted  these  are  to  be  had,  too. 


The  Chatham  kitchen  cabinets  made  by  The  Wm. 
Gray  Sons-Campbell,  Limited,  Chatham,  Ontario,  are 
fully  described  in  an  illustrated  catalogue  just  pub- 
lished. Kitchen  cabinets  have  already  proven  their 
time  and  labor-saving  qualities,  and  the  "system"  is 
as  close  to  convenience  as  it  has  been  possible  so  far 
to  do  this.  The  construction  and  utility  of  the 
"Chatham"  are  described  in  detail,  and  the  many 
features  to  which  it  lends  itself  are  entered  into  sug- 
gestively. How  the  Gray-Campbell  cabinets  save  their 
own  cost  and  pay  for  themselves  is  a  selling  hint  pro- 
fitable to  the  dealer  to  read.  This  page  is  at  the  end 
of  the  book. 
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ilieeiiilillliili 


Another  "Ideal"  Easy  Selling  Summer  Line 


Showing  "Ideal"  Auto  Couch  as  a  handsome  piece  of  Spare  Room 
or  Living  Room  Furnituie. 


iliiiC 


The  Ideal  "Auto"  Couch  Bed 

(Trade  Mark  Rejiitered) 

A  shght  wrist  motion  changes  it  from  a  couch  to  a  bed,  and  vice  versa. 
The  mechanism  is  simple,  the  movement  easy  and  atlraciive,  and  so  built 
that  it  cannot  fail  to  work  or  get  out  of  order. 


For  full  description  and 
priceSt  see  catalogue  page 
99 
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Style  The  Keynote 

A  FTER  furniture  has  been  made  as  nearly  per- 
feet  as  it  is  possible,  price  and  class  taken 
into  consideration,  then  the  one  thing  that  dis- 
tinguishes one  make  from  another  is,  style. 

Style  cannot  be  measured  or  felt,  but,  if  you 
can  see  it  in  an  individual  piece,  it's  there;  if  you 
can't,  it's  not. 

No  doubt  you  have  noticed  it  in  The  Meaford 
Line,  if  you  have  noticed  our  goods  at  all,  and,  if 
you  haven't  The  Meaford  goods  on  your  floor, 
there  is  one  great  pleasure  awaiting  you  yet. 

Brevity  may  be  the  soul  of  wit,  but  there  is  so 
much  to  be  said  of  The  Meaford  Line,  we  simply 
can't  overlook  some  of  the  essentials. 

We  manufacture  our  own  lumber,  hence, 
select  the  choice  free  grained  white  maple  for  our 
own  product. 

The  grain  is  a  transfer  from  the  very  wood 
we  imitate. 

Our  process  is  not  Paint,  Print,  Varnish;  it's 
Print,  Stain,  Shellac  and  Varnish,  therefore,  it 
can't  fade,  chip,  or  wear  off,  because  the  stain  has 
penetrated  the  wood,  and  the  shellac  and  varnish 
hold  it  there  and  take  any  wear  the  piece  may  be 
subject  to;  hence,  if  after  a  number  of  years  the 
varnish  shows  signs  of  wear,  a  fresh  coat,  and  you 
have  a  piece  as  good  as  new. 

This  combination  of  wood,  workmanship,  style 
and  thoroughly  practical  and  attractive  finish 
should  claim  the  attention  of  every  Retailer,  and 
we  can  guarantee  to  you 

A  little  higher  quality  at  the  right  price 


No.  2156 


The  Meaford  Mfg.  Co.,  Limited 

Meaford,  Ontario 
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Knobs  of  News 


H.  Hilder  lias  opened  a  funiitui'e  store  at  Welland. 
T.    W.    Chisnall,    furniture    dealer,    Ottawa,  has 
assigned. 

C.  M.  Camp  has  registered  his  household  furniture 
at  jVIontreal. 

S.  D.  Chambers  is  diseontinuiiig  his  furniture  busi- 
ness at  Halifax. 

The  Ideal  Furniture  Co.,  Port  Arthur,  has  com- 
menced business. 

R.  O.  Bird,  hardware  and  furniture  dealer,  Tofield, 
Alta.,  has  assigned. 

The  Acker  Furniture  Co.,  Ft.  William,  are  remodel- 
ling their  premises. 

Fire  damaged  the  factory  of  the  Keene  Furniture 
Co.  at  London  recently. 

The  Green  Lumber  &  Furniture  Co.,  Victoria,  B.C., 
has  been  incorporated. 

J.  Jeffrey,  Toi'onto,  has  sold  his  picture  framing 
business  to  Wm.  Jordan. 

Camile  Ovila  Menard  has  registered  at  Montreal  as 
a  dealer  in  furniture,  etc. 

There  is  a  proposition  on  foot  to  establish  a  new 
furniture  factory  at  Durham. 

Robertson  &  Son,  furniture  dealers  at  Manitou,  Man., 
have  removed  to  Redcliffe,  Alta. 

L.  H.  Martin,  advertising  manager  of  the  Globe- 
Wernick  Co.,  Cincinnati,  is  dead. 

H.  Ridout  &  Co.  have  sold  their  furniture  business 
at  Kenora,  Ont.,  to  Horne  &  Taylor. 

G.  M.  Hardcastle,  Chatham,  Ont.,  is  removing  his 
furniture  business  to  larger  quarters. 

A  fire  brigade  was  formed  recently  by  the  Calgary 
Furniture  Store  Employees'  Association. 

The  Escanaba  Mfg.  Co. 's  veneer  mill  at  Sutton,  Que., 
was  burned  recently.    It  was  partially  insured. 

The  Laurance  Hardware  and  Furniture  Store  at 
Maple  Creek,  Alta.,  Avas  damaged  by  fire  recently. 

A  by-law  to  lend  $6,000  to  the  new  Neustadt  Furni- 
ture Co.  has  been  .passed  by  the  ratepayers  of  that 
town. 

Atkinson  &  Dunford,  furniture  dealers  and  under- 
takers, Clinton.  Ont.,  have  dissolved  and  are  succeeded 
by  Dunford  &  May. 

Residents  of  Hanover,  Ont.,  say  that  the  Knechtel 
Furniture  Co.,  of  that  town,  contemplate  the  erection 
of  25  workingmen's  houses. 

James  Ramsay  &  Co.,  Edmonton,  have  bought  out 
the  Campbell  Furniture  Co.,  of  the  same  place  and  have 
added  the  stock  to  their  own. 

Jenkins  &  Gillis,  furniture  dealers.  North  Sydney, 
.V.S..  have  dissolved.  The  business  will  be  continued 
by  John  H.  Jenkins,  Mr.  Gillis  retiring. 

Edward  -lefferies  has  resigned  from  the  Imperial 
Furniture  Co.,  Toronto,  to  become  associated  with 
Quality  Furniture  Makers,  Ltd.,  Welland. 

The  furniture  stock  and  book  accounts  of  Walker 
&  Stokes.  Calgary,  Alta.,  have  been  sold  to  the  Big 
4  Furniture,  Ltd.,  at  92  cents  on  the  dollar. 

H.  B.  Smith,  president  and  general  manager  of  the 
North  American  Bent  Chair  Co.,  Owen  Sound,  has 
returned  from  ]\[ontreal.  where  he  underwent  an 
operation  for  appendicitis. 

John  Stockford.  of  John  C.  Mundell  &  Co.,  Elora, 
has  just  I'clurtied  from  a  trip  to  Saskatoon.  He  is  back 
to  look  after  the  welfare  of  the  furniture  exhibition  at 


Elora.  After  July  he  will  make  a  business  trip  right 
out  to  the  Pacific  coast. 

T.  J.  Leniiie  has  brought  the  Geo.  McCuaig  furnture 
business  at  Vancouver  and  will  conduct  it  under  his 
own  name.  Mr.  Lennoie  has  been  manager  of  the  busi- 
ness for  the  past  five  years. 

W.  H.  Stephney  and  F.  II.  Stepliney  have  opened  the 
Saskatoon  Pictui-e  Framing  &  Art  Supply  Co.  at  TOO 
Third  Avenue,  Saskatoon.  Both  men  have  had  many 
years  experience  in  tlie  work. 

The  Canada  Furniture  Manufacturing  ("o..  at  present 
located  in  the  Builders'  Exchange,  Winnipeg,  will  in 
the  fall  move  to  the  Pulford  block.  Portage  Avenue. 
A  ten-year  lease  on  that  building  has  been  taken  and 
it  will  be  entirely  remodelled  for  the  furniture  com- 
pany. 

li.  B.  Miller,  a  recent  addition  to  John  C.  Mundell 
&  Co.'s  staff",  covering  the  smaller  points  in  Ontario 
north  and  west  of  Toronto,  has  made  a  record  for  him- 
self as  a  furniture  salesman.  He  is  new  to  the  line, 
too.  Along  with  Mr.  Mundell,  Jr.,  who  is  covering  the 
larger  centres  in  the  same  territory,  they  have  made 
their  ground  yield  some  splendid  business. 


FURNITURE  MEN  AT  BANFF 

There  was  a  merry  time  at  Banff"  the  other  day 
while  125  employes  and  friends  of  Neilson's  furniture 
store,  Calgary,  spent  a  joyous  day  at  the  mountain 
resort.  The  party  was  favored  with  the  very  best  of 
weather,  and  save  a  short  shower  in  the  afternoon, 
there  was  splendid  warm  sunshine  all  day.  The  party 
left  Calgary  at  7.45  and  arrived  at  Banff  about  10, 
when  a  tallyho  ride  was  taken  up  the  river  and  down 
the  other  side.  Luncheon  was  then  served  at  Mount 
Royal  Hotel,  and  after  that  an  interesting  (pioitiiig 
game  was  taken  ptart  in.  The  winner  of  the  game  was 
Mr.  McV^ennie.  The  afternoon  was  given  over  to  var- 
ious pursuits  and  all  enjoyed  the  day  of  the  full  after 
their  own  way.  The  party  left  for  home  in  the  evening 
and  arrived  back  in  Calgary  shortly  after  midnight. 
The  picnic  was  adjudged  by  all  to  be  one  of  the  mer- 
riest days  of  their  lives  and  all  Avere  highly  delighted 
with  their  outing. 


NEW  FURNITURE  CATALOGUES. 

The  George  McLagan  Furniture  Co.,  Limited,  Strat- 
ford, has  just  published  a  new  catalogue  of  their  furni- 
ture lines,  copies  of  which  will  be  delivered  through 
the  trade  within  a  short  Avhile.  Otlier  furniture  manu- 
facturers are  preparing  or  have  in  press  catalogues  of 
their  productions.  Among  them  are  the  Canada  Furni- 
ture Manufacturers.  Woodstock;  the  North  American 
Bent  Chair  Co..  Owen  Sound;  H.  Grug  Furniture  Co., 
Berlin;  and  the  Bell  Furniture  Co.,  Southampton.  The 
Chesley  Furniture  Co.,  Chesley,  will  bring  out  a  new 
catalogue  in  the  fall. 


TWIN  PEDESTAL  DINING  TABLE 

The  Chesley  Furniture  Co.  are  |)uttiiig  out  a  new 
twin  pedestal  feature  in  their  dining-room  tables,  by 
which  it  is  possible  to  extend  the  table  Avitliout  showing 
an  untidy  arrangement  of  bolts,  nuts  and  other  im- 
pedimenta. The  tables  will  extend  six  feet  Avithout 
s])reading  the  pedestals,  or  eight  feet  Avith  a  spread. 


FURNITURE  FACTORY  FOR  NEUSTADT 

The  Neustadt  Furniture  Co.  propose  establishing  a 
furniture  factory  at  Neustadt.  Ont..  and  a  by-biAV  to 
grant  a  loan  by  that  municipality  will  be  submitted 
to  the  ratepayers. 
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New  feature  extension  dining  table  made  by  Peppier  Bros. 

SAMPLES  OF  LATEST  FURNITURE  ARTICLES  MADE  BY  CANADIAN  FACTORIES. 
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Nationally  Advertised  Goods  Versus  The  Mail  Order  Trade 

Address  delivered  by  Weston  Wrigley,  Maiager  Canadian  Furniture  World  and  The  Undertaker,  before  the  Toronto  Ad.  Club,  May  2C,  1913. 


To  understand  the  trade  paper  and  its  place  in  assisting  the 
selling  departments  of  manufacturing  and  wholesale  institu- 
tions, it  is  necessary  to  review  the  changes  which  have  been 
and  are  taking  place  in  the  methods  of  merchandising. 

Half  a  century  ago,  the  merchant  used  to  go  to  market  once 
or  twice  a  year  and  buy  all  his  season's  requirements  of  goods. 
Credits  were  long  and  profits  correspondingly  large.  As  the 
country  opened  up  and  competition  became  more  keen,  and  as 
the  manufacturing  industries  developed,  stocks  of  goods  were 
easier  to  procure,  and  it  became  unnecessary  to  buy  in  such 
large  quantities.  Instead  of  the  dealer  coming  to  market,  the 
market,  through  the  medium  of  commercial  traveller,  went  to 
the  dealer. 

The  dealer,  having  lost  the  educational  advantages  of  buying 
at  first  hand  from  the  manufacturer  or  wholesaler,  found  him- 
self in  need  of  some  means  of  keeping  informed  regarding 
prices  and  new  lines  of  goods  being  introduced.  The 
market  bulletin,  the  forerunner  of  the  modern  trade  paper, 
therefore,  came  into  existence  and  supplied  this  want. 

The  Problem  of  Distribution 

The  merchandising  i)roblem  of  to-day,  however,  is  the  prob- 
lem of  distribution,  and  the  retail  merchant  who  develops  his 
selling  organization  and  succeeds  in  getting  the  largest  turn- 
over, is  the  merchant  whose  trade  is  sought  after  by  manufac- 
turer and  wholesalers,  they  being  only  too  anxious  to  give  him 
the  advantage  of  their  lowest  i>rices  in  order  to  secure  his  trade. 
The  wise  merchant,  therefore,  does  not  waste  time  in  haggling 
over  prices,  but  secures  as  many  special  agencies  as  possible  of 
nationally  advertised  and  price-maintained  goods,  and  concen- 
trates the  efforts  of  his  staff  upon  developing  new  plans  for 
increasing  the  volume  of  his  sales. 

Trade  papers  are  now  paying  less  attention  to  market  reports 
and  greater  attention  to  articles  on  store  salesmanship, 
methods  of  advertising,  arrangement  of  goods,  development  of 
special  selling  plans,  reviews  of  new  lines  of  goods,  etc.  The 
modern  trade  paper  is  well  printed  and  aims  to  secure  a  thor- 
ough circulation,  including  both  merchants  and  clerks,  pub- 
lishers of  trade  papers  aiming  to  make  merchants  of  store- 
keepers and  salesmen  of  clerks. 

Trade  papers  undoubtedly  save  the  time  of  the  salesmen  in 
introducing  new  lines  of  goods  to  retail  merchants,  and  as  an 
aid  to  salesmanship  their  existence  has  been  justified.  They 
have  also  on  many  occasions  proved  of  value  in  helping  the 
merchants  scattered  through  the  country  in  organizing  and 
acting  unitedly  in  preventing  the  enactment  of  legislation 
which  would  be  injurious  to  the  merchants  and  residents  in 
the  smaller  towns  and  villages  and  farming  community.  Large 
mercantile  interests  in  the  cities  can  more  readily  exert  poli- 
tical influenc  than  the  merchants  scattered  over  hun- 
dreds of  miles  of  territory  in  small  communities,  and  as  the 
prosperity  of  any  country  is  largely  dependant  upon  the  de- 
velopment of  the  rural  sections,  the  trade  paper  undoubtedly 
has  a  mission  to  perform  in  binding  together  the  merchants 
engaged  in  different  classes  of  trade. 

Centralizing  Trade  in  the  Cities 

Manufacturers  of  trade  marked  and  nationally  advertised 
lines  of  goods  are  also  interested  in  curbing  the  tendency  to- 
wards centralizing  trade  in  the  larger  cities,  as  it  is  well  known 
that  the  large  mail  order  houses  are  becoming  manufacturers 
as  well  as  retailers,  and  as  they  increase  the  volume  of  manu- 
facture of  their  own  brands  of  goods  the  sale  of  articles  made 
by  national  advertisers  must  suffer  a  decrease.  Trade  papers 
are  performing  a  service  to  manufacturers  of  trade  mark  lines 
by  assisting  in  the  maintenance  of  their  national  market.  Au 
increasing  number  of  advertisers  are  using  the  trade  papers 
to  educate  the  merchants  and  clerks  regarding  the  selling  points 
of  their  goods,  considering  this  class  of  publicity  equally  as 
necessary  as  the  use  of  daily  jiajiers,  magazines,  farm  journals, 
booklets,  billboards,  demonstrations,  etc.,  to  interest  consumers 
and  bring  buyers  to  the  retail  stores  where  their  lines  are  on 
sale. 

The  recent  establishment  of  a  magazine  known  as  "Good 
Storekeeping, "  by  the  publishers  of  "Good  Housekeeping," 
indicates  the  growing  importance  of  the  retailer  in  the  scheme 
of  distribution  in  the  minds  of  the  manufacturers  of  nationally 
advertised  articles  in  the  United  States.  "Good  Storekeeping," 
like  the  "Saturday  Evening  Post,"  is  co-operating  with  the 
trade  papers  in  making  retailers  more  familiar  with  the  ad- 
vertising manufacturers  of  branded  lines  are  doing. 

Effect  on  the  Small  Towns 

Canadian  '•cnsus  of  1911  shows  that  158  towns  and  villages  in 
Ontario,  Quebec  and  the  Maritime  Provinces  actually  decreased 
in  population  during  the  preceding  ten  years,  although  this  was 
the  period  of  Canada's  greatest  growth.    Even  in  Canada  the 

movement  of  population  is  cityward,  with  its  resultant  quota 
of  slums,  crimes  and  bargain  sales. 


A  tra^•eler  returning  from  the  Maritime  Provinces  recently 
told  of  thirty  of  his  customers  having  gone  out  of  business  in 
one  year  and  another  traveler  told  of  fourteen  hardware  stores 
being  offered  for  sale  on  one  trip  between  Guelph  and  Owen 
Sound.  Yet  a  few  magazines  and  some  daily  papers  carrying 
mail  order  advertising  are  agitating  for  an  extended  parcels 
[lost  system,  claiming  that  it  will  benefit  the  farmers. 

Decreasing  the  number  of  merchants  in  rural  districts  means 
a  lowering  of  property  value,  decreased  assessments,  poorer 
schools,  churches  and  opportunities  for  education  and  enter- 
tainment. It  means  poorer  roadways  and  more  calls  upon  the 
Provincial  and  Federal  Governments  for  assistance.  Mail  order 
houses  do  not  pay  any  taxes  in  country  districts — nor  their 
fair  share  of  taxes  in  cities. 

Effect  on  Advertisers  and  Country  Publishers 

Fewer  country  stores  means  fewer  retail  customers  for  manu- 
facturers who  do  national  advertising.  A  reduction  of  the 
number  of  buyers  means  keener  competition,  more  quantity 
buying,  lower  prices,  smaller  margins  of  profit  and  a  lessened 
opportunity  to  establish  and  maintain  re-sale  prices.  A  nar 
rowing  market  for  the  manufacturer  means  a  reduction  in  the 
amount  of  national  advertising  and  as  the  mail  order  houses 
jirefer  to  use  the  cheap  dollar  editions  of  the  metropolitan 
dailies,  placing  the  business  direct,  the  country  weeklies,  small 
city  dailies,  and  the  advertising  agencies  will  share  in  the  loss. 

Mail  order  houses  are  in  business  for  the  profit  there  is  in  it, 
and  they  find  greater  profit  in  selling  a  brand  of  goods  the}' 
control  than  in  selling  quality  goods  backed  by  the  manufac- 
turer's guarantee.  Very  few  nationally  advertised  articles  are 
listed  in  mail  order  catalogties.  In  the  largest  Canadian  mail 
order  catalogue  about  two  jiages  out  of  ever  three  hundred 
are  given  to  featuring  nationally  advertised  lines.  There  are 
several  widelv  advertised  brands  of  paints,  for  example,  but 
they  are  not  advertised  or  sold  by  mail  order  houses. 

Price  is  the  first  consideration  with  mail  order  houses  and 
their  advertising  policy  is  to  lead  consumers  to  believe  that 
they  sell  cheaper  than  competing  merchants.  But,  as  a  rule,  the 
articles  sold  at  lower  prices  are  correspondingly  low  in  quality. 
Misrepresentation  is  common  in  United  States  mail  order 
catalogues,  by  over-drawing  illustrations  and  descriptions  of 
goods,  but  the  policy  of  Canadian  mail  order  houses  is  not  so 
objectionable  in  this  respect,  possibly  because  our  business 
principles  are  more  a  reflection  of  British  than  American  ideas. 
Short-sighted  Policy  of  Manufacturers 

As  90  per  cent,  of  the  goods  sold  at  retail  are  sold  by  mer- 
chants, instead  of  mail  order  houses,  there  is  a  danger  of  manu- 
facturers killing  the  goose  that  is  laying  their  golden  egg,  by 
conceding  too  much  to  the  mail  order  tjuj'er  with  the  ready  cash. 
The  retailers  in  the  United  States  are  already  up  in  arms 
against  the  practice  of  giving  an  extra  10  per  cent,  or  more  to 
mail  order  houses.  The  retailers  are  demanding  to  be  put  upon 
the  same  price  basis  or  they,  too,  will  establish  their  own  fac- 
tories. With  mail  order  factories  and  retailers  co-operative  fac- 
tories, the  manufacturers'  market  will  be  further  narrowed 
and  the  resulting  competition  will  tend  towards  a  lowering  of 
the  quality  of  goods  sold  to  the  public. 

It  would  be  folly  to  deny  that  mail  order  houses  have  not 
won  a  place  in  present  day  merchandising  and  that  they  will 
increase  their  sphere  of  activity  unless  town  and  country  mer- 
chants adopt  new  methods  to  win  and  hold  the  trade  of  pos- 
sible customers  in  their  various  communities.  The  mail  order 
hcuse  is  here  to  stay,  it  has  done  and  will  do  good  in  forcing 
competitors  to  brush  up  their  selling  methods. 

Parcels  Post  Unfair  to  Country  Dealers 

But  the  mail  order  merchant  should  i)ay  his  fair  share  of 
taxation  and  he  should  not  be  given  special  legislative  priv- 
ileges. The  proposed  parcels  post  system,  if  on  zone  system, 
gives  the  country  retailer  a  gambler's  chance  to  hold  a  share  of 
his  trade,  but  if  the  c.o.d.  system  is  tacked  on,  as  Postmaster- 
General  Lemieux  tried  to  "put  it  over"  six  years  ago,  and  as 
U.  S.  Postmaster-General  Hitchcock  did  "put  it  over"  on  the 
last  day  of  the  Taft  administration,  the  dice  are  loaded  against 
the  country  merchant,  and  every  postoffice  is  made  a  branch 
of  the  big  city  stores. 

Manufacturers  who  are  wide-awake  enough  to  take  advantage 
of  the  publicity  methods  of  to-day  ought  also  to  be  farseeing 
enough  to  recognize  that  their  future  success,  like  that  of  the 
property-owning  farmer,  lies  in  helping  to  establish  a  rational 
merchandising  system,  in  which  retailers  will  construct  their 
business  upon  the  foundation  of  nationally-advertised  goods, 
the  quality  of  which  is  backed  by  the  manufacturer's  guarantee. 
National  advertising  provides  the  trade  wind  with  which  retail 
merchants  can  with  greatest  success  and  easiest  endeavor  sail 
their  business  into  the  harbor  of  Success  and,  on  the  other 
hand,  not  mixing  with  the  metaphors  too  much,  the  town  and 
country  retail  trade  is  the  stream  offering  the  least  dangerous 
rapids  for  national  advertisers  to  navigate  through. 
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The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton,  Ont.  -  -  Winnipeg,  Man. 

Standard  of  Perfection 

in 

High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine   Piano  Polished  Oak  and  Mahogany 

Caskets. 


No  .637 


Heavy  Moulded  Casket,  Draped  with  Heavy  Chenelle  Fringe  and 
Tassels  Covered  with  Fine  British  Black  Broadcloth. 

Something  original  and  bearing  the  stamp  of 

S  and  E  Quality 

Head  Office  -  -  Hamilton,  Ont.  Experienced  salesmen  in  our  factory  and  offices  night  and 
Telephones  -         -         -       517,  3319         day  capable  of  taking  and  executing  all  orders  promptly 

S^day  cklls}  P^one  5 1 7, 33 1 9, 1 1 60  or  3353  We  never  miss  a  train 


Undertakers'  Department 


Problems  affecting  the  Underlaying  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Lifting  Twenty  Years  From  the  Appearance 
of  a  Consumptive  Case 

ByH.  S.  Eckels,  Ph.G. 

IT  is  the  duty — yes,  \  iiiiglit  say  the  pleasure  of  every 
embalnier  lo  inii)rove  in  every  way  possible  the 
appearance  of  every  body  he  embalms.  For  this 
pui'])ose  no  more  opportune  eases  present  themselves 
— certainly  none  so  fre'|uently  as  do  those  dead  after 
illnesses  of  long  duration.  This  is  particularly  true  of 
eonsumi)tive  cases  and  those  greatly  emaciated  from 
disease. 

Since  this  opjioi'tnnity  is  so  fre(|uently  presented  I 
think  1  may  be  forgiven  if  once  more  I  come  back  to 
a  subject  reviewed  in  former  articles  and  describe 
methods  by  which  it  is  possible  to  fill  out  the  cheeks, 
soften  the  hollows  and  eliminate  the  Avrinkles  from 
this  class  of  cases. 

There  are  many  reasons  Avhy  this  is  desirable,  one 
of  the  pj'incipal  ones  being  that  a  very  large  proportion 
of  the  persons  who  attend  the  funeral  services  and 
view  the  body  have  not  seen  the  patient  for  some  time, 
possibly  not  since  the  falal  illness  set  in. 

They  tlierefore  are  (juite  apt  to  judge  the  under- 
taker's work  by  the  appearance  the  body  assumes,  and 
compare  the  face  they  knew  in  life  with  the  one  that 
lies  before  them  in  the  casket. 

To  show  a  badly  sunken,  wrinkled  face  certainly 
cannot  be  a  good  advertisement. 

On  the  other  hand,  it  is  particularly  pleasing  to  the 
faniily  to  have  the  ai)pearance  of  life  and  health  re- 
stored to  the  face  they  last  saw  sunk  and  shrunken  by 
illness. 

It  is  easy  enough  to  fill  out  tlie  checks  with  absorbent 
cotton;  but  following  this  method  alone  is  apt  to 
accentuate  the  hollows  around  the  temples  rather  than 
relieve  them  unless  we  adopt  rather  drastic  methods. 

Slimply  tilling  the  ai'teries  with  fluid  also  will  not 
avail,  for  when  we  attempt  to  fill  out  the  tissues  in  a 
face  greatly  emaciated  it  is  oui'  desire  to  have  them 
permanently  filled  out. 

Oidy  recently  have  I  found  out  a  way  to  do  this 
with  certainty  and  effectiveness. 

For  many  years  1  had  added  large  percentages  of 
glycerine  to  )ny  ambalming  fluid  and  had  injected  it 
thi'ough  the  carotid  ai'teries  in  ordei'  to  fill  out  the 
face  tissues.  This  was  fairly  effective,  but  the  ro- 
tundity seldom  occurred  evenly  all  over  the  face. 
Naturally  the  circulation  of  the  glycerine-laden  fluid 
was  greatest  in  the  arteries  closest  to  their  source,  and 
the  first  effect  Avas  a  SAvelling  of  the  glands  of  the  neck, 
then  the  lips  and  nose  followed,  while  little  expension 
of  the  tissues  around  the  temples  and  at  the  angle  of 
the  jaw  bone  Avas  noticed. 

Of  course,  it  Avas  possible  by  this  method  to  distend 
the  tissiaes  somcAvhat  more  evenly  bv  using  consider- 
able [)ressure  and  by  ma.ssage  manipulation. 

But  the  effect  of  this  was  only  temporary,  and  Avhile 
the  members  of  the  family  Avho  examined  the  ease  at 
the  conclusion  of  the  embalming  usually  were  highly 


pleased  Avith  the  api)earance,  they  were  doomed  oidy 
to  disappoint  incut  on  the  day  of  the  funeral  when  this 
distended  tissue  had  iji  a  great  measure  resumed  its 
normal  emaciated  appearance  because  of  the  gravita- 
tion ami  absorption  of  the  fluid  Avhich  occurred  in  the 
interim. 

The  advantage  of  having  a  substance  sufficiently 
fluid  to  be  injected  hyi)odermically,  and  yet  one  which 
Avill  become  firm  or  solidify  rapidly  enough  to  be  mold- 
ed under  a  slight  pressure  of  the  fingers  of  the  operator 
Avhile  being  injected,  appealed  to  me  the  first  time  I 
witnessed  the  operation  performed  by  one  of  the  lead- 
ing luidertakers  of  Pittsburgh. 

With  his  permission,  on  my  i-eturn  to  my  office  I 
perfected  an  apparatus  for  using  this  method  effective- 
ly, and  named  the  process  Ultra-Embalming. 

It  already  has  been  adopted  in  a  number  of  pro- 
gressive establishments,  and  as  its  merits  become  more 
Avidely  imderstood  it  doubtless  Avill  be  as  universally 
used  eventually  as  the  Eckels-Genung  Method  of 
Embalming  uoav  is. 

When  I  first  saAV  this  process  used  1  saAV  that  the 
undertaker  Avas  operating  Avith  the  confidence  of  ex- 
perience ajid  Avith  the  satisfaction  Avhich  comes  from 
merited  praise. 

I  saw  that  his  ingenious  plan  Avas  certain  to  produce 
the  desired  results  and  that  these  results  would  be 
permanent. 

1  realize  that  no  one  man  is  capable  of  thinking  out 
all  of  the  good  features  and  methods.  This  Avas  Avhy 
T  off'ered  him  anything  that  I  ever  had  gathered  from 
any  other  undertaker  for  the  privilege  of  offering  Avhat 
he  kneAV  and  what  he  had  devised  for  the  benefit  of 
his  brother  progessionals. 

The  privilege  was  accorded  me  freely,  and  it  is  my 
sincere  belief  that  it  is  one  of  the  most  revolutionary 
discoveries  Avhich  has  been  made  in  a  long  time. 

And  it  is  reA'olutionary.  Tt  entirely  upset  all  of  our 
]U'econceived  notions,  but  since  it  brings  results  far 
more  than  commensui'ate  Avith  the  slight  extra  trouble 
ijivolved  it  is  certainly  Avorth  Avhile ;  and  I  cannot  too 
strongly  i;rge  its  adoption  by  other  funeral  directors. 

P>efore  I  go  into  a  detailed  description  of  this  process 
1  Avish  to  say  that  it  has  been  my  opportunity  to  visit 
many  progressive  embalmers  throughout  the  country 
on  my  luimerous  trips,  Avhich  have  covered  practically 
the  entire  United  States  from  Maine  to  Califoi'uia,  and 
from  the  Lake  States  to  the  Gulf,  as  well  as  practically 
all  of  the  ju'ovinces  of  Canada.  These  have  been  trips 
of  pleasure  as  Avell  as  of  profit — profit  to  me  and  profit 
to  those  who  have  adopted  many  of  the  improvements 
Avhich  have  come  through  an  exchange  of  ideas. 

Ultra-Embalming  is  accomplished  by  injecting  a 
mixture  of  paraffine  Avith  the  lighter  carbon  oils  hypo- 
dermically  in  the  holloAvs  of  the  face  and  temples  and 
then  carefully  molding  them  with  the  fingei's  Avhile 
they  are  in  a  semi-])lastic  condrrion.  It  can  be  dojie 
Avithout  noticeably  pucturing  the  skin,  by  going  iu 
around  the  eyes,  inside  the  nostrils,  up  under  the  roots 
of  the  hair  and  through  the  mouth. 

It  is  impossible  to  inject  this  molten  wax  AA'ith  the 
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Evel  Quality 
Caskets 

538,  Solid  Plain  Oak  Casket.   Four  Coats  of  Varnish, 
Rubbed  and  Hand-Polished 

Plain  Design  21D00 

Half  Couch,  Swiss  Silk  Trimmings  "  28D30 

Full  Couch,  Swiss  Silk  Trimmings  "  39D50 

This  oak  casket  was  originally  intro- 
duced by  us  to  meet  a  demand  made 
by  those  in  the  profession  just  be- 
ginning to  break  into  the  use  of  solid 
polished  caskets. 

Although  it  is  the  cheapest  solid  oak 
casket  made,  we  have  put  into  it  the 
usual  EVEL  QUALITY,  with  the 
re.sult  that  it  is  finding  a  place  in  very 
many  of  the  best  show  rooms.  If  you 
stock  it  you  will  find  it  a  great  help 
toward  establishing  a  trade  for  the 
highest  class  of  work. 

Our  Quality  Line 

Solid  Oak  and  Mahogany  Caskets 
Plush  and  Cloth  Covered  Caskets 
Westfield  Plate  Hardware 
Ladies'  Robes  and  Dresses  in  Latest 

Fashions 
Linings  in  Exclusive  Designs  and 
General  Sundries 

The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton,  Canada 
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ordinary  liypodermic  needle  unless  both  the  needle 
and  the  wax  are  kept  at  even  temperatures  because  if 
we  were  to  draw  the  wax  into  the  syringe  at 
atmospheric  temperature  it  wo\dd  harden  before  it 
could  be  injected. 

I  have  made,  however,  a  double  retort,  one  for  the 
hot  wax  and  the  otlic!-  for  keeping  the  wax  in  a  molten 
condition. 

The  liypoder-mic  ]ieedle  is  heated  in  the  warm  water 
so  that  wlien  the  Avax  is  draAvn  in  it  is  kept  in  fluid 
state  until  injected. 

Once  under  the  skin  the  wax  can  be  molded  with 
the  fingers  as  it  penetrates  the  tissues  and  can  be 
sliaped  exactly  as  desii-ed  by  the  operator. 

It  cools  off  so  rapidly  that  compai'atively  little  time 
is  used  :  yet  the  longer  it  I'emains  the  firmer  it  becomes 
and  no  later  shriidsage  occurs.  Thus,  the  fullness  of 
the  face  gives  a  natural  expression  which  is  a  striking 
tribute  to  the  undertalvcr 's  progressive  methods. 


New  Canadian  Manufacturers 

With  the  sending  out  of  their  travellers  on  June  10, 
The  Dominion  Casket  ('o.,  Ltd.,  Guelph,  entered  the 
business  field  for  a  portion  of  the  trade  among  the 
undertakers  of  Canada.  The  company,  which  is  capital- 
ized at  $100,000,  has  for  its  officers  Wm.  Pears, 
Toronto,  president ;  R.  J.  Leight,  secretary ;  W.  G. 
Whitehead,  treasurer;  and  M.  Arnold,  superintendent. 

For  the  present,  only  Ontario  will  be  covered  by 
the  sales  staff,  but  as  time  advances  the  rest  of  Canada 
will  also  be  thoroughly  looked  after.  J.  P.  Drake  has 
charge  of  the  territory  Toronto  and  east,  and  D.  S. 
MacMurray  is  looking  after  Hamilton  and  west.  Both 
of  them  are  well  known  to  the  profession.  They  are 
now  on  the  I'oad  and  are  offering  to  undertakers  every- 
thing required  by  them,  including  medium  and  high 
gi'ade  cloth-covered  caskets,  and  also  some  new  lines 
of  undertakers'  hardware  which  have  not  been  seen 
before  in  Canada. 

The  casket  lines  are  made  in  the  company's  factory 
at  Guelph.  and  it  is  their    intention    eventually  to 


luannfacture  everything  they  sell.  For  the  present, 
lu)wevei\  tliey  are  having  some  of  their  special  lines 
made  for  them.  The  company  will  also  manufacture 
metallic  caskets  under  patents  owned  and  controlled 
by  themselves.  These  latter  will  not  be  metal  linings 
oidy,  but  caskets  made  of  metal  which  of  themselves 
will  stand  alone,  being  made  of  16  and  18  gauge  metal. 
Of  course  where  the  melal  lining  is  wanted  in  a  cloth 
or  wooden  case  this  can  be  supplied  also,  but  the 
metallic  case  itself  will  allow  of  ornamentation,  and 
as  it  will  have  a  sealed  inner  top  the  casket  will  be 
indestructible.  The  cost  is  reasonable  as  a  saving  of 
25  per  cent,  will  be  effected  over  imported  metallic 
caskets.  Prices  will  be  gauged  according  to  the  metal 
used  in  manufacture.  These  metals  range  from  the 
cheaper  grades  of  galvanized  ii'on,  and  toncon  steel  to 
co])i)er  and  the  new  metal  vismera  (an  alloy  of  copper, 
iron  and  nuinganese) — all  of  these  metals  l)eing  rust 
resisters  and  giving  everlasting  wear. 

iJesides  the  metal  caskets  the  company's  line  includes 
high  oak  and  mahogany  finished  caskets,  cloth  covered 
caskets  with  chestnut,  oak,  cedar  and  mahogany  shells. 
Fidly  80  i)er  cent,  of  the  caskets  are  made  of  chestnut. 
In  addition  the  Dominion  Casket  Co.  carry  complete 
lines  of  robes  and  linings  in  new  aiul  exclusive  designs 
and  made  of  the  best  materials. 

A  visit  to  the  factory  shows  ,an  up-to-date  plant 
fully  equipped  to  meet  any  demand  made  upon  it. 
The  building  is  of  stone  construction,  four  storeys  high, 
50  X  190  feet,  giving  a  floor  area  of  88,000  S(juare 
feet.  Some  of  the  mechanism  is  intricate,  and  all  of 
it  is  interesting.  There  is  one  machine  which  does 
the  sides  of  a  casket  complete  with  moidding  attached 
with  one  passing  thi'ough  of  the  wood.  This  machine 
alone  effects  a  saving  of  70  per  cent,  in  cost. 

Some  of  the  features  which  are  different  from  other 
products  are  the  carved  name  plate  panels  attached 
to  all  caskets  made  by  the  company;  the  placing  of 
mouldings  on  all  caskets,  even  those  of  a  eliild;  inter- 
changeable wooden  or  metallic  handles;  and  handles 
made  of  same  material  as  casket. 

In  the  showroom  are  splendid  samples  of  the  output 
of  the  factory — caskets  in  all  colors  and  of  all  cloths. 


W.  G.  Wnn'Eiii'.Aii,  Treiisurer. 


W.\i.  I'KAKs,  Presideiil. 
Officers  of  Dominion  Casket  Compauy,  Limited,  Guelph, 


M.  .VUNoi.l),  .Supoiiiiteiulciit 
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The  Globe  Casket  Company 

London     -     -  Canada 

"The  Funeral  Supply  house  that  is  always  ready  for  emergencies" 

Did  you  ever  stop  to  think  what  it  means  to  you  in  your  business  to 
have  a  thoroughly  equipped  supply  house  at  your  service  on  every 
occasion? 

Our  long  experience  and  large  stock  of  well  manufactured  goods  are 
at  the  service  of  every  undertaker  in  Canada. 

If  you  want  anything  in  a  hurry,  call  us  on  the  telephone  and  you 
will  find  us  ready  to  supply  your  needs. 

Mail  orders  receive  our  careful  attention 

Send  for  our  illustrated  catalogue  if  you  have  not  got  one 


Handsome  Designs  in  Funeral  Cars 


MITCHELL  &  CO.       IngersoU,  Ontario 
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There  are  serpentine  and  book  shrines,  drop  side 
couches  and  other  special  patterns — all  designed  to 
get  away  from  the  coffin  idea.  Many  of  the  caskets 
show  silk  and  .satin  linings,  but  wood  fibre  is  being 
used  somewhat,  its  advantage  over  silk  being  that  it 
does  not  muss.  Even  in  the  ordinary  casket  there  is 
shown  substantiality,  the  lightest  being  a  chestnut, 
1-iiu'h  through:  most  of  them,  however,  are  an  inch 


JOHM  i'.  Dkaks  D.  S.  MacMurkav 

Travelling  sales  staff  of  the  Dominion  Casket  Co. 


and  a  half.  In  the  metal  handles  the  company  are  using 
a  steel  brace  through  all  its  lines,  even  in  the  silver 
finished  ones.  This  prevents  any  possibility  of  break- 
ing. 

Mr.  Arnold,  the  superintendent  of  the  plant,  is 
familiar  with  all  branches  of  the  casket  business — in 
fact  he  knows  no  other  line — and  is  able  to  do  the 
work  of  any  of  his  men,  having  had  an  experience  of 
20  years  in  the  casket  business  with  the  largest  manu- 
facturers in  the  United  States.  He  has  been  on  the 
selling  end  also.  He  can  take  a  piece  of  lumber  in  the 
rought,  draft  his  design,  and  make  it  into  a  finished 
casket  of  the  highest  grade. 


PROPER  TREATMENT  OF  AUTOPSIED  BODIES 

By  C.  N.  Baldwin 

In  taking  up  the  subject  of  "The  Proper  Treatment 
of  Autopsied  Bodies,"  the  first  point  to  be  made  is  that 
as  there  are  no  cadavers  alike,  so  also  are  there  no  two 
cases  requiring  posting  (or  allowed  to  be  posted)  which 
are  alike.  Again,  there  are  no  two  men,  surgeons  or 
others,  who  work  the  same,  even  if  starting  with  the 
same  idea  or  motive  in  that  they  are  seeking  the  same 
information  or  working  toward  the  confirmation  of  a 
diagnosis  made  by  themselves  or  others  or  to  settle 
disagreements  as  to  the  correct  diagnosis  having  been 
made  and  proper  or  imjjroper  treatment  having  been 
given  the  patient  during  life. 

General  autopsy,  or  the  examination  of  the  entire 
cadaver,  and  minor  autopsies,  or  the  examination  of  a 
single  part,  might  be  the  two  subdivisions  of  the  sub- 
ject and  as  applied  to  the  work  of  the  embalmer.  In 
a  general  or  complete  autopsy,  where  the  brain  and 
trunk  are  examined  in  their  entirety,  it  is  a  foregone 
conclusion  that  no  general  circulation  of  fluid  can  be 
obtained  and  therefore  it  becomes  necessary  to  work  in 
several  different  ways.  By  the  use  of  the  axillary  and 
femoral  arteries  the  four  extremities  can  be  injected 
and  the  strength  of  the  fluid  used  and  quantity  gov- 
erned by  the  care  and  judgment  of  the  embalmer.  The 


trunk  and  all  the  organs  therein  contained  and  after  re- 
moving li(|uids  settling  in  cavities,  can  be  either  packed 
in  dry  hardening  compound  or  washed  and  thoroughly 
saturated  with  a  strong  fluid,  or  both,  and  if  the  work 
is  carefully  done  and  the  fluid  and  compound  right  will 
become  dry  and  solid  and  remain  indefinitely  in  per- 
fect condition.  Saturated  lintine  should  be  laid  over 
all  organs  before  closing  opening  and  stitching  up. 
The  care  of  the  brain,  if  not  removed,  is  the  same  and 
it  should  also  be  wrapped  in  saturated  lintine  before 
replacing  in  the  cavity  of  the  skull.  After  carefully 
stitching  the  scalp  it  should  be  saturated  with  fluid 
and  allowed  to  dry  and  the  entire  cadaver  bathed  with 
fluid.  We  have,  then,  cared  for  all  of  the  case  except 
the  face,  and  many  times  if  the  stitching  of  the  head 
has  been  carefully  done  the  upward  injection  of  the 
carotids  with  a  weakened  fluid  brings  about  the  de- 
sired result  with  little  or  no  leakage 

Regarding  the  minor  autopsy  or  examination  of  a 
part,  circumstances  and  the  case  itself  must  govern  our 
work  and  even  more  general  knowledge  of  the  arterial 
system  and  anatomy  of  the  human  body  is  necessary 
that  all  may  be  accomplished  that  is  desired.  No  one 
method  can  be  universally  used  and  only  such  em- 
balmers  as  are  enough  interested  in  their  profession 
to  study  and  prepare  themselves  to  perform  any  opera- 
tion found  to  be  the  right  one  will  reach  the  desii-ed 
end  and  that  is  jjerfect  care  of  the  case  in  hand. 

Where  the  brain  is  removed  the  cavity  can  be  filled 
in  any  way  desired,  ordinary  cotton  batten  made  into 
shape  to  fit  opening  and  fill  cavity  and  being  inserted 
wrapped  in  lintine  saturated  thoroughly  with  fluid 
will  do  nicely  and  be  all  that  is  required  and  is  easily 
obtained.  There  are  also  many  times  when  only  a  single 
organ  or  part  is  examined  that  only  a  very  slight  break 
is  made  in  the  arterial  circulation  and  the  entire  cad- 
aver can  be  reached  by  sufficient  fluid  by  injecting  the 
usual  arteries  with  fluid  enough  to  preserve  all  parts 
and  to  care  for  the  examined  part  by  what  slight  dam- 


age was  done  to  the  circulation  as  in  that  particular 
wiy  the  arterial  injection  is  turned  into  a  cavity  injec- 
tion. 


R.  J.  Reid,  Kingston,  Ont.,  had  an  unpleasant  experi- 
ence lately.  He  was  called  out  with  his  ambulance 
to  bring  in  an  appendicitis  patient  from  the  country, 
and  on  his  return  a  storm  which  was  raging  blew 
down  some  trees  across  the  road  making  it  necessary 
'o  cut  a  way  through.  This  took  so  much  time  that 
whsn  the  ambulance  had  reached  the  hospital  the 
patient  had  died. 
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Telephones : 
Day  No.  1020 
Night  "  1069 


The  Dominion  Casket  Co, 


GUELPH 


ONTARIO 


Rush 
Orders 
LIMITED  Solicited 


No.  330 


The  above  design  is  one  of  our  many  new  and  attractive  creations  in  QUALITY 
Goods.  It  is  massive,  rich  and  conservative,  the  handle  and  ornaments  carved  and 
covered  to  match  the  casket,  blends  easily  with  the  exquisite  style  of  the  case  throug^h- 
out,  producing  the  effect  so  very  desirable  and  which  is  very  seldom  obtained.  This 
combination  will  undoubtedly  prove  one  of  the  most  popular  caskets  upon  the  market. 
Ask  our  salesmen,  or  write  us  for  information  and  prices  ;  be  sure  and  lead  the  other 
man  in  showing  this  in  your  display  room. 


No.  146 


This  is  another  of  our  caskets,  perfect  in  every  detail.  Smooth,  heavy,  oval  mould- 
ings, three  inch  swell  top  with  massive  overlay  carvings  on  corners  and  romanesque 
name  plate.  This  case  is  furnished  with  any  of  the  numerous  panels  lined  with  satin 
or  Marceline  Silk. 

ALL  WE  ASK  IS  A  CHANCE  TO  PLEASE  YOU 

Also 

Oak  and  Mahogany  Caskets,  Robes,  Linings,  Hardware 
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BLOOD  SOLVENTS  AND  HOW  TO  REMOVE  DIS- 
COLORATIONS 

By  Geo.  B.  Dodge,  Inoenlor  and  Patentee  of  Concentrated 
Embalming  Fluids 

Alexander  the  Great,  though  the  most  remarkable 
man  of  his  day,  knew  nothing  of  blood  solvents  or  dis- 
colorations,  which  appear  on  the  bodies  of  the  dead 
in  these  modern  days.  Many  of  the  great  chemists  and 
scientists  of  the  old  world  and  the  new,  have  passed 
into  the  great  beyond,  not  knowing  of  an  "absolute 
blood  solvent"  that  would  change  coagulated  albu- 
minous substances  in  the  blood,  back  to  its  original 
liquid  red  blood  condition. 

He  who  kills  time  making  absurd  statements  "mur- 
ders the  opportunity  to  learn  something  that  is  really 
useful  to  mankind. ' ' 

A  helping  word  to  one  in  trouble  is  often  like  a 
switch  on  a  railroad  track — "an  inch  between  a  wreck 
and  smooth  rolling,  success." 

Who  are  the  people  that  are  doing  things,  those  who 
go  about  talking — talking — talking — or  those  who  are 
forever — busy — busy — investigating,  investigating — to 
find  the  truth  and  proclaim  it  to  the  world  for  the  bene- 
fit of  mankind? 

A  chemical  known  to  the  world  as  "Formaldehyde," 
was  produced  some  20  years  ago,  through  the  investig- 
ations of  an  old  world  chemist,  by  the  distillation  of 
wood  alcohol,  thereby  producing  "Formic-Aldehyde 
Gas,"  soluble  in  water,  in  40  per  cent,  solution.  This 
gas  proved  to  be  a  positive  "killer"  of  putrefactive 
germs. 

Putrefactive  chromogenic  germs,  by  their  action  up- 
on the  blood  and  tissues  bring  about  discolorations 
upon  dead  bodies. 

These  colors  may  be  black,  green,  red,  blue  or  yel- 
low, all  produced  by  the  chromatic  coloring  of  decom- 
posing blood  or  tissue — and  are  fatal  to  the  embalmers' 
reputation  if  not  removed,  when  they  appear  on  ex- 
posed parts  of  the  dead  body. 

Lucien,  the  Greek  satirist,  penned  a  skit  on  "how 
not  to  write  history."  Many  people  who  are  "wise" 
or  "otherwise"  have  a  picturesque  imagination,  and 
"know"  a  great  many  things  "that  are  not  so."  These 
people  should  not  "write  history"  nor  talk  about  blood 
solvents.  The  secret  of  success  is  in  knowing  the  things 
that  can  be  done,  and  how  to  use  and  what  to  use  to  do 
them. 

Formaldehyde  will  not  dissolve  blood,  nor  remove 
discolorations,  but  will  harden  and  dry  tissues,  and 
make  conditions  that  the  "prolific  putrefactive  chromo- 
genic germs"  are  backward  about  tackling. 

Nature  is  a  versatile  old  dame — she  never  duplicates. 
The  chemist  must  cater  to  versatility,  as  every  dead 
body  has  its  own  individual  condition.  This  is  why  the 
original  patented  concentrated  formula  is  the  only  one 
that  meets  this  variety  of  conditions  successfully. 

Twenty-five  years  is  a  short  time,  but  its  longer  than 
six  months. 

The  writer  was  over  twenty  years  in  producing 
"Concentrated  Embalming  Fluid." 

Six  months  later  every  fluid  manufacturer  had  an 
"imitation  just  as  good,"  with  water  added  in  a  larger 
bottle  to  get  around  the  patent. 

The  Result  of  Our  Idea  of  Concentration 

The  embalmer  is  getting  fluid  for  half  of  the  former 
cost. 

The  manufacturers  of  imitations  are  saving  $150,000 
a  year  on  bottles,  cases,  freight,  breakage,  freezing, 
cartage,  factory  room  and  handling. 

Did  you  ever  hear  of  any  manufacturer  giving  us 
credit  for  our  invention  of  concentrated  fluid,  on  which 


patent  was  granted  and  appropriated,  because  we  could 
not  spend  more  than  one  hundred  thousand  dollars 
against  fifty  infringers — some  of  them  with  a  half- 
million  dollars  capital. 

Never  a  thank  you  from  any  manufacturer  in  the 
United  States,  who  have  saved  more  than  a  quarter 
of  a  million  dollars  through  our  invention. 

Essential  oils,  glycerine,  alcohol,  boric  acid  in  com- 
bination with  one  other  ingredient,  makes  a  blood 
solvent. 

These  chemicals  combined  with  formaldehyde  make 
the  original  patented  concentrated  formula.  This 
formula  may  be  modified  by  reducing  the  quantity  of 
one  ingredient  and  increasing  any  or  all  of  the  other 
ingredients.  By  this  process  the  formaldehyde  can  be 
modified  to  suit  the  ideas  of  different  embalmers,  and 
produce  different  fluids  with  different  degrees  of  hard- 
ening and  other  formaldehyde  effects. 

The  chromogenic  germs  that  produce  discolorations 
"melt  away"  when  this  formula  is  used  in  proper  pro- 
portions that  balance  one  ingredient  with  the  other, 
and  there  is  no  other  formula  that  takes  its  place  with 
any  such  degree  of  success. 

There  should  be  just  enough  (oxygenated)  formalde- 
hyde used  to  harden  exactly  right,  and  at  the  same 
time  make  a  solution  when  added  to  water  that  is  a 
standard  disinfectant,  and  produce  a  good  color  with- 
out too  much  drying  of  the  skin  and  tissue. 

It  is  the  right  of  every  embalmer  to  know  the  for- 
mula he  is  using — instead  of  guessing  what  it  is  by 
reading  some  "Spread  Eagle  Advertisement." 

The  patent  on  Concentrated  Embalming  Fluids,  with 
its  superior  quality  formula,  should  be  appreciated 
and  respected  by  every  embalmer  in  the  world. 


Gossip  of  the  Profession 


Wright  Bros.,  Regina,  have  sold  out  their  under- 
taking business. 

Stanley  Mennish  of,  Strathroy,  Ont.,  is  going  into 
the  undertaking  business  at  Ingersoll. 

The  estate  of  G.  P.  McLaughlin,  undertakers,  Alex- 
andria, Ont.,  is  succeeded  by  G.  P.  McLaughlin  &  Co. 

The  Bellamy  Co.,  Moose  Jaw,  Sask.,  have  added  to 
their  equipment  a  new  automobile  ambulance,  fitted 
with  a  complete  electric  starting  and  heating  system. 

Dominion  Undertakers,  Ltd.,  is  a  new  undertaking 
concern  ineorijorated  by  Dominion  statute  with  head- 
(|uarters  at  Montreal.  The  capital  is  set  at  $25,000,  and 
the  charter  allows  the  company  to  deal  in  flowers, 
stone,  etc.,  besides  the  usual  purposes  for  which  it  is 
incorporated.  The  provisional  directors  are  Paul  St. 
Germain  and  other  lawyers  of  Montreal.  The  persons 
behind  the  project  remain  unknown. 


FUNERALS  BY  MOTOR  IN  SCOTLAND 

John  High,  a  Dundee,  Scotland,  undertaker,  recently 
conducted  a  funeral  in  which  all  the  cai-i-iages  used 
were  automobiles.  The  motor  hearse  was  a  15  horse- 
power chassis,  fitted  with  a  particularly  smooth-run- 
ning engine.  Four  uniform  motor  cabs  followed.  Mr. 
High  is  conducting  all  his  funerals  with  this  chassis, 
one  of  his  latest  being  out  in  the  country  some  14  miles. 
The  jnotor  hearse  ran  so  smoothly  over  the  country 
roads  that  the  floral  wreaths  remained  on  the  casket 
from  start  to  finish  without  moving. 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally Every  Good  Undertaker 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN  and 

why  YOU  Should  use  it! 


It  is  interesting  to  talk  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts  ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
Embalmmg  Fluid. 


We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  hs  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


The  Springfield  Metallic  Casket  Co'y  So™ 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caskets,  together  with  the  great  variety  of  styles,  is  proven  by  the 
uniform  satisfaction  among  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 


DARK  STATUARY  BRONZE  finish 
ANTIQUE  SILVER  finish 


Telegraph  word  "WASHINGTON" 
"  "IMPERIAL" 


The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  New  '^Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardivare,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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MAUSOLEUM  PROPOSED  FOR  BRANTFORD 

A  representative  of  the  Canadian  Mausoleum  Com- 
pany, Toronto,  has  presented  a  proposition  to  build  a 
mausoleum  in  Mount  Hope  (Jemetery,  Brantford.  The 
company  ask  that  the  city  grant  or  sell  about  half  an 
aci'e  of  land  in  the  cemetery  upon  which  to  build  the 
mausoleum. 

CANADIAN  EMBALMERS'  ASSN.  MEETING 

While  no  dehnite  dales  liave  l)een  set  as  yet  for  tlie 
annual  meeting'  of  the  Canadian  Embalmers'  Associa- 
tion it  is  expected  the  deliberative  sessions  of  that  body 
will  be  held  as  usual  at  Toi'onto  during  the  week  com- 
mencing September  1st — tlie  second  week  of  the  Exhi- 
bition. 


HAVE  YOU  ANY  QUESTIONS  TO  ASK? 

Believing  there  are  a  number  of  matters  that  shouhl 
be  more  fully  understood  by  embalmers  and  under- 
takers generally,  "The  Canadian  Furniture  World  and 
The  Undertaker"  will  be  glad  to  assist  in  clearing 
them  out  of  the  way,  and  for  this  purpose  would  wel- 
come the  receipt  of  letters  telling  of  difficulties  that 
may  be  in  the  path  of  those  engaged  in  the  pi'ofession. 
These  will  be  submitted  to  eminent  authorities  and  the 
solutions  published  in  the  various  issues  of  our  paper. 


PUT  ONE  OVER  ON  UNDERTAKER 

When  a  representative  of  P.  J.  McMahon's  under- 
taking firm  called  at  1202  South  Liberty  sti'eet.  New 
Oi'leans,  La.,  to  prepare  John  Kelly's  mother  for  burial 
a  few  days  ago,  he  was  shocked  when  the  aged  woman 
greeted  him  cheerfully  at  the  door. 

He  was  more  surprised  because  he  had  been  sent 
there  by  the  son,  who,  in  company  with  the  parish 
priest  of  St.  John's,  had  gone  to  their  establishment, 
told  a  story  of  poverty  and  want  and  obtained  their 
agreement  to  provide  a  free  funeral,  also  ^1.50  in  real 
money,  and  gone  away  Aveeping  to  make  other  neces- 
sary arrangements,  Avhich,  it  developed  in  the  first 
I'ecorder's  coui't  the  following  morning,  consisted  in 
the  mulcting  of  others  out  of  sympathetic  dollars. 
Father  Walsh  had  also  been  duped  by  the  young  nuin 
who  wanted  "beer  money." 

Kelly  has  been  under  suspicion  by  the  police  for 
many  months  and  is  suspected  of  the  perpetration  of 
many  sneak  thefts  and  other  irregularities.  This  is 
the  first  charge  they  have  succeeded  in  bringing  home 
to  him. 


BURIAL  WITHOUT  A  COFFIN 

"If  he  should  die  in  Great  Britain  his  body  should 
be  buried  without  a  coffin  on  the  banks  of  the  Findhorn, 
near  the  Soldiers'  Hole,  and  a  cairn  of  stones  erected 
over  him." 

This  instruction  is  contained  in  the  will  of  Captain 
W.  F.  C.  Gordon-Cnmming,  Avho  served  with  Bethune's 
Horse  in  the  South  African  war,  1899-1902,  and  at  one 
time  was  a  big  game  hunter.  He  left  estate  of  the 
gross  value  of  £20,665.  be(|ueathing  £2,000  and  an 
annuity  of  £r)2  to  his  nurse,  Janet  Tidey. — Undertakers' 
Journal. 


EASILY  SOLVED 

The  problem  of  the  high  cost  of  living  is  being  solved 
in  the  West.  An  undertaker  advertises:  "Why  pay 
rent  when  Jones  will  bury  you  foi'  $50?" — Boston 
Transcript. 


Program  of  Western  Canada 
Embalmers 

The  following  is  the  ]iiogiaiii  of  the  Ninth  Annual 
Convention  of  the  Western  Canada  Funeral  Directors' 
&  Embalmers'  Association  to  be  held  at  Brandon, 
-July  22  to  24,  obtained  thiough  the  courtesy  of  Mr. 
A.  B.  Gardiner,  the  secretary. 

TUESDAY,  JULY  22,  1913. 

10  a.m.     Call  to  ordei'. 
Invocation. 

Address  of  welcome,  by  Mayor  Fleming. 
Response,  A.  E.  Young,  Saskatoon. 
Address,  Rev.  W.  P.  Reide. 
President's  Annual  Message. 
Report  of  the  Secretary-Treasurer. 
Apiiointmeut  of  Sessional  Committees. 
Membership,  Examination,  Resolution. 

11.  a.m.    Introduction  of  Professor  R.  U.  Stone. 

Collection  of  dues. 
Social  half  hour  to  become  aeqiiantainted. 

Following  sessions  are  open  only  to  members  in 
good  standing. 

l.liO  p.m.  Lecture — "What  Constitutes  Embalm- 
ing," Professor  Stone. 

Report  of  Membership  Committee  and  recejition 
of  new  members  by  the  president. 

Paper,  "Sanitation  for  the  Undertaker,"  R.  J. 
Camjibell,  Brandon. 

Lecture,  "Anatomy  and  Physiology,"  Professor 
Stone. 

General  business. 

Question  Box. 

WEDNESDAY,  JULY  23,  1913. 

9.00   a.m.     Lecture,   "Anatomy   and  Physiology," 
continued.  Professor  Stone. 
General  business. 

Paper,  "A  Chairter  of  Experiences,"  T.  A.  Cars- 
eadden,  Virden. 
■    Lecture,  "Circulation,"  Professor  Stone. 

l.-SO  p.m.,  Lecture,  "Sanitary  Science,"  Professor 
Stone. 
Reports  of  committees. 

Address,  "The  relation  of  the  Undertaker  tu  the 

Health  Officer,"  Dr.  Pichard. 
Lecture,    "Different    methods    of  Embalming," 

Professor  Stone. 
Nomination  and  election  of  oflScers. 
Selection  of  i)lace  of  next  convention. 
Experience  of  new  members. 

THURSDAY,  JULY  24,  1913. 

9.00  a.m.  Lecture,  "Round  Table  Conference," 
Prof.  Stone. 

10  a.m.  General  lousiness. 

' '  l-'or  the  good  of  our  Association.'' 

Lecture,  "  Demi-Surgerv,  or  Ultra    Kmbalmiiig, " 

Prof.  Stone. 
Unfinished  business. 
Adjournment. 

A  special  feature  of  the  afternoon  and  e\ening 
will  be  a  visit  to  the  Dominion  Exhil)itioii. 

The  Western  Agriculture  &  Arts  Association 
assure  us  of  a  fair  as  yet  unsur|)assed  in  the 
West. 

No  member  should  fail  to  enjoy  this  most  delight 
ful  and  interesting  outing. 

Examinations  will  be  conducteil  foi'  those  dcsii  ing 
to  write  for  Diplomas,  on  Thursday  morning, 
from  9  to  12  a.m. 

A.  B.  GARDINER, 

Sec  'y-Treas. 
Winnijicg. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ABTS  AND  CRATTS  FUKNITUKE 

Geo.      McLagfiu      Furniture  Co., 

Stratford. 
John  0.  Mundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian    H.    W.  Jolins-Manville 

Co.,  Toronto. 

BABY  CARRIAGES. 
Gen-^ron  Mfg.  Co..  Toronto. 

BENT  WOOD  FURNITURE. 
John  0.  Mundell  &  Co.,  Elora. 
J..&  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 
Kensington    Furniture   Co.,  Goder- 

ich. 

Knechtel  Furniture  €o.,  Hanover. 
Geo.     McLagan  '  Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,  Meaford,  Ont. 
Orillia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Berts.  I,td.,  Ohesley. 
Tdcnl  Bertrtinsr  Cn,.  Toronto. 
Quality    Beds,    Limited,  Welland, 
Ontario. 

Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Knechtpl    Furniture    Co..  Hanover. 
Royal  Bed  Co.,  Grand  Valley. 

BED  SPRINGS. 
Knechtel   Furniture  Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett  &  Piatt  Spring  Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co..  Toronto. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 
Kensington   Furniture   Co.,  Goder- 
ich. 

Knechtel  Furniture   Co.,  Hanover. 

Dymond-Colonial   Co.'s,  Strathroy 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Malcolm  &   Souter.  Hamilton. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

CAMP  FURNITURE. 

Stratford  Mfg.   Co.,  Stratford. 

Ideal  Bedding  Co..  Toronto. 
CELLARETTES. 

Dymond-Colonial  Co.'s  Strathroy. 
CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Dymond-Colonial  Co.'s,  Strathroy. 

Knechtel  Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian   Rattan   Chair   Co.,  Vic- 
toriaville. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Imperial  Furniture  Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

I  'ppert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Dymond-Colonial  Co.'s,  Strathroy. 

CHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture    Co.,  Hanover. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Stratford  Ch.-iir  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHINA  CABINETS. 

Peppier  Bros.,  Hanover. 

Knechtel   Furniture   Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture   Co..  Toronto. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover, 

CRIBS  (Iron). 
Ideal  Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Montreal  Upholstering  Co.,  Mont- 
real, Que. 
Imperial  Rattan  Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DEN  FURNITURE 
Elmira  Furniture  Co,  Elmira,  Ont. 

DIVANETTES. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  (  o.,  Berlin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel   Furniture   Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 
DINING  SUITES. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co..  Elora. 

Peppier  Bros  ,  Hanover. 

Stmtford   Chair   Co.,  Stratford. 
DINNER  WAGONS. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Toronto  Furniture  Co.,  Toronto. 

Dymond-Colonial   Co.'s,  Strathroy. 

Peppier  Bros.,  Hanover. 

DRESSERS. 

Dymond-Colonial   Co.'s,  Strathroy. 

Knechtel   Furniture  Co.,  Hanover. 

Orillia   Furniture  Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
EXTENSION  TABLES. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin. 

Meaford  Mfg.   Co.,   Meaford,  Ont. 
FILING  DEVICES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co..  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  ~Mfg.   Co.,   Meaford,  Ont. 

HALL  TREES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUOHES. 
Ideal  Beddini'  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 


IRONING   BOARDS  AND 
DRYERS. 

Stratford   Mfg.   Co.,  Stratford. 

JARDINIERE  STANDS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

KITCHEN  CABINETS. 
Hamilton  Incubator  Co.,  Hamilton. 

KITCHEN  TABLES. 
Knechtel  Furniture  Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 
Meaford   Mfg.   Co.,    Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratford    Mfg.    Co..  Stratford. 

LIBRARY  TABLES. 

Peppier  Bro.s.,  Hanover. 

Dymond-Colonial   Co.'s.  Strathroy. 

Eimira  Furniture  Co,  Elmira,  Ont. 

Geo.      McLagan     Furniture  Oo., 
Stratford. 

Malcolm  &   Souter,  Hamilton. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
LUXURY  CHAIRS. 

Lippert   Furniture   Co.,'  Berlin. 
MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard   Beddine  Co.  Toronto. 
Antiseptic  Bed  Co.,  Toronto,  Ont. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 

Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Fxirniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Malcolm  &   Souter,  Hamilton. 

OFFICE  CJHAIRS. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel  Furniture   Co.,  Hanover. 
FT.   Kruz  Furniture   Co.,  Berlin. 
Stratford   Chair  Co..  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

PARK  SEATS, 
-Stratford   Mfg.   Co.,  Stratford. 
PARLOR  CJHAIRS  and  ROCKERS 
Ellis   Furniture   Co..  Ingersoll. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Waterloo  Furniture  Co..  Waterloo. 
PARLOR  SUITES. 

Elmira    Interior    Woodwork  Co., 
Elmira. 

Dymond-Colonial  Co.'s.  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Wnterlno  Furniture  Co..  Waterloo. 
OnM  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
PARLOR  TABLES. 

Geo.      McT-agan     Furniture  Co., 

Stratford, 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Flora  Furniture  Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel  Furniture   Co.,  Hanover. 
Peppier  Bros..  Hanover. 

PEDESTALS. 
Peppier  Bros..  Hanover. 
(Jeo.      McTiagan     Furniture  Co.. 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co..  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfe.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co..  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture   Co.,  Hanover. 


SCHOOL  FURNITURE. 

Globe  Furniture  Co.,  Waterloo. 
SIDEBOARDS. 

Knechtel   Furniture    Co.,  Hanover. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 

Stratford  Chair  Co.,  Stratford. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora. 

Kensington   Furniture   Co.,  Goder- 
ich. 

TELEPHONE  STANDS. 

Dymond-Colonial   Co.'s,  Strathroy 

TYPEWRITER  DESKS. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co..  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora 
Knechtel   Furniture   Co.,  Hanover 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal     Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mffr.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford 
Gendron  Mfg.  Co.,  Toronto. 
Stratford   Mfg.  Co..  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover 
Meaford  Mfg.   Co.,   Meaford,  Out. 
Stratford  Chair  Co.,  Stratford 


FACTORY  SUPPLIES 

CLAMPS.  » 

Batavia  Clamp   Co.,  Batavia    N  Y 

FURNITURE  SHOES. 
Onward  Mfg.   Co..  Berlin 

DRY  KILNS. 
Morton  Dry  Kiln  Co ,  Chicago 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood- 
stock. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
town.    N.  J. 

STERILIZED  HAIR. 
Griffin   Curled   Hair  Co.,  Toronto 

TRUCKS. 
W.   I.    Kemp  Co..   Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co..  Montreal 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 


UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 

James  S.  Elliott  &  Son.  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co..  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CEMENT  CASKETS. 

Canadian  Cement  Casket  Co.,  Pres- 
cott. 

CASKETS  AND  COFFINS. 

Dominion  Casket  Co.,  Guelph. 
James  S.  Elliott  &  Sons.  Prescott 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co..  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CHURCH  TRUCKS. 
Bomeardner   Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 
Egyptian     (Themical     Co.,  Boiton, 
Mass. 

H.    S.    Eckles     Co.,  Philadelphia, 
Pa. 

HEARSES. 
Mitchell  &  Co..  Tneersoll. 

SCHOOLS  OF  EMBALMINO. 
Canadian    School    of  Embalminf, 

UNDERTAKER'S  CHAIRS. 
Stratford  Mfg.  Co.,  Stratford. 
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For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


SPLENDID  OPENING  for  Casket  Salesman.  All  partiLulars 
in  first  letter.  XVZ,  c/o  Canadian  Furniture  World  and  The  Under- 
taker, 82  CoPHirne  St.,  Toronto,  Ont. 


YOUNG  MAN,  first-class  Undertaker  and  Embalmer,  desires 
position.  Location  no  object.  Apply  box  118,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  St.,  Toronto,  Ont. 


Every  Furniture 
Manufacturer 

installs  new  equipment  in  his  plant  from 
time  to  time — the  old  must  go! 

There  is  a  way  to  dispose  of  it — econ- 
omically and  effectively. 

Let's  tell  you! 

Canadian  Furniture  World  ^^tIZ'^'' 


Index  to  Advertisements 


Adams  &  Raymond  Veneer  Co.  .  57 

Albrough  &  Co.,  J.  P  12 

Antiseptic  Bedding-  Co  3 

Anlt  &  Wiborg   14 

B 

Baetz  Bros.  &  Co  8 

Batavia  Clamp  Co  6 

Berlin  Table  Mfg.  Co  6 

Berlin  Bedding  Co  5 

C 

Canadian  Linderman  Co  15 

Canadian  Cement  Casket  Co.  Ltd.  55 

D 

Davenport  Mfg.  Co  16 

Domestic  Specialty  Co  17 

Domin  on  Casket  Co  '>0 


Eckels  &  Co.,  H.  S  52 

Egyptian  Chemical  Co  65 

Elmira  Furniture  Co  4 

Elmira  Interior  Woodwork  Co  1 

Ellis  Furniture  Co  12 

Evel  Casket  Co  4fi 

G 

Gendron  Mfg.  Co  57 

Globe  Casket  Co  48 

Gold  Medal  Furniture  Mfg.  Co  13 

H 

Hamilton  Ideal  Mfg.  Co  18 

I 

Ideal  Bedding  Co  .39 

Imperial  Furniture  Co  12 

Imperial  Rattan  Co   58 

J 

Jamieson  &  Co.,  R.  C  14 

Johns-Manvillo  Co  16 


K 

Kemp  Co.,W.  1   57 

Kensington  Furniture  Co  19 

Knechtel  Furniture  Co  7 

Kohn,  J.  &  J  17 

L 

Lackawana  Leather  Co  17 

Lippert  Furniture  Co  8 

M 

Meaford  Mfg.  Co  4(1 

Mitchell  &  Co  48 

Morton  Mfg  Co  16 

Mundell  &  Co.,  John  C  i.f.c. 

McLagan  Furniture  Co  o.f.c. 

0 

Onward  Mfg.  Co  16 


Peppier  Bros    20 

Perrin  &  Co.,  Wni.  R  6 


Quality  Beds. 


Royal  Bed  Co   3 

S 

School  of  Embalming  57 

Semmens  &  Evel  Casket  Co  40 

.Springfield  Casket  Co  52 

Steele,  Jas.,  Limited  57 

Stratford  Chair  58 

Stratford  Bed  Co  11 

Stratford  Mfg.  Co  11 

T 

Toronto  Supply  Houses  57 

W 

Waterloo  Furniture  Co  U 

Waterloo  Spring  57 


Canadian  Cement  Casket 
Co.,  Limited 


PRESCOTT 


ONTARIO 


Manufacturers  of 

High-Grade  Cement 
Vaults  and  Caskets 

Fully  Patented  and 
Guaranteed  Impervious 
to  all  Subterranean 
Influences,  Forces 
and  Life 

Write  for  Detailed  Information 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 

Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhers',  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 
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ONTAEIO. 

Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford^ — 

Irwin,  James. 

Campden — ■ 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboeonk— 

Greenley,  A. 

Copper  Cliff— 

Boyd,  W.  C. 

Dung-annon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Halleybury — • 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — • 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefield — 

Hendren,  Geo.  Q. 

Little  Current — 
Sims,  J.  Q. 

"Markdale — 
Oliver,  M. 


Newmarket — 

Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakWOOd  —  ( Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohswekeu — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

■Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — ■ 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury- 
Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona^ 

Eraser,  D.  &  Co. 
x£alifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 

Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  M:iin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 


Kamsack — 

Russell,  G.  E.  ]  . 
Lanigan — 

Robertson,  Wn 
Rush  Lake — 

Friesen,  John  ]«. 

Prince  Albert- 
Howard,  A.  C. 

Regina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley— 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan 
dora  Ave. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement— but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


Is  Yours  a  Growing  Store? 


Building  :i 
Furniture 


Here  are  ideas  v^hich 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

'    The  Commercial  Press,  Ltd. 

Publishers  of  The  Canadian  Furniture  World  and  The  Undertaker 
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Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


Try  the  Waterloo  Spring  Co.  for 
Upholstering  Springs.    Made  of 
best  spring  wire  on  market. 

Sold  Wholesale  and  Retail 

Waterloo  Spring  Co. 

Waterloo,  Ont. 

^^^^^ 

Invalid  Chairs  and  Tricycles 
^^^1              of  every  description. 

fflBjjl^^^i                     This  has  been  our  study  for  thirty- 
^^Hl^^^^v_^            five  years.    We  build  chairs  that 
^^Sl^^^^k         suit  the  requirements  of  any  case. 
imP                              Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

^^53i^CGendron  Wheel  Co.,  Toledo,  0.  U.S.A. 

Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

/\ANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 

^J^rifr^J^^]  WALNUT 
AnJiRICAIS _  J   _ 


KEMP'S 


FACTORY  OR  XDI  T^^VQ 
FURNITURE       1  IV  V^IVO 

Platform-  48  x  27  inches;  Height  of  Truck— 14^  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel— 6J  inches  diameter;  \{  inch  Steel  Axle, 
turned ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platforms 
hardwood.  Weight,  I  50  lbs. 

Write  l/»  foT 
Pricem 


W.  I.  Kemp 

Co.,  Limited 

Stratford    •  Ontario 


IMPERIAL  FURNITURE  CO. 

ManufaclmeTS  of 

Turkish  Rockers,  Leather  Upholstered  Couches 
Hig'h  Grade  Enj^lish  Chairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 

Illuslraled  Price  List 

Manufactured  by    TARBOX    BROS.,  TorOntO 


STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 

4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent 
and  Invictus  Felt  Mattresses 


27-29  Davies  Ave. 


Toronto,  Ontario 


OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 


The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 
HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 


DEMISURGERY 

Mr.  ROBERT  STONE  of 

The  Canadian  School  of 
Embalming 

has  just  returned  from  New  York,  where  he  was  in 
consultation  with  Mr.  J.  E.  Crandall,  America's  fore- 
most exponent  of  Demisurgery. 

SPECIAL  COURSE 

in  Embalming  and  Demisurgery — July  5  th  to  1  5  th 

Canadian  Agents  of  the 

Demisurgical  Supply  Co.  of  New  York 


32  Carlton  St. 


Toronto,  Ont. 
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Imperial  Reed  and  Upholstered  Furniture 


Combines  strength  with 
beauty  in  a  way  that  will 
attract  and  hold  cus- 
tomers to  your  store. 


Stratford  is  a  mixed 
car  load  centre  and 
offers  you  excep- 
tional facilities  and 
reduced  rates  on 
car  lots. 


Reed  furniture  is  partic- 
ularly seasonable  just 
now  and  a  display  of  the 
Imperial  Line  on  your 
floors  will  create  a  de- 
mand from  that  class  of 
customers  with  whom  it 
pays  you  to  do  business. 


Imperial  Rattan  Company,  Limited 


Stratford,  Ontario 


HERE  ARE  TWO  GOOD  CHAIRS 


Our  Chairs  are  strictly  hig-li-grade  goods,  at  popular  prices- 
high  grade  in  style,  material,  construction  and  finish — in  every- 
thing that  goes  to  make  high-grade  furniture. 

This  means  profits 
to  you  and  satis- 
faction to  )Our 
customers. 

Our  line  embraces 
a  variety  of  styles 
and  patterns  and 
we  would  be  glad 


to  have 
quiries. 


your  m- 


Stratford  offer*  you 
reduced  rates  on  car 
lots. 


Stratford 
Chair  Co. 

Limited 

Stratford,  Ont. 
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Furniture  WoRLP 


Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


Group  No.  87 

:LAGAN  Dining  Room  Furniture  sells  to  dealers  because  of  its  high 
standard  of  excellence,  its  worthful  construction,  its  profit-producing 
capacity.    There  is  nothing  to  equal  it  for  the  same  money — medium  price. 


M' 


THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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New  Lines  for  Fall 

At  John  C.  Mundell  &  Co/s,  Elora 

They  not  only  attract  you,  but  compel  your  attention.  Bright,  cosy  looking  Rockers 
and  Arm  Chairs,  suitable  for  the  late  Summer  and  early  Fall  trade — Morris  Chairs 
and  Rockers  to  match,  in  cushions  of  imitation  leather  and  pantasote,  velour  and 
Spanish  leathers — Fireside  Rockers  and  Chairs  that  are  all  over  upholstered,  and  so 
easy  and  inviting  that  it  almost  rests  you  just  to  look  at  them. 

The  demand  for  Mission  Lines  and  Den  Furniture  will  be  greater  than  ever  this 
season.  Furniture  for  smoking  rooms,  libraries,  dens,  halls,  verandahs,  dining- 
rooms,  etc.,  will  be  sought  for  by  the  public — and  we  therefore  draw  your  attention 
to  the  completeness  and  variety  of  our  lines  of  Mission  Fumiture. 

We  shall  be  glad  to  send  you  a  set  of  blue  prints  illustrating  these  lines,  with  price  list. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 


LOOK  FOR  THE  RED  CROSS 


On  The  Bedding  You  Buy 


Here  are  a  few  facts  about  Antiseptic  Bedding-  that  may  be  new  to  you  and  which  are  important  because 
they  mean  added  sales  and  profits  for  you. 

Antiseptic  Bedding  wears  long^er  than  so-called  "cheaper"  bedding. 

Requires  less  attention  to  keep  in  perfect  condition. 

Absolutely  germ  and  moth  proof. 

Filling  is  comfortable  and  resilient  to  the  body. 

Sold  at  prices  to  meet  popular  demands  with  a  generous  allowance  of 
profit  to  the  retailer. 

//  these  facts  mean  anything  to  ypu  We  would  be  glad  to  receive  ^our  inquiries. 

The  Antiseptic  Bedding  Company 

187-189  Parliament  Street,  Toronto 


August,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


3 


The  demand  is  there 
— You  simply  have 
to  meet  it. 


Furniture  which  sells  at  sight  to  people  who  know 
quality  and  values  when  they  see  them  is  the  only  kind 
of  furniture  you  should  consider.  It's  the  kind  that 
inspires  confidence,  impels  co-operation  and  begets 
profits. 

That's  KNECHTEL  FURNITURE 


029E 
Bedroom 

Suite 
Commode 
to  Match 


The  illustrations  here  show  one  of  our  WHITE 
ENAMEL  BEDROOM  SUITES. 

There  are  a  number  of  other  designs  shown  in  our 
illustrated  catalogue  priced  as  fairly  to  you  as  to  us. 
This  is  the  only  basis  upon  which  really  good  furniture 
can  be  made  and  sold  to  the  satisfaction  of  manu- 
facturer, dealer  and  consumer. 


Knechtel  Furniture  Co. 

Limited 

Hanover,  Ont. 
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The  Elmira  Line 

The  only  line  fitted  with  the  Noiseless  Sliding  Shoe  Casters  gratis 


Elmira  Rockers 
mean  Big  Sales 
and  Big  Profits 
for  the  Dealer 

Eventually 
The  Elmira  Line 
Why  Not  Now? 


No.  418  Rocker,  Quartered  Oak  and  Mahogany 
Polished 


The  Elmira  Furniture  Co.,  Limited 


No.  406  Rocker,  Quartered  Oak  and  Mahogany 
Polished.    Chair  to  Match 


Elmira 


Ont. 


MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 

In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


J-M 

Asbestos 
Table  Covers 
and  Mats 


The  Standard  Line  from  which 
you  can  easily  select  a  stock  that 
will  please  every  customer.  Made 
in  all  sizes — styles  and  grades  to 
meet  any  purse. 

Being  the  largest  manufacturers 
in  this  line,  our  low  prices  enable 
you  to  give  best  va'ue  and  make 
largest  profit. 

Write  nearest  branch  for  Booklet 
and  special  low  prices  to  dealers. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  Limited 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


^^TOC  'Asbestos  Roofings,  Packings 
SI  'y Electrical  Supplies,  Etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 

1551 
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Adaptability 

Not  only  will  the  Linderman  Automatic 
Dovetail  Glue  Jointer  do  the  highest 
grade  joint  work  possible  in  flat  or  straight 
joints  but  it  can  be  used  for  almost  an) 
class  of  work  desired  in  a  furniture  or 
general  woodworking  plant.  The  illus- 
trations shown  herewith  are  but  a  very 
few  examples  and  in  all  cases  economy 
in  labor,  glue  and  lumber  stand  out  as 
permanent,  positive  benefits  to  the  user. 
Upon  request  we  will  gladly  send 
samples  showing  the  actual  results  and 
explain  in  detail  the  economies  that  we 
can  effect. 


Canadian  Linderman  Company,  Limited 

-WORKS  AT- 

MUSKEGON,  MICH.  WOODSTOCK,  ONT. 


/7 
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We  are  sole  manu- 
facturers of  Exten- 
sion Tables  equipped 
with  the  New  Slide 
Attachment. 


See  that  all  Exten- 
sion Tables  you  buy 
are  fitted  with  this 
new  and  most  con- 
venient table  adjust- 
ment. 


NEW  SLIDE  A  TTACHMENT 

The  above  illustration  shows  the  mechanism  of  this  wonderful  table  improvement,  and  a 
g'lance  will  show  you  that  simplicity  is  the  dominant  feature. 

In  fact  it  is  so  simple  a  child  can  operate  it.     By  merely  pulling  on  the  one  side  onl}-, 
both  halves  of  the  table  are  opened  and  it  can  be  opened  or  closed  from  either  end. 
The  mechanism  is  made  entirely  of  cold  rolled  steel,  and  friction  is  reduced  to  a  minimum. 
When  assembled  no  part  is  visible. 

Extension  Tables  fitted  with  the  New  Slide  Attachment  sell  on  sight. 

The  Berlin  Table  Manufacturing  Co.,  Limited 

BERLIN      -  ONTARIO 


HOW  MANY  

Halls  are  being  erected  in  your  locality  ?  They 
offer  you  a  splendid  opportunity  for  the  sale  of 

Portable  Assembly  Seating 

Get  after  them  and  be  sure  you  sell  the  best — Stratford. 
By  so  doing  you  insure  future  patronage  and  the  best  of 
profits. 

Beside*  (eating  with  slat  back  and  seat  {tis  illustrated) 
we  make  it  with  Veneer  back  and  seat. 

CATALOG  AND  PRICES  UPON  REQUEST 

Stratford  Mfg.  Company,  Limited 

STRATFORD      -  ONTARIO 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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BAETZ  BROTHERS  &  COMPANY 

Berlin       ::  Ontario 


No.  304 

Arm  Chair  and 
Rocker 

In  Solid  Cuban  Mahogany 


A  new  line  of  Stuff-Over 
and  Cfiesterfield  Chairs  and 
Suites  IS  now  being  shown 
by  our  representatives. 

ASK  TO  SEE  THEM 


THE  LUXURY  CHAIR 

Gives  genuine  comfort  and  is  the  only  automatic 
reclining  chair  on  the  Canadian  market;  the  chair  which 
automatically  adjusts  itself  to  any  position  desired  by  the 
occupant.  A  little  extra  pressure  on  the  back  is  all  that  is 
necessary  to  adjust  same  to  any  desired  position. 

By  taking  one's  weight  off  the  back  the  chair  adjusts 
itself  automatically  to  its  original  position. 

We  carry  a  complete  range  of  designs  of  these  chairs. 
Ask  our  representative  to  show  them  to  you  on  his  next 
trip,  and  write  us  for  catalog  and  prices. 

Our  No.  711 'A  is  made  in  Quartered  Oak, 
in  any  oak  finish,  automatic  back  with  foot 
rest,  spring  seat  and  upholstered  in  leather. 

These  chairs  are  manufactured  and  sold  exclusively  by 


Luxury  Chair 


The  Lippert  Furniture  Co.,  Limited 

Berlin,  Ontario 
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STRATFORD  BRASS  BEDS 


STRATFORD  BED  COMPANY 


STRATFORD 
ONTARIO 


We  Invite  You  to  Call  on  Us 

(AT  585  QUEEN  STREET  WEST) 

On  your  way  lo  the  Toronto  Exhibition  (Aug.  23  to 
Sept.  8)  call  in  at  our  show  rooms  and  see  the  ex- 
cellent values  we  are  exhibiting  in 

Upholstered  Furniture 

WE  will  be  showing  our  complete  line  both  in 
Medium  Priced  and  High  Grade  Goods,  and  you 
should  not  overlook  this  opportunity  of  making  your 
visit  to  Toronto  a  highly  profitable  one. 

Don't  forget— 585  Queen  St.,  West 

Imperial  Furniture  Company,  ^^^oronto^ 


'  Tliis  Ijiliel  Ounraiil 


I 


ALB ROUGH 


(iUAKANTEKU  UPHOLSTERED 


FURNITURE 

lnt»er'3oll  v  Canada.  . 


GUARANTEED  UPHOLSTERED  COUCHES 

There  are  new  features  in  connection  with  our  comprehensive  line  of  couches  for  1913  which 

no  dealer  can  afford  to  overlook. 
Every  Albrough  Couch  has  an  individuality  and  artistic  beauty  that  is  appreciated  by  critical 

customers.     IVrite  for  Information. 


J.  P.  ALBROUGH  &  CO., 


IngersoU,  Ontario 
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THIS  SEASON'S  LEADERS 


IN  BENTWOOD 

For  High-Class  Cafes, 
Dining  Rooms,  Tea 
Rooms,  Hotels,  Etc. 

Other  excellent  designs  at 
our  showrooms  at 

215-219  Victoria  Street 
TORONTO 

Jacob  &  Josef  Kohn 

Vienna,  Austria 


335B 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather. 
Finish  sun  and  water 
proof. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 
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ill     1 1 

Jamieson's 

"50" 

FLAT  VARNISH 


I 


I 


A  Varnish 
that  won't  show 
Brush  Marks  and  which 
gives  the  rubbed  effect 
to  perfection — a  most 
convenient  and  satis- 
factory flat 
finish 

R.  C.  Jamieson  &  Co. 

LIMITED 
Established  1858 

MONTREAL        -  VANCOUVER 


Varnishes  of  Proven  Reliability 


FIRST  COATER — A  very  pale  durable  varnish.    Brushes   easily,  sets 
quickly. 

FURNITURE    CABINET    COACH— Very  pale.      Brushes  easily  and  dries  hard 

over  night  with  a  high  finish.  Can  be  rubbed 
in  two  days  if  necessary. 

ANGLO  DRIERS — Very   pure   and   powerful.     Mix   readily  with  all 
varnishes. 

Our  varnishes  and  finishes  are  made  of  the  purest  and  most  lasting  materials  and  are  an  absolute  surety  of  perfect  work 

Prices  sent  on  application 

Ault  &  Wiborg  Company  of  Canada,  Limited 


MONTREAL 


Varnish  Works,  Toronto 


WINNIPEG 
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Satisfy  Every  Customer 

and  get  the 

Waterloo  Monimaliers 

on  your  floor 

A  Real  Snappy  Line  of 

Parlor,  Den  and  Living  Room 

Suites 

Priced  in  Reason  Ever^  Season 
and  Every  One  a  Read))  Seller 

Write  to-day  for  Blue  Print  Booklet 

Waterloo  Furniture  Company 

Limited 

Waterloo       -  Ontario 
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No.  203 


Are  Business  Men 
Passing  Your  Store 

and  going  to  the  exclusive  Office  Furniture  Man 
down  the  street  for  their  requirements  ? 

If  so  you  are  losing  profits  that  might  easily 
be  yours. 

Get  a  supply  of 

ELMIRA  OFFICE  FURNITURE 

on  your  floors,  let  the  business  men  in  your  v'icinity  know  that  it  is  "  Elmira  "  and  you'll  soon  be  able 
to  compete  with  Exclusive  Office  Furniture  Man  on  a  firm  reliable  basis  and  all  to  your  good  profit. 

The  illustration  gives  you  a  good  idea  of  the  high  grade  line  of  Office  Desks  we  manufacture. 

Made  in  Birch,  Oak  or  Solid  Mahogany 

Send  sample  order  for  a  few.    Price  list  on  application 

The  Elmira  Interior  Woodwork  Co.,  Limited 

ELMIRA    ::  ONTARIO 


It  Means  Money  For  You 

If  you  safeguard  the  interests  of  your  customers  by  telling  them  that  the 

Onward  Sliding  Furniture  Shoe 


will  prevent  the  tearing,  scarring  and  despoiling 
of  their   beautiful  carpets  and  hardwood  floors. 

It  will  pay  you  to  get  all  your  furniture  and  metal  beds  equipped  with 
Onward  Sliding  Furniture  Shoes  direct  from  the  manufacturer.  Made 
with  Glass  Base  and  Mott  Metal  Base  in  all  styles  and  size*. 


The  New  Way 
Manufactured 
only  by 


Send  for  our  Free  Descriptive  Circular 
and  Trade  Discounts 


Onward  Manufacturing  Co. 


The  Old  Way 

FactorieB 

Berlin,  Ont.  and  Menasha,  Wise. 


Make  Money  Out  of  Baled  Waste  Paper 

Any  retail  merchant  and  furniture  dealer,  large  or  small,  can  make  money  out  of 

SCHICK'S  All  Steel  Baling  Press  for  Waste  Paper 

Ii  quickly  and  easily  makes  bales  weighing  150  pounds,  measuring  18  x  20  x  33  inches. 
One  boy  can  operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste  paper  greatly  reduces  fire  risk  and 
of  en  gives  you  a  lower  insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it.  There 
is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  discounts  shown  in  catalog  No.  75. 

DAVENPORT  MFG.  COMPANY,  Davenport,  Iowa,  U.S.A. 
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The  Gold  Medal  Une 


THIS  IS  OUR 

New  Roll  Edge  "Favorite"  Mattress 

Made  in  Seven  layers  of  Sanitary  Fibres  and  Jute  Felt.  Closely  tufted 
with  54  White  Cotton  Tufts  each  side.  Closely  stitched  with  a  neat  Roll 
Edge  all  around.    A  good  strong  fancy  stripe  Sateen  Ticking. 

^^Gold  MedaF'  Perfect,  One  Motion  Davenports 

and  Divanettes 

"Gold  MedaF^  Upholstered  Furniture 

"Gold  Medal"  Felt  Mattresses 

" Hercules''    Bed   Springs,    Camp    Beds,  Steel 
Sliding  Couches,  Steel  Camp  Beds 

Our  New  Patent 

"  NEVERSTRETCH  "  MATTRESSES 

are  so  constructed  that  the  loose  pleats  between  the  tufts 
are  eliminated  and  a  smooth  even  surface  is  the  result,  so 
that  there  is  no  loose  ticking  to  allow  for  stretching.  Try 
a  sample  with  your  next  order.  Made  mostly  in  the  Felt 
filling. 

Gold  Medal  Furniture  Mfg.  Co.,  Ltd. 

Head  Office :  TORONTO,  Ont. 
MONTREAL  WINNIPEG  UXBRIDGE 


14 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


August,  1913 


1 


ROBERTSON 


SOCKET 
HEAD 


Wood  Screws 


-m 


See 
That 
Square 
Hole 


Pat.  Feb.  2,  1909 


THIS  IS  A  REAL  WOOD  SCREW  ^ 

It  is  driven  by  a  specially  designed  screw  driver  which 
fits  snugly  into  the  square  hole  in  the  head  and  there 
it  stays  until  the  work  is  done.  This  is  the  only  wood 
screw  of  its  type  on  the  market  and  is  especially 
adapted  to  all  work  connected  with  the  manufacture 
of  all  kinds  of  furniture. 

TRY  IT 

It  is  driven  with  less  exertion.  The  driver  does  not  slip  and  cut  the 
fingers  or  disfigure  costly  furniture  or  woodwork.  No  ragged  slots  after 
driving.  Saves  time  and  labor,  money  and  material.  We  make  the 
drivers  in  all  suitable  styles. 

Drivers  Free  with  First  Order 

Our  Goods  are  Guaranteed  Our  Prices  are  Right 


Samples,  prices  and  catalogues  on  application 


The  P.  L.  Robertson  Manufacturing  Company 

MILTON,  ONTARIO 


LIMITED 
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For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  moneu  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


Is  Yours  a  Growing  Store? 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  arc  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Puhlishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


Algonquin 

National 

Park 

The  I  deal  Summer  R  esortfor 
Camper,  Fishermen,  Canoeist 


Camp  Nominigan^In  the  heart  of  one  of  the  best  fishing  districts  in  Canada 


200  miles  north  of  Toronto 

Altitude  2,000  feet  above  sea  level 


175  miles  west  of  Ottawa 

Good  Hotel  Accommodation 


The  New  Camp  Hotel  "Camp  Nominigan" 

bein^  inaugurated  this  season,  will  prove  attractive.  The  sort  of  camp  is  new  to 
the  "  Highlands  of  Ontario."  It  consists  of  log  cabins  constructed  in  groups 
in  the  heart  of  wilds  comfortably  furnished  with  modern  conveniences,  such  as 
baths,  hot  and  cold  water  always  available. 

Handsomely  illustrated  folder  free  on  application  to  J.  D**McDonald,  Merchants  Loan  &  Trust  B  dg.,  112  West  Adams  St., 
Chicago,  111.,  F.  P.  Dwyer,  290  Broadway,  New  York  ;  J.  Quinlan,  Bonaventure  Station,  Mcntreat;'  C.  E.  Horning-,  Union 
Station,  Toronto  ;  E.  H.  Boynton,  25t)  Washington  St.,  Bo.ston  ;  A.  B.  Chown,  507  Park  UiaiJing,  Pittsburg,  and  M.  H. 
Morgan,  285  Main  St.,  Buffalo. 


G.  T.  BELL,  Passenger  Traffic  Manager 
MONTREAL 


H.  G.  ELLIOTT.  General  Passenger  Agent 
MONTREAL 
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Outlook  for  In  spite  of  the  stringency  in 

Fall  the  money  market  the  furni- 

Furniture  ture  manufacturers  of  Canada 

Trade.  are  looking  for  a  fairly  good 

business  next  fall.  Taken  on 
the  whole  it  is  not  likely  to  be  as  large  as  in  the  fall  of 
1912,  but  business  then  was  unusually  large. 

The  weak  spot  in  the  trade  situation  is  the  West. 
Whether  the  crops  be  good  or  bad  the  furniture  manu- 
facturers do  not  anticipate  doing  a  large  business  in 
that  part  of  the  Dominion.  They  are  unanimous  in 
this  opinion  as  far  as  The  Furniture  World  is  able  to 
gather.  They  feel  that  while  the  crop  outlook  is  good,  it 
will  be  some  time  before  business  conditions  will  fully 
recover  from  the  effects  of  the  real  estate  speculations 
of  the  past  few  years. 

In  the  meantime  manufacturers  in  the  East  are  not 
pushing  for  business  in  the  West.  They  do  not  believe, 
however,  that  the  situation  in  the  West  is  serious. 
They  look  upon  it  as  a  temporary  indisposition,  caused 
by  over  indulgence  which  a  short  period  of  careful 
dieting  will  correct. 

No  one  has  lost  faith  in  the  West.  Confidence  in  its 
future  is  as  firm  as  ever. 

As  far  as  Ontario,  Quebec  and  the  Maritime  Pro- 
vinces are  concerned,  a  good  fall  trade  is  anticipated 
by  the  furniture  manufacturers.  In  fact,  some  express 
the  opinion  that  it  will  be  even  larger  than  that  of 
last  year.  This  may  possibly  be  explained  by  the  fact 
that  not  only  are  the  natural  industries  of  these  pro- 
vinces in  good  condition,  but  the  manufacturers,  liaving 
less  desire  to  push  for  business  in  the  West,  are  giving 
a  little  more  of  their  attention  to  the  East.  And  a 
little  more  effort  in  any  direction  usually  brings  a 
little  more  business. 

Summer  furniture  in  the  window  has  reminded 
many  a  housewife  of  an  unrealised  need. 

A  Lesson  The     furniture     dealer  who 

Taught  by  launched  the  first  August  fur- 

the  August  niture  sale  was  not  a  fatalist. 

Sales.  He  did  not  believe  that  be- 

cause August  was  seasonably  a 
(juiet  month  that  to  attempt  to  make  it  anything  else 


would  prove  abortive.  He  felt  that  there  were  ways 
and  means  of  awakening  dull  trade  as  well  as  moving 
a  baulky  horse. 

The  success  which  has  crowned  the  August  sale  move- 
ment is  proof  of  what  can  be  done  to  give  a  fillip  to 
business  at  a  time  when  it  is  supposed  to  be  lifeless. 

To  the  man  wlio  is  resourceful  and  ever  on  the  alert 
for  ideas  that  are  new  there  is  never  any  time  the 
year  round  when  a  little  extra  life  cannot  be  put  into 
business. 

It  is  merely  a  matter  of  doing  the  trick  in  a  way 
a  little  different  from  that  which  those  in  a  rut  would 
do  it. 

Those  who  conceived  the  August  furniture  sale  and 
carried  it  to  a  successful  issue  did  not  expect  that  the 
desired  result  would  be  obtained  by  merely  expressing 
it.  They  knew  there  must  be  hard  working  and  deep 
thinking  as  well  as  the  exercise  of  much  faith. 

Where  faith,  works  and  a  meditative  mind  are  founds 
co-operating  something  worth  while  is  usually  brought 
forth.   It  cannot  be  otherwise. 

The  men  who  originated  the  August  furniture  sales, 
as  well  as  all  other  special  sales,  were  men  who  recog- 
nized that  in  advertising  and  window  displays  they 
possessed  potent  forces  for  carrying  their  ideas  to  a 
successful  consummation.  And  the  army  of  dealers  who 
have  followed  in  their  footsteps  have  recognized  the 
fact  that  without  these  two  factors  August  furniture 
sales  would  produce  but  poor  results. 

A  "  natty  "  customer  is  not  likely  to  be  favor- 
ably impressed  with  a  disorderly  furniture 
store. 

Trade  of  There  is  one  class  of  trade  that 

Summer  a  number  of  furniture  dealers 

Cottagers.  do  not  make  any  special  effort 

to  secure,  and  that  is  that  of 
those  who  take  up  their  temporary  residence  in  summer 
cottages. 

Furniture  may  not  be  in  such  general  demand  as 
other  kinds  of  merchandise  that  is  required  by  the 
occupiers  of  summer  cottages,  but  that  quite  a  little 
of  it  IS  reciuired  there  can  be  no  doubt. 

To  reach  this  kind  of  trade  advertising  is  necessary 
Ihis  advez-tising  may  not  be  confined  to  any  one 
method.  Some  use  local  newspapers  and  nothing 
else.  Others  use  circulars,  letters  and  booklets,  dis- 
tributing them  periodically  among  the  summer  cot- 
tages in  their  vicinity.  A  hardware  dealer  in  a  northern 
Ontario  town  holds  over  from  the  preceding  Christmas 
a  couple  of  hundred  calendars  which  he  hands  out 
to  the  residents  of  local  summer  cottages  as  oppor- 
tunity affords.  All  this  is  supplementary  to  his  regular 
advertising.  As  one  of  the  things  that  residents  of 
summer  cottages  forget  when  leaving  their  city  homes 
is  a  calendar,  the  thoughtfulness  of  this  mei-"ehant  is 
ap])reciated  and  helps  him  to  secure  business.  Thei-e  is 
no  reason  why  furniture  dealers  could  not  do  the  same 
thing. 

A  resourceful  furniture  dealer  will  find  a  number 
of  ways  whereby  he  can  reach  the  summer  cottagers 
in  his  vicinity. 

Diplomacy  is  just  as  essential  in  business  as 
it  is  in  politics. 

A  Furni-  Sir   Charles   Allom,  recently 

ture  knighted  by  King  George  is 

Knight.  a  member  of  \\u^  fiii-niture  firm 

of  White,  Allom  &  Co.,  London 
As  there  is  n    f'ass  of  men  who  eater  more  than  furni- 
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ture  dealers  to  the  comforts  of  poor,  tired  humanity, 
why  shouldn't  one  of  them  be  occasionally  knighted? 
Surelv.  when  humanity  cannot  do  without  the  furniture 
dealer  the  list  of  knights  could  scarcely  be  accounted 
complete  without  the  name  of  a  furniture  dealer  being 
inscribed  thereon.  It's  to  His  Majesty's  credit  that  he 
recognizes  the  fact. 

Discourtesy  is  even  more  offensive  to  customers 
in  the  ''dog  days''  than  it  is  when  the  tem- 
perature is  at  freezing  point  and  tempers  are 
not  likely  to  boil  over  so  easily. 


Paying 

Qualities 

of  Exhibitions. 


There  is  something  wrong  with 
the  vision  of  the  dealer  who 
cannot  see  any  good  in  furni- 
ture exhibitions. 
Compared  with  the  ordinary  general  exhibition,  that 
appertaining  to  furniture  alone  is  Avorth  a  great  deal 
more  to  the  dealer.   From  a  purely  business  standpoint 
the  value  of  the  one  to  the  other  is  as  dollars  to  cents. 

At  a  general  exhibition  the  dealer  who  goes  about 
with  his  eyes  and  ears  open  will  undoubtedly  pick 
up  ideas.  But  it  is  when  he  attends  a  furniture  exhibi- 
tion that  it  is  really  possible  for  him  to  gather  a  crop 
of  ideas  that  will  be  of  direct  benefit  to  his  business. 

At  a  furniture  exhibition  he  sees  for  himself  tlie 
latest  designs  and  effects.  It  is  also  possible  for  him 
to  gather  some  ideas  in  regard  to  the  making  of  effect- 
ive displays  on  the  floor  of  his  store.  As  far  as  pur- 
chasing is  concerned  there  are  no  conditions  under 
which  he  can  do  so  more  favorable. 

And  then  he  rubs  shoulders  with  dealers  from  far 
and  wide  the  country  over,  during  the  process  of  which 
ideas  and  experiences  are  exchanged  which  cannot  but 
be  helpful. 

To  visit  a  furniture  exhibition  may  pay  some  thirty 
fold,  and  save  a  hundred  fold,  or  even  more.  But 
whatever  the  dividend  may  be  it  will  in  all  cases  be 
substantial. 

Do  not  forget  to  remind  the  summer  cottagers 
in  your  neighborhood  that  you  are  able  to  sup- 
ply their  furniture  needs. 

Furniture  There  is  probably  no  class  of 

Dealers  as  business  men  who  have  learned 

Advertisers.  better  the  lesson  of  advertising 

than  the  furniture  dealers  of 
Canada.  This  characteristic  applies  to  the  furniture 
dealers  in  all  parts  of  the  country. 

Some  advertisements  are  undoubtedly  better  than 
others,  and  all  could  no  doubt  be  improved  upon. 
But  that  the  average  is  so  good  is  a  matter  for  con- 
gratulation. Anyone  can  prove  this  for  himself  by 
glancing  through  the  columns  of  the  daily  and  weekly 
newspapers  that  are  published  in  the  different  cities 
of  the  country. 

To  dealers  whose  faith  in  advertising  is  so  week 
that  they  have  not  yet  had  the  strength  of  will  to 
exercise  it,  an  examination  of  what  those  who  have 
faith  in  advertising  are  accomplishing  is  strongly 
recommended. 

Business  men,  after  a  year  or  more  of  experience  in 
advertising,  do  not  increase  their  appropriations  for 
this  purpose  if  the  results  have  proved  unsatisfactory. 
They  simply  quit. 

As  a  matter  of  fact,  advertising  is  one  of  the  most 
potent  business  producing  factors  in  the  furniture 
trade.    There  are  still  some  who  man:. go  to  get  along 


without  it.  But  that  they  would  get  along  much 
better  with  it  there  can  be  no  doubt. 

Dealers  have  been  heard  to  say  that  they  would 
advertise  if  they  only  knew  how  to  prepare  good  copy. 
Where  there  is  a  will  there  will  soon  be  found  a  way. 

Every  man  who  sells  furniture  is  able  to  talk  to 
customers  regarding  its  selling  points.  This  is  practi- 
cally all  there  is  to  do  in  the  preparation  of  advertising 
copy.  Give  the  news  regarding  styles,  quality  and 
price.  Give  it  in  terse,  plain  language,  and  you  will 
soon  have  effective  copy. 

The  dealer  who  does  not  advertise  is  under  a  serious 
handicap  in  the  race  for  business. 

An  August  furniture  sale  without  advertising 
would  be  about  as  impotent  as  a  can?ton  with- 
out gunpowder. 

Letters  Among  the  hundred  and  one 

as  Trade  dift'erent  methods  and  schemes 

Getters  which  the  resourceful  dealer 

may  employ  in  developing  his 
business  there  is  one  at  least  that  is  within  the  reach 
of  everyone  in  the  country. 

And  that  one  is  letter  writing  to  the  customers  and 
probable  customers  in  his  vicinity. 

There  are  a  good  many  dealers  throughout  the 
country  who  are  situated  in  places  where  good  news- 
paper facilities  are  to  be  obtained.  But  a  sheet  of  note 
paper,  an  envelope  and  a  postage  stamp  are  within  the 
reach  of  all. 

Effective  letters  need  not  be  literary  in  style.  The 
desirable  thing  is  to  couch  them  in  language  that  will 
interest.  And  the  language  that  will  interest  is  that 
which  tells  in  simple  words  about  the  particular  line 
of  goods  which  it  is  desired  to  sell. 

When  the  average  salesman  is  endeavoring  to  sell 
a  customer  who  is  standing  before  him  an  article  of 
merchandise  he  does  not  concern  himself  about  the 
style  in  which  he  shall  clothe  his  words.  He  is  so  keen 
to  sell  and  so  full  of  enthusiasm  that  he  talks  in  a 
natural  way  about  the  quality  of  the  goods  and  tries 
to  persuade  the  customer  to  come  around  to  his  view 
of  the  matter. 

That  is  all  that  is  necessary  in  a  business  letter  in 
order  to  make  it  effective. 

Keep  your  eye  on  the  catalogues  of  the  mail 
order  houses.  It  will  assist  you  to  gather  help- 
ful information . 


Getting  the  Most 
Out  of  Business. 


It  is  not  only  necessary  for 
the  dealer  to  know  himself  in 
order  to  attain  success ;  but  it 
is  also  necessary  that  the  probable  customers  within 
the  sphere  of  his  business  possibilities  should  know 
him. 

Good  window  displays,  a  bright  and  attractive  store 
interior,  and  good  service  generally  will  do  a  great 
deal  to  bring  this  about.  People  talk  about  the  store 
that  gives  good  service. 

But  he  who  would  get  the  best  out  of  the  service  he 
renders  must  not  confine  himself  to  the  publicity  he 
obtains  from  the  remarks  of  commendation  that  are 
carried  by  those  who  are  speaking  from  experience. 
Such  publicity  is  limited  indeed,  excellent  and  all  as 
it  is. 

He  should  enlarge  his  publicity  by  using  the  col- 
umns of  his  local  newspapers.  By  this  means  he  can 
acquaint  more  people  in  one  week  with  the  facts  about 
his  store  than  he  could  without  it  in  a  year. 

Good  advertising  in  the  concrete  is  really  store  news. 
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Selling  Furniture  Lines  in  Mid  Summer 

Plans  and  methods  adopted  to  change  July  and  August  to  good 
business  months  —  Sales  increase  as  results  of  inducements  to 
buy — Carpets,  furniture  and  bedding  lines  sed  because  buying 
public  get  value  and  are  asl^ed  to  come  and  see. 


From  being  the  slowest  furnitiu'e  selling  months 
of  the  year  to  among  the  best  of  the  normal  business 
months — such  is  tlie  transition  that  has  taken  place  with 
July  and  August  in  the  furniture  world  during  the 
past  half  a  dozen  years. 

"There  was  a  time,  and  not  so  many  years  ago, 
either,"  said  a  prominent  dealer,  a  few  days  ago,  in 
speaking  of  the  better  selling  of  furniture  in  mid- 
sununer,  "  when  we  might  just  as  well  close  up  our 


J^J^^^^^    A  guaranteed  Bissell  Carpet  Sweeper 
will  be  given  to  all  purchasers  of  Floor 
Coverings  placing  an  order  of  $25  or  more  during  our 

Big  July  Carpet  Sale 


An  ortor  of  a  present  to  induce  carpet  sales  during  midsuniiner  made  Ijy 
Toronto  retail  furniture  tirin. 

stores  during  July  and  August,  sq  far  as  profits  were 
concerned,  and  we  would  be  as  w'ell  otf  as  if  we  kept 
our  stores  open  during  the  summer  season.  But  since 
we  were  in  business,  and  necessarily  had  to  keep  our 
stores  open,  the  proposition  before  us  w^as  to  make  it 
worth  while  to  attend  our  stores  every  day,  and  so 
we  thought  there  must  be  some  method  of  doing  this — 
and  there  was.  The  line  we  worked  along  was  similar 
to  that  adopted  by  the  furniture  trade  in  January 
and  February — months  naturally  slack  immediately 
following  a  big  holiday  buying  season.  If,  we  argued, 
we  can  iiuike  a  successful  selling  season  during  the 
winter  months  of  January  and  February  with  carpets 
and  furniture,  when  the  family  jjurse  has  been  some- 
what depleted  after  Christmas,  we  should  be  able  to 
do  as  well  during  the  summer  months  of  July  and 
August,  when  there  is  more  money  in  the  purse,  even 
though  some  of  it  is  intended  to  be  laid  out  in  taking 
the  family  for  a  holiday. 

"With  this  idea  in  mind  we  inaugurated  these  sum- 
mer sales,  devoting  July  to  the  sale  of  carpets,  and 


All  Floor  Coverings 

Bought  during  our  Big  July  Carpet  Sale 

FREE 


SEWED,  LINED 
AND  LAID 


One  of  the  inducements  made  to  stir  up  cai  pet  sales  in  midsummer. 

August  to  furniture  selling.  The  result  has  been  as 
successful  as  we  could  anticipate.  It  did  not  all  come 
at  once,  of  course,  but  there  has  been  from  year  to 
year  an  increased  interest  evinced  in  our  sales,  all  of 
which  is  a  result  of  the  methods  adopted  to  induce 
buying  at  this  mid-summer  season. 

"P'irst,  there  was  the  offer  to  sew,  line  and  lay  all 


carpets.  This  had  induced  sales  earlier  in  the  year, 
why  not  later,  also?  It  was  adopted  by  almost  all 
dealers  throughout  the  length  and  breadth  of  the 
country,  and  has  now  become  a  fixture  in  these  special 
sales." 

Added  to  this  are  other  inducements  made  from  time 
to  time  by  different  dealers,  all  of  them  with  the  idea 
of  making  sales,  or  at  least  of  paving  the  way  to  do 
this.  One  of  these  latter  is  the  offer  made  by  the 
I>edell  Home  Furnishing  Co.,  Toronto,  to  give  free  a 
giuiranteed  Bissell  carpet  sweeper  to  customers  buying 
!|^25  worth  of  floor  covering,  bought  during  July. 

As  with  the  carpets  during  July,  so  wdth  furniture 
during  the  month  of  August.  Anything  that  will 
attract  the  attention  of  the  buying  public  is  a  help 
to  sales,  either  direct  or  indirect.  One  of  the  newest 
stunts  to  help  attract  attention   to   the  mid-summer 


FREE! 

FREE! 

AO    Lc^hc    Snrteg    tad    T  lain  <i 

A  tim^Anmj,    frnwutuij  BittrO  Cupct 
Sncper  to  errrv  purdUD  <^  S2S  or  ' 

July  Garpet  and  Rug  Sale 

We  w«iit  «*err  dtoen  nixdiui  Hocv  Covcfingi  to  nad  what  we  Iwve  to  m  thu  timouiMSeiiieiit  It  t*  an 
■^vertMcmenl  brim  full  of  economy  aad  commOQ  eente-  Every  article  listed  here  it  the  be«t  tlut  can  be  meilc  in  its 
line  «i)d  e»cli  price  repreaenti  •  genuine  taring  p«aie  and  ree  liie  offering*.  We  simply  leave  ft  to  your  own 
good  judgement  if  you  have  ever  aecn  the  equal  of  lucb  i  iloor  covering!  offered  at  the  price- 

Come  to  Bedells  for  Carpets  this  Montb.     Economy  Beckons  from  Every  Printed  Line 

Special  Cleeiring  of  Brussels  Rugs 


The  Bedells  Furnishing  Co.,  Limited,  291-295  Yonge  St 


Guessing  contest  which  helped  draw  attention  to  summer  sale. 

carpet  and  furniture  sale  w^as  a  puzzle-guessing  contest, 
put  on  by  a  'i'^ongc  sti-ci't,  Toi-onto.  furniture  house. 
The  wording  was  elVccl  i \c,  and  the  working  out  was 
not  too  difficult.  Every  contestant  brought  his  or  her 
answer  to  the  store,  and  the  lucky  ones  got  a  clothes 
brush,  with  the  dealer's  advertisement  on  the  back, 
free  as  a  prize.  The  puzzle  is  illustrated  in  this  page. 
Every  contestant,  whether  winner  or  not,  left  name 
and  address,  and  the  dealer  now  has  a  list  of  nearly 
500  ])ople  in  the  city,  scattered  from  the  extreme  east 
to  extreme  Avest,  and  not  a  few  outside  the  city,  on 
which  he  will  work  as  prospective  buyers.  Besides  this 
prospective  list  the  ])uzzle  contest  resulted  in  sonic  of 
the  best  advertising  the  firm  ever  did. 

An  Ontario  furniture  house  is  giving  fans  during 
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the  hot  weather  to  callers  at  the  store.  The  fans  are 
colored,  of  Japanese  make,  and  have  the  firm's  adver- 
tisement on  the  back.  An  announcement  that  the  fans 
are  given  away  is  painted  on  a  show  card  in  the  window. 
The  same  dealer  has  a  window   display   of  summer 


One  of  the  latest  chairs  pul  out  by  Baetz  Bros.,  Berlin. 


furniture  with  this  striking  show  card — "Lib  in  de  air 
for  a  good  color.  Come  in  and  see  our  complete  line 
of  verandah  and  lawn  furniture.  "  A  little  darky 
boy  illustrated  on  the  card  gives  the  "color"  effect. 

Another  city  dealer  pushes  furnitvire  during  the 
first  fortnight  of  August,  and  beds  and  bedding  the 
latter  half  of  the  month.  His  reason  for  this  is  a 
purely  local  one.  It  is  his  experience,  he  says,  that 
city  people  who  go  to  the  country  for  the  mid-summer 
return  before  the  end  of  August  and  prepare  to  enter- 
tain their  late  country  hosts.  In  a  great  many  cases, 
to  do  this  properly  means  the  purchasing  of  new  furni- 
ture lines,  particularly  beds  and  bedding.  By  letting 
the  public  early  know  the  fact  that  he  has  a  strong 
line  of  bedding  requirements  has  resulted  in  splendid 
sales  of  this  line  in  past  years,  and  he  anticipates  as 
good,  if  not  better,  business  in  this  line  this  season. 


A  new  library  table  production  of  The  George  McLagan 
Furniture  Co.,  Stratford. 


This  idea  may  serve  as  a  pointer  to  dealers  in  other 
sections  where  holiday  events  are  a  feature. 

No  doubt  there  are  a  great  many  other  original  ideas 
and  methods  in  the  plans  of  furniture  dealers  through- 
out the  country,  the  working  out  of  which  has  helped 
make  the  raid-summer  months  equal  in  sales  to  the 
other  normal  months  of  the  year. 


FURNITURE  FOR  THE  GARDEN 

By  Bessie  L.  Putnam 

The  trend  of  outdoor  living  has  not  been  content 
to  stop  with  the  porch,  the  furnishings  of  which  are 
now  as  complete  as  those  of  any  room  in  the  house ; 
it  has  gone  out  into  the  garden  and  there,  among  the 
birds  and  flowers,  the  modern  family  is  bound  to  live, 
less  secluded  than  in  the  court-yard  of  our  Pan-Ameri- 
can neighbors,  and  more  happy  because  of  the  freedom. 
We  are  every  year  learning  more  and  more  that  it  is 
good  to  get  nearer  to  nature  and  to  adapt  our  ways 
to  hers. 

And  with  this  growth  we  have  come  to  need  new 
furnishings,  for  with  only  the  sky  for  a  roof,  the 
chairs  and  rugs  which  are  serviceable  as  porch  furni- 
ture, prove  inadequate  to  the  more  strenuous  wear  of 
the  elements.  The  discarded  settee  is  no  longer  to 
be  countenanced  as  good  enough  for  the  garden,  for 
with  nature's  rich  background,  furnishings  in  harmony 
have  grown  into  a  distinctive  feature  Avhich  is  bound 
to  be  granted  recognition.  The  rude  hickory  chair  of 
grandfather  still  lingers,  though  the  outlines  are  now 
as  simple  and  artistic  as  possible,  curves  and  flowing 
lines  suggestive  of  ease  having  replaced  the  angles  of 
preciseness. 

Chairs  and  benches  may  be  modeled  after  colonial 


A  new  wicker  book  case  for  the  summer  verandah, 
shown  by  the  Canadian  trade  this  .season. 

or  old  English  designs.  The  backs  may  be  of  slats  or 
lattice  work.  In  each  should  be  the  distinctive  charm 
of  inconspicuousness.  The  bright  red  lawn  swing  may 
attract  the  youngsters,  but  the  same  swing  painted  in 
dull  green  or  brown  would  swing  just  as  high  and  prove 
much  more  in  hai'mony  Avith  the  surroundings.  En- 
courage the  selection  of  garden  furniture  for  its 
weather-resisting  qualities,  comfort  and  simplicity  in 
design.  Nature  here  supplies  so  much  of  the  ornate, 
both  in  color  and  in  outline,  that  an  attempt  to  cope 
with  her  is  entirely  lacking  in  good  taste.  Let  the 
garden  furniture  form  a  shadow  system,  a  reproduction 
in  part  of  the  trunks  and  branches — its  highest  beauty 
being  that  it  is  only  noticeable  when  a  place  for  rest 
is  desired. 


J.  A.  Benson  &  Son  have  opened  in  the  furniture  and 
undertaking  business  at  Assinaboia,  Sask. 
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Simple  Method  of  Making  Small  Show  Cards 

How  any  Dealer  or  Clerl^  can  Produce  Neat  and  At- 
tractive Show  Cards  for  Counter  and  Window  Use 

By  C.  H.  RALPH 

Of  the  Canadian  Furniture  World  and  The  Undertaker  Ad.  Service  Department 


A  simple  method  is  presented  whereby  any  clerk  or  dealer — even 
the  total  amateur  at  card  writing- — will  find  it  possible  to  make  small 
yet  effective  show  cards  with  little  trouble  and  small  expense. 

This  method  is  well  worth  the  attention  of  every  de  iler,  especially 
those  who  have  been  neglecting-  this  means  of  directing  attention  to 
their  goods  and  increasing  sales.  If  any  dealer  cannot  conveniently 
secure  this  particulai  kind  of  pen  fordoing  this  work,  if  he  will  drop 
a  card  to  Canadian  Furniture  World  and  the  Undertaker  he  will  be 
provided  with  them  free  of  charge  by  this  paper.  We  make  this 
offer  because  we  feel  that  show  cards  are  a  valuable  aid  in  selling 
goods,  and  if  we  can  be  of  any  assistance  to  the  dealers  of  Canada 
in  increasing  their  business,  we  wish  to  do  so.  Address,  Canadian 
Furniture  World  and  The  Undertaker,  32  Colborne  St.,  Toronto. 
*     *  * 

Ir  is  now  generally  agreed  that  show  and  price  cards 
are  of  material  assistance  in  selling  goods.  Every 
dealer  who  has  made  use  of  them  to  any  extent  is 
high  in  his  praise  of  their  value.    They  serve  to 
direct  attention  to  those  lines  to  which  particular  em- 
phasis is  desired  to  be  given.    Their  selling  power  is 
demonstrated  in  the  store  every  day  by  actual  sales. 

Many  Dealers  Cannot  Write  Showcards 

In  spite  of  the  general  recognition  of  their  value,  it 
is  surprising  how  few  dealers  use  them  as  much 
as  they  should  be  used.  Probably  the  reason  for  this 
lies  in  the  fact  that  there  are  many  dealers  and  clerks 
unable  to  write  a  show  card — that  is,  a  show  card 
that  is  neat  and  effective  and  such  as  a  dealer  in 
high  class  goods  would  wish  to  place  in  his  Avindow  or 
on  his  counter.  He  feels  that  a  show  card  would  be 
well,  but  at  the  same  time  that  a  poor  one  would  de- 
tract from  the  high  class  appearance  he  wishes  to 
give  to  his  goods.  We  have  all  seen  unsightly  show 
cards  in  stores  that  at  once  gave  us  the  impression 
that  the  goods  were  of  a  "bargain"  nature.  The  dealer 
in  high  class  goods  does  not  wish  to  give  customers 
this  impression 

Simple  Way  to  Make  Small  Show  Cards. 

For  this  reason  it  is  well  that  every  dealer  or  clerk 
^^llO  has  charge  of  the  decorating  of  the  store  and 
window  should  learn  show  card  writing     He  will  be 


Goo^  Time 


TO  sa^ 


Sample  of  work  that  can  be  done  by  this  method. 


well  repaid  for  the  time  spent  in  acquiring  this  gift, 
in  the  greater  sales  producing  effect  his  displays  will 
have.  The  fact  remains,  however,  that  there  are  many 
dealers  and  clerks  who  do  not  know  how  to  use  the 
brush  in  producing  show  cards,  and  it  is  for  them  that 
this  simple  method  of  making  effective  small  cards 
for  use  in  the  window  and  on  the  counter  is  given.  It 
will  allow  even  the  purely  amateur  to  turn  out  a  small 


yet  neat  card  that  Avill  not  detract  from  a  high  class 
display  and  which  will  sell  goods.  It  will  also  be 
found  of  value  by  the  experienced  card  writer  when 
he  wants  something  neat  and  dainty  which  is  to  be 
used  at  close  range. 

Expense  is  Very  Small. 

Another  favorable  feature  about  the  method  is  that 
the  expense  is  small — a  decided  trifle.  The  cost  is 
about  equal  to  that  of  an  outfit  for  writing  an  ordin- 
ary letter  and,  therefore,  Avithin  the  reach  of  every- 
one.   The  only  difference  from  the  ordinary  writing 

In  £he  L^teS'l'  Styles  13  Alow 


INSPBC  T  ATO  W  £  v£A/  If  YOO  Z>0 
ATOT  W/SJ^  TO  Buy  A^OW 

Sample  of  work  done  by  an  amateur,  giving  an  idea  of  the 
possibilities  of  this  method. 

pen  is  that  the  pen  point  or  nib  has  a  double  point 
— the  double  ruling  pen  used  by  bookkeepers.  They 
do  not  cost  much  more  than  the  ordinary  good  pen 
point. 

Some  Hints  on  the  Work. 

Some  samples  of  the  Avork  done  with  this  pen  is 
reproduced  on  this  page,  showing  the  neat  and  effec- 
tive work  that  can  be  done.  In  order  to  get  the  let- 
ters of  uniform  size  it  is  well  to  rule  lines  as  a  guide. 
This  can  be  done  lightly  A\'ith  lead  pencil,  and  Avill 
not  show  when  the  card  has  been  finished.  The  pen 
shoidd  be  kept  clean  so  that  it  Avill  not  blot,  and  thus 
blur  out  the  double  line  effect  that  gives  the  good  ap- 
pearance to  the  card.  Spacing  —  getting  the  letters 
the  right  distance  apart  —  is  important  in  this  as 
well  as  other  kinds  of  shoAV  card  work,  but  can  be 
done  well  even  by  the  beginner  by  exercising  care  and 
judgment. 

Stick  to  Plain  Lettering  at  First. 

The  amateur  would  do  well  to  sack  to  j^lain  letter- 
ing at  first.  Unnecessary  flourishes  should  be  avoided. 
You  do  not  want  the  customer  to  give  all  his  atten- 
tion to  the  artistic  beauty  of  the  card  and  take  no 
notice  of  Avhat  is  written  on  it.  The  mission  of  the 
shoAV  card  is  to  draAV  attention  to  the  goods  and  create 
a  desire  for  them.  As  he  becomes  more  experienced, 
however,  in  the  use  of  the  pen,  he  Avill  be  able  to 
turn  more  to  fancy  lettering  as  well  as  fancy  designs 
for  borders,  etc.  It  is  well  to  try  to  develop  a  free 
movement,  although  this  maj'^  be  someivhat  difficult 
for  the  beginner  on  the  start.  The  pen  should  be  held 
just  slightly  to  one  side,  and  held  quite  firmly. 

Practice  Will  Produce  EffectiA'^e  Cards. 

The  dealer  and  his  clerks  will  thus  find  it  possible 
to  turn  out  effective  small  show  cards  There  may  be 
some  who  may  not  be  so  skilled  on  the  start  as  others, 
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but  in  most  eases  a  little  practice  will  allow  them  to 
produce  cards  which  they  need  have  no  hesitation  in 
placing  on  a  display  of  high  class  goods.  As  in  every- 
thing else,  practice  will  improve,  and  the  ambitious 
clerk  would  do  well  to  give  some  practice  to  this  work. 

Of  course,  it  is  obvious  that  these  cards,  on  account 
of  their  size,  are  only  serviceable  at  a  limited  range. 
It  is  not  meant  that  "this  should  take  the  place  of  the 

Vac  A  TioM  3£mG  Ov£^ 

/'eed&d ^op  the  J^e/'/naneizt 

GAJVSoirXoa 

Anuther  sample  of  woik  dorn;  by  this  method. 

brush  method,  but  as  pointed  out  before,  many  dealers 
cannot  use  the  brush  to  advantage,  and  until  they 
acquire  that  art  this  simple  method  will  allow  them 
to  turn  out  a  show  card  that  will  show  up  well  on 
counter  and  in  window,  and  prove  a  valuable  selling 
agent. 


WINNIPEG'S  INDUSTRIAL  EXHIBITION 

By  W.  W. 

While  in  almost  everything  else  Winnipeg  has  shown 
wonderful  growth  during  recent  years,  its  Industrial 
Exhibition  seems  to  have  gone  backward  instead  of 
forward.  Take  the  departmental  store  exhibits  and  the 
cheap  jewelry  stalls  out  of  its  main  building,  and  there 
is  left  only  a  small,  though  creditable,  display. 

Several  stove  manufactiirers  have  attractive  exhibits, 
these  including  the  James  Stewart  Manufacturing  Co., 
Woodstock,  Ont. ;  Gurney  North-West  Foundry  Co., 
Winnipeg;  Canadian  Heating  &  Ventilating  Co.,  Owen 
Sound;  Findlay  Bros.,  Carleton  Place;  and  the  Walden 
Company,  Winnipeg.  Moncrieff  &  Endress,  Winni- 
peg agents  for  the  Ware  Manufacturing  Co.,  Oakville, 
and  the  Onward  Manufacturing  Co.,  Berlin,  also  had 
displays  of  Oakville  aluminum  ware  and  Eureka 
vacuum  cleaners. 

Brandram-Henderson,  Limited,  also  had  a  very  fine 
display  of  paints  and  varnishes. 

George  Gale  &  Son,  Waterville,  Que.,  showed  a  fine 
line  of  brass  beds,  mattresses  and  bedding,  while  the 
Gold  Medal  Furniture  Co.,  Toronto,  and  Eandel  Bed 
Co.,  Toronto,  also  made  creditable  displays  of  daven- 
ports and  furniture. 

A  new  Western  furniture  industry,  the  Czerwinski 
Box  Co.,  Winnipeg,  showed  a  well  made  line  of  round 


Interior  of  H.  Wuimenberg  &  Co.'s  furniture  store  at  Hanover.^— 


and  square,  kitchen  and  restaurant  tables,  cedar  boxes, 
fancy  desks  and  tables.  They  also  manufacture  frames 
for  upholsterers,  etc. 

J.  Banfield  &  Co.,  the  Wilson  Furniture  Co.,  Wingold 
Furniture  Co.,  and  the  T.  Eaton  Co.,  Winnipeg,  also 
exhibited  some  fine  lines  of  household  furniture. 


FURNITURE  TRADE  AT  HANOVER 

One  of  the  best  business  towns  in  the  northwestern 
peninsula  of  Oiitario  is  undoubtedly  Hanover,  and  in 
conjunction  with  other  lines  of  business  the  furniture 
men  are  enjoying  a  satisfactory  modicum  of  trade.  The 
furniture  world  there  is  represented  by  two  splendid 
retail  stores,  both  of  thent  on  the  main  street,  but  at 
opposite  ends  of  the  town — The  Greutzner  Furniture 
Co.,  and  H.  Wunnenberg  &  Co.  The  former  has  an 
undertaking  establishment  in  addition  to  their  furni- 
ture line,  and  both  of  them  handle  pianos  and  musical 
instruments,  besides  sewing   machines,   washing  ma- 


Interior  \  lew,  tiidimd  llcHjr,  cif  The  ( 1 1  cutzncr  Furniture  Co.'s 
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chines,  betiding  lines  and  children's  furniture.  The 
best  of  harmony  exists  between  the  two  stores,  and 
they  believe  in  eaily  closing.  Both  these  stores  might 
well  grace  the  business  section  of  much  larger  centres. 


THE  REAL  ANTIQUE  FURNITURE 

She  gazed  at  tlu-  tall  old  clock  on  the  stair, 

'Twas  a  relic  of  days  long  fled ; 
A  costly  timepiece,  a  treasure  rare, 
But  lately  purchased  and  perched  up  there, 

"A  quaint  old  gem!"  she  said. 

"Did  you  stand  in  some  old  manor  hall. 

Where  the  firelight  flickered  red 
On  polished  floor  and  on  carven  wall. 
Where  fell  the  shadows  of  ladies  tall 

And  straightly  stifl:"? "  she  said. 

■'Did  you  look,  perchance,  on  a  winsome  maid — 

Alas !  a  century  dead ; 
Softly  deniui'e  and  sweetly  staid, 
In  a  toi'toiseshell  comb  and  a  gay  brocade, 

With  a  very  short  waist?"  she  said. 

"Did  you  see  her  lover,  a  comely  swain, 

A-bending  his  stately  head 
To  touch  her  lips  and  to  touch  again. 
I'ill  her  fair  cheek  warmed  with  a  crimson  stain? 

Oh,  (juaint  old  gem!"  she  said. 

"  Ah  !  the  wondrous  pictures  seen  by  you 

In  the  days  that  now  are  dead." 
"Dear,  dear!"  smiled  the  clock;  "what  a  big  to-do! 
1  wonder  what  she  would  say  if  she  knew 

1  was  made  last  week?"  it  said. 

— T.  M.,  in  Vanity  Fair. 


August,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 

Secret  Discriminating  Prices  in  Furniture 

A  Halifax  firm  writes  the  Furniture  World  in  regard  to  the  matter  and  urges 
that  if  different  prices  are  to  be  charged  the  trade  have  a  right  to  know  it. 
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Editor  Vuniitiire  World: — The  following  letter  is  al- 
most plain  enough  to  speak  for  itself.  It  embraces  the 
eternal  (piestion  of  prices  to  the  ordinaiy  retailer  and 
the  large  departnunital  store : 

"We  have  a  line  from  our   with  regard 

to  the  price  of  lines  sold  to  the  antl  draw- 
ing our  attention  to  the  fact  that  we  sell  them  

rocker  at  $2.10,  whereas  our  price  to  our  other 
friends  in  the  trade  is  $2.40.  He  asks  us  to  explain 
the  matter  to  you,  and  it  gives  us  pleasure  to  drop 
you  a  line  in  connection  with  this.    The  matter 

stands  as  follows:  The    issue  a  catalogue 

each  season,  Avriting  us  for  blue  prints  and  prices, 
ami  later  on  advising  us  of  their  intention  to  cata- 
logue certain  articles  of  our  lines  that  season.  We 
enter  into  arrangements  with  them  regarding  such 
lines,  which  is  practically  a  contract,  and  is  to  the 
effect  that  we  will  not  raise  the  price  of  lines  so 
catalogued  until  the  expiration  of  the  catalogue 
at  the  end  of  the  season.  In  other  words,  we  have 
to  protect  them,  so  that  they  shall  not  sell  at  a  loss 
to  their  mail  order  customers,  and  this  is  only  rea- 
sonable. Just  at  the  present  time,  therefore,  we  are 

under  the  necessity  of  selling  the  rocker  at 

$2.10  to  them,  whereas  to  our  other  friends  in  the 
trade  we  charge  a  somewhat  higher  price.  It  is 
an  arrangement,  which  is  only  reasonable,  but  of 
course  at  first  sight,  and  Avithout  explanation,  it 
would  appear  as  if  we  were  doing  an  injustice  to 
our  friends." 

We  admit  the  right  of  any  manufacturer  to  make  his 
own  price  to  any  customer  (although  the  U.  S.  courts 
have  decided  otherwise),  hut  our  contention  is  that  the 
smaller  purchase!'  should  know  the  gradations  in  price 
foi-  large  and  small  lots,  to  enable  him  to  meet  any 
reasonable  competition.  In  this  case  the  M.  O.  house  is 
able  to  count  the  cost  of  freight  as  paid  to,  say,  Halifax, 
and  without  having  any  overhead  charges  for  this  city, 
paying  no  taxes  or  other  impost,  can  easily  sell  at  a 
profit  at  prices  almost  prohibitive  to  the  smaller  dealer 
Avho  has  to  face  these  contingencies.  A  case  in  point: 
We  can  buy  a  certain  article  at  one  dollar,  but  if  we 
buy  in  100  lots  we  can  get  the  same  article  at  eighty- 
five  cents,  in  this  case  it  is  a  matter  of  judgment  with 
us,  whether  Ave  can  afford  to  stock  100  or  less,  and  if  we 
buy  in  smaller  lots  at  the  higher  price,  we  know  how  we 
stand  and  find  no  fault  with  the  dealer  selling  it  at 
$1.25,  which  we  must  meet  when  the  regular  price 
under  the  circumstances  should  be  $1.50.  We  are  ac- 
quainted with  the  conditions  and  regulate  ourselves 
accordingly.  It  is  not  so  in  the  case  under  considera- 
tion. We  have  been  repeatedly  assured  that  the  price 
was  the  same  to  everybody,  either  for  one,  a  dozen,  or 
a  hundred,  the  oiily  difference  being  in  the  terms  of 
discount  for  cash,  10,  30  or  90  days,  which  is  perfectly 
fair,  as  the  money  is  worth  the  difference.  But  to  have 
two  or  more  prices  for  the  same  article,  or  a  secret 
arrangement  discriminating  against  some  purchasers 
and  in  favor  of  others  is  unjust  in  principle  and  not 
according  to  honest  business  ethics.  No  wonder  the 
small  house  complains  against  the  competition  of  the 
M.  O.  house,  which  certainly  appears  to  buy  goods, 
sub  rosa,  cheaper  than  he  can.  We  ask  again:  "Is  this 
fair  play?"  T.  H.  &  W.  T.  FRANCIS. 

Halifax,  July  2,  1913, 


Remarks:  The  point  raised  by  the  above  letter  of 
T.  IF.  &  W.  T.  Francis  is  not  whether  a  manufacturer 
has  the  right  to  sell  at  different  prices  for  different 
(luantities,  but  whether  or  not  he  has  the  right  to  do  so 
secretly. 

Legally,  he  undoubtedly  has  the  right  to  have  as 
many  different  prices  as  he  has  customers.  He  may 
even  charge  one  dealer  $50  for  a  piece  of  furniture  and 
another  50c.,  pretending  that  both  are  paying  the 
same  figure,  if  he  so  chooses. 

But  when  it  comes  to  judging  it  from  a  luoral  aspect 
it  is  a  differeiit  matter.  The  moral  is  of  greater  moment 
than  the  legal  in  the  business  world.  If  the  order  were 
reversed  it  would  be  a  sad  day  for  business. 

Judged  from  the  moral  standi^oint  there  can  scarcely 
be  any  diff'erence  of  opinion  regarding  the  immorality 
of  secret  discrimination  in  prices,  and  especially  Avhen 
those  Avho  are  discriminated  against  are  assured  that 
all  dealers  are  treated  alike  as  far  as  selling  price  is 
concerned. 

As  to  the  Avisdom  of  regulating  prices  according  to 
quantities  bought,  there  always  has  been  and  there  al- 
ways will  be  honest  differences  of  opinion  in  regard 
thereto.  But  to  profess  uniformity  and  to  practice  the 
opposite  is  dishonest  as  Avell  as  unfair. 

If  dealer  A  cannot  buy  in  as  sufficient  ((uantity  as 
dealer  B  in  order  to  secure  as  favorable  a  price  he  cer- 
tainly should  not  be  led  to  believe  the  contrary.  Aside 
altogether  from  the  moral  aspect  of  the  matter  there  is 
the  effect  it  may  have  upon  the  dealer  in  fixing  his  sell- 
ing price.  If  he  cannot  buy  as  cheaply  as  his  competitor 
he  naturally  must  be  contented  Avith  a  smaller  net  pro- 
fit than  the  latter  if  he  is  to  compete  Avith  him  on  the 
open  market.  He  should  be  informed  of  this  before 
he  purchases,  not  be  left  to  discover  it  by  experience. 

Our  columns  are  open  for  the  discussion  of  the 
matter. 


WICKER  SIDEBOARDS  FOR  COUNTRY  DINING- 
ROOMS 

Wicker  furniture  palls  after  aAvhile  in  the  city  home; 
but  there  is  nothing  so  charming  in  the  bungaloAV  or 
the  summer  cottage  as  cool,  light,  graceful  Avicker. 
Thf^  last  addition  to  Avicker  furniture  is  the  sideboard, 
and  there  is  a  surprising  suggestion  of  solidity  and 
dignity  about  this  sideboard  made  of  Avicker,  Avith 
knobs  of  imitation  ivory.  The  sideboard  has  a  long  top, 
roomy  enough  to  accommodate  a  quantity  of  glass  and 
silver.  There  are  three  small  draAvers  Avith  the  creamy 
ivory-toned  knobs,  and  beloAv  these,  three  panels  with 
Avicker  doors  having  ivory  knobs  also.  The  sideboard 
is  supported  by  wooden  knobs  covered  Avith  wicker, 
which  give  a  graceful  effect  and  raise  the  sideboard 
slightly  from  the  floor. — Furniture  Index. 


LEATHER  TANNERY  PROPOSED  FOR  ELORA 

The  Commercial  Upholstering  Co.'s  factory  was 
recently  burjit  out  at  Waterloo,  and  the  manager  of 
the  compajiy.  Mi'.  Groom,  contemplates  locating  at 
Flora,  Avhere  it  is  proposed  to  make  a  varied  line  of 
imitation  leathers  and  covers  for  furniture  upholsterers. 


The  assets  of  T.  W.  Chisnall,  furniture  dealer,  Ot- 
tawa, have  been  sold. 
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ORGANIZATION. 

By  J.  J.  Ryan 

Over  the  gateway  of  the  twentieth  century  is  writ- 
ten the  word  "Organization."  Shall  this  great  force 
be  used  for  the  benefit  of  the  many  or  for  the  benefit 
of  a  few?  The  great  masses  of  this  country  have  not 
yet  awakened  to  the  power  of  organization.  It  is  tak- 
ing root  very  slowly  and  only  by  strong  effort  and  the 
closest  attention  are  Ave  going  to  get  the  people  inter- 
ested. 

If  the  business  men  and  laboring  men  were  properly 
organized,  the- politician  who  desires  to  be  carried  into 
office  on  a  wave  of  passion  and  prejudice  would  be 
relegated  to  the  rear,  and  sober  honest  men  would  then 
seek  office  much  to  the  benefit  of  the  business  inter- 
ests as  well  as  of  labor.  The  business  men  do  not  take 
enough  interest  in  politics.  I  do  not  mean  that  we 
should  become  ward  heelers,  but  I  do  mean  honest 
politics  carried  on  in  a  clean  business  way.  The  prac- 
tical politician  is  much  to  be  feared.  He  is  now  shout- 
ing high  prices  to  cover  up  his  own  short  comings. 
His  is  the  cry  of  stop  thief  on  the  crowded  street. 

We  must  look  after  the  politician,  and  this  we  can- 
not do  by  remaining  at  home.  We  must  teach  them 
that  they  cannot  succeed  by  appealing  to  the  passions 
and  prejudices  of  the  people,  but  that  their  appeal 
must  be  based  on  reason.  It  has  always  been  the  sober, 
thinking,  honest  men  who  have  guided  us  to  shore 
when  the  ship  of  state  was  storm-tossed. 

Organization  is  good  for  all  men.  It  broadens  the 
mind,  makes  the  judgment  better,  brings  us  in  con- 
tact with  more  people,  enables  us  to  look  beyond  the 
dollar  sign  to  nobler  and  better  things,  makes  us  self- 
conscious  and  calls  to  our  attention  our  short-comings. 
Do  not  be  afraid  to  spend  a  few  dollars  to  further 
organization. 


THE  FUTURE  OF  THE  COUNTRY  STORE 

The  future  of  the  country  store,  according  to  a  writer 
in  the  Furniture  Record,  looks  mighty  bright  at  the 
present  time,  notwithstanding  the  mail  order  man  and 
the  premium  schemes  which  in  the  past  created  more 
or  less  apprehension  as  to  the  future  welfare  of  the 
small  retailer.  There  is  a  spirit  abroad  in  the  land 
that  has  for  its  aim  the  up-building  of  the  rural  com- 
munity and  the  country  town.  This  spirit  has  taken 
shape  in  several  different  forms,  at  least  two  of  which 
are  worthy  of  particular  attention,  and  also  the  co- 
operation of  the  furniture  man  in  the  smaller  towns. 
One  is  the  home  town  spirit.  The  boosting  and  up- 
building spirit  is  begetting  the  co-operation  of  people 
in  given  communities  to  improve  and  enlarge.  The 
companion  spirit  which  makes  the  realization  of  the 
first  one  possible,  takes  on  the  form  of  plans  for  rural 
financing,  for  a  broader,  better  and  bigger  system  of 
credits  for  the  farmer  and  the  small  town. 

It  takes  money  to  build  and  to  make  enterprise  grow ; 
it  takes  financing  that  will  furnish  capital  and  look  to 
the  increased  earnings  for  interest  and  return  of  the 
principal.  This  is  what  the  country  town  is  going 
after  now,  and  it  is  going  after  it  in  an  earnest  manner. 
The  governors  of  several  states  took  this  matter  up 
at  their  annual  meeting  and,  while  they  did  not  at 
the  time  mature  any  definite  plans,  they  did  make  a 
start  and  have  set  to  work  machinery  that  it  is  thought 
will  result  in  the  forming  of  plans  to  foster  and  en- 
courage better  rural  credits  and  financing. 

Meantime  the  attention  of  financiers,  of  men  with 
surplus  money  to  invest,  has  been  turned  toward  this 
idea,  and  out  of  it  will  come  eventually  both  practical 


plans  and  money  for  the  carrying  out  of  extensive  rural 
development.  What  all  this  will  mean  to  the  country 
merchant  can  be  easily  imagined.  It  means  not  only 
growing  communities  with  an  enlarged  trade,  but  also 
better  financing  and  more  money  to  buy  with.  So 
taking  this  matter  into  consideration,  it  makes  it  look- 
like  good  for  the  country  store  in  the  future,  and  also 
through  the  enlarging  and  bettering  conditions  for 
the  country  store,  there  should  come  a  generally 
increased  volume  of  furniture  trade  to  make  better 
times  for  the  manufacturer  and  jobbers  all  through 
the  land. 


WAS  CHIPPENDALE  BORN  AT  OTLEY? 

The  London  Cabinet  Maker  &  Complete  House  Furn- 
isher says  the  old  market  town  of  Otley,  in  the  West 
Riding  of  Yorkshire,  is  laboring  to  establish  a  claim 
to  be  the  birthplace  of  Thomas  Chippendale,  the  famous 
designer,  who  gave  his  name  to  Chippendale  furniture, 
Thomas  Chippendale  traded  as  a  cabinet  maker  and 
upholsterer  in  St.  Martin's  Lane,  London,  about  1752. 
That  is  the  basic  fact.  An  entry  in  the  West  Riding 
Registry  of  Deeds  at  Wakefield,  dated  April  30,  1770, 
shows  that  at  that  date  Thomas  Chippendale,  of  St. 
Martin's  Lane,  London,  was  concerned  in  a  transaction 
regarding  a  house  and  gardens  in  Otley.  as  were  also 
William  Frances  and  Benjamin  Chippindale — the 
second  syllable  spelt  with  an  "i"  instead  of  "e,"  be 
it  noted.  It  is  now  found  that  an  entry  in  the  Otley 
Parish  Church  register  records  the  baptism  on  June  5, 
1718,  of  "Thomas,  son  of  John  Chippindale,  joiner." 
Here,  again,  is  the  discrepancy  of  the  "i"  instead  of  the 
"e,"  but  such  a  change,  of  course,  could  very  easily 
occur.  With  reference  to  the  supposition  that  Chippen- 
dale was  a  native  of  Worcester,  the  Yorkshire  sug- 
gestion is  that  he  was  at  Worcester  temporarily  before 
going  to  the  metropolis. 


Get  a  horse  and  you  will  want  a  saddle ;  get  a  saddle 
and  you  Avill  want  a  buggy;  get  a  horse  and  buggy 
and  you  will  want  an  automobile;  get  an  automobile 
and  you  will  want  forever. 


SEVEN  BUSINESS  SECRETS 


Make  tip  your  mind  to  work  at  something 
really  worthy  of  your  work  and  work  hard. 

The  surest  way  to  make  money  is  to  save 
money,  and  to  use  what  you  save. 

Don' t  be  afraid  of  long  hours  or  constant 
attention  to  your  work. 

Work  can  be  made  a  Joy,  and  econo^ny  a 
pleasure,  if  you  combine  an  object  worth  while 
with  the  determined  ambition  to  win. 

Work  where  the  interest  of  the  man  who  works 
is  centered  becomes  a  source  of  real  gratifcatioti 
of  honest  pleasure  and  accomplishment. 

Any  young  man  can  get  rich,  can  succeed  in 
business  if  he  saves,  if  he  has  a  definite  and 
honest  ptirpose  and  is  so  filled  with  the  purpose 
that  work  ceases  to  be  a  hardship  and  becomes  a 
privilege. 

Look  at  things  with  optimism  in  your  heart. 
Go  into  some  small  business  arid  work  to  make  it 
into  a  big  one.  — Frederick  Weyerhaeuser. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


A  SUCCESSFUL  CREDIT  SYSTEM 

Every  mereluuits,  before  opening  an  account  with  a 
customer,  says  "Trade  Outlook,"  should  produce  his 
little  credit  card,  and  in  the  presence  of  the  customer 
fill  up  a  schedule  something  like  this: 

Name   

Address  

Occupation   

Where  employed  

My  income  is   

I  agree  to  pay  in  full  on  (enter  date)   

Age    Married  or  single   

Number  in  family   

Number  working  

Formerly  dealt  with  

The  customer  should  see  all  these  blanks  filled  in, 
and  should  especially  note  the  dates  or  intervals  when 
it  is  agreed  he  shall  pay  in  full.  The  merchant  should 
then  enter  on  the  other  side  of  the  card  the  amount  of 
credit  which  he  is  willing  to  extend  to  the  customer, 
and  should  notify  the  customer  of  the  amount.  That  is 
the  biisiness-like  way  of  doing  a  credit  business. 

Properly  conducted,  a  credit  business  is  the  only 
kind  of  business  for  the  merchant  in  the  small  town — 
or  the  big  town,  too,  in  my  judgment.  I  was  in  busi- 
ness for  myself  for  about  four  years.  In  that  time  I 
sold  $300,000  worth  of  goods.  My  total  losses  on  bad 
bills  were  less  than  $1,200.  That's  quite  a  sum,  but  it 
is  less  than  a  half  of  one  per  cent.  If  I  had  been  on  a 
cash  basis  I  woiild  have  had  bigger  advertising  bills, 
would  have  had  to  cut  my  prices,  and  would  have  had 
no  established  trade.  The  cash  dealer  has  no  "trade." 
He  simply  exists,  from  day  to  day,  by  the  pulling 
power  of  his  bargains  and  his  advertising.  It's  credit 
that  holds  yqur  trade. 

There  is  no  reason  why  any  merchant  should  have 
losses  to  exceed  one  per  cent,  a  year,  and  I  can't  believe 
that  the  saving  of  this  one  per  cent,  a  year  compensates 
for  the  loss  of  all  the  advantages  presented  by  the 
credit  system. 

There  are  many  small  stores  which  are  in  trouble 
to-day  and  likely  to  go  to  the  wall  because  they  don't 
keep  track  of  their  business.  They  don't  inventory, 
and  don't  know  Avhat  their  expenses  are.  The  salva- 
tion of  the  small  store  is  system,  economy  in  expenses, 
and  intelligent  management. 


MONDAY  MORNING  FURNITURE  BARGAINS 

Luke  Bros..  Oshawa,  have  been  running  a  series  of 
"iMonday  Morning  Bargains,"  and  occupying  liberal 
space  in  the  local  weekly  papers  to  advertise  the  fact. 

"We  inaugurated  this  particular  line  of  sales  for 
two  special  reasons."  explained  Mr.  W.  Ambrose  Luke 
to  The  Fui-nitiire  World.  "The  first  was  to  ascertain 
as  to  whether  the  public  did  actually  read  new.spaper 
advertisements,  and  secondly,  to  try  and  induce  cus- 
tomers to  make  their  purchases  earlier  in  the  day.  In 
both  cases  our  Monday  morning  inducements  have 
proved  successful.  Then,  again,  we  find  you  can  always 
find  something  in  your  stock  that  yon  can  do  without 


nicely,  and  we  think  that  getting  tlie  public  in  the 
habit  of  reading  our  ads  is  good  recompense  for  our 
trouble. 

Of  course  the  fact  nuist  not  be  lost  sight  of,  the  lines 
advertised  must  be  bargains.  You  cannot  fool  the 
people.    It  does  not  pay.    To  our  mind  the  advertise- 


Monday  Morning 

BARGAINS 

At  LUKE  BROS. 
Big  Store,  63  King  East. 

People  were  delighted  with  our  Bar- 
gains on  Monday  morning  last,  and  so 
we  continue  to  please  our  friends  on 
Monday  next 

At  8  o'clock  the  following  Is  on  Sale  : 


9  only  Coil  Bed  Springs,  that  rest- 
ful kind  which  gives  the  greatest 
satisfaction,  specially  good  for 
wear  and  comfort,  were  $5.00. 

MOHPAY  BARGAIN,  $2.95 


6  only  Verandah  Hammocks, 
were  $3  50  to  $1.50  each,  pillow 
he^ds,  good  colors,  fringed  sides. 

MDKDAY  BARGAIN,  $3.00  eaoh 


Your  choice  of  three  styles  Iron 
Beds,  some  in  green,  some  in  white, 
strong,  heavily  chilled  beds,  an 
elegant  enatnel  finish 

MONDAY  BARGAIN,  $5.90 
Were  $7  75  and  $8.50. 


Twoonly  very  best  Brussels  Rugs, 
five  frame,  good  designs,  new  pat- 
terns, the  kind  we  strongly  recdm- 
mend,  were  $30.00  For 
MONDAY  BArCAIN,  $22.50  each 
3x4.  This  is  a  snap 


One  only  fine  Kitchen  Cabinet, 
all  the  latest  requisites  for  easy 
kitchen  work.    Was  $25  00. 

MONDAY  BARGAIN.  $22.00 

Only  one  lo  sell  al  Ihis  prict 


One  only  three-piece  quarter- 
cut  oak  Parlor  Suite,  upholstered 
in  finest  ot  Spanish  leather,  well 
finished     Was  $5ii  00. 

MOHOAY  BARCAIN,  $4|.00 

A  BARCAIN 


DON'T  FORGET     ONLY  THE  ONE  DAY 

at  the  Prices  quoted  above. 


LUKE  BR03. 


FURNITURL 

bi  KING  ST. 


Example  of  the  Monday  morning  bargain  ad. 

merits  written  by  many  people  are  of  no  value.  For 
instance,  a  lady  or  gentleman  will  look  over  an  ad 
that  comprises  only  six  articles,  but  where  there  are 
thirty  lines  spoken  of,  it  proves  too  much  of  a  task. 
Poor  results  are  obtained  by  too  many  lines  being 
mentioned  in  the  ad." 


MANY  GOODS  NOT  CHARGED  FOK. 

By  W.  J.  Carter,  Picton 

Losses  sustained  by  retailers  through  neglect  of 
themselves  and  their  clerks  to  charge  up  goods  must 
total  to  an  enormous  amount.  In  that  regard  we  think 
we  look  closer  after  our  business  than  most  of  the 
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trade,  and  our  system  is  that  every  clerk  has  to  keep 
tab  of  every  lot  of  goods  that  goes  out,  whether  he 
makes  the  sale  or  not.  If  the  clerk  who  made  the 
sale  is  not  on  hand  when  the  goods  are  taken,  if  the 
clerk  seeing  them  go  out  is  Avaiting  on  a  customer  and 
not  able  to  leave  to  see  Avhether  they  are  marked  paid 
or  charged,  he  immediately  jots  the  customer's  name 
down  on  a  slip,  and  makes  inquiry  regarding  same  as 
soon  as  the  clerk  who  made  the  sale  returns.  And  it 
is  just  one  constant  checking  of  one  another  from  morn- 
ing until  night.  Of  course,  it  is  understood  the  clerks 
are  to  watch  the  proprietor  just  as  close  as  he  watches 
them,  and  check  him  up  just  as  hard,  and  I  must  admit 
it  is  rarely  he  catches  them  napping,  while  on  the  other 
hand  he  is  caught  quite  often  himself.  By  this  system 
we  know  our  losses  are  practically  nothing,  whereas 
before  adopting  it  they  were  quite  heavy. 

Another  loss  we  cut  out  some  two  years  ago  was 
that  sustained  by  drawing  oils  in  a  dark  basement, 
which  in  time  alone,  say  nothing  of  the  waste  of  oil. 
amounted  to  a  nice  item.  Now  we  have  a  battery  of 
eight  Bowser  self-measuring  oil  pumps  installed  on  our 
shop  floor,  and  the  delight  we  have  experienced  in  their 
use  is  past  description. 


CASH  DISCOUNTS  AND  INVOICE  PRICE. 

By  an  Old  Retailer 

Cash  discounts  should  not  be  deducted  from  invoice 
price  before  applying  the  cost  of  doing  business ;  to  do 
this  would  cause  the  dealer  to  lose  the  cash  discount — 
provided  he  add  the  same  vet  profit.  If  the  dealer's 
expense  account  includes  all  the  real  expense  of  his 
business,  then  interest  is  charged  in  this  account  for  all 
money  invested  and  all  money  borrowed,  and  it  is  this 
money  that  enables  the  dealer  to  secure  the  cash  dis- 
counts. The  fact  that  the  dealer  creates  an  expense  to 
secure  money  to  take  his  discounts  is  proof  that  the 
cash  discount  should  protect  this  expense,  and  the  deal- 
er who  deducts  the  cash  discount  before  applying  the 
cost  of  doing  business  loses  the  disconnt.  The  cost  of 
doing  business  cannot  be  measured  entirely  by  the  total 
amount  of  the  expense  account.  Many  times  dealers  do 
certain  things  in  business  that  does  not  cause  them  to 
add  anything  to  their  expense  account  in  dollars  and 
cents,  but  it  does  cause  them  much  extra  expense.  The 
dealer  who  is  not  prepared  to  give  good  service  to  the 
trade ;  the  dealer  who  does  not  study  the  line  of  goods 
he  sells;  the  dealer  who  does  not  place  quality  above 
price;  the  dealer  who  is  continually  changinaf.  sellinsr 
one  make  of  goods  this  year  and  another  next:  the 
dealer  who  sacrifices  his  profit  to  secnre  a  greater  vol- 
ume of  business;  the  dealer  who  sells  goods  all  year 
without  checking  his  sales  and  stock  against  goods  on 
hand  and  from  inventory  and  goods  received  during 
the  year,  then  he  may  discover  goods  delivered  without 
settlement;  the  dealer  who  neglects  to  take  his  cash 
discounts,  even  if  he  has  to  borrow  the  money;  the 
dealer  who  neglects  to  make  a  demand  for  settlement 
of  note  and  account  when  due:  the  dealer  who  is  not 
able  to  meet  his  customers  with  a  smile,  no  matter 
what  his  own  troubles  may  be,  all  add  to  their  cost  of 
doing  business. 


CATALOGUE  OFFSETS  MAIL  ORDER  HOUSES 

"There  will  be  great  rejoicing  Avhen  the  people  hear 
that  in  CornAvall  (  the  home  town)  you  can  hiiy  cheaper 
than  anywhere  else,"  says  Evans,  the  furniture  man 
of  Cornwall,  Ont.,  by  way  of  introducing  his  new  cata- 
logue of  furniture  and  furnishings.   This  catalogue,  by 


the  way,  is  the  method  Mr.  Evans  has  adopted  to  offset 
the  inroads  of  mail  order  houses,  and  he  is  meeting  with 
success.  His  new  catalogue  is  a  book  of  32  pages,  neat- 
ly printed,  in  which  he  has  prominently  placed  his 
guarantee.  In  that  guarantee  Mr.  Evans  vouches  for 
all  his  goods  to  be  exactly  as  represented.  Not  only 
that ;  if  for  any  reason  the  goods  are  unsatisfactory 
they  may  be  returned  at  his  expense.  Prompt  delivery 
is  another  of  the  strong  features  of  the  Evans'  Furni- 
ture Store,  and  this,  too,  is  helping  build  up  a  bigger 
business.  But  the  main  object  in  sending  the  cata- 
logue throughout  the  district  is  to  convince  the  people 
in  and  about  Cornwall  that  in  their  own  home  town 
they  can  buy  as  cheap  and  in  many  cases  a  great  deal 
cheaper  than  by  ordering  from  far  away  fields.  While 
doing  a  cash  business  Mr.  Evans  continues  a  credit 
business  on  a  limited  scale  with  those  who  can  furnish 
proper  security. 


SELLING  KITCHEN  CABINETS. 

A  large  department  store  which  sells  quite  a  num- 
ber of  kitchen  cabinets  during  a  year,  advertised  them 
in  the  following  manner: — 

"Do  yoix  realize  the  advantages  of  a  kitchen  cab- 
inet? Suppose,  for  instance,  you  kept  your  note  paper 
in  a  box  on  your  wardrobe  shelf,  your  pen  in  a  vase  on 
the  mantelpiece,  your  ink  on  the  top  of  the  bookcase, 
and  your  unanswered  letters  in  your  bureau  drawer, 
it  would  require  little  argument  to  convince  you  that 
the  possession  of  a  well-appointed  writing  desk  would 
prove  a  distinct  acquisition.  Well,  then,  the  introduc- 
tion of  a  kitchen  cabinet  will  make  just  as  marked 
a  difference  in  the  matter  of  cooking  utensils.  In- 
stead of  those  innumerable  journeys  back  and  forth 
from  pantry  to  kitchen  table  in  the  gathering  together 
of  the  sundry  ingi'edients  and  various  dishes  essential 
in  the  concoction  of  a  cake  or  a  pie,  everything  neces- 
sary is  there  before  you  A\dthin  easy  arm's  reach  above 
the  bake  board,  ready  for  the  mere  lifting  down  or 
lifting  up  Avhen  required.  The  cabinet  illustrated  is 
one  of  the  best  in  the  market,  representing  the  latest 
word  in  convenience  and  utility.  The  case  is  of  quar- 
ter-cut oak,  the  interior  equipped  Avith  self-emptying 
flour  bin ;  glass  jars  for  currants,  spices,  baking  pow- 
der, etc.,  canisters  for  tea.  coffee,  cocoa,  shelves  for 
dishes,  cupboards  for  dishes  and  drawers  for  cutlery 
— as  someone  has  put  it,  everything  under  cover  in  an 
open  cabinet.  The  table  portion  is  covered  with  a 
nickelized  metal,  easily  kept  in  a  state  of  absolute 
cleanliness  and  bright  shine.  The  price  of  this  cab- 
inet is  $25.00,  with  one  slightly  larger  at  $28.50  and  a 
third,  lined  with  enamel,  at  $30.00." 


EARLY  CLOSING  AND  SALES  EFFICIENCY 

As  in  former  years  The  Adams  Furniture  Co.,  Toron- 
to, are  closing  their  store  at  5  o'clock  every  evening, 
and  at  1  o'clock  on  Saturdays,  during  the  summer 
months.  The  other  large  furniture  houses  of  that  city 
have  not  yet  fallen  into  line,  but  are  allowing  their 
employees  a  weekly  half-holiday.  In  this  regard  the 
Canadian  furniture  trade  is  in  advance  of  furniture 
houses  across  the  line  in  the  United  States.  One  of  the 
Adams  Co.'s  officials  stated  the  closing  idea  is  one 
that  has  paid  them  well  in  the  contentment  of  their 
clerks  and  in  their  regular  sales  efficiency. 


What  we  call  initiative  in  a  business  man  is  called 
skill  in  a  great  surgeon.  It  is  knowing  the  next  move 
and  making  it  at  the  right  moment. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


August  Furniture  Displays 

There  is  no  part  of  the  window  dresser's  work  that 
covers  so  wide  a  scope,  that  re(iuires  so  much  study 
and  e;  re  in  nuiking  selections,  and  that  as  a  whole  is 
as  interesting  as  the  assemblage  of  the  various  mer- 
chandise to  make  a  display  of  home  furnishings.  Aside 
from  its  general  interest,  this  will  prove  a  particularly 
timely  talk,  as  it  comes  on  the  eve  of  the  annual  August 
furniture  sale,  when  the  decorator  wants  to  do  his 
best.  These  Ai;gust  sales  are  important  events  in  the 
store  calendar,  and  their  success  will  depend  much 
\ipon  suggestive,  business  getting  shows  in  the  windows. 

In  planning  the  trimming  of  a  window  with  furniture, 
if  the  space  is  large  enough,  the  trimmer's  first  thought 
generally  is  to  make  a  room  setting,  writes  Jerome  A. 
Koerber,  a  well-known  authority  on  window  dressing, 
in  Show  "Window.  It  is  always  advisable  to  display 
furniture  in  helpful  surroundings  that  will  set  of¥  each 
piece  to  its  best  advantage.  In  this  the  taste  and  art 
of  the  decorator  are  brought  into  play.  After  it  has 
been  decided  what  set  of  furniture  is  to  be  used,  whe- 
ther it  be  a  bedroom,  library,  dining-room  or  music- 


room,  he  has  a  grand  opportunity  to  lavish  his  taste 
and  artistic  .judgment  upon  the  accessories  to  the  dis- 
play. He  can  go  to  the  wall  paper  department,  the 
upholstery  department,  the  rug  department,  the  art 
department  and  many  others,  selecting  fi'om  a  vast 
stock  those  things  that  are  calculated  to  show  well 
as  a  whole,  and  will  set  off  the  disphiy  in  sucli  a  men- 
ner  that  the  merchandise,  color  scheme,  style  and 
arrangement  all  join  in  silently  voicing  the  {)raise  of 
him  who  has  brought  together  these  elements  of  har- 
monious design  to  please  the  eye  and  gratify  the  taste. 
As  we  said  before,  this  branch  of  the  decorator's  work 
is  both  important  and  interesting,  and  therefore  he 
should  be  well  informed  as  to  home  furnishing  and 
decorating  combinations  that  may  be  iised  not  only  in 
the  windows,  but  in  interior  displays  as  well. 

It  is  not  enough  that  we  have  a  knowledge  of  the 
various  periods  and  styles  of  furniture,  or  that  he  can, 
at  sight,  classify  the  various  wall  coverings,  or  to  be 
able  to  identify  readily  the  many  types  of  rugs.  One 
of  the  most  important  things  is  tliat,  after  the  furniture 
has  been  selected,  he  is  able  to  tell  with  unerring  taste 
just  what  furnishings  will  go  with  it  to  give  the  best 


Elaborate  window  display  of  white  enamelled  bedroom  furnitiue  in  Pagifli;  t  oivi-t.Fiirniturc  ytorc. 
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results.  Here  is  where  the  judgment  and  artistic  sense 
of  the  decorator  are  tested. 

We  are  all  aware  of  the  two  great  forces  continually 
at  work  in  the  realm  of  home  furnishing.  The  one  is 
a  strong  tendency  toAvards  novelty — the  desire  for 
something  new  and  different  from  those  styles  which, 
from  general  adoption,  may  be  termed  as  standard 
or  conventional.  The  other  arises  from  a  respect  for 
that  which  bears  the  authority  of  age.  The  battle  for 
supremacy  between  these  two  forces  is  continually 
being  fought  in  the  mind  of  the  decorator  as  well  as  in 
the  mind  of  .  the  buying  public.  If  his  inclination  or 
leaning  be  towards  novelty,  he  must  exert  exceptional 
care  in  his  selections  in  order  that  nothing  may  clash, 
that  nothing  may  offend  good  taste.  Novelty  is  likely 
to.  prove  a  pitfall  to  the  inexperienced  decorator.  On 
the  other  hand,  where  a  combination  of  simplicity  and 
richness  is  the  keynote,  there  is  much  less  danger,  and 
the  decorator  almost  invariably  reaches  the  goal  for 
which  he  is  striving — namely,  to  impress  favorably 
the  mind  of  the  beholder  or  possible  customer. 

With  the  combination  of  drapery,  floor  coverings 
and  furnitiTre,  no  matter  how  beautiful  or  extravagant 
the  fabric  or  furniture  may  be,  the  keynote  of  the 
whole  scheme  lies  in  the  wall  covering  that  is  used 
as  a  background.  The  importance  of  this  feature  can- 
not easily  be  overestimated. 

For  convenience,  let  us  place  the  elements  of  the 
display,  aside  from  the  fiirniture  itself,  under  these 
headings : 

First — The  wall  covering. 

Second — The  floor  covering. 

Third — The  draperies  and  hangings. 

Fourth — Placing  the  furniture  and  adding  the 
accessories. 

Naturally  the  question  of  wall  paper  or  wall  covering 
will  be  influenced  by  the  character  of  the  furniture  that 
is  to  be  shown.  Saj^  perchance,  it  be  a  fine  mahogany 
bed-room  set  that  is  to  be  shown.  In  this  case  the 
decorator  may  run  in  an  English  chintz  effect,  or  some- 
thing of  a  Colonial  character  for  the  walls,  with  a  fine 
Wilton  or  body  Brussels  for  the  floor.  If  the  wall 
covering  is  of  figured  chintz,  the  thought  of  a  plain 
material  for  the  hangings  naturally  suggets  itself  to 
the  mind,  or  the  new  Blandford  fabrics  may  be  used 
as  giving  the  necessary  restfulness  re(|uired  in  a  bed- 
room. So,  the  setting  automatically  formulates  its  own 
plan  naturally.  One  suggestion  follows  the  other  in 
logical  sequence,  and  the  decorator  need  never  make 
any  serious  errors  in  such  displays  if  he  is  possessed 
of  ordinary  taste  and  good  judgment.  For  every  class 
and  style  of  furniture  there  is  a  style  of  wall  covering, 
the  api^ropriateness  of  which  is  obvious.  In  a  mahog- 
any dining-room  nothing  is  nicer  than  figured  home- 
spun effects,  or  a  grass  cloth  with  appropriate  ceiling 
treatment.  If  the  dining-room  furniture  is  in  Mission 
style,  it  naturally  follows  that  the  decorator  should 
think  of  arts-and-crafts  effects  or  "oatmeal"  paper, 
or  he  might  select  a  fabric  in  stencil  effect.  Any  of 
these  is  easily  within  the  reach  of  the  average  decorat- 
or. 

In  a  Mission  living  room  the  tack  leaf  leather  or  air 
chrome  schemes  of  wall  decoration  appeal.  In  the 
white  bedroom  nothing  better  can  be  chosen  than  a 
chambray  or  jasper  cloth  effect,  while  for  bedroom 
furniture  of  walnut,  the  wood  that  is  so  popular  to-day, 
the  putty  color  stripe,  metallic  linen,  etc.,  suggest 
themselves.  And  so  a  long  suggestive  list  might  easily 
be -compiled,  but  space  forbids.  Let  us  pass  on  to  our 
second  heading,  the  floor  covering. 

While  the  wall  covering  is  the  more  important  since 


it  serves  as  the  background  of  the  setting,  the  floor 
covering  is  also  worthy  of  the  most  careful  considera- 
tion. We  will  therefore  offer  a  few  suggestions  of 
rugs  and  other  coverings  that  are  suitable  for  certain 
woods  and  different  styles  of  furniture.  For  a  dining- 
room  in  mahogany,  a  good  Separe  is  always  in  excel- 
lent taste.  In  a  Mission  dining-room  a  Kilmornic,  Hart- 
ford or  Saxony  will  answer  the  purpose  very  well. 


DON'TS  FOR  WINDOW  DRESSERS 

Don't  begin  to  trim  your  window  with  one  object  in 
view,  that  of  getting  through  as  soon  as  possible ;  'tis 
better  to  take  a  little  time  and  do  it  right. 

Don't  think  because  your  window  is  small  it  should 
not  be  properly  trimmed;  the  space  is  valuable,  there- 
fore use  it  to  the  best  advantage.  Put  in  good  displays 
regardless  of  size :  they  are  worth  money. 

Don't  trim  your  window  Avithout  cleaning  the  glass 
inside  as  well  as  outside. 

Don't  allow  your  Avindows  to  run  too  long;  an  old 
window  display  is  like  an  old  loaf  of  bread. 

Don't  think  your  Avindow  space  is  thrown  away,  and 
try  to  cut  it  doAvn;  add  to  it  as  much  as  possible,  as  a 
windoAV  properly  trimmed  Avill  sell  more  goods  than 
any  salesman  you  have. 

Don't  make  a  practice  of  novelty  AvindoAvs;  they  are 
good  advertisements  only,  but  do  not  sell  goods  directly. 
The  window  that  sells  directly  is  what  you  Avant ;  let 
novelty  windoAvs  alone. 

Don't  begin  trimming  your  AvindoAvs  Avithout  knoAV- 
ing  what  you  are  going  to  do ;  plan  your  display,  put  it 
on  paper  and  stick  to  your  plan ;  devote  a  little  time 
and  thought  before  yon  begin  Avork  ;  it  Avill  be  easier  for 
you,  and  the  results  Avill  be  more  satisfactory. 


A  CATCHY  WINDOW  CARD 

By  Cushman  K.  Davis 

I  was  going  around  a  corner  the  other  day,  Avhen  my 
attention  Avas  arrested  by  a  neat  card  in  a  clothing 
store,  AA^hich  said  nothing  more  than  this: 

'  Mor-Val-U 

Every  article  in  the  AvindoAv  had  a  price  card  on  it,  and 
this  eye-catcher  stopped  me  long  enough  to  make  me 
discover  that  here  Avere  some  real  values.  Perhaps 
you  can  use  that  sign.  too. — C.  K.  D. 


FOR  STORE  WINDOW  BACKGROUNDS 

"Show  WindoAV  Backgroimds"  is  the  title  of  a  256- 
page  book,  giving  illustrations  and  description  of  how 
to  make  and  set  up  backgrounds  for  store  windows. 
The  author,  George  J.  Cowan,  Chicago,  is  vice-president 
of  the  Koester  School  of  WindoAv  Trimming,  and  is  a 
prominent  writer  of  window  trimming  articles  for 
various  publications,  besides  being  himself  a  window 
trimmer  of  25  years'  experience.  Every  one  of  the 
backgrounds  described  in  the  book — and  there  are  over 
300  of  them — Avas  drawn  by  the  author,  and  these  are 
as  accurate  in  detail  as  is  a  blueprint  for  the  builder. 
The  first  part  of  the  book  is  laid  out  as  a  program  of 
trims  month  by  month  for  a  whole  year ;  then,  there  is 
a  series  designed  for  special  sales ;  and  also  special 
trims  explanatory  of  various  styles  of  decoration.  The 
book  is  the  result  of  ten  years'  Avork  by  the  author. 
"Show  Window  Backgrounds"  is  sold  at  $1.50  through 
The  Furniture  World's  Book  Department. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Typography) 


SUr/IMER  FURNITURE  ADVERTISING 

By  A.  B.  Lever 

The  furniture  dealers  of  Canada  are  doing  some 
excellent  advertising  tliis  summer.  The  selections  I 
have  made  for  reproduction  cover  a  wide  extent  of 
country,  and  ai'e  fairly  representative  of  what  is  being 
done. 

The  advertisement  of  the  Muri'ay-Kay,  Ltd.,  Toronto, 
is  a  sample  of  the  high  class  advertising  which  this  firm 
is  doing.  The  original  advertisement  was  12  by  18 
inches,  and  was  most  striking.  Although  the  reproduc- 
tion is  so  much  reduced  in  size  as  to  detract  from  the 
original,  yet  it  conveys  a  good  idea  of  the  general 
character  of  the  ad,  and  can  be  easily  used  as  the  basis 
by  other  dealers  for  their  own  advertising. 


The  advertisement  of  A.  M.  Souter  &  Co.,  Hamilton, 
which  was  8%  by  10->/t  inches,  is  a  good  example  of 
the  eflFective  advertising  which  can  be  done  without 
the  aid  of  illustrations.  The  advertisement  is  well 
written  and  well  balanced,  and  should  have  attracted 
a  great  deal  of  trade  to  the  store.  The  only  adverse 
criticism  1  would  nmke  would  be  in  regard  to  the  rules 
which  are  placed  on  either  side  of  the  second  line 
"OP  FURNITURE. "  This  prevents  the  words  stand- 
ing ont  as  clear  as  they  otherwise  would.  It  is  always 
wise  to  eliminate  anything  that  may  tend  to  detract 
from  the  thing  advertised. 

The  ad  of  the  N.  S.  Furnishing  Co.,  Halifax,  is  an- 
other example  in  reduced  size  of  good  advertising  with- 
out the  aid  of  illu.strations.  The  words  "(-omfortable 
Summer  Furniture"  naturally  arrest  the  attention  and 


MURRAY 
STORE 

1453 


Murray-Kay 


LIMITED 


KAY 
STORE 


July  Furniture  Sale 

Commences  on  Wednesday  Morning 

JO  Per  Cent,  to  50  Per  Cent.  Price  Reductions 


M^iTByKaj  'IP  July-t''TirTirtujT'  Bal*'  is  \n  immral  erent  of  the  bighesriniportanfc  tD  fl6t"^35-I*^SI*t^!5iI3 

those  furnietimg  hous>',  and  is  of  stroDfi  inttTt-nt  elso  to  those  who  reqiure  even  a  singlv      ■<)«•«.  rur  ...  "mioa 
•ilSiBjr™>iM*'.'^^"*R.rJ^-  piece  '  r  furniture.   It  differs  esscotially  froi/i  f-thcr  furniture  sales,  in  thai  It  embrnces,  wiih*- 
nn^M °Mc»*Ha  D«™r"         exccptioii,  every  piece  of  furniture  iii  Block — so  iBuDense  eolleetion,    in  penod  and 
hf^i'^t*  modem  designs,  gathered  from  the  best  niakera  in  Amenca  and  Europe,  and  effectively 

17.0*0  'n'^      "tiiJSjjg  d^lay^d  OD  four  huge  floors. 

"        cI??l?"<N"?ri        The  Price  Attractions  for  thlj  sale  are  of  the  strgaffoat  charftcter.  A  straight  reduction   

Tnr^^^^M.^'^ir^T?  of  at  leaat  10  per  cent  on  sj  ramitura  ia  the  store^and  spsdal  redQctiona  ranging  fnm  20     <>^'  nn'.^ 
iJirM.  rt.'Tni'»B  pw  cent  to  50  per  cent  on  a  great  numbar  of  articles  indicated  by  large  price  cards.  .«i"M7i*of  "iV 

We  invite  you  to  come  ^n  Wcdn-aday  next,  July  2nd,  tht  f)peoicg  day  ff  Ale  aale,  and  iee  for  yoursoJf  this  inagnificeot  esliibit  of  high- 
class  Timiture,  and  note  the  splendid  money-saving  oppe rtunitiea  it  ofTei-g  on  furniture  for  every  room.  A  short  hsl  of  items  is  print- 
ed, to  give  an  idea  of  the  decisive  pncc  rediittions  wtiich  will  be  In  effect  on  a  great  number  of  specially  tickelrd  artielea. 

The  July  Basement  Sale  ii      sale  < 

i  Murray  Storm}  {Kay  Store) 

^^iiiOfiySSi  Ql^p.  ntt«r7^  fraaaware,  also  Household  articles  In  Nickel 
pUt4  anoATtbsDSum  from  the  best  makers,  A  few  articles  are  list«d  out  of  a 
multitude  that  wlU  be  on  sale  during  July  at  greatly  reduced  prices. 


17^0  31  King  St  E.  Murray-Kay,  Limited  36  &  38  King  St  W. 


SUMMER  SALE 

FURNITURE^ 

are  giving  special  prices  on  all  Summer  Furniture  this  week 
to  clecu-  out  all  our  Refrigerators,  Veranda  Chairs  and  Rockers. 
If  you  want  an  odd  chair  or  rocker,"  it  will  be  to  your  advantage  to 
see  our  stock  and  prices.    See  our  Refrigerator  Stock — now  is  the 
time  to  buy — we  want  the  space. 


Veranda  Rockeri,  without  arms. $1.00 

Chain,  without  arrat  . . .   $1.00 

RockerSf  with  arms    $2.50 

Chairs,  with  arms     S2.00 

Canvas  Coti,  Woven  Wire  Cots,  Cot 
Mattresses.   All  reduced  this  week. 

Hammo  Coaches,  to  hang  on  your 
veranda  or  to  stand  on  the  lawn.  Solid 
comiort.  See  this  line  and  get  prices  with 
or  withont  a  (rame.irf'^' 

REFR1GERAT0RS--Best  that  can  be 
purcliased.  Walls  are  made  of  cerite  pa- 
per, wood  and  mineral  wool,  and  are  so 


made  <hat  the  warm  air  cannot  penetrate 
them.  '*-'^M*:f>mitttr^v- 

A  good,  useful  Refrigerator,  prices  be- 
ginning at  $5.85 

Another  good  one,  special  price.  .$7.95 
Dressers  for  summer  cottages 

Neat  3-drawer  Dresser  at  $7.50 

Another  good  Dresser  at  $6.85 

Continued  sale  oo  Iron  and  Brau  Bc4s 
all  this  week.  Get  ,'>ne;  it  will  paiy  you. 

Special  Brass  Bed,  a  few  only  to  sell 
at  $9.80 


A.  M.  Souter  &  Co. 


Comer  King  and 

Park  Sts. 
Hamilton,  Ont. 


Comfortable  Summer 
Furniture 


$2.70 
Sg.lS 


35c 
S8.50  " 


$1.35 
S2.25 
S2.00 
$1.10 
Sl.OO 
S2.15 
">  $5.00 
">  $6.00 
S9.00 
"'$1.50 
SI2.50 


The  N.  S.  Furnishing  Company,  ltd 

77  76   BA£RJNOTOfl   BT.  HALZTAX 


"Old  Hickory" 

r..v  |M>r<h,  lawii  or  ■■■i 

Furniture 

uiidnli  "Old  Hiekorv"  i- 
fi-ft  .111111011.  p-cat  dill, I 
rlinrtit  "  W** 

Thorr    IS  nvrthM 
nnr  vammli  "u  "(Hd  Hi.k-  Vijfe 
orv  ■■   Tho  fmm.  >v.jrk  y 
ni«d<-    of    y"iin)i!  hi<-ki'i\  Ig 

saplinEe.    The    Hrats  .ni'l  l-L 
b.ck-  of  til."    .I.iui>  aiu  /ip 
wov^n  uf  lonK  stn,..,  ..f  Afc 
tlw  mnn  barli  ..f  ihc  hi.k 

rawhid^     /111.!  '  '■•(  Ml'" 
Old  Hlokorj  Annthnri-s  nl- 

Old  Blokorr  Arm  RooUdx  Chiii 

"is'io 
H-sa 

-Vr,.    ,o.,.r.r,.hlr  HJS 

rMnim  E<«ini  Oliwn    M«  "t- 

Ira  t«cldii<  Chain,  id  n..i'  <■ 
Andn*  JmIwo  Arm  Obui  -  ^r. 

Arm  tmklat  Cb>lr,      i>i<'<  b 
OU  BI*MT  Arm  OWr— A  Ixd.Uo 

'  '"""^       '  wn 
„,,',         K.rk  nil 

UH 

.mr  »^ut 

UM 

"•"■'■'"■^'"■"■'''bs 

Am  koAUc  attlT,  lo  niicli  . 
m.al  ut  (IM  ^<koi7  tIftUM  ud  Tkb 

Group  of  Sxunmer  furwtme  ads,  appearing  in  daily 


preisai)(J  dpscribed  in^ftbovc  article, 
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the  psychological  effect  of  the  introductory  remark 
must  be  apparent  to  everyone  who  reads  the  ad.  The 
list  of  articles  are  well  selected  and  are  doubly  interest- 
ing on  account  of  the  prices  being  named.  The  original 
Avas  -IVi  by  6Vi  inches. 

The  •'Old  Hickory"  furniture  advertisement  is  an 
extract  from  the  ad  of  the  Regina  Trading  Co.,  and  is 
a  strongly  worded  one.  It  might  easily  serve  as  the 
basis  for  other  advertising  of  this  kind. 


FIVE  THOUSAND  DOLLAR  SALESMEN. 

By  Edward  Bolf 

It  is  foolish  to  argue,  as  some  young  men  do,  that 
to  go  beyond  one's  special  position  is  made  impossible 
by  an  employer.  The  employer  never  existed  who  Avill 
prevent  the  cream  of  his  establishment  from  rising  to 
surface.  The  advance  of  an  employee  always  means 
the  .advance  of  the  employer's  interests.  Every  em- 
ployer would  rather  pay  a  young  man  five  thousand 
dollars  a  year  than  five  hundred.  What  is  to  the 
young  man's  interest  is  in  a  far  greater  degree  to  the 
interests  of  his  employer.  A  five-hundred-dollar  clerk- 
ship is  Avorth  just  that  amount  to  an  employer,  and 
nothing  more.  But  a  five-thousand-dollar  man  is  gen- 
erally Avorth  five  times  that  sum  to  a  business.  A 
young  man  makes  of  a  position  exactly  what  he 
"chooses,  either  millstone  around  his  neck  or  a  stepping 
stone  to  larger  success. 


A  GOOD  SENSE  IN  ADVERTISING. 

Advertising  is  no  new  idea,  for  it  is  as  old  as  history 
itself,  and  while  to-day  it  is  the  most  dynamic  force  in 
the  world  of  commerce  it  seems  to  be  an  art  yet  to  be 
discovered  by  some  people — that  is,  the  practical  appli- 
cation of  it. 

Don't  overlook  the  fact  that  there  is  just  such  a  vital 
thing  as  tact  in  the  advertisement,  which  is  but  little 
more  than  a  salesman  in  the  printed  word.  The  tactful 
advertisement  or  advertising  campaign  is  one  which 
carefully  conforms  to  the  habits  of  thought,  methods  of 
living,  and  characteristics  of  the  people  who  will  read 
the  advertising. 

How  properly  "^o  approach  your  prospective  custom- 
ers, not  only  over  the  counter,  but  through  the  pages  of 
your  daily  paper  or  weekly  periodicals,  by  words  and 
pictures,  is  one  of  the  most  important  problems  in  your 
advertising. 

As  applied  to  the  furniture  dealer,  dishonest  advertis- 
ing does  not  pay  any  more  than  in  any  other  line. 

It  is  far  better  to  dcscrilx'  furniture  truthfully,  than 
to  exaggerate,  and  disa^jpoiiit  the  prospective  bxiyer. 

If  an  article  is  golden  oak  finish  only,  say  so.  Don't 
advertise  that  it  is  golden  oak,  and  then  have  to  apolo- 
gize and  explain  when  the  customer  comes  to  your  store 
and  tell  them  then  that  it  is  not  oak,  but  imitation. 

Don't  say  an  article  is  solid  mahogany  or  mahogany 
at  all  unless  it  is.  Don't  say  that  an  article  is  specially 
priced  unless  it  is  actually  reduced  from  your  usual 
regular  selling  price. 

Don't  advertise  leatherette  as  leather.  Remember 
when  the  goods  become  worn  the  truth  must  become 
apparent. 

Build  up  a  reputation  for  honesty,  regardless  of  the 
grade  or  kind  of  goods  that  you  sell. 


SELFRIDGE  ON  THE  MERITS  OF  ADVERTISING 

'H.  G.  Selfridge  has  been  addressing  the  Midland 
Counties  Advertising  Managers'  Association  on  the 


subject  of  advertising.  Here  is  a  brief  extract  from 
his  address :  Advertising  was  the  steam  under  business. 
The  poAver  of  advertising  was  the  greatest  power  in 
the  Avorld  to-day.  It  Avas  possible  to-day  to  do  almost 
anything  AAdth  advertising — honest,  properly  ad- 
ministered, and  intelligently  expanded.  He  believed 
that  the  poAver  of  advertising  AA^as  only  just  beginning 
to  be  felt  throughout  the  AA'orld.  He  thought  they  AA'ere 
only  just  on  the  threshold  of  great  advertising  in  its 
broadest  sense — publicity.  Money  spent  on  advertising 
was  the  strongest  factor  toAvards  upraising  any  under- 
taking. 


ADVERTISING  MUST  BEGIN  INSIDE  THE  STORE. 

It  doesn't  require  a  Solomon  to  decide  it's  a  AA^aste 
of  money,  effort  and  opportunity  to  paint  a  glowing 
word  picture  in  public  print,  circular  or  booklet  con- 
cerning the  value  of  your  merchandise  and  then  shoAV 
that  self-same  article  in  store  surroundings,  unkempt 
and  unattractive. 

If  you  will  believe  me,  the  store  Avith  a  fresh-painted 
front,  clean  Avindows,  well-planned  windoAV  trims,  fresh 
neatly  arranged  stock  and  interior  displays  is  the  first 
place  to  begin  advertising,  and  such  a  programme  is 
the  one  to  foUoAV.  That  store  just  has  to  appeal  to  the 
people  who  visit  it.  Advertising  is  considerably  like 
charity  in  that  it  should  begin  at  home,  and  the  simi- 
larity is  continued  in  that  it  should  not  end  there. 

This  programme  insures  a  change — a  really  good 
chance — to  make  your  advertising,  both  inside  and  out- 
side, profitable  in  sales  and  public  good-AA'ill. 


AESOP  UP  TO  DATE. 

Fables  noAvadays  are  told  as  ncAvs  items.  They  may 
not  be  true,  but,  as  the  Italian  saying  goes,  "they 
ought  to  be." 

A  merchant  met  a  farmer  carrying  an  express  pack- 
age from  a  Chicago  mail  order  house.  "Why  didn't 
you  buy  that  bill  of  goods  from  me?"  he  asked.  "I 
could  have  saved  you  the  express  charges,  and,  besides, 
you  Avould  have  been  patronizing  a  home  store." 

The  farmer  looked  at  the  merchant  for  a  full  minute 
and  then  said:  "Why  don't  you  patronize  your  home 
paper  and  advertise?  I  read  them  and  did  not  know 
you  had  this  particular  line." 

In  lieu  of  moral,  this  comment  is  made : 

The  retailer  thinks  that  the  business  of  his  territory 
belongs  to  him,  and  so  it  does,  but  the  same  kind  of  sup- 
port you  expect  from  the  farmers  to  give  you,  you 
should  be  willing  to  extend  to  your  local  publisher. 


John  Wanamaker  says:  ."If  there  is  one  enterprise 
on  earth  that  a  'quitter'  should  leave  severely  alone, 
it  is  advertising.  To  make  a  success  at  advertising 
one  must  he  prepared  to  stick  like  a  harnacle  on  a 
boat's  bottom.  He  should  know  before  he  begins  it 
that  he  must  spend  money — lots  of  it.  Somebody  must 
tell  him  also  that  he  can  not  hope  to  reap  results  com- 
mensurate with  his  expenditure  early  in  the  game. 
Advertising  doesn't  jerk;  it  pulls..  It  begins  very 
gently  at  first,  but  the  pull  is  steady.  It  increases  day 
by  day  and  year  by  year,  until  it  exerts  an  irresistible 
power." 
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SALESPEOPLE 


"GLAD  TO  SEE  YOU." 

"Our  clerks  are  very  courteous  and  will  be  glad  to 
show  you  everything,  whether  you  wish  to  buy  or  not. 
This  is  the  announcement  of  a  well  known  firm.  While 
it  states  what  should  be  a  trite  fact,  in  how  many  places 
does  it  honestly  hold  good?  There  are  clerks  who 
meet  you  so  reluctantly  that  you  feel  at  once  the  chill ; 
the  realization  that  they  are  halting  in  the  hope  that 
some  other  clerk  will  proti'er  his  services.  This  is  more 
true  in  the  large  establishments  where  patrons  are  for 
the  most  part  strangers,  and  yet  they  are  regular  cus- 
tomers and  feel  that  they  are  entitled  to  a  little  cor- 
diality. In  the  small  town  such  indifference  would  be 
at  once  resented  in  a  way  so  emphatic  as  to  at  once 
elicit  attention  from  the  man  at  the  head. 

But  the  "glad  to  see  you,  whether  you  buy  or  not," 
is  a  more  crucial  point.  We  may  easily,  if  we  try, 
appear  glad  to  wait  upon  a  customer  who  really  means 
business.  But  the  one  who  is  hard  to  suit,  or  who  we 
find  is,  after  all,  only  curious — this  is  another  matter. 
Yet  there  are  several  reasons  why  it  is  important  to 
curb  our  own  disappointment  in  spending  valuable 
time  where  an  immediate  sale  proves  utterly  out  of  the 
question  and  to  heartily  echo  the  words  of  the  adver- 
tiser, "glad  you  came,  even  if  you  did  not  buy." 

So  often  the  failure  to  make  a  sale  rests  no  more  as 
a  fault  of  the  visitor  than  of  the  salesman.  It  may  be 
lack  of  funds.  The  desire  is  there,  but  the  means  are 
at  the  time  lacking.  The  visit  is  made  in  the  vain  hope 
that  a  bargain  may  be  struck  which  will  bring  the 
coveted  article  Avithin  reach,  or  the  rights  of  the  cus- 
tomer to  compare  prices  with  other  stores  leads  to  the 
visit.  Every  slight  is  duly  reported  to  friends,  who 
will  shun  you.  So,  smile,  even  though  you  bite  you 
lip  with  disappointment  when  you  have  closed  the  door 
after  your  visitor.   It  will  pay  you  in  the  end. 


THE  CRISIS  IN  SELLING. 

By  H.  M.  Belts 

The  most  precarious  moment  in  a  sale  is  when  a 
prospect  is  both  sold  and  unsold. 

The  moment  when  he  has  "half  a  mind"  to  buy, 
when  his  objections  have  all  been  satisfactorily  an- 
swered, when  he  approves  of  the  deal  as  the  salesman 
has  represented  it  hnt  still  hesitates  to  say,  "I'll  accept 
your  proposition,"  is  the  moment  when  the  most  deli- 
cate handling  is  necessary. 

It  is  most  important  that  the  salesman  should  recog- 
nize this  crisis,  and  dropping  the  demonstration  of  his 
samples  attempt  to  close  without  delay. 

Continue  talldng  five  minutes  too  long  and  your  pros- 
pect will  have  changed  his  mind,  perhaps.  His  con- 
sent must  be  caught  on  the  wing,  as  it  were.  On  the 
other  hand,  if  you  attempt  to  close  him  prematurely, 
you  will  receive  an  emphatic  turndown  and  will  find  it 
difficult  to  reopen  your  selling  talk. 

A  good  salesman  knows  instinctively  the  exact  mo- 
ment to  close,  just  as  a  well  trained  soldier  knows, 
without  explicit  orders,  when  to  stop  marking  time  and 
fall  into  line  as  the  parade  goes  by.  It  is  often  fatal 
to  a  sale  to  ask  a  man  whether  or  not  he  is  willing  and 
ready  to  sign.  Business  men  are  so  grounded  in  the 
habit  of  saying  "No"  that  the  prospect  is  likely  to 
answer  in  the  negative  from  mere  force  of  habit.  And 
he  is  so  accustomed  to  believing  his  own  words  that, 


having  heard  himself  say  "No!"  he  is  more  than  likely 
to  believe  it. 

As  great  issues  often  hinge  upon  trifles,  so  a  sale, 
at  such  a  juncture,  often  depends  upon  some  trivial 
act  of  the  salesmfin  in  getting  the  order  book  and  the 
pen  into  the  prospect's  hands  l)efore  the  latter 's  at- 
tention has  been  called  to  them.  Often  a  meire  gesture, 
indicating  the  line  on  which  the  man  is  to  sign,  will 
do  the  work  better  than  an  urgent  appeal  to  him  to  sign. 

I  know  a  salesman  who  has  made  the  most  careful 
preparations  for  handling  just  such  crises.  He  carries 
a  fountain  pen  (taking  care  that  it  is  always  in  good 
condition  and  readiness  for  instant  use)  with  a  wide 
rubber  band  wrapped  around  the  handle  of  the  pen. 
When  he  perceives  that  his  prospect  is  sold  and  un- 
sold, he  begins  his  closing  argument  (which  usually 
is  a  brief  summary  of  the  points  he  has  previously 
made)  and  by  added  emphasis  increases  the  degree  of 
attention  with  which  the  prospect  regards  him.  He 
then  brings  out  his  pen  and  drops  it  on  the  desk  con- 
venient to  the  prospect's  hand.  The  rubber  band  pre- 
vents the  pen  from  rolling  too  far,  or  making  a  noise 
when  it  falls.  Almost  involuntarily  the  prospect  will 
pick  up  the  pen,  and  when  he  does  so  he  finds  the 
order  book  ready  for  him.  He  is  still  absorbed  in  what 
the  salesman  is  saying  and  signs  as  a  matter  of  course. 

Some  salesmen  lose  many  sales  which  they  might 
make  if  they  understood  the  importance  of  such  trifles 
as  this.  Sometimes  the  prospect  will  be  fairly  con- 
vinced that  he  is  being  offered  a  good  thing — that  he 
ought  to  have  it — and  is  on  the  verge  of  placing  the 
order  when  a  painful  hitch  occurs  while  the  salesman 
fishes  in  his  pockets  for  a  pen,  nervously  adjusts  it 
and  then  digs  down  to  another  pocket  for  his  order 
blanks.  Ten  to  one  the  prospect,  during  this  wait — 
even  if  it  is  not  of  more  than  a  minute's  duration- 
will  decide  to  "think  it  over,"  and  piit  the  salesman 
off  with  a  half  promise  to  buy  next  time. 


WHAT  IS  YOUR  TIME  WORTH? 

A  salesman  called  on  a  furniture  dealer,  and  the 
clerk  in  charge  informed  him  that  the  proprietor  was 
biisy  in  another  part  of  the  store.  The  salesman  walked 
over  to  where  the  dealer  was  employed,  and  found  him 
assembling  and  setting  up  a  stove.  After  watching 
the  operation  for  a  few  minutes,  the  salesman  winked 
at  the  clerk  and  said,  loud  enough  for  the  dealer  to  hear  : 

"There's  a  good  chance  for  a  man  to  get  a  place  as 
manager  of  a  big  fui-niture  store  down  the  state.  They 
will  pay  $200  a  month  to  the  right  man.  I'd  like  to 
find  someone  1  could  put  them  in  touch  with,  for  they 
are  good  customers  of  our  factory." 

"Say,  that  looks  good  to  me,"  said  the  dealer  look- 
ing up  from  the  stove.  "1  have  a  rotten  time  here  for 
lack  of  working  capital,  and  I  might  make  a  change 
if  I  could  get  a  place  like  that." 

"Do  you  consider  yourself  a  .$200  man?"  asked  the 
visitor. 

"I  certainly  do,"  said  the  dealer,  throwing  out  his  chest. 

"Well,  you  wouldn't  do  at  all,  then,"  said  the 
salesman,  "for  that  company  wouldn't  stand  for  a 
manager  who  would  put  a  $200  man  setting  up  stoves 
while  a  .$40  clerk  was  in  the  store  trying  to  swing  a 
hard  customer." 

In  telling  about  the  incident,  the  salesman  said  that 
he  had  been  in  innumerable  stores  wliere  the  proprietor 
was  doing  roustabout  work  1o  keep  the  ('xj)ensive  clerks 
from  doing  it.  If  ho  had  been  asked  why  he  was  doing 
it,  he  would  probably  have  said  that  he  could  not  af- 
ford to  put  clerks  at  such  work,  never  stopping  to 
figure  what  his  own  lime  ought  to  be  worth. 
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The  Elora  Mid-Summer  Furniture  Exhibition 


So  successful  was  the  furniture  exhibition  held  m 
Elora  last  year,  that  the  two  furniture  factories  of  that 
town— John  C.  Mundell  &  Co.  and  The  Elora  Furniture 

Co.       have  during  the  past  month  been  duplicating 

that  success,  and  in  fact  improving  its  features  and 
its  exhibits,  with  resultant  benefits  to  themselves. 

The  general  idea  of  these  exhibitions  is  beneficial 
both  to  the  dealer  and  the  manufacturer.  The  dealer 
is  enabled  to  see  the  styles  likely  to  prevail  the  coming 
season,  and  should  he  order  for  future  delivery  is  en- 
abled to  get  his  goods  when  required.  The  manu- 
facturer, on  his  part,  is  in  a  position  to  anticipate  the 
needs  of  the  dealer  and  of  the  trade  generally,  and  is 
brought  in  direct  contact  with  the  man  who  places  his 
furniture.  So  from  an  educative  standpoint,  as  well 
as  a  beneficial  one,  both  sides  of  the  trade  receive  a 
benefit. 

The  whole  month  of  July  was  set  apart  to  this  joint 
exhibition  of  the  Elora  furniture  makers,  and  the  re- 
sults have  fully  justified  the  companies  in  the  trouble 
and  expense  they  were  put  to  in  putting  on  such  an 
elaborate  exposition.  The  buyers  came  out  in  greater 
number  than  a  year  ago,  especially  towards  the  close 
of  July,  and  orders  were  more  numerous  and  varied. 

The  exhibition  was  held  in  the  Elora  Armory  Hall, 
a  roomy,  cool  and  comfortable  building,  well  adapted 
for  the  display  of  furniture.  The  decorations  were  in 
keeping  with  a  showing  of  furniture,  a  wainscotting  of 
imitation  leather  surrounding  the  whole  interior  of  the 
hall,  and  festoons  of  velours  and  tapestry  coverings 
embellishing  the  upper  wall  surfaces.  Innumerable 
tiny  electric  lights  brightened  the  interior  of  the  hall, 
the  artificial  lighting  giving  a  soft  glow  to  the  various 
furniture  items  shown.  Two  immense  Texas  steer  hides 
were  notable  wall  hangings,  one  of  these  covering  76 
square  feet. 

On  one  side  of  the  hall  were  a  series  of  five  small 
booths  in  which  were  exhibited  library  sets,  each  room 
being  fully  equipped  with  a  complete  set.  At  the  front, 
on  either  side  of  the  entrance,  were  two  furnished  rooms 
— filled  with  den,  library  and  parlor  furniture  and 
chairs  of  the  most  comfortable  patterns.  Even  the 
table  lamps  were  not  neglected.  The  ceilings  were 
covered  in  with  cedars  and  green  boughs  which  con- 
cealed a  number  of  small  electric  bulb  lamps. 

In  the  John  C.  Mundell  &  Co.  exhibit  were  shown 
samples  of  their  complete  lines  of  upholstered  furniture, 
library  furniture  and  other  individ\;al  items.  In  up- 
holstered  lines  tapestry  is  again  in  vogue  in  a  great 
variety  of  colors  and  range  of  patterns.  Making  a 
specialty  of  Morris  chairs  and  mission  furniture  as 
they  do,  it  was  expected  that  a  full  range  would  be 
shown,  and  the  visitor  to  the  exhibition  was  not  dis- 
appointed. In  Morris  chairs  fully  a  dozen  different 
colored  covers  were  seen  on  frames  of  uncountable 
designs. 

A  run  at  present  is  made  on  a  popular  (because 
cheap)  line  of  imposing  looking  rockers  and  chairs. 
These  have  upholstered  back  and  seats  only  of  imitation 
leather.  In  mission  furniture  there  was  an  immense 
range,  and  this  is  also  true  of  library  furniture  and 
card  tables.  An  old-fashioned,  heavy-weight  settee  was 
a  striking  library  table  feature,  and  a  table  with  book 
case  and  set  of  drawers  on  either  side — all  below  the 
top,  was  another. 

The  whole  elevated  stage  at  the  end  of  the  hall  was 
given  over  to  a  showing  of  davenports,  couches,  etc. 
On  these  there  seems  to  be  a  big  demand,  as  the  com- 
pany claim  they  are  almost  unable  to  keep  pace  with 


the  call  for  these.  The  "sleepy  hollow"  couch  will 
prove  a  favorite  in  any  den.  As  its  name  implies,  it 
is  a  couch  calculated  to  make  any  person  want  to  sleep 
who  stretches  himself  on  it,  the  body  sinking  gradually 
into  the  bed  of  the  couch,  with  no  ridge  to  mar  the 
comfort  of  the  sleeper.  A  smoker's  couch  is  another 
idea ;  and  fireside  sets — chairs  for  the  fireplace  in  the 
evenings — are  about  the  last  word  in  comfortable 
chairs. 

The  round  restaurant  table  with  three  corner  seated 
chairs  which  close  in  tight  under  the  table  when  not 
in  use,  is  a  novelty  that  should  appeal  because  of  its 
'  economy  in  space ;  and  the  telephone  set — small  table 
with  attached  folding  seat  which  closes  in  under  the 
table  when  not  in  use,  is  a  useful  bit  of  furniture  for 
the  library  or  hall,  or  wherever  the  telephone  stands. 
Dressing,  bedroom  and  ladies'  rocking  chairs  in  enamel 
finish  with  cane  seats  in  a  variety  of  designs  were 
shown,  as  were  hundreds  of  others,  all  appealing  to 
some  particular  trade  or  taste. 

The  Elora  Furniture  Co.  's  display,  while  not  so  large 
as  the  other  company's,  still  was  fully  as  representative. 
All  the  new  lines  in  iip-to-date  wooden  beds,  pedestals, 
jardiniere  stands  and  parlor  and  fancy  tables  were 
shown  in  extensive  variety.  It  depended  on  what  was 
seen  last  as  being  the  final  choice.  The  white  enamel 
bedsteads  in  mission  designs  are  unquestionably  the 
furniture  line  for  young  ladies'  rooms,  and  equally 
so  are  the  mission  designs  of  the  darker  shades  of 
natural  woods  the  bed  for  the  boys.  These  bed  designs 
and  others  in  all  woods  and  colors,  polished  or  dull 
finish,  were  extensively  shown.  A  very  ornate  four- 
poster  design,  in  dull  finished  mahogany,  Mr.  Jeanneret 
said  he  had  obtained  after  visiting  a  farmer  friend's 
house.  It  was  copied  from  an  old  bed,  which  had 
turned  posts  of  symmetrical  beauty.  While  there  is  a 
big  present  demand  for  polished  woods  there  are  a 
great  many  people  who  prefer  the  dull-finished  or 
natural  wood  finish  in  furniture,  and  the  goods  in  this 
latter  class  Avhich  were  shown  had  certainly  many 
points  to  commend  them. 

What  has  been  said  about  beds  is  equally  true  of 
the  pedestal  and  table  lines.  The  designs  shown  of 
these  were  simply  innumerable,  from  the  classic  colon- 
ial and  Martha  Washington  designs,  down  to  the  most 
recent  20th  century  patterns.  And  they  were  tastefully 
arranged,  too.  The  setting  out  of  the  pedestals  on  the 
stairway  leading  to  the  stage  was  very  effective,  bring- 
ing out  the  features  to  best  advantage,  and  the  arrang- 
ing of  the  tables  for  comparative  purposes  was  also  a 
good  idea,  thus  allowing  the  buyer  to  see  the  difi'erent 
styles  and  polishes  to  the  best  advantage. 

Visitors  to  the  exhibition  were  looked  after  by  John 
C.  Mundell,  S.  B.  Jeanneret,  John  Stockford,  John  A. 
Mundell,  J.  Godfrey  Smith  and  D.  B.  Miller,  represent- 
ing both  firms.  When  notified  in  advance  an  automobile 
met  visitors,  not  only  at  the  two  Elora  railway  stations, 
but  even  at  Guelph  and  Berlin.  This  was  a  feature 
that  was  appreciated,  and  many  favorable  comments 
were  made,  as  in  some  cases  it  meant  the  saving  to  the 
visitor  of  a  whole  day,  the  dealer,  after  his  Elora  visit 
being  over,  was  returned  to  either  of  the  above 
places  or  taken  over  to  Elmira  to  continue  his  inspec- 
tion visit  at  other  furniture  centres. 

The  sights  about  Elora  itself  are  well  worth  while, 
as  the  Grand  River  at  that  place  has  beauty  spots  equal 
to  other  more  pretentious  centres.  Visitors  to  the  exhi- 
bition had  opportunity  to  see  and  enjoy  these  beautiful 
views. 


August,  1913 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


33 


Knobs  of  News 


Rudolph  Israel,  furniture  dealer.  Vancouver,  has  as- 
signed. 

The  assets  of  the  Rolland  Furniture  Co.,  Montreal, 
have  been  sold. 

The  Regina  Upholstery  &  Carpet  Cleaning  Works 
has  started  business  in  that  place. 

The  Excelsior  Furniture  Co.,  Calgary,  sustained  a 
loss  through  a  recent  fire  in  their  store. 

The  Malcolm  Souter  Furniture  Co.  are  building  a 
$5,000  addition  to  their  factory  plant  at  Hamilton. 

The  Western  Grocery  Co.,  New  Michel,  B.C.,  is  add- 
ijig  a  furniture  department  to  its  present  business. 

I.  Cole  &  Son,  furniture  dealers  and  undertakers, 
Gananoque,  Ont.,  are  offering  their  business  for  sale. 

The  Canadian  Stove  and  Furniture  Co.,  Montreal, 
intend  building  a  $75,000  stove  foundry  at  St.  Laurent. 

Fred  Robertson,  of  Manitou,  Man.,  has  opened  a  fur- 
niture and  undertaking  establishment  at  Redcliff',  Alta. 

Additions  and  alterations  to  cost  .$15,000  are  being 
made  to  the  Dominion  House  Furnishings  store  at  Ham- 
ilton. 

The  ratepayers  of  Preston  voted  by  a  large  majority 
to  aid  the  Preston  Chair  Co.,  and  a  plant  will  be  estab- 
lished there. 

F.  L.  Merritt,  of  Carnduft",  Sask.,  has  purchased  the 
furniture  and  undertaking  business  of  Mr.  J.  H.  Taylor, 
of  that  place. 

The  furniture  stock  in  the  Montreal  warehouse  of  0. 
Langlois  &  Co.  was  damaged  by  fire  recently.  The  loss 
was  covered  by  insurance. 

The  capacity  of  the  drying  kiln  of  the  Arnett  Furni- 
ture, Limited,  Souris,  Man.,  has  been  doi;bled,  the  kiln 
now  accommodating  three  cars  of  50,000  feet. 

Vancouver  council  No.  284,  United  Commercial  Trav- 
elers of  America,  held  a  successful  and  enjoyable  pic- 
nic at  Bowen  Island  on  Saturday,  July  7.  About  250 
travelers  with  their  families  and  friends  were  present. 

The  Stratford  Brass  Co.,  Ltd.,  Stratford,  Ont.,  are 
now  manufacturing  furniture  hardware  lines,  special- 
izing on  door  pulls,  knobs,  escutcheons  and  other  trim- 
mings. Alfred  Hahn,  late  of  the  Hahn  Brass  Co.,  New 
Hamburg,  is  manager  of  the  company. 

Addison  Coryell,  father  of  Chas.  S.  Coryell,  president 
and  managing  director  of  The  Adams  Furniture  Co., 
Toronto,  and  grandfather  of  Frank  A.  Coryell,  general 
manager  of  The  Bedell  Home  Furnishing  Co.,  Toronto, 
died  at  his  home  in  Ypsilanti,  Mich.,  on  July  4.  The 
old  gentleman,  who  Avas  over  80  years  of  age,  had  been 
unwell  for  some  months  before  his  death. 


FURNITURE  MEN  MAKE  MERRY 

A  monster  excursion  and  picnic,  luider  the  auspices 
of  The  John  C.  Mundell  &  Co.  and  The  Elora  Furniture 
Co.,  both  of  Elora,  Ont.,  was  held  on  Thursday,  July 
17,  at  Stanley  Park,  Erin,  for  the  benefit  of  their  em- 
ployees and  friends,  which  means  all  the  inhabitants 
of  Elora.  A  big  program  of  sports  was  carried  out, 
including  baseball  matches,  tug-of-war,  beat  races, 
swimming  races  and  foot  races  for  old  and  young,  fat 
and  lean,  and  men,  women  and  children.  There  were 
23  events  in  all,  and  some  70  prizes  were  distributed. 
Two  special  prizes  that  were  keenly  contested  for  were 
a  handsome  couch  given  to  the  employee  bringing  the 


largest  family  to  the  gathering,  and  an  upholstered 
arm  chair  given  to  the  second  largest  bunch. 

Dancing  was  indulged  in  during  the  evening,  and 
everyone  went  home  tired,  but  happy. 

Messrs.  John  C.  and  John  A.  Mundell,  S.  B.  Jean- 
neret,  J.  Mills,  John  and  C.  Stockford  and  the  other 
officers  of  the  two  companies  had  their  hands  full  look- 
ing after  the  comfort  and  welfare  of  their  guests.  The 
Elora  band  and  Hoehne's  orchestra  furnished  music  all 
the  day. 


ELMIRA  FURNITURE  CO.  DOUBLING  PLANT 

A  large  brick  addition  is  being  built  by  The  Elmira 
Furniture  Co.,  Ltd.,  to  their  plant  at  Elmira,  Ont.  This 
addition,  which  is  100  x  50  feet  and  three  storeys  high, 
will  enable  the  company  to  double  their  output.  The 
cost  of  the  improvements  will  be  $20,000. 


FURNITURE  MANUFACTURING  AT  VANCOUVER 

The  Restmore  Manufacturing  Co.,  Vancouver,  who 
recently  took  over  the  factory  of  the  Hammond  Furni- 
ture Co.,  in  that  city,  and  early  in  July  also  purchased 
for  $31,000  cash  the  plant  and  business  of  the  Dominion 
Bedding  Co.,  manufacturers  of  iron  beds,  will  within 
a  month  begin  the  construction  of  a  large  new  plant 
on  an  acre  of  ground  near  False  Creek.  The  "Rest- 
more"  line  now  includes  a  large  line  of  moderate  priced 
furniture,  upholstered  furniture,  iron  beds,  mattresses, 
pillows,  etc.,  and  on  the  opening  of  their  new  plant 
they  will  add  an  extensive  line  of  oak  furniture. 


BIG  FURNITURE  TRANSFER 

One  hundred  thousand  dollars  was  the  price  paid  by 
James  Ramsey  &  Co.  for  the  business,  stock,  and  lease 
of  the  Campbell  Furniture  Company,  located  on  Jasper 
Avenue  East,  Edmonton.  Tins  is  the  largest  mercan- 
tile business  transaction  that  took  place  in  that  city  in 
a  long  time.  The  establishment  on  Jasper  Avenue  will 
be  carried  on  as  usual,  the  only  difference  being  that 
instead  of  the  name  of  the  Campbell  Furniture  Com- 
pany being  over  the  portals  there  will  be  that  of  James 
Ramsey  &  Co.  Hitherto  the  Ramsey  company  have 
not  had  a  furniture  branch  business. 


MIRRORS  ADVANCED  IN  PRICE 

The  (Canadian  manufacturers  of  mirrors  recently  ad- 
vanced the  price  of  mirrors  between  5  and  10  per  cent, 
to  the  trade  owing  to  the  increased  cost  of  glass,  higher 
ocean  freights,  and  incrased  wages  of  bevelers  and 
polishers. 


RETAIL  MERCHANTS  ELECT  OFFICERS 

The  St.  Thomas  Retail  Merchants'  Association  held 
their  election  of  officers  recently,  the  following  being 
elected:  President,  B.  Brick;  1st  vice-president,  P.  L. 
Egan ;  2iul  vice-president,  G.  R.  Hill ;  treasurer,  N.  C. 
Johnston  :  secretary,  S.  L.  Graham. 

St.  Mary's  has  elected  the  following:  President,  A. 
H.  Loft;  ist  vice-president,  W.  R.  Butcher;  2nd  vice- 
president,  J.  D.  Martin ;  treasurer,  J.  Ready ;  secretary, 
B.  L.  Lancaster. 

Aylmer,  Ont.,  has  elected  the  following  officers : 
President,  J.  M.  Wrong;  1st  vice-pi-esident,  J.  M.  Far- 
thing; 2nd  vice-president,  J.  G.  Heitler;  treasurer,  L.  T. 
Young ;  scretary,  H.  L.  Charlton. 
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Beds  and  Bedding 


SELL  BEDDING  THROUGH  DISPLAY 

A  most  attractive  wiDdow  exhibit  of  bedding  lines 
was  seen  lately  in  one  of  the  large  New  York  furni- 
ture stores.  A  life-size  breathing  wax  model  of  a 
woman  on  a  prominent  manufacturers'  make  of  mat- 
tress was  shown,  "Awaking  from  a  Real  Night's  Rest," 
as  the  display  was  labelled.  On  each  side  of  the  brass 
bed  on  the  tloor  of  the  window  were  two  mattresses, 
railed  and  tied  with  purple  ribbon,  shoAving  how  flex- 
ible and  soft  the  inattress  is,  and  wdiy  it  is  possible 
for  anyone  to  enjoy  a  good  night's  rest  when  sleeping 
on  one. 

In  addition  to  the  main  exhibit,  the  same  bedding 
concern  had  a  most  comprehensive  display  of  its  pro- 
duct, viz.,  a  full  line  of  cotton  felt  mattresses,  together 
Avith  the  raw  material,  demonstrating  the  crude  cotton 
to  a  complete  matfress;  also  the  various  styles  of  art 
tickings  and  satin  stripes  in  which  they  are  manufac- 


BEDS  and  BEDDING 

A  SENSATIONAL  SALE  SUCH  AS  SELDOM  .<^EEN 

TO-DAY 


lii  ord£r  to  introduce  this  nevj  departmmt  of  Beds  2nd  Bedding  in  a  pronounced' and  a  cmf^dc  nunnct 
we  ofte  for  TO-DAY  (SATURDAY)  ot  this  week  valua  and  varieties  such  as  rarely  or  never  have 
come  your  way. 

Oir-btd  ttyVi  art  lO  ol  buuuhiJ  iafn  —  rvay  ont  new  tni  oliht  bat  and  moit  relUbk  ouVt.    Wc  han  bout^i  In  quantifT  — Qu^^^'T 

l««T  nrulty  coMnud  ml  tJbl^linu.  COME  AND  PARTiaPATC  IN  1  He'^IGGEST  AM)  BEST  t&D  AND  B£DD[NG  EVENT 
OF  THE  YEAR.    Scjn  e»  bUutUul  Bull.  lAaOrcsKi,  Strtnp,  Uamp  Coti,  Cnbt  tni  Bed  Pniovi  bj  rht  hundrcdg.    Scam  rout  ihtn  ^  I^x>(  ix 


Fancy  Brass  Beds         White  Enamal  Iron  Beds 

'I'lS-SiS  5.50* 


1.00 


Mattresses 


■  .55 
••  .78 
•  1.45 


We  art  also  oHcring  for  the  rwo  big  days  our  whole  Mock  of  Fine  Quilts,  Counterpanes,  Piilow 
Cortona,  Pfllow  Gun  and  5heeting>  at  money-saving  prices  to  yOu.  Jo&  the  throng  who  visit  this 
store  SATURDAY. 

E.  B.  CROMPTON  &  CO. 

Example  of  Brant  ford  furniture  dealers'  bedding  sale  advertising 


ALASKA  BEDDING  CO.  TO  BUILD  AT  COAST 

The  Alaska  Bedding  Co.,  Ltd.,  Winnipeg,  will  shortly 
begin  the  construction  of  a  branch  factory  in  A^ancou- 
ver,  on  a  site  that  was  seciired  last  year.  The  total  cost 
of  the  investment  will  be  approximately  $150,000.  It 
is  understood  that  the  factory  will  hegin  operations 
in  October  and  will  employ  100  hands,  this  number  to 
be  increased  as  business  develops.  J.  H.  Parkhill,  of 
Winnipeg,  president  and  general  manager  of  the  com- 
pany, visited  Vancouver  for  the  purpose  of  making 
arrangements  for  starting  construction  operations.  He 
stated  that  the  output  will  be  disposed  of  in  British 
Columbia  and  Alaska. 


WESTERN  BEDDING  CONCERN  ENLARGING 

Rapidly  increasing  business  has  forced  the  Restmore 
Mattress  Co.,  Vancouver,  to  seek  larger  (piarters,  and 
in  a  short  time  construction  work  will  commence  on  a 
$150,000  building  for  this  concern  on  Dufferin  Street, 
that  city,  to  replace  the  present  plant.  It  is  understood 
that  the  company  will  use  the  biiilding  for  housing  its 
machinery  for  the  manufacture  of  steel  bed  springs, 
as  well  as  for  ail  that  the  present  plant  produces.  The 
company  announces  that  it  will  make  iron  and  brass 
bedsteads  and  furniture  of  all  kinds. 


IDEAL  BEDDING  QUARTERLY  CONFERENCE 

The  (|uarterly  trade  conference  of  the  sales  and  office 
staffs  of  The  Ideal  Bedding  Co..  Ltd.,  was  held  in  the 
Toronto  factory  show  rooms  on  July  2,  3  and  4,  when 
a  number  of  matters  relating  to  the  manufacture  and 
sale  of  "Ideal"  goods  were  di.seussed.  It  was  the  most 
successful  of  these  conventions  so  far  held,  and  the 
first  two  days  were  devoted  strictly  to  business.  On 
Friday,  July  4,  the  boys  were  taken  across  the  lake 
and  lunched  at  the  Clifton  House,  Niagara  Falls,  Ont. 

Geo.  L.  Gardiner,  general  manager  of  the  company, 
was  chairman  of  the  business  sessions,  and  he  was 
assisted  by  V.  C.  Lowell.  The  members  of  the  sales 
staff  attending  were  Messrs.  Hare,  Mackie,  Adams, 
Thies.  Woon  and  Conway.  Messrs.  Beekman  and  Mc- 
Golpin  represented  the  office  and  factory  staffs. 

Special  features  of  the  conference  Avere  the  addresses 
on  "Salesmanship,"  by  Frank  E.  Mutton,  of  J.  J.  Gib- 
bons, Ltd.,  and  on  "Advertising,"  by  C.  J.  Purkes,  of 
the  same  concern. 


tured.  This  was  an  innovation  and  attracted  special 
attention  as  an  unusual  and  attractive  window  display. 

The  whole  was  an  advertising  idea  of  the  makers' 
New  York  manager  and  Eastern  representative,  and 
he  was  complimented  by  many  New  York  dealers  for  his 
enterprise  in  exploiting  the  product,  which  is  one  of 
the  leading  bedding  lines  of  the  United  States. 


BEDDING  COMPANY  ENLARGING 

Plans  have  been  prepared  foi'  the  enlargement  of  the 
Antiseptic  Bedding  Company's  factory  at  187  Parlia- 
ment street,  Toronto,  by  the  building  of  two  storey  and 
basement  brick  addition,  55  x  30  feet,  and  the  adding 
of  another  storey  to  part  of  the  present  premises. 
When  completed  it  will  be  possible  to  close  up  the  old 
Chaney  plant  on  King  street  east,  and  concentrate 
the  whole  business  under  one  roof.  As  well,  new 
machinery  will  be  installed,  including  a  new  feather 
renovating  system  called  the  "kill  dust"  system.  When 
completed  the  plant  will  be  a  model  bedding  factory 
in  every  particular. 


BEDDING  NOTES 

The  Staince  Co.,  Ltd.,  contemplate  erecting  a  factory 
at  Edmonton,  for  the  manufacture  of  iron  beds,  springs, 
mattresses.   A.  G.  Wildren  is  manager  of  the  company! 

The  places  of  the  upholsterers  at  the  Kindel  Bed  Co., 
Toronto,  who  went  on  strike  a  month  ago  have  been 
filled  and  work  is  going  on  now  as  usual. 

The  Standard  Bedstead  Co.,  Ltd.,  Victoriaville,  Que., 
has  been  registered. 


FITTING  A  BED  TO  A  BOY 

They  tell  this  yarn  in  an  American  department  store. 
A  woman,  accompanied  by  her  small  boy,  visited  the 
establishment  and  announced  her  intention  to  purchase 
a  bed.  "I  want  a  bed  to  fit  this  boy,"  she  stated.  The 
woman  was  of  the  determined  type,  but  the  salesman 
was  on  the  job.  He  produced  a  tape  measure  and,  ap- 
parently in  all  seriousness  took  the  child's  dimensions. 
He  then  lifted  the  yormgster  into  a  bed.  and  said: 
'Madam,  here  is  one  that  fits  him  to  a  t."  He  com- 
pleted the  sale  as  well. 
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ONE  OF  THE  CHILL-LESS 

"IDEAL"  STEEL  BEDS 

No.  1271.— PILLARS,  2  inches.     HEAD,  62V,'  inches. 

FILLKR,  inch.  FOOT,  44)4  inches. 
BOTTOM  CROSS  TUBING,  \\  inches. 
SIZES,  4-6,  4-0.  SHIPPING  WEIGHT, 
164  lbs. 

Look  at  your  "Ideal"  Catalogue,  pages,  63,  60,  70,  71  and  78,  for 
other  designs  and  then  use  the  Catalogue  Order  Form  to  tell  us 
of  your  wants.  We'll  ship  them  promptly,  in  time  for  the  August 
returning  to  housekeeping'  trade. 

IDEAL  BEDDING  C°um,ted 

2-24  JEFFERSON  AVE.  TORONTO 


TRADE  MARK 
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KELLARIC  MATTRESSES 

Hair-in-Cotton  and  Common  Sense  Mattresses 

SPRINGS  AND  PILLOWS 


NOW  MANUFACTURED  AT  FORT  WILLIAM 

in  our  fine  new  sanitary  and  fireproof  factory  at  the 
head  of  the  lakes. 

Increased  Capacity  and  Improved  Shipping  Facilities 

now  enable  us  to  offer  old  and  new  customers  better 
service  than  ever  before. 

p.  M.  INGLIS  D.  B.  BOUEY 

Manager  Toronto  Branch  OUR  REPRESENTATIVES  Western  Canada  Salesman 

are  now  calling-  on  the  trade.  We  solicit  your  custom  and 
guarantee  quick  shipment  of  all  orders,  whether  large  or  small. 

McKELLAR  BEDDING  CO.,  Limited 

'"'''-irprs'?'?.?.,"T^±-""'    Fort  William,  Ontario 
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The  Furniture  F 


SHORTCOMINGS  OF  FURNITURE  FACTORIES. 

By  Chas.  L.  Presnell 

Some  furniture  factories  are  so  situated  as  to  place 
them  at  a  great  disadvantage  because  it  is  necessary 
to  do  a  lot  of  extra  handling  of  .stock  and  finislu'd 
goods.  Some  are  located  on  second-storey  floors,  wliich 
means  that  all  lumber  and  supplies  have  to  be  elevated 
before  being  worked,  as  well  as  the  many  other  dis- 
advantages accompanying  such  a  location.  In  some 
cases  the  finishing  room  of  the  factory  is  located  at 
a  distance  from  the  factory  proper,  necessitating  truck- 
ing the  goods  before  being  finished.  This  means  added 
expense  for  handling  and  more  scars  and  scratches  to 
be  removed  by  hand,  or  else  left  to  mar  the  beauty  of 
the  article  when  finished. 

Factories  located  adjacent  to  a  railroad  switch  where 
material  can  be  unloaded  onto  the  factory  grounds  or 
into  the  buildings  or  sheds,  and  arranged  so  that 
finished  goods  may  be  loaded  from  the  warerooms 
directly  into  the  cars,  and  shedded  so  that  this  loading 
may  be  done  in  rainy  weather,  and  where  all  buildings 
are  connected  with  trackways  to  facilitate  the  handling 
of  stock  and  goods,  certainly  have  a  big  advantage  over 
factories  not  so  situated. 

A  shortcoming  is  evident  in  some  factories  in  the 
manner  in  which  the  floor  is  allowed  to  become  littered 
up  with  trash  and  scattered  stock.  If  the  stock  js 
good,  have  a  place  for  it  and  keep  it  in  its  place;  if 
it  is  good  for  nothing  but  fuel,  the  sooner  it  is  sent 
to  the  boiler  room  the  better.  Don't  allow  it  to  accumu- 
late on  the  floor  and  around  machines.  It  costs  money 
m  men's  time  to  walk  around  and  over  piles  of  stock, 
hunches  of  scattered  blocks  and  shavings.  And  they  are 
liable  to  slip  and  get  caught  in  a  machine.  If  a  fire 
gets  started,  such  conditions  give  it  a  better  chance 
to  gain  headway,  and  more  material  to  feed  upon.  The 
floor  itself  is  often  allowed  to  get  in  bad  condition  by 
beconiing  uneven  and  full  of  holes,  so  thait  trucks  can- 
not be  readily  passed  over  its  surface. 

Apropos  of  the  fire  (|uestion,  it  is  too  often  that  the 
fire  barrels  are  not  kept  properly  filled.  Fre(iuently 
they  are  covered  up  or  surrovmded  with  piles  of  stock 
so  that 'they  cannot  be  easily  and  (|uickly  reached  in 
case  of  fire.  The  buckets  are  lost  or  scattered  and 
are  not  to  be  had  proniptly  when  needed.  In  this  case 
they  cannot  be  utilized  in  the  incipiency  of  a  blaze. 
All  this  may  be  the  cause  of  a  disastrous  fire  getting 
started  before  they  can  be  brought  into  play  and  made 
to  fill  the  purpose  for  which  they  were  intended. 

The  tenacity  with  which  some  factories  hang  onto 
old  and  anti(|uated  methods  iiuiy  be  riglitly  termed  a 
shortcoming.  Improvements  are  really  soinetinijes 
fought  against  instead  of  being  welcomed  as  a  glad 
relief  from  old  customs  and  methods.  Some  factories 
are  so  unfortunate  as  to  be  surrounded  with  men  who 
frown  on  and  talk  down  any  new  and  useful  improve- 
ments in  methods  which  the  management  is  ready  and 
willing  to  install,  if  satisfied  that  the  change  will  lower 
the  cost  of  production  or  pi'oduce  a  larger  output  in 
the  same  time.  These  things  are  often  left  to  the  man 
in  charge  of  the  department  where  the  change  is  to 
be  made,  and  he  deliberately  refuses  to  saruttion  any- 
thing that  may  mean  a  change  from  the  old  order  of 


A  Department 

for  the 
Manufacturer 


things  or  re(iuire  any  rearrangement  of  his  system  of 
doing  things. 

Such  men  work  against  their  own  interests  as  well 
as  those  of  their  employers.  Really  good  things  will 
make  their  i)resence  felt  and  real  imi)rovements  are 
bound  to  come.  The  man  who  deliberately  fights 
against  them  is  simply  digging  a  pit  into  which  he  is 
bound  to  f;ill  in  course  of  time,  while  he  who  is  anxious 
to  ke<'p  to  the  front  and  forward  his  employer's  interest 
by  advocating  and  co-operating  with  new  things  that 
have  merit,  soon  makes  a  reputation  as  a  wideawake 
and  faithful  employe. 

It  is  a  deplorable  fact,  yet  a  fact  in  many  cases, 
nevertheless,  that  obstacles  are  thrown  in  the  way  of 
improvements  by  the  very  men  who  would  benefit  most 
by  their  adoption  and  use. 


REPORTS  INCREASE  SALESMEN'S  EFFICIENCY. 

A  fii'm  that  employs  a  mimber  of  agents  on  the  road 
to  take  orders  for  miscellaneous  specialties  and  hard- 
ware had  difficulty  in  getting  reports  from  them.  The 
hoixse  asked  for  a  daily  report,  and,  for  a  while,  this 
was  sent  in  by  all  except  the  i)oorest  agents.  This  was 
considered  for  a  time  a  sufficient  ckeck  on  the  men, 
but,  as  the  sales  increased,  it  was  found  that  a  more 
thorough  method  of  checking  the  agents  was  needed. 

This  was  accomplished  by  the  addition  of  a  weekly 
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Salesmen's  daily  and  weekly  report. 


report  blank,  as  shown  in  the  accompanying  form. 
This  was  a  means  of  bringing  up  the  sales  efficiency 
of  the  force  a  considerable  per  cent.  The  daily  report 
blank  is  printed  on  a  postal  card,  that  must  be  mailed 
in  each  day.  At  the  same  time  that  the  card  is  made 
out  for  posting,  the  salesman  is  required  to  list  the 
same  information  on  his  weekly  report.  At  the  end 
of  the  week,  the  Aveekly  report  is  totaled,  showing  in 
detail  the  number  of  hours  worked,  the  number  of  calls 
made,  the  number  of  selling  talks  made,  the  number 
of  orders  taken  and  the  retail  price  of  the  goods. 

On  the  weekly  repoi't  blank,  in  addition  to  the  in- 
structions for  filling  out  the  daily  and  weekly  report, 
is  listed  the  following  message  from  the  firm  to  the 
agents  : 

We  can  and  do  pay  our  agents  well   who  report 
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regularly,  but  cannot  hold  territory  for  those  who  do 
not.  Each  of  your  reports  will  be  acknowledged  by 
us  immediately 'upon  its  receipt  and  a  new  blank  issued 
to  you.  Be  systematic  in  your  work.  Every  evening 
lay  out  vour  "work  for  the  next  day,  and,  if  not  well 
acquainted,  ascertain  the  names  and  peculiarities  of 
the  persons  you  intend  to  visit,  so  you  will  know  m 
advance  how  to  approach  them  best. — System. 


NEW  DRY  KILN  INSTRUMENTS 

The  Morton  Dry  Kiln  Co.,  20  West  Jackson  Blvd., 
Chicago,  111.,  have  recently  perfected  and  put  on  the 
market  three  new  instruments  for  use  in  connection 
with  dry  kilns.  One  of  these  is  the  Troemroid  Scalo- 
meter,  which  is  made  to  determine  when  the  lumber 
is  sufficiently  dry.  This  instrument  has  a  2  oz.  beam 
with  64  divisions  on  its  upper  edge  and  on  the  lower 
edge  it  is  divided  into  100  divisions.  A  specially  de- 
signed percentage  chart  is  mounted  in  a  sliding  frame 
that  is  attached  to  the  base  of  the  sealometer.  Indi- 
cator pointers  are  attached  to  the  frame,  and  by  means 
of  these  and  the  chart,  the  percentage  of  moisture  in  the 
test  pieces  is  determined  definitely  without  any  calcida- 
tions. 

It  is  customary  to  test  lumber  by  removing  a  board 
from  the  side  of  the  kiln  car  and  cut  from  its  middle 
crosswise  the  board  pieces  to  be  tested.  To  use  the  in- 
strument, weigh  the  pieces,  using  the  divisions  on  the 
lower  edge  of  the  beam.  Look  at  the  top  of  the  chart 
and  find  the  corresponding  number  and  place  the 
pointer  on  the  horizontal  bar  opposite  this  number. 
Now  put  the  test  pieces  on  a  hot  cylinder  or  radiator 
for  one  or  two  hours  and  then  immediately  weigh 
them.  Look  at  the  left  side  of  the  cliart  and  find  the 
number  corresponding  to  this  weight,  raise  the  chart 
until  this  number  occurs  directly  opposite  the  pointer 
on  the  post.  The  percentage  of  loss  will  be  found  under 
the  pointer  on  the  horizontal  bar.  For  example  :  Assum- 
ming  the  first  weight  to  be  90  and  the  second  weight, 
after  the  test  pieces  are  dried  as  described  above,  to 
be  85,  if  the  percentage  chart  is  operated  as  described 
above,  the  chart  will  show  the  loss  of  moisture  to  be 
5.6  p.e.,  and,  therefore,  the  lumber  is  dry  enough  to  be 
removed.  Lumber  should  be  dried  to  show  not  more 
than  6  p.e.  of  moisture. 


With  the  use  of  this  instrument  it  is  no  longer  neces- 
sary to  guess  at  the  conditions  of  the  lumber.  It  can  be 
used  to  determine  how  much  moisture  is  in  the  lumber 
before  it  goes  into  the  kiln,  and  it  determines  with  abso- 
lute precision  just  when  it  is  dry  enough.  It  also  elim- 
inates all  chance  of  transfering  the  lumber  from  the 
kiln  to  the  factory  before  it  is  properly  dried,  and  as 
well  it  shows  if  the  lumber  is  over-dried.  The  instru- 
ment is  simple  in  operation  and  can  be  used  by  any- 
one. It  is  made  of  the  best  materials  throughout,  hav- 
ing agate  bearings  and  polished  brass  finish,  and  the 
percentage  chart  is  covered  by  a  transparent  celluloid, 
so  that  it  cannot  be  soiled  or  damaged  in  use. 

A  second  instrument  is  the  Morton  Registering  Hy- 
grometer, which  consists  of  two  specially  constructed 
thermometer  tubes  similar  to  a  physician's  fever  ther- 
mometer and  mounted  in  a  coppered  case.  The  bulb  of 
one  tube  is  cooled  by  means  of  a  silk  wick  extending 
into  a  glass  vessel  of  water.  When  the  hygrometer  is 
placed  in  the  kiln  through  a  small  opening  in  the  large 
door  and  left  25  minutes  it  will  automatically  register 
the  wet  and  dry  bulb  temperature.  It  may  then  be 
carefully  removed  and  the  recorded  temperatures  of 
both  thei'mometers  noted.  The  outside  temperature 
will  not  aft'ect  the  temperature  of  the  hygrometer.  By 
means  of  the  copyrighted  chart,  which  accompanies 
this  instrument,  the  humidity  of  the  drying  room  can  be 
determined. 

The  working  of  the  hygrometer  is  as  follows :  As- 
suming the  temperature  of  the  wet  bulb  to  be  130 
degrees  and  the  dry  bulb  140  degrees,  a  vertical  line 
extending  down  from  the  intersecting  lines  will  show 
a  humidity  of  74  per  cent.  Take  a  reading  early  in 
tiie  morning  at  each  end  of  the  kiln,  and  do  not  take 
one  at  or  near  the  time  of  putting  in  or  removing  a 
car  of  lumber.  Do  not  leave  the  hygrometer  in  the 
kiln,  but  put  it  in  a  safe  place  after  using. 

The  third  new  dry  kiln  helper  is  the  Bristol  Morton 
Recording  Thermometer.  This  instrument  is  especially 
designed  for  use  in  lumber  driers.  It  is  made  with  a 
25  ft.  capillary  tube  extension,  which  permits  of  plac- 


Fig.  2.— Morton  regis- 
tering hygrometer. 


Fig.  1.— Troemroid 
sealometer. 
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ing  the  thermoinetei'  on  the  outside  of  the  kiln,  run- 
ning the  connecting  tube  thi'ough  the  wall  and  up  to  the 
ceiling.  Tliese  instruments  are  furnished  with  a  7-day 
clock  moveTuent  and  with  weekly  charts  ranging  from 
100  to  200  degrees. 

This  instrument  records  the  temperatui'e  for  every 
hour  of  the  day  and  niglit  i;pon  tlie  chai'ts  aiul  the  only 


attention  it  requires  is  to  wind  the  clock  and  change 
the  charts  once  a  week.  Tt  tells  every  morning  if  an 
even  temperature  and  consetjuent  steam  pressure  has 
been  maintained  during  the  night  in  the  dry  kiln  and 
in  the  boilei-.  'i'he  instrument  is  of  the  highest  type  of 
construction  throughout  and  absolutely  accurate.  The 
case  is  neatly  japanned,  the  door  is  nickel-plated,  as  well 
as  the  trimmings.  Each  thermonu^ter  is  furnished  com- 
plete with  100  weekly  charts,  padlock,  key,  bottle  of 
special  red  ink  and  dropper,  and  25  feet  of  copper 
capillary  tubing  and  bulb. 

Tim  Mortoji  Dry  Kiln  Co.  advise  that  these  instru- 
ments have  all  been  thoroughly  tested  out  before  being 
placed  on  the  market  and  a  great  number  of  them  are 
already  in  use.  They  also  state  that  to  any  person  pur- 
chasing these  instruments  they  furnish  free  complete 
card  of  instj-nctions  covering  the  use  of  the  instruments, 
as  well  as  proper  temperatures  and  humidity  to  carry 
with  the  different  kinds  of  lumber,  with  instructions 
in  reference  to  piling,  and  otiier  information  as  to  the 
operation  of  luiid)er  driers  to  secure  the  best  results. 


BIG  FURNITURE  AND  BEDDING  CONCERN 

The  J.  H.  Sliei'i'ai'd  Mfg.  Co.,  Toronto,  has  been 
granted  an  Ontai'io  charter.  The  company  has  an 
authorized  capital  of  $1,7.50,000,  and  among  other 
things  may  deal  in  shares  and  securities,  manufacture 
and  barter  in  furniture,  upholstery,  beds,  etc.,  construct 
and  operate  rolling  mills,  wire  inills  and  blast  fur- 
naces, become  an  iron  master,  steel  maker,  tin-j)late 
maker,  iroii  founder  and  engineer. 


BENDING  LIGHT  TUBING. 

Bending  brass  tubing  requires  considerable  care. 
Where  small  tuliing  is  to  be  shaped,  take  a  close  spiral 
spring  that  will  malce  a  neat,  sliding  fit  in  the  tube, 
and  anneal  it  at  the  part  that  is  to  be  bent.  Take  a 
piece  of  hard  wood  and  make  a  form  about  which  the 
tube  is  to  be  shaped.  To  remove  the  spring  after  the 
bending  process,  twist  it  in  the  direction  in  which  it 
was  wound.  This  will  serve  to  close  spring  sligtitly 
so  that  it  can  be  taken  out  easily.  This  kink  may  be 
used  on  tubing  up  to  .75-inch  diameter. 


AN  ARTISTIC  FURNITURE  CATALOGUE 

What  may  well  be  classed  a  work  of  art  is  the  new 
catalogue  just  off  the  press,  describing  and  illustrating 
the  furniture  lines  of  The  George  McLagan  Fui'iiilure 
('0.,  Ltd.,  KStratford.  It  is  a  book  of  152  pages,  printed 
in  orange  and  black  on  coated  paper.  All  the  designs 
are  highly  meritorious,  and  are  well  made  and  high 
grade  furniture  lines.  A  handy  index  at  the  begiiniing 
of  the  catalogue  gives  the  classification  of  the  goods 
by  pages.  These  include  sideboards  and  buffets,  china 
cabinets,  extension,  side  and  fancy  tables,  hall  trees, 
chairs,  settees  and  umbrella  stands ;  parlor  and  music 
cabinets,  jardiniere  stands  and  pedestals,  ladies'  secre- 
taries, magazine  stands  and  library  furniture,  book- 
cases, filing  devices  and  office  furniture.  Many  of  the 
illustrations  show  the  furniture  lines  in  suites  in  tasty 
surroundings,  which  give  a  very  good  idea  of  their 
suitability  for  the  home.  The  whole  book  is  one  well 
woi'th  having  and  saving.   The  cover  in  brown  is  neatly 


Bristol  Morton  recording'  thernioiiictci'. 


and  suitably  embossed,  and  enclosed  with  it  is  a  new 
price  list  covering  the  costs  of  the  goods  in  this  new 
catalogue. 


S.  A.  Luke,  furniture  dealer,  Ottawa,  was  elected  by 
acclamation  deputy  grand  master  in  Ontario  of  the 
A.  F.  and  A.  M. 

It  may  be  the  fault  of  the  floor  when  a  new  piece 
of  furniture  fails  to  set  level  and  steady,  but  it  is  good 
policy  for  the  man  that  delivers  the  furniture  to  see 
that  it  sets  tight  and  siuig  before  he  leaves  it.  Things 
like  this  help  make  satisfied  customers. 


HUMIDITY  CHART  FOR    NORTON  HYGROMETER 


copv  Right,  (5ia 


RELATIVE  HUMIDITY 


Humidity  chart  for  Morton  registering  liygronieter. 
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The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton,  Ont.  -  -  Winnipeg,  Man. 

Standard  of  Perfection 

in 

High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine  Piano  Polished  Oak  and  Mahogany 

Caskets. 


No  .637 


Heavy  Moulded  Casket,  Draped  with  Heavy  Chenelle  Fringe  and 
Tassels  Covered  with  Fine  British  Black  Broadcloth. 

Something  original  and  hearing  the  stamp  of 

S  and  E  Quality 


Head  Office  -  -  Hamilton,  Ont. 
Telephones  -        -        -      517,  3319 

Sunday  Calls)  5 1 7, 33 1 9, 1 1 60  or  3353 


Experienced  salesmen  in  our  factory  and  offices  night  and 
day  capable  of  taking  and  executing  all  orders  promptly 

We  never  miss  a  train 
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Undertakers'  Department 


Problems  affecting  the  Vnderlaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


What  Disinfectant  to  Use 

By  H.  S.  Eckels.  Ph.  G. 

Dean  of  EckeW  College  of  Embalming,  Phila.,  Pa. 

PART  I. 

Chemical  solutions  for  practical  application  by  the 
undertaker  in  disinfection  suggests  a  variety  of  sub- 
stances to  be  used  for  various  diseases,  and  careful 
consideration  must  be  given  as  to  their  chemical  or 
physical  action  on  the  contaminated  matter  of  siich 
diseases  as  they  may  be  called  upon  to  disinfect.  Also, 
due  care  must  be  given  to  their  destructive  effects  on 
wall  paper,  upholstering,  draperies  and  furnishings. 

Chemical  solutions  are  not  only  used  to  disinfect  con- 
taminated matter,  liquids,  excreta,  aspirated  blood, 
sputum,  etc.,  but  also  are  neeessarj^  for  disinfecting 
surfaces  and  objects  impervious  to  gaseous  disinfection, 
in  connection  with  which  they  should  be  frequently 
used;  embahnei's'  instruments,  cooling  boards,  embalm- 
ing tables,  shipping  boxes  and  ambulance  baskets  that 
have  come  in  contact  with  bodies  are  a  few  of  the 
articles  that  should  be  thoroughly  disinfected  by  solu- 
tions. The  disinfecting  chemicals  are  aided  in  their 
ef¥5cae,y  and  application  by  the  energy  of  the  operator, 
giving  better  results  l)y  more  intimate  contact  and 
increasing-  the  value  of  their  assimilation  and  penetration. 

The  imj)()rtance  of  this  article  consists  not  only  in 
giving  tile  standard  solutions  that  can  be  used  in  all 
cases,  but  also  in  giving  directions  for  the  use  of  the 
best  and  most  practical  solution  for  each  separate 
disease,  together  with  their  action  on  the  disease  germs, 
and  in  explaining  to  the  imdertaker  the  reason  why 
particular  solutions  are  to  be  preferred  in  certain  cases. 

For  instance,  formaldehyde  solution  is  one  that  can 
be  used  with  good  results  in  many  cases,  but  on  account 
of  its  expense  the  use  of  formaldehyde  is  not  urged  in 
disinfecting  excreta  on  a  large  scale,  which  may  be 
given  proper  treatmnt  with  less  expensive  disinfectants 
such  as  milk  of  lime  or  chlorinated  lime. 

Uses  of  Bichloride  of  Mercury 

Another  instance:  Bichloride  of  mercury  is  one  of 
the  most  potent  and  valuable  agents  in  disinfection,  as 
it  destroys  all  forms  of  germ  life  in  comparatively  weak 
solutions,  }mi  its  uses  are  limited  on  account  of  its 
alTinity  for  albuminous  matter,  etc.,  and  also  on  account 
of  its  poisonous  nature  and  its  destructive  effects  on 
all  metallic  substances. 

In  concentrated  solutions  bichloride  of  mercury  will 
destroy  the  lead  piping  of  wash  basins,  water  closets 
and  other  places  re(|uiring  effective  disinfection ; 
indeed,  it  will  promptly  eat  through  lead,  iron  or  zinc 
pipes. 

Potassium  permanganate,  at  one  time  a  general 
disinfecting  agent,  will  be  found  to  be  deficient  in  its 
powers  to  desti'oy  the  germs  of  certain  diseases.  Yet 
it  has  its  uses  and  the  affinity  it  has  for  organic  matter 
causes  it  to  be  an  important  factor  in  disinfection  where 
it  is  present,  but  it  is  not  to  be  recommended  in  many 
instances  where  other  agents  have  been  found  more 
effectively  to  destroy  the  disease  germs, 


In  conversation  with  an  undertaker  a  short  time  ago, 
he  told  me  that  he  considered  a  solution  of  potassium 
permanganate  was  all  that  was  recjuired  in  room  dis- 
infection. He  placed  the  solution  in  an  open  vessel  on 
the  floor,  and  left  it  there  all  night.  In  the  morning 
the  scum  of  the  solution  "proved  to  him"  that  all  germ 
life  had  been  killed  and  gathered  by  the  disinfecting 
power  of  the  solution.  Of  coi;rse,  this  is  an  exceptional 
case  and  shows  the  danger  of  a  "little  knowledge" — 
not  the  knowledge  is  dangerous,  but.  the  "littleness." 

I  explained  to  him  that  by  placing  the  solution  in  any 
room  free  from  infection  or  from  any  contaminating 
influence  whatever,  the  scum  would  still  form,  being 
simply  a  collection  of  the  dust  and  particles  that  float 
in  the  air,  and  also  the  product  of  the  natural  oxidiza- 
tion of  the  potassium  salt.  The  exposure  to  pure  and 
uncontaminated  air  will  cause  a  film  to  appear  in  a 
short  time  on  all  solutions  of  potassium  permanganate. 

It  is,  therefore,  as  necessary  for  the  iindertaker  to 
know  which  solution  is  best  in  the  different  cases  as 
it  is  for  the  physician  to  know  the  remedies  for  the 
different  diseases  he  treats. 

Undertaker  Must  Know 

The  undertaker  will  be  judged  by  the  quality  of  the 
work  he  does,  and  the  knowledge  he  shows  of  the  work 
he  has  to  do.  Sooner  or  later  he  will  come  into  contact 
with  some  well-informed  person  who  knows  what 
should  be  done  in  disinfection,  and  therefore  his  know- 
ledge must  be  thorough  or  his  reputation  will  suffer. 

The  commonly  used  disinfecting  chemical  solutions 
comprise  eleven  substances,  viz. :  formaldehyde,  bichlor- 
ide of  mercury,  chlorinated  lime,  lime,  carbolic  acid, 
potassium  permanganate,  the  hypochlorites,  the  cresols, 
soap,  zinc  chloride  and  ferrous  sulphate,  all  of  which, 
with  the  exception  of  the  last  two,  are  in  daily  use 
for  their  various  germ-destroying  powers. 

Each  has  its  own  distinctive  value  and  application, 
and  even  ferrous  sulphate,  which  is  little  used  in  these 
days,  has  its  value  as  a  deodorizer  in  destroying 
obnoxious  odors  that  require  this  special  agent  for 
their  elimination. 

Formaldehyde  finds  its  best  and  most  practical  appli- 
'•ation  in  three  to  ten  per  cent,  strength  solution.  A 
four  ]ier  cent,  solution  is  the  strength  of  the  accepted 
standard  solution. 

Energ-y  of  Formaldehyde 

Formaldehyde  solution,  however,  is  not  desirable 
for  washing  floors,  wood  work  or  for  disinfection  where 
peoi)le  are  compelled  to  remain  in  its  presence,  on 
account  of  its  irritating  i)ropensities,  not  only  to  the 
eyes  and  nose  (mucous  membranes),  but  to  the  hands 
as  well.  Water  is  not  a  good  solvent  for  it;  that  is, 
formaldehyde  is  not  held  or  retained  well  by  water,  and 
even  weak  solutions  will  give  off  freely  nearly  all  the 
formaldehyde  contaijied  therein.  Formaldehyde  has 
an  affinity  foi'  animal  tissue  (flesh)  and  affects  the 
hands  of  the  operator  in  a  little  lime,  even  though 
much  diluted,  about  as  much  as  the  strongest  solutions 
would.  ' 

Formaldehyde  in  four  per  cent,  solution  is  equal  to 


42 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


August,  191.': 


The  Dominion  Casket  Co.,  Limited 


Telephones  . 


Day  No.  1020 
I  Night  "  1069 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


Wish  to  call  your  attention  to  a  Casket 
that  is  entirely  new  in  the  Dominion. 


No.  135 

OWING  to  the  great  strides  made  in  the  past  few  years  in  the  science  of  sanitation  every  effort  has 
been  made  to  comply  with  the  ever  increasing  demands  of  such  departments. 

To  avoid  any  such  embarrassment  as  would  be  the  result  of  improperly  compounded  fluids  at  a 
critical  moment,  we  are  offering  for  your  approval  our  combination  metallic  casket  as  shown  in  above 
cut.  The  body  and  inner  cover  are  of  heav}-  hheet  metal  hermetically  sealed,  making  a  receptacle  for 
the  body  that  is  absolutely  water  and  air  tight  and  vermin  proof.  One  of  the  strong  points  in  favor  of 
this  case  is  that  it  can  be  furnished  in  any  of  the  numerous  designs  now  shown  in  the  wood  caskets. 
Another  still  greater  point  is  the  fact  that  you  can  furnish  this  casket  to  your  customer  at  a  very  few 
dollars  more  than  the  ordinary  casket  now  used,  in  this  way  guaranteeing  satisfaction  for  shipments  or 
for  home  funerals. 

This  Casl^et  will  be  shown  in  some  of  the  numerous  s/i;/es  during  the 

Canadian  Embalmers'  Convention 

Commencing  September  1st  at  our  display  of 

High  Grade  Caskets  and  Supplies 

Room  169  PRINCE  GEORGE  HOTEL 

We  extend  a  hearty  invitation  for  all  funeral  directors  and  embalmers  to  visit  us 

during  that  week 
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corrosive  subliiiuite  1  to  1,000  in  strength  in  any  case, 
and  under  certain  circumstances  and  conditions  it  acts 
with  the  same  energy  in  this  four  per  cent,  solution  as 
corrosive  sublimate  'does  in  twice  the  above  strength 
(1  to  500). 

Formaldehyde  lias  a  special  application  for  sub- 
stances containing  vegetable  or  albuminous  matter  with 
which  it  freely  mixes  and  assimilates,  and  should  be 
used  in  the  disinfection  of  sputum  in  cuspidors,  purged 
matter  from  the  body,  waste  food  or  vegetable  products, 
and  for  the  infection  of  the  cavities  in  embalming. 

For  such  purposes  it  is  far  superior  to  corrosive 
sublimate  solutions. 

Formaldehyde  does  not  coagulate  albumen;  in  fact, 
it  prevents  coagulation  to  such  an  extent  that  when  it 
is  present  it  is  not  even  possible  to  congeal  or  thicken 
the  white  of  an  egg  by  boiling.  It  also  dissolves  the 
albumen  of  the  blood  so  that  it  does  not  congeal  or 
coagulate  in  the  bottle  when  aspirated  from  the  body. 
Therefore  it  is  much  better  for  such  application  than 
any  other  substance. 

Corrosive  sublimate,  on  the  contrary,  coagulates 
albuminous  matter  and,  indeed,  produces  a  totally 
different  comi)ouiid  (albuminate  of  mercury),  which  is 
in  itself  insoluble,  and  therefore  cannot  be  beneficial, 
as  it  produces  an  outer  coating  which  protects  the  gum 
inside  the  mass  and  prevents  penetration  (through  the 
walls  thus  created)  to  the  infected  matter  inside,  which 
continues  to  ferment,  and  later  on  produce  gases  laden 
witli  putrefactive  and  disease  bacteria. 

Bichloride  of  mercury  in  too  strong  solution,  al- 
though one  of  the  most  effective  destroying  agents  of 
germicidal  life  under  certain  conditions,  must  be  used 
with  extreme  caution,  not  alone  for  the  reason  that 
it  is  a  deadly  poison  and  dangerous  to  the  individual, 
but  also  on  account  of  its  destructive  powers  on  such 
substances  as  lead,  tin  or  copper.  When  used  in  a  too 
strongly  concentrated  solution  in  the  living  room  it 
volatizes  readily  and  renders  the  room  extremely 
dangerous  to  remain  in. 

Effects  of  Mercury  Bichloride 

Yet  bichloride  of  mercury  used  in  proper  solutions, 
1  to  1,000  (which  is  not  too  concentrated),  may  be 
used  to  wash  the  corpse  and  to  saturate  sheets  in  which 
the  body  is  wrapped  for  transportation,  also  in  the 
disinfection  of  clothing,  cleansing  the  floors,  in  washing 
the  wood  work  of  the  furniture,  the  walls  and  ceilings 
of  unpapered  rooms,  the  hands,  face  and  hair  of  the 
operator,  etc.  For  this  purpose,  in  this  strength,  it 
is  not  only  effective  but  the  most  agreeable  preparation 
to  use.  Bichloride  of  mercury  does  not  irritate  or 
make  the  skin  rough  or  harsh  as  formaldehyde  does, 
and  while  a  solution  of  the  strength  of  1  to  1,000,  cor- 
rosive sublimate,  is  destructive  to  all  bacterial  life,  it 
is  not  at  all  dangei'ous  to  the  individual.  An  ordinary 
dose  of  corrosive  sublimate  as  medicine  woul  dbe  %  of 
a  grain  and  in  a  solution  1-1,000,  it  would  require  more 
than  two  teaspoonfuls  to  contain  this  quantity  which 
amoimt  might  be  swallowed  Avith  impiaity.  Therefore, 
free  and  liberal  use  of  such  strength  solution  may  be 
made  by  the  operator  for  personal  application. 

Of  the  other  chemical  solutions  in  daily  use  chlorin- 
ated lime  is  an  important  factor  in  disinfecting  sub- 
stances, particularly  those  of  albuminous  nature 
in  large  quantities,  on  account  of  its  cheapness  and 
effectiveness,  and  also  for  its  germicidal  (jualities  and 
destructive  influence  upon  organic  matter.  It  is  also 
a  powerful  deodorant,  and  although  its  use  is  relegated 
to  the  cheaper  forms  of  sanitation,  yet  for  excreta, 
aspirated  blood  of  cholera,  typhoid,  and  other  com- 


municable diseases,  in  ([uantities  it  will  be  found  to 
be  of  great  value,  and  we  cannot  lightly  pass  over  its 
services  in  this  respect. 

The  undertaker  should  be  certain  that  the  quality 
of  the  lime  used  is  good,  and  that  it  has  not  undergone 
decomposition.  A  good  solution  for  general  purposes 
is  made  by  adding  six  ounces  of  the  powder  to  a 
gallon  of  water.  In  making  up  large  quantities  these 
proportions  can  be  used  and  liberal  applications  made 
of  it. 

(To  Be  Continued) 


Gossip  of  the  Profession 


A.  E.  Young,  Saskatoon,  Sask.,  has  purchased  a  motor 
ambulance. 

0.  B.  Dreyer,  Swift  fUirrent,  Sask.,  has  jjurcliascd  a 
new  horse  ambulance. 

James  Payne,  of  Paynton,  Sask.,  has  started  in  the 
undertaking  business  there. 

J.  Simpson  &  Son,  Neepawa,  Man.,  have  discon- 
tinued their  Minnedosa,  Man.,  business. 

J.  G.  Hayes,  of  Dryden,  Out.,  who  has  been  seriou.sly 
ill  for  some  time,  is  able  to  be  around  again. 

The  Greenwood  Cemetery  Corporation,  Ltd.,  Ridge- 
town,  Ont.,  have  obtained  a  provincial  charter. 

The  Western  Furnishing  &  Supply  Co.,  Macklin, 
Sask.,  have  purchased  the   undertaking  businesses  of 

A.  B.  Purdv,  Provost,  Alta.,  and  G.  M.  Lorimer,  Kerr 
Robert,  Sask. 

Daniel  Stone,  undertaker,  Toronto,  has  removed  his 
parlors  from  82  Bloor  Street  West  to  525  Sherbourne 
Street,  that  city. 

A.  M.  Shaver,  the  well  known  funeral  director,  of 
Calgary,  Alta.,  has  turned  his  business  into  a  joint 
stock  company,  the  firm  name  being  Shaver,  Arm- 
strong, McPherson,  Ltd. 

A  company  capitalized  at  $1,000,000  is  the  Western 
Mausoleum  Company,  Ltd.,  Winnipeg,  the  provisional 
directors  of  which  are :  W.  Bartholomew,  V.  W.  Inglis, 
G.  M.  Duncombe,  M.  Leeson  and  John  Leach,  all  of 
Winnipeg. 

G.  E.  Bowker,  Ponoka,  Alta.,  and  M.  Millard,  of 
Calgary,  Alta.,  have  purchased  the  undertaking  busi- 
ness of  Wright  Bros.,  at  Regina,  Sask.,  the  firm  name 
being  Bowker  &  Millard.  They  have  also  purchased 
a  motor  ambulance. 

The  infant  mortality  at  Montreal  and  Toronto  is 
alarming  the  civic  authorities  of  both  these  cities.  In 
one  recent  week  at  the  former  place,  of  321  deaths 
Ai-hich  occurred,  214  were  of  children  under  five  years 
of  age,  or  nearly  75  per  cent. 

Elmer  Dwyer,  manager  for  J.  L.  Gordon,  Karaloops, 

B.  C.,  who  has  recently  been  indisposed,  called  on  the 
Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg,  Man., 
branch  last  week  on  his  way  east  to  spend  a  month 
or  so  vacation  with  his  parents. 

Had  it  not  been  for  the  quick  action  of  T.  J.  Kearney, 
proprietor  of  the  Dominion  Undertaking  Parlors,  Van- 
couver, a  little  girl  would  have  lost  her  life  recently. 
A  number  of  children  were  playing  in  the  gully,  near 
Heather  street,  of  that  city,  when  the  small  girl,  whose 
name  was  not  ascertained,  fell  into  a  deep  pool  of 
water.  Mr.  Kearney  heard  the  cries  of  the  other  child- 
ren and  came  to  her  rescue  just  in  the  nick  of  time. 
He  pulled  her  out  of  the  water  and  sent  her  home  in 
care  of  her  playmates. 
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The  Globe  Casket  Company 

London     -     -  Canada 

"The  Funeral  Supply  house  that  is  always  ready  for  emergencies" 

Did  you  ever  stop  to  think  what  it  means  to  you  in  your  business  to 
have  a  thoroughly  equipped  supply  house  at  your  service  on  every 
occasion? 

Our  long  experience  and  large  stock  of  well  manufactured  goods  are 
at  the  service  of  every  undertaker  in  Canada. 

If  you  want  anything  in  a  hurry,  call  us  on  the  telephone  and  you 
will  find  us  ready  to  supply  your  needs. 

Mail  orders  receive  our  careful  attention 

Send  for  our  illustrated  catalogue  if  you  have  not  got  one 


Handsome  Designs  in  Funeral  Cars 

We  Build  a  Full  Line  ot 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 

And  Solicit  Your  Corres- 
pondence 

MITCHELL  &  CO.       IngersoU,  Ontario 
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Canadian  Embalmers'  Annual 
Conventions 


Canadian  Embalmers'  Association 

At  a  iiH't'tiug'  of  the  executive  committee  of  the 
Canadian  Embalmers'  Association,  held  at  the  office  of 
the  secretary,  recently,  it  was  decided  to  hold  the 
annual  convention  at  Toronto,  in  the  biological  build- 
ings of  the  Univei-sity  of  Toronto,  for  two  weeks,  from 
August  25  to  September  6,  inclusive.  The  first  week 
will  be  confined  to  the  student  class  and  the  second 
week  to  lecturing  and  demonstrating  for  the  members 
of  the  association.  The  lectures  and  demonstrations 
will  be  conducted  by  Mr.  J.  E.  Crandall,  of  New  York 
City,  and  they  will  be  given  on  a  comparatively  new 
feature,  termed  demi-surgery.  These  features  should 
prove  of  great  interest  to  the  association. 

The  officers  have  also  secured  the  services  of  Mr.  A. 
Johnston  Dodge,  of  the  New  England  Institute  of 
Anatomy,  Sanitary  Science  and  Embalming,  of  Boston, 
Mass.,  who  Avill  lecture  and  demonstrate  on  embalming 
and  preservation  of  the  dead  body.  Mr.  Dodge  has  had 
wide  and  varied  experience  on  this  subject,  and  the 
association  is  fortunate  in  securing  his  services.  These 
lectures  and  demonstrations  should  bring  out  a  large 
attendance  of  members. 

Applications  for  the  school  in  the  first  week  will  be 
received  by  the  seeretaiy,  F.  W.  Matthews,  235  Spadina 
Ave.,  Toronto.  Those  who  intend  taking  up  this  work 
should  make  ai)plication  at  once,  that  the  officers  may 
be  able  to  arrange  the  necessary  requirements. 

Maritime  Funeral  Directors'  Association 

A.  B.  Lauder,  Hillsborough,  N.B.,  secretary-treasurer 
of  the  Maritime  Funeral  Directors'  Association,  has 
sent  out  notices  to  all  the  funeral  directors  of  New 
Brunswick,  Nova  Scotia  and  Prince  Edward  Island, 
notifying  them  of  the  annual  meeting  of  the  association, 
which  this  year  will  be  held  on  August  26,  27  and  28 
at  Halifax.  This  is  expected  to  be  the  banner  conven- 
tion, and  a  large  attendance  is  anticipated. 

For  the  fourth  time  Mrs.  L.  R.  Simmons  will  act  as 
demonstrator,  it  being  felt  that  she  is  the  best  lecturer 
that  the  association  has  yet  had.  A  number  of  im- 
portant matters  are  slated  for  the  meeting. 

B.  C.  Funeral  Directors'  Association 

The  British  ('oluud)ia  FuneT'al  Directors'  and  Em- 
l)almers'  Association  will  hold  their  next  convention 
about  the  1st  of  October,  at  Vancouver,  instead  of  Kam- 
loops,  as  previously  announced. 


CASKET  CONSOLIDATION  COMPLETED 

The  consolidation  of  the  casket  manufacturers, 
reference  to  which  was  made  in  previous  issues,  has, 
according  to  information  received  from  Montreal, 
where  a  meeting  was  held  on  July  5,  been  completed. 
The  consolidation  includes  practically  all  the  large 
firms  from  Halifax  to  Vancouver.  The  officers  are  as 
follows : 

President :  H.  L.  Webster,  Montreal,  director  of  Nova 
Scotia  Steel  Co.,  Nova  Scotia  Coal  Co.,  and  other  large 
corporations  in  Canada. 

Vice-president:  Wm.  Marshall,  capitalist  of  London, 
England. 

FoUoAving  are  the  directors:  H.  Godin,  of  Girard  & 
Go  din,  casket  manufacturers,  also  manufacturers  of 


dry  goods  and  hai'dware,  Three  Rivers,  Que.,  with 
branch  factory  at  Montreal,  Que;  Mr.  Elliott,  of  Jas. 
S.  Elliott  &  Son,  Prescott,  Ont.,  casket  manufacturers; 
F.  J.  Knox,  of  the  Montreal  Securities  Corporation, 
Montreal,  Que. ;  A.  J.  II.  Eckardt,  of  National  Casket 
Co.,  Toronto,  Ont. ;  W.  J.  Mc(  ;onnell,  of  Johnston,  Mc- 
Connell  &  Allison,  capitalists,  Montreal;  F.  W.  Coles, 
of  the  Globe  Casket  Co.,  London,  Ont.  Mr.  Coles  was 
also  made  general  manager  of  the  amalgamated  com- 
panies. 

An  executive  committee  was  also  appointed,  and 
Geo.  II.  Reedy,  Toronto,  was  appointed  secretary  of 
the  consolidated  casket  concerns. 

it  IS  understood  that  A.  J.  H.  Eckardt  is  retiring 
from  the  management  of  the  National  Casket  Co.,  'I'o- 
ronto,  owing  to  the  poor  health  he  has  experienced  dur- 
ing the  past  year,  and  because  of  his  other  interests. 

It  is  not  the  intention  of  the  company  to  advance 
prices,    unless   in    cases    of   absolute    necessity,  1 
they    do    intend    to    cut    out    a    lot    of  overhead 
expenses,  and  do  their  purchasing  in  the  way  of  raw 


F.  W.  Coles 
Globe  Casket  Co.,  London,  Ont.,  appointed 
general  manager  of  Dominion  Manufac- 
turers, Limited. 


materials  in  large  (|uantities  in  different  parts  of  the 
United  States,  (Janada  and  Europe,  and  by  so  doing  cut 
out  the  middle  men.  On  account  of  the  tremendous 
advance  in  raw  materials,  and  also  in  labor,  during  the 
last  few  years,  the  casket  manufacturers  in  Canada  to- 
day are  selling  the  cheaper  grade  caskets  and  coffins, 
both  varnished  and  covered,  at  much  below  cost,  after 
taking  into  consideration  the  cost  of  selling  and  freight 
equalization. 


CHINESE  CORPSES  SHIPPED  TO  CHINA 

Just  about  the  most  gruesome  sigiit  tliat  one  would 
wish  to  see,  states  a  dispatch  from  Calgary,  was  that 
recently  seen  at  the  undertaking  parlors  of  Gi'aham  & 
Thompson,  that  city.  It  was  the  remains  of  the  fii'st 
Chinaman  who  was  buried  in  Calgary.  The  remains 
had  been  disinterred  with  a  view  of  removing  what  is 
left  back  to  his  former  home  in  China.  This  is  not  an 
exceptional  instance  by  any  means,  as  an  agent  of  the 
imperial  government  of  China  is  at  present  touring  the 
Dominion,  with  head(iuarters  in  Vancouver,  with  a  view 
of  taking  up  at  least  1,000  bodies  and  shipping  them 
back  to  their  former  earthly  home  in  the  Celestial  land. 

After  seven  years  under  the  ground  the  casket  was 
in  a  fair  state  of  preservation,  but  hai-dly  the  same 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally Every  Good  Undertaker 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN  and 

why  YOU  Should  use  it! 


It  is  interesting  to  talk  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the.  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts  ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


The  Springfield  Metallic  Casket  Co'y  S™ 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caskets,  together  with  the  great  variety  of  styles,  is  proven  by  the 
uniform  satisfaction  amony;"  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 

DARK  STATUARY  BRONZE  finish  Telegraph  word  "WASHINGTON" 

ANTIQUE  SILVER  finish  "  "  "IMPERIAL" 

The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  Ne-w  "Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hard-mare,  a  large 
and  varied  line  of  Casket  Hard-ware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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could  be  said  of  the  i-eiuaiiis.  These  were  prepared 
for  their  last  long  journey  to  the  land  of  the  poppy. 
Some  time  next  month  the  thousand  cadavers  will  be 
assembled  in  Vancoi;ver,  a  special  steamer  will  be 
chartered,  and  the  journey  of  the  Hoating  catacomb  will 
start  for  Hong  Koiig. 


NEW  EMBALMING  LAW  FOR  COLORADO 

A  bill  to  regulate  the  business  or  j^ractice  of  embalm- 
ing human  dead  bodies  and  provide  against  the  spread 
of  disease  and  incidental  thereto  to  create  a  state  l)oard 
of  embalming  examiners  for  the  state  of  Colorado  has 
been  passed  by  the  Legislature  of  that  state,  and  will 
become  effective  on  August  l-S.  This  act  will  prohibit 
the  receiving  of  such  bodies  for  ti-ansportation  without 
compliance  with  the  provisions  contained  in  the  act, 
and  j)rovide  penalties  for  any  violation  thereof. 
The  provisions  of  the  act  read  as  follows: — 
Section  1.  After  th.e  taking  eff'ect  of  this  act  the 
governor  of  the  state  shall  appoint  a  State  Board  of 
Embalming  Examiners,  to  be  composed  of  five  mem- 
bers, four  of  whom  shall  be  embalmers  of  at  least  five 
years'  experience  and  to  be  selected  from  a  list  of 
names  to  be  submitted  by  the  State  Funeral  Directors' 
Association,  and  one  of  whom  shall  be  a  physician  and 
the  Secretary  of  the  State  Board  of  Health,  and  all 
five  members  shall  be  at  least  twenty-one  years  of  age 
and  of  good  moral  character.  Of  the  four  end)almer 
members  of  said  board  appointed,  one  shall  be  desig- 
nated by  the  governor  to  hold  office  for  one  year,  one 
for  two  years,  one  for  three  years,  one  for  four  years. 
Any  vacancies  occurring  on  the  board,  appointment 
shall  be  made  for  the  unexpired  term  by  the  governor, 
and  thereafter  upon  the  expiration  of  the  term  of  office 
of  the  person  so  appointed  the  governor  shall  appoint 
a  successor  to  each  person  to  hold  office  for  the  term 
of  four  years,  appointed  in  like  manner  and  with  same 
•  lualifications  as  herein  provided ;  except  the  Secretary 
of  the  State  Board  of  Health,  who  will  be  a  permanent 
member. 

Section  2.  That  the  members  of  said  board  shall  as 
soon  as  organized  elect  from  their  members  a  president 
and  secretary,  who  shall  serve  until  the  second  "Wed- 
nesday in  August,  A.D.,  1913,  at  which  time  and  on  the 
same  date  every  year  thereafter  at  the  State  Capitol 
iji  Denver,  the  annual  meeting  of  said  board  shall  be 
held  for  the  election  of  officers,  who  shall  serve  for  the 
period  of  one  year,  and  for  other  purposes.  The  secre- 
tary of  this  board  shall  also  be  the  treasurer.  Three 
members  of  this  board  shall  constitute  a  quorum  ;  and 
special  meetings  of  said  board  shall  be  called  by  tl 
secretary  upon  the  written  request  of  any  two  members, 
or  upon  order  of  the  president.  The  board  is  author- 
ized to  make  such  rules,  regulations  and  by-laws  not 
inconsistent  with  law,  whereby  the  performance  of  the 
duties  of  said  board  and  transaction  of  the  business  and 
and  practice  of  embalming  shall  be  regulated  and 
performed,  and  as  shall  be  necessary  to  govern  its 
proceedings  and  to  carry  into  effect  the  purpose  of 
this  act.  The  secretary  shall  be  re(|uired  to  keep  a 
record  of  all  the  meetings  of  said  board  and  a  record 
of  the  names,  residence  and  business  address  of  all 
embalmers  duly  registered  under  this  act,  and  the 
number  and  date  of  registration,  which  shall  at  all 
reasonable  times  be  open  to  public  examination  ;  and 
a  copy  of  such  record  shall  be  furnished  to  all  those 
so  registered,  and  to  the  various  railroad,  transporta- 
tion and  express  coinpanies  doing  business  in  Colorado; 
and  said  board  shall  cause  the  prosecution  of  all  per- 
sons violating  any  of  the  provisions  of  this  act,  and 


may  incur  necessary  expense  in  that  behalf.  The 
board  may  issue  subpoenas  and  administer  oaths  by  the 
president,  and  may  take  testimony- concerning  matters 
within  its  jurisdiction.  The  president  and  secretary 
shall  make  a  biennial  report  to  the  governor  on  the 
second  IMoiulay  in  December,  immediately  preceding 
the  convening  of  the  Legislature,  together  with  a  state- 
inent  of  the  receipts  and  disbursements  of  said  board. 
This  board  shall  enjoy  the  same  privileges  granted  to 
medical  colleges  in  this  state  as  to  the  use  of  bodies 
for  practical  examination. 

Section  3.  That  after  the  second  Wediu'sday  in 
August,  1913,  it  shall  be  the  duty  of  said  board  to  meet 
at  the  State  Cai)itol  in  Denver  not  less  fretpiently  than 
once  in  every  year,  notice  of  which  meeting  shall  be 
given  to  the  public  press  one  month  previous  to  the 
meeting.  At  said  meetings  it  shall  be  the  duty  of  the 
board  to  examine  all  applicants  for  registration  under 
this  act.  Upon  filing  application  for  examination  each 
applicant  shall  pay  a  registi'ation  fee  of  ten  dollars  to 
the  secretary  of  said  board,  which  shall  in  no  case  be 
returned.  The  examination  shall  be  of  such  character 
as  to  determine  the  fitness  of  the  applicant  to  practise 
the  science  of  embalming  as  contemplated  by  this  act, 
and  for  the  purpose  of  providing  for  and"  securing 
uniform  examinations  throughout  the  state,  and  reciuir- 
ing  a  proper  standing  of  e(|ualification  for  all  candi- 
dates; the  said  Board  of  Embalming  Examiners  shall 
prepare  (|uestions  pertaining  to  endjalming,  sanitation 
and  disinfection  of  bodies  of  deceased  persons,  and  the 
ai)artments,  bedding  and  clothing  in  case  of  death  from 
infectious  or  contagioiis  disease,  and  upon  such  other 
(|uestions  as  they  shall  deem  proper,  and  which  shall 
Iciul  to  prove  the  ability  of  the  applicant  to  practise 
the  science  of  embalming.  If  the  result  of  examination 
of  any  ai)plicant  shall  be  satisfactory  to  the  majority 
of  the  board,  the  president  and  the  secretary  shall  issue 
to  the  applicant  a  certificate  to  that  effect ;'  Avhereupon 
the  person  named  in  the  certificate  shall  be  declared 
duly  ((ualified  to  practise  embalming  in  this  state.  Any 
person  holding  a  license  as  an  embalmer  from  any  other 
state,  who  shall  show  to  the  satisfaction  of  the  board 
that  he  or  she  is  competent  to  engage  in  the  business  or 
practice  of  embahning  may,  upon  the  payment  of  the 
fee  of  ten  dollars  to  the  secretary  of  said  board  there- 
for, receive  a  certificate  and  be  registered  as  an  em- 
balmer of  this  state  without  examination,  but  in  case 
of  any  doubt  upon  the  part  of  said  board  an  examina- 
tion shall  be  had  as  herein  provided.  All  certificates 
or  licenses  issued  by  this  board  shall  be  recorded  by 
the  licensee  in  the  office  of  the  County  Clerk  and  Re- 
corder where  the  licensee  is  to  engage  in  the  business 
or  practice  of.  embalming.  Certified  copies  of  said 
certificates  or  licenses  by  the  secretary  of  said  board 
shall  be  admitted  in  evidence  in  any  of  the  courts  of 
the  state,  and  shall  be  presumptive  evidence  of  the 
facts  therein  contained,  and  said  certificate  or  licence 
shall  be  displayed  in  a  conspicuous  place  in  the  office 
of  the  place  of  business  of  the  licensee.  Eveiy  regis- 
tered embalmer,  under  the  provisions  of  this  act,  who 
desires  to  continue  the  practice  of  embalming,  shall 
annually  pay  to  the  secretary  of  said  board  a  renewal 
registration  fee  of  two  dollars. 

Section  4.  That  all  embalmers  who  are  engaged  in 
embalming  and  residents  of  this  state  at  the  date  of 
the  passage  of  this  act,  and  already  holding  a  license 
issued  to  him  or  her  by  the  State  Board  of  Health  of 
the  State  of  Colorado,  shall  not  be  retiuired  to  take 
the  examination,  but  shall  have  a  license  issued  to  him 
or  her  by  the  Board  of  Embalming  Examiners,  for 
which  he  or  she  shall  pay  to  the  secretary  of  said  board 
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a  fee  of  one  dollar,  together  witli  the  annual  renewal 
fee  as  herein  provided.  It  shall  be  unlawful  from  and 
after  the  second  Wednesday  in  August,  1913,  for  any 
person  to  practise  embalming  within  this  state  without 
a  eertifieate  from  the  State  Board  of  Embalming  Ex- 
aminers. A  person  who  has  received  his  or  her 
certificate  according  to  the  provisions  of  this  act  shall 
be  styled  and  known  as  a  "Registered  Embalmer." 

Section  5.  No  certificates  or  licenses  granted  under 
the  provisions  of  this  act  shall  be  assignable,  and  every 
such  license  shall  specify  by  name  the  person  to  whom 
issued,  and  ho  more  than  one  person,  firm  or  corpora- 
tion shall  carry  on  said  business  under  one  license. 

Section  6.  The  State  Board  of  Embalming  Examin- 
ers shall  have  the  power  to  revoke  any  certificates 
issued  in  accordance  with  this  act  by  a  unanimous  vote 
of  said  board,  for  gross  incompetency,  dishonesty, 
habitual  intemperance,  or  any  act  derogatory  to  the 
morals  or  standing  of  the  practice  of  embalming,  as 
may  be  determined  by  the  board;  but  before  any 
certificates  sliall  be  revoked  the  holder  thereof  shall 
be  entitled  to  at  least  thirty  days'  notice  in  writing 
of  the  charge  against  him  or  her  and  of  the  time  and 
place  of  hearing  and  determining  such  charges,  at 
which  time  and  place  he  or  she  shall  be  entitled  to  be 
heard.  Upon  the  revocation  of  any  certificate  it  shall 
be  the  duty  of  the  secretary  of  the  board  to  strike  the 
name  of  the  holder  thereof  from  the  roll  of  registered 
embalmers,  and  notify  all  railroad,  transportations  and 
express  companies,  and  all  registered  embalmers  in  this 
state  of  such  action. 

Section  7.  On  and  after  the  second  Wednesday 
in  August,  1913,  a  person  to  whom  a  license  has  not 
been  issued,  as  provided  by  Sections  3  and  4  of  this 
act,  or  has  not  passed  the  examination  herein  provided 
and  has  been  licensed  as  herein  specified,  shall  not 
transact  the  business  or  practice  of  embalming  human 
dead  bodies,  within  this  state,  except  that  nothing  in 
this  act  contained  shall  apply  to  any  officer  of  the  law, 
nor  to  duly  and  regularly  licensed  physicians  and  sur- 
geons, nor  to  any  person  engaged  simply  in  the  furnish- 
ing of  burial  receptacles  for  the  dead,  burying  of  the 
dead,  and  conduct  of  funerals. 

Section  8.  The  members  of  the  board  shall  be  al- 
lowed a  per  diem  of  five  dollars  per  day  for  each  day 
in  actual  service  not  exceeding  two  days  at  any  one 
session,  together  with  railroad  fare  actually  paid  out 
and  expended.  All  such  expenses  to  be  paid  from  fees 
received  under  the  provisions  of  this  act. 

Section  9.  All  fees  received  by  the  State  Board  of 
Embalming  Examiners  shall  be  paid  to  the  treasurer 
of  said  board,  who  shall  at  the  end  of  each  and  every 
month  deposit  the  same  with  the  state  treasurer,  and 
the  said  state  treasurer  shall  place  said  money  so 
received  in  a  special  fund,  to  be  known  as  the  fund  of 
the  State  Board  of  Embalming  Examiners,  and  shall 
pay  the  same  out  on  vouchers  issued  and  signed  by 
the  president  and  secretary  of  said  board  upon  war- 
rants drawn  by  the  auditor  of  the  state  therefor.  All 
money  so  received  and  placed  in  said  fund  may  be 
used  by  the  State  Board  of  Embalming  Examiners  in 
defraying  its  expenses  and  in  carrying  out  the  pro- 
visions of  this  act,  but  there  shall  be  no  expense  to 
the  state,  and  any  fees  in  said  fund  at  the  close  of  each 
biennial  period,  in  excess  of  two  hundred  dollars,  shall 
be  turned  into  the  general  fund  of  the  state  by  the 
state  treasurer.  All  fines  assessed  and  collected  for 
the  violation  of  any  of  the  provisions  of  this  act  shall 
be  paid  into  the  county  treasury  of  the  county  where 
the  offense  was  committed  and  credited  to  the  general 
fund  of  such  county. 


Section  10.  It  shall  be  unlawful  for  any  person  to 
embalm  a  dead  human  body  when  any  fact  within  the 
knowledge,  or  brought  to  the  attention  of  the  em- 
balmer, is  sufficient  to  arouse  a  suspicion  of  crime  in 
connection  with  the  cause  or  the  death  of  the  deceased, 
until  the  permission  of  the  Coroner,  Deputy  Coroner, 
or  Justice  of  the  Peace  (if  there  be  no  Coroner)  has 
first  been  obtained,  provided  such  permission  can  be 
obtained  within  twenty-four  hours  from  time  of  death. 

Section  11.  It  shall  be  unlawful  for  any  railroad, 
transportation  or  express  company  to  receive  for  trans- 
portation and  shipment  any  human  body  unless  said 
body  has  been  prepared  by  a  regularly  licensed  em- 
balmer with  the  certificate  of  the  State  Board  of  Health 
thereon,  unless  said  body  shall  reach  its  destination 
within  the  boundary  of  the  state  and  within  thirty 
hours  from  time  of  death. 

Section  12.  Any  and  every  violation  of  any  of  the 
provisions  of  this  act,  or  of  any  of  the  rules  and  regu- 
lation in  reference  to  the  business  and  practice  of 
embalming  human  dead  bodies  made  and  duly  ap- 
proved as  by  this  act  prescribed,  is  hereby  declared 
to  be  a  misdemeanor,  and  any  person  or  corporation 
violating  any  of  the  provisions  of  this  act  shall  be  guilty 
oU  a  misdemeanor,  and  upon  conviction  thereof  shall 
be  fined  not  more  than  three  hundred  dollars  ($300) 
for  each  and  every  offense. 

Section  13.  All  acts  or  parts  of  acts  in  conflict  with 
the  provisions  of  this  act  are  hereby  repealed. 


SUGGESTIONS  FOR  THE  BEGINNER 

By  R.  F.  Drummond 

In  no  other  profession  is  it  so  necessary  for  the  new 
man  to  be  careful  in  every  step  that  he  takes.  On  his 
knowledge,  tact,  diplomacy  and  conduct  towards  the 
public  and  associates  in  business  will  depend  his  suc- 
ces.  It  is  needless  to  mention  that  the  embalmer  have 
sufficient  knowledge,  as  our  examining  board  takes 
proper  care  of  this  end,  but  let  me  emphasize  the  fact 
that  if  we  stop  studying  and  let  ourselves  deteriorate, 
no  matter  how  long  in  the  profession,  it  will  not  be  long 
before  the  public  Avill  find  out  that  we  are  "back 
numbers,"  and  business  will  suffer  accordingly. 

ft  is  essential  to  acfjuaint  oneself  with  ever  progress 
made.  Keep  up  with  your  profession  by  buying  occa- 
sionally a  new  text  book  and  likewise  subscribe  for  a 
few  journals  devoted  to  our  profession.  While  business 
is  slow,  utilize  your  time  reading,  and  gain  by  the  other 
man 's  failures  or  success,  whichever  it  may  be.  Above 
all,  do  not  try  to  be  governed  entirely  by  text  books. 
They  will  advise  you  in  a  general  way,  but  many  times 
you  will  be  thrown  onto  your  own  resources.  Be  as 
original  as  possible,  and  use  your  brain  to  overcome 
obstacles.  The  old  saying  that  no  two  ob.jects  are  ex- 
actly alike  is  also  true  of  the  body,  especially  the 
corpse.  No  two  human  bodies  are  exact,  no  two  people 
live  in  the  very  same  environment ;  no  disease  attacks 
two  bodies  alike.  Result :  Every  dead  body  is  a  study 
for  itself. 

Keep  your  establishment  in  good  order  at  all  times, 
whether  it  be  your  own  or  not.  Your  employer  de- 
serves from  you  the  same  that  you  expect  from  your 
employee.  Try  and  keep  up  a  busy  appearance.  It 
is  the  busy  man  that  gets  the  business.  Have  your 
establishment  in  order  at  all  times,  so  you  will  not 
have  to  lose  time  when  an  emergency  comes,  to  look 
up  what  you  need.  Personal  pride  in  your  appearance 
is  a  big  asset  in  getting  business.  No  one  desires  the 
services  of  an  unkempt  individual. 

When  called  to  a  case,  either  rich  or  poor,  try  and 
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give  tlieiii  personal  attention  as  much  as  possible.  Make 
110  distinction  in  yovir  behavior  towards  poor  people. 
They  have  the  same  grief  as  the  well-to-do.  I  do  not 
intend  to  convey  the  idea  that  you  should  lose  sight 
of  the  financial  end  of  your  profession,  but  there  are 
many  little  things  we  can  do  that  incur  no  expense  to 
us,  that  put  lis  under  lasting  gratitude  to  some  people. 
Of  course,  you  will  at  times  find  that  your  services  are 
very  little  or  not  at  all  appreciated,  but  it  should  be 
a  source  of  satisfaction  to  us  to  know  that  we  some- 
times do  good  in  this  world.  When  attending  to  a 
ease  do  not  assume  a  dramatic  appearance ;  act  natur- 
ally and  be  sympathetic  with  the  family  and  all  con- 
cerned. Show  the  same  deference  that  you  would  like 
if  one  of  your  near  ones  had  died.  Have  patience  with 
the  bereaved  ones,  as  they  are  often  bereft  of  part  of 
their  senses  in  the  dark  hour  of  death. 

Be  careful  in  the  handling  and  injection  of  the  dead 
body.  You  may  not  notice  it,  but  some  one  watching 
you  may  think  that  you  are  unnecessarily  rough.  Wo- 
men especially  notice  these  little  things.  When  no  men 
are  in  the  family  of  the  dead  one,  give  as  much  of 
your  time  as  consistent  to  arrange  all  details.  Your 
time  may  seem  thrown  away,  but  it  is  bread  east  upon 
the  waters. 

Try  and  get  your  business  on  merit — at  least,  in  a 
legitimate  manner.  Nothing  is  so  disgusting  as  to  have 
some  one  out  drumming  for  you.  This  may  be  toler- 
ated by  some,  but  people  with  a  finer  sense  of  feeling 
resent  it.  Of  course,  where  you  are  the  only  under- 
taker in  your  town,  the  work,  of  course,  falls  to  you 
without  any  effort ;  but  in  the  larger  towns  competition 
at  times  becomes  very  keen  amongst  the  rival  estab- 
lishments. Professional  ethics  seem  to  be  lost  sight 
of  very  often  in  the  cities.  Do  not  let  our  profession 
drift  into  a  purely  commercial  institution. 

If  you  pick  up  a  body  and  take  it  to  your  shop  un- 
known to  the  relatives,  they  will  think  more  of  you  if 
you  will  consult  them  as  to  its  being  their  wish  that 
you  prepare  the  body  for  burial.  You  may  lose  a  case 
sometimes  by  pursuing  this  course,  but  you  will  have 
the  satisfaction  that  you  are  acting  ethically  and  you 
will  not  be  called  at  times  by  the  public,  a  "body 
snatcher. " 


DISINFECTION  AND  HANDLING  OF  SMALLPOX 

CASES 

A  house  in  which  there  has  been  a  case  of  smallpox 
should  be  thorouglily  disinfected  immediately  after  the 
recovery  or  death  of  the  patient.  The  neglect  of  this 
important  duty  may  be  the  cause  of  the  sickness  and 
death  of  innocent  persons  who  visit  the  premises  later 
on.  The  object  of  disinfection  in  the  sick  room  is  the 
destruction  of  infectious  material  attached  to  clothing, 
carpets,  draperies,  furniture  or  surfaces  of  the  room, 
or  deposited  as  dust  upon  window  ledges,  in  crevices, 
etc.  If  the  room  has  been  properly  cleansed  and  ven- 
tilated while  still  occupied  by  the  sick  person,  and 
especially  if  it  was  stripped  of  carpets  and  unnecessary 
furniture  at  the  onset  of  his  attack,  the  difficulties  of 
disinfection  will  be  greatly  reduced. 

The  work  of  disinfection  should  begin  with  the  begin- 
ning of  the  treatment  and  should  continue  during  the 
whole  course  of  the  disease.  All  articles  of  bed  clothing 
and  of  body  clothing  should  be  disinfected  as  soon  as 
they  are  removed  from  the  bed  or  from  the  patient. 

The  liberal  use  of  lic^uid  disinfectants  composed  of 
chloride  of  lime,  carbolic  acid,  or  corrosive  sublimate 
is  strongly  recommended  in  the  sick  room,  but  there 


occupied,  by  any  vapors  or  gases.  This  can  not  be 
accomplished,  and  you  but  waste  your  time  and  worry 
the  patient.  Fresh  air,  combined  with  absolute  cleanli- 
ness, is  the  disinfectant  most  needed  in  the  sick  room. 

During  the  entire  illness,  the  privy  should  be  thor- 
oughly disinfected  with  Standard  Disinfectant  No.  1, 
four  or  five  gallons  of  which  should  be  thrown  into  the 
vault  every  day.  Instead  of  the  solution,  chloride  of 
lime  in  powder  can  be  used.  All  woodwork  in  the  vault 
should  be  soaked  with  the  solution  or  covered  with 
powdered  lime.  Water  closets  and  sinks  should  be 
disinfected  daily  by  pouring  a  ([uart  or  more  of  the 
solution  of  chloride  of  lime  or  carbolic  acid  into  the 
pipes.  The  pipes  should  be  freely  flushed  in  order  to 
avoid  injury. 

For  several  days  before  his  discharge  the  patient 
should  take  a  batli  daily  and  rub  the  skin  thoroughly 
with  vaseline  or  similar  substances.  When  the  patient 
is  ready  for  discharge  he  should  thoroughly  bathe  him- 
self with  Standard  Disinfectant  No.  3,  paying  particu- 
lar attention  to  the  hair,  and  dress  himself  in  new 
clothing,  or  that  which  has  been  disinfected. 

Death  and  Funerals. — In  the  event  of  death,  the  body 
must  be  wrapped  in  a  sheet  thoroughly  soaked  in 
Standard  Disinfectant  No.  2,  and  then  placed  in  an 
air-tight  coffin,  which  must  remain  in  the  sickroom 
until  removed  for  burial.  Public  funerals  and  wakes 
over  such  bodies  are  forbidden.  The  coffin  must  not 
be  opened  nor  the  remains  again  exposed  under  any 
pretext  whatsoever.  The  body  must  not  be  received 
by  any  railroad.  It  must  not  be  received  by  any  public 
conveyance  except  for  transportation  to  the  local  come- 
tery — and  then  only  when  accompanied  by  the  sworn 
statement  of  the  undertaker  that  the  body  had  been 
prepared  as  above  directed. — From  Bulletin  of  Illinois 
State  Board  of  Health. 


DISPLAY  OF  NEW  CASKETS 

The  Dominion  Casket  C^o.,  Ltd.,  Guelph,  have  secured 
({uarters  at  the  Prince  George  Hotel,  Toronto,  where 
they  will  make  an  exhibit  of  their  caskets  and  other 
lines  during  the  week  of  the  Canadian  Embalmers' 
Association  convention  in  that  city.  The  company  in- 
tend displaying  samples  of  their  new  lines,  many  of 
which,  it  is  said,  have  never  before  been  shown  to  the 
Canadian  profession.  The  superintendent  of  the  com- 
pany, J.  M.  Arnold,  and  D.  S.  MacMurray  and  P.  J. 
Drake,  of  the  sales  staff,  will  be  in  charge  of  the  exhibit. 


UNDERTAKERS'  SUPPLIES  IN  VANCOUVER 

The  Great  West  Casket  Co.,  under  the  management 
of  Robert  Aves,  have  recentlj^  established,  an  under- 
takers' supply  house  at  Vancouver,  and  should  be  able 
to  develop  a  large  trade  throughout  British  Columbia. 


The  Jas.  C.  Doyle  Burial  Co.  have  removed  their 
funeral  parlors  and  showrooms  from  1207  to  1201  Bloor 
Street  West,  Toronto,  and  have  added  a  new  waggon 
and  a  new  hearse  to  their  e(|uipmeiit. 

The  Cem.etery  of  the  Congregation,  Adalh,  Israel, 
Aiishi,  Poland,  a  corporation  without  share  capital, 
Ins  received  an  Ontario  charter  to  purchase  and 
manage  a  Jewish  cemetery  at  Toronto. 

H.  P.  Kennedy,  Edmonton,  has  disi)osed  of  the  Ed- 
monton ('asket  and  Box  Co.,  Liiinled,  1o  T.  R.  Daudo, 
formerly  of  Gait.  Mi'.  Daiido  lias  had  experience  in 
nuuuifacturing  in  Toronto,  Hamilton  and  Gait. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Barrie — 
■Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboeonk—  . 

Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon— 

Sproul,  William 
Dutton — 

Schultz,  B.  L. 

Elmlra — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwick — ■ 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victorii 
Morris,  A. 

Haiieybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

KemptviUe — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

Ilendren,  Geo.  G. 

Little  Current — 
•Sims,  J.  0. 

^arkdale — 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakwOOd — (Mariposa  Station 

G.T.R.)    Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 

Petrolia — ■ 

Steadman  Bros. 

Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  II.  &  Son. 
Renfrew — 

O'Connor,  Wm. 

St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  5U) 
Talbot  St. 

Scotland — 

Vaughan,  Jos.  H.  M. 

Sudbury- 
Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1.S08 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo— 

Klippert  Undertaking-  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sous. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  G.  W. 

Woodstock- 
Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Eraser,  D.  &  Co. 
xialifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B.— 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 

Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 


Kamsack — ■ 

Russell,  G.  E.  1 
Lanigan — 

Robertson,  Wn 
Rush  Lake — • 

Friesen,  John 

Prince  Albert- 
Howard,  A.  C. 

Regina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan 
dora  Ave. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
JURE  WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


Ideal  20th  Century 
Burial  Vault 


This  is  a  rough  box  or  outside  covering  made 
of  cement.  It  is  used  for  the  preserving-  of  the 
inside  casket  and  body.  Its  strong,  durable 
composition  makes  It  impervious  to  all  insects, 
vermin,  moisture  and  decay. 

The  composition  and  construction  are  thoroughly 
protected  by  patents. 

In  the  Ideal  20th  Century  Burial  Vault  the 
body  and  casket  are  absolutely  secure  and 
may  be  buried  in  wet  or  dry  ground  with 
the  perfect  assurance  that  they  will  be 
preserved  forever. 


Further  information  and  prices  may  be  obtained  from 
the  sole  manufacturers. 


Canadian  Cement  Casket 
Company,  Limited 

PRESCOTT,  ::  ONTARIO 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLagiu      Furniture  Co., 

Stratford. 
John  0.  ilundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.    W.  Johns-JManville 

Co.,  Toronto. 

BABY  CARRIAGES. 
Gendron   Mfg.   Co.,  Toronto. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 
Kensington    I'urniture   Co.,  Goder- 

ich. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Orillia  Furniture  Co.,  Orillia. 
Peppier   Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Ohesley. 
Ideal  Bedding  Co..  Toronto. 
Quality    Beds,    Limited,  Welland, 
Ontario. 

Stratford  Bed  Co.,  Stratford,  Ont. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture    Co..  Hanover. 
Royal  Bed  Co.,  Grand  Valley. 

BED  SPRINGS. 
Knechtel   Furniture    Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring   Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Lippert  Furniture   Co..  Berlin. 

BED  ROOM  SUITES. 
Kensington    Furniture   Co.,  Goder- 

ich. 

Knechtel   Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co..  Victor- 
iaville. Que. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co.. 

Stratford. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

CAMP  FURNITURE. 

Stratford   Mfg.   Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 

John  C.  Mundell  &  Co..  Elora,  Ont. 

CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Uymond-Colonial  Co.'s,  Strathroy. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian  Rattan  Chair  Co.,  Vic- 
toriaville. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Imperial   Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville   Chair   Mfg.   Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture    Co.,  Hanover. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. Que. 

CHINA  CABINETS. 
Peppier  Bros.,  Hanover. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan     Furniture  Co.. 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial  Furniture  Co.,  Toronto. 
Juliii  C.  Mundell  &  Co.,  Elora,  Ont. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  t  o.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover, 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Montreal  Upholstering  Co.,  Mont- 
real, Que. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.  Toronto. 

DEN  FURNITURE 
Elmira  Furniture  Co,  Elmira,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Out. 

DIVANETTES. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Berlin. 
DESKS. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Knechtel   Furniture   Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 
DINING  SUITES. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Peppier  Bros  ,  Hanover. 

Stratford   Chair  Co.,  Stratford. 
DINNER  WAGONS. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Toronto  Furniture  Co.,  Toronto. 

Peppier  Bros.,  Hanover. 

DRESSERS. 

Knechtel   Furniture   Co.,  Hanover. 

Orillia   Furniture   Co.,  Orillia. 

Stratford   Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
EXTENSION  TABLES. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
FILING  DEVICES. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford  Mfg.   Co.,   Meaford,  Ont. 

HALL  TREES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddinf  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
Victoriaville    Chair   Mfg.   Co.,  Vic- 
toriaville Que. 

IRONING    BOARDS  AND 
DRYERS. 
Stratford    Mfi.   Co..  Stratford. 

JARDINIERE  STANDS. 
Elmira  Furniture  Co,  Palmira,  Ont. 
Elora  Furniture  Co..  Elora. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.   Co..   Meaford,  Ont. 


KITCHEN  CABINETS. 

Hamilton  Incubator  Co.,  Hamilton. 

KITCHEN  TABLES. 
Knechtel   Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 
Meaford   Mfg.   Co.,    Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratford    Mfg.    Co..  Stratford. 

LIBRARY  TABLES. 

Peppier  Hro.s.,  Hanover. 

Elmira  Furniture  Co,  Elmira,  Ont. 

Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford   Mfg.  Co.,   Meaford,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

LUXURY  CHAIRS. 
Lippert   Furniture   Co.,  Berlin. 

MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard   Bedding  Co..  Toronto. 
Antiseptic  Bed  Co.,  Toronto,  Ont. 
Ideal   Bedding   Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furn-'ure  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MORRIS  CHAIRS. 

Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel    Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

NAILS 

P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

OFFICE  CHAIRS. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn.  Toronto  (W.  Oaig). 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

PARK  SEATS. 
Stratford   Mfg.   Co..  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis    Furniture   Co..  Ingersoll. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Elora  Furniture  Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture    Co.,  Hanover. 
Peppier  Bros.,  Hanover. 

PEDESTALS. 
Peppier  Bros..  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

PLATING 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture    Co..  Hanover. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 
RIVETS 

P.  L.  Robertson  Mfg.   Co.,  Milton, 
Ontario. 

SCREWS 

P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 


SCHOOL  FURNITURE. 

Globe  Furniture  Co.,  Waterloo 

SIDEBOARDS. 
Knechtel   Furniture    Co.,  Hanover 
Meaford  Mfg.   Co.,   Meaford,  Ont 
btratfoid  Chair  Co..  Stratford 

TABLES. 
Elora  Furniture  Co.,  Elora 
Knechtel  Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora 
Orillia    Furniture    Co.,  Orillia 
Stratford  Chair  Co.,  Stratford 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 
Elora  Furniture  Co.,  Elora. 
Kensington   Furniture   Co.,  Goder- 
ich. 

TELEPHONE  STANDS. 

John  C.  Mundell  &  Co.,  Elora,  Ont 
TYPEWRITER  DESKS. 

Elmira     Interior     Woodwork  Co 
Elmira. 

UPHOLSTERERS'  SUPPLIES 

^11  I'lgersoll. 
Gold     Medal    Furniture     Co  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll 
Imperial  Rattan  Co.,  Stratford 
imperial  Furniture  Co.,  Toronto.' 
John  C.  Mundell  &  Co.,  Elora 
Knechtel   Furniture    Co.,  Hanover. 

M  Waterloo. 
Gold    Medal     Furniture    Co  To 
ronto.  ■' 

VACUUM  CLEANERS. 

Onward  Mfsr.  Co.,  Berlin. 

VERANDAH  FURNITURE 
Imperial   Rattan   Co.,  Stratford 
Gendron  Mfg.  Co.,  Toronto 
Stratford    Mfg.   Co.,  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover. 
Meaford  Mfg.  Co.,   Meaford,  Ont 
Stratford  Chair  Co..  Stratford 

WASHERS 
P.  L.  Robertson  Mfg.  Co.,  Milton. 

Ontario. 
^    ^  WIRE 
•  rr.  I^.ot'ertson  Mfg.  Co.,  Milton, 
Ontario. 

FACTORY  SUPPLIES 

CLAMPS. 
Batavia  Clamp   Co.,  Batavia    N  Y 

iCJRNITURE  SHOES.' 
Onward  Mfg.  Co.,  Berlin 

DRY  KILNS. 
Mofto",  r)iy  Kiln  Co ,  Chicago 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co  Wood- 
stock. 

SPRINGS. 

James  Steele,  Guelph. 
Ideal   Bedding  Co.,  Toronto 
SPANISH  LEATHER.' 
Lackawanna  Leather  Co.,  Hacketts- 
'iwn,    N.  J. 

STERILIZED  HAIR. 

Griffin   Curled   Hair  Co.,  Toronto 

TRUCKS. 
W.   L    Kemp  Co.,   Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal 

VENEERS. 
Adams  &  Raymond  Veneer  Co  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 
James  S.   Elliott  &   Son.  Prescott 
Evel    Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CEMENT  CASKETS. 

Canadian  Cement  Casket  Co.,  Pres- 
cott. 

CASKETS  AND  COFFINS. 
Dominion  Casket  Co.,  Guelph. 
James  S.  Elliott  &  Sons,  Prescott 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CHURCH  TRUCKS. 
Bomgardner   Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 
Egyptian     Chemical     Co.,  Bolton, 
Mass. 

H.    S.    Ecklea     Co.,  Philadelphia, 
Pa. 

HEARSES. 
Mitchell  &  Co.,  Ingersoll. 

SCHOOLS  OF  EMBALMINO. 
Canadian    School    of  Embalming, 

Toronto.   

UNDERTAKER'S  CHAIRS. 
Stratford  Mfg.  Co.,  Stratford. 
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Adams  &  Raymond  Veneer  Co. ..53 

Albrong-h  &  Co..  J.  P   8 

Antiseptic  Bedding  Co  i.f.c. 
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Canadian  Cement  Casket  Co.  Ltd.  50 


Davenport  Mfg.  Co  12 

Domestic  Specialty  Qo   9 
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E 

Eckels  &  Co.,  H.  S  46 

Egyptian  Chemical  Co  52 

Elmira  Furniture  Co  4 
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I 
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K 
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Kensington  Furniture  Co  15 

Knechtel  Furniture  Co  3 
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M 

Mitchell  &  Co  44 

Morton  Mfg  Co   4 

Mundell  &  Co.,  John  C  i.f.c. 

McLagan  Furniture  Co  o.f.c. 

0 

Onward  Mfg.  Co  12 

Otto  T.  E.  Veit  &  Co  53 

P 

Peppier  Bros  16 

Perrin  &  Co.,  Wm.  R  52 


Robertson ,  P.  &  L   11 

S 

School  of  Embalming  53 

Semmens  &  Evel  Casket  Co  40 

Springfield  Casket  Co  46 

Standard  Bedding  Co  53 

Steele,  Jas.,  Limited  53 

Stratford  Chair  54 

Stratford  Bed  Co   8 

Stratford  Mfg.  Co   6 


Tarbox  Bros  53 

Toronto  Feather  &  Down  Co. ,  Ltd.  53 

W 

Waterloo  Furniture  Co  11 

Waterloo  Spring  35 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — A  fine  Black  Hearse,  four  columns,  built  by  Cun- 
ningham, and  is  in  fine  running  order.  Roller  bearing  axles.  Ad- 
dress, C.  J.  Ellison,  Bothwell,  Ont.  8/13/1 

FOR  SALE — Good  Furniture  and  Undertaking-  business  in  a 
live  manufaccuring  town  in  Eastern  Ontario.  Good  reasons  for 
selling.    Apply,  I.  Cole  &  Son,  Gananoque,  Ont.  8/13/1 

FOR  SALE— Black  Hearse  Team,  weight  1,250  each,  height, 
16  hands,  1".  ages,  seven  and  eight.  Apply,  John  Thomson  &  Son, 
Fergus,  Ont.  8/13/1 

FOR  SALE — Furniture  and  Undertaking  business  in  fast  grow- 
ing town  of  over  four  thousand  population.  Large  county  trade. 
Apply  box  119,  Canadian  F'urniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  8/13/3 

SPRING  WEAVERS  wanted  for  large  Factory  in  Eastern 
Canada.  Box  120,  Canadian  Furniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  8/13/1 

WANTED — Position  in  Furniture  Factory  as  Superintendent — 
or  Factory  Manager,  by  man  having  practical  experience  in  every 
detail  from  yard  to  finished  product.  Address,  "Superintendent  " 
c/o  Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
Street,  Toronto.  8/13/1 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking  Business,  try  our  Classified 
Pages.  The  Canadian  Furniture  World  and  The  Under- 
taker is  read  by  practically  every  furniture  merchant  and 
undertaker  in  Canada  every  month. 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 
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Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
pr  ices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


IMPERIAL  FURNITURE  CO. 

Manufacturers  oj 
Turkish  Rocliers,  Leather  Upholstered  Coui  hes 
High  Grade  English  Chairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 

Illustrated  Price  List 

Manufactured  by    TARBOX   BROS.,  ToFOlltO 


STANDARD  BEDDING  CO. 

Manufacturers  Seagiass  and  Cotton  Mattresses 

4  Grade*  — 4  Price* 

Lee-Burrell,  Rex,  Regent 
and  invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 


Try  the  Waterloo  Spring  Co.  for 
Upholstering  Springs.  Made  of 
best  spring  wire  on  market. 

Sold  Wholesale  and  Retail 

Waterloo  Spring  Co. 

Waterloo,  Ont. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

IV rile  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  We»t,  Toronto 


The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manujacturers  of 

PILLOWS.  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 
HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 


Every  Furniture  Manufacturer 

instills  new  cquipniciiL  in  his  pliint  from  time  to  time— 
the  old  must  go!  There  is  a  way  to  dispose  of  it— econ- 
omically and  effectively.   Let's  tell  you ! 

Canadian   Furniture  World,  ^^^ESnto 


ESTABLISHED  1869 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

inANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  X  27  inches;  Height  of  Truck-  ! 4 inches:  Centre  Whecl- 


14  inches  diameter;  Front  Whee: 
turned  ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood- working  plants,  etc. 
Sides.  Slakes  and  Platforms 
hardwood.  Weight.  I  50  lbs. 

Write  Us  for 
Pricet 


W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


-6'  inchei  diameter;     1^  inch  Steel  Axle, 
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There  are  No  Better  Reed  Chairs  Made 


Than  those  we  offer  you,  as  dealers  who  are  handling 
our  line  will  readily  testify.  Imperial  Reed  Chairs 
not  only  "Look  Better",  "Feel  Better"  and  "Wear 
Better"  but  they  are  sold  at  prices  to  suit  all  branches 
of  your  trade. 

Such  a  combination  of  Quality  and  Price  insures  sat- 
isfaction among  your  customers  and  gains  for  you 
additional  profits  and  prestige.  This  is  surely  the 
ideal  business  condition. 


Place  your  order  through  the  Stratford 
Shipping  Combination  and  get  the  bene- 
fit of  reduced  freight  rates  on  carload  lots 


Imperial  Rattan  Company,  Limited 


Stratford,  Ontario 


Cheapest  Because  the  Best 


And  after  all,  isn't  that  True  Economy?  Isn't  that  what  the 
Economical  Housewife  considers  when  buvinsf  chairs? 


It  will  pay  you  also 
to  give  it  your  ut- 
most consideration. 
Start  right  in  now 
— get  a  display  of 
Stratford  Chairs  on 
your  floors, or  some 
other  dealer  will  be 
reaping  the  profits 
that  might  have 
gone  to  you. 

And  when  ordering  re- 
member that  Stratford 
offers  })0U  reduced  rates 
on  carlots. 


Stratford  Chair  Co.^  Limited 

STRATFORD,  ONT. 


Vol.  3    No.  9 


SEPTEMBER,  1913 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


'  I  'HIS  is  one  of  the  many  popular  McLagan  Dining-Room  Suites.  It's 
one  that  you  should  have  on  your  floor  to  show  your  customers  you 
sell  only  the  dependable  kind  of  furniture- — the  furniture  that  breeds  satisfac- 
tion and  leads  to  re-orders. 


Being  McLagan  the  profits  accruing  from  each  sale  are  excellent. 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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NEW  UNES  FOR  FALL 

VOU  ARE  CORDIALLY  INVITED 
I     to  VISIT  OUR  SHOWROOMS  at 

70  King  Street  West,  Toronto 

DURING  THE  EXHIBITION. 
These  rooms  are  for  your  convenience. 


John  C.  Mundell  &  Co. 

ELORA,  ONT. 


Pure  White,  Antiseptic  Cotton  Felt  Sterilized  Feathers 


The  Antiseptic  Bedding  Company 

187-189  Parliament  St.  Toronto 


September,  1913 
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ANOTHER  NEW  DESIGN  IN 

"IDEAL"  BRASS  BEDS 


8  -  68 


PILLARS, 
FILLERS, 
TOP  RODS, 


2  inches 


^  inch 


CROSS  RODS, 
BOTTOM  RODS,  in. 
HEAD  58  in. 


FOOT,    38>^  inches 
SIZES,     4  ft.   6  in. 
i  in.  by  )^  in.  4  ft. 

Rectangular  3  ft.  6  in. 

1  in.  by  %  3  ft. 

Shipping  v.'eight,  crated,  148  lbs. 


Quiet  and  dignified  in  appearance,  this  has  proven  a  very 
it  might  very  well  be  included  among  our  best  sellers. 
Why  not  include  one  with  your  next  order,  so  that  you 
and  see  how  well  it  will  sell? 

This  and  other  new  designs  are  now  on  show  at  our  E 
eastern  end  of  the  Process  Bldg. ,   Canadian  National 
August  2'^rd  to  September  8th. 

^v^^  IDEAL  BE  DDI  N 

2-24  JEFFERSON  AVE. 


popular  line.    In  fact, 

can  put  it  on  the  floor 

xhibit,  situated  at  the 
Exhibition,  Toronto, 

G  C?iMITED 

TORONTO 


-  '  ^  '  i  '  i 


i  '  i  # 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  September,  1913 


The  New  Home  of  the  Kellaric 

Mattress 


McKellar  Bedding  Company's  new  factory  at  Fort  William 

Mattresses     Springs  Pillows 

We  are  now  housed  in  our  new  fireproof  factory  at  the  "Head  of  the  Lakes." 

Our  increased  capacity  and 

Unexcelled  Shipping  Facilities 

Place  US  in  an  unrivalled  position  for  making  quick  shipment  of  all  orders, 

large  and  small. 

Our  representative  will  call  upon  you 
at  an  early  date 

McKELLAR  BEDDING  CO.,  Limited 

Fort  William,  Ontario 


BERLIN  BEDDING  CO.,  Limited 

31  Front  St.  East,  Toronto 
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THE  DIXIE  NO  TUFT 
MATTRESS 

has  absolutely  unique  features  possessed 
by  no  other  mattress.  This  point  alone 
makes  it  easy  to  sell, — it  is 


The  only 
mattress  new 
in  construction 
in  the  last 
century ! ! 


Look  at  the  cut, — see  the  compartments  whose 
partitions  are  as  strong  as  the  mattress  itself. 
Note  the  absence  of  tufts  which,  in  an  "old 
fashioned"  mattress,  tend  to  weaken,  break  and 
destroy  its  shape.  There  are  no  holes  to  gather 
dust— the  Dixie  No  Tuft  is  the  cleanest  mattress 
made.    It  is  fully  guaranteed. 

We  want  dealers  to  handle  this  mattress. 
We  will  furnish  window  displays,  etc. 

Write  us  for  our  proposition 

GEO.  GALE  &  SONS 

Head  Office  and  Factory:  Waterville,  P.Q. 
Branches:  Montreal  Toronto  Winnipeg 
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SELUNG 
COMFORT 

When  you  offer  people  mattresses  that  will 
afford  them  real  comfort  you  are  making  an 
appeal  to  nature.  This  is  one  of  the  most 
vital  selling  points  you  can  possibly  employ. 

If  your  claim  is  substantiated  by  the  service 
the  mattresses  give,  you  are  building  up  a 
reputation  for  yourself  which  makes  for 
repeat  orders.  . 

You  can  use  this  strong  selling  argument  with  every  assurance  of  confidence  when 
you  sell  your  customers 

Lee-Burrell,  Rex,  Regent  and  Invictus  Mattresses 

They  are  made  up  of  pure,  downy,  soft  cotton  felt,  and  insure  real  solid  comfort. 

Sea-grass  and  wool  mattresses  alto  shipped  in  large 
or  small  quantities 

The  STANDARD  BEDDING  COMPANY 

27-29  DAVIES  AVE.,         :         TORONTO,  ONT. 


Make  Comfort  Your  Argument 


No  doubt  you  have  had  complaints 
from  )our  customers  voicing,  the 
dissatisfaction  they  have  felt  through 
buying  woven  wire  springs  from 
you.  Their  tempers  have  been  sorely 
tried  by  the  discomfort  they  have 
experienced  and  you  are  doubtful 
about  their  continued  patronage. 

You  can  protect  yourself  ajjainst  such 
complaints  by  selling'  Legg'et  &  Piatt's 
Spring-  Beds — the  kind  that  insure  com- 
fort. Each  small  spring  acts  independently 
— no  sagging  — no  rolling  to  centre — no 
discomfort  whatever. 

And  with  each  sale  goes  an  excellent 
margin  of  profit  that  in  itself  makes  oui 
proposition  a  highly  intei  esting  one  for  you. 

Your  inquiries  are  solicited 


Legget  &  Piatt  Spring  Bed  Company 

WINDSOR         :  ONTARIO 


September,  1913 
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— Weisglass — 

__Beds— 

cannot  be  injured  by  the  use  of  soap, 

water  or  ammonia.  Think  of  what  this  means  in  the 
summer, — no  more  trouble  from  fly  specks,  dust,  etc. 

The  special  Weisglass  Process  produces  a  finish  that 
outlasts  any  other  competing"  line, — every  Weisglass 
Bed  has  this  finish. 

Put  it  up  to  us  to 
prove  our  statement 


S.  Weisglass  Limited 
1620  Clark  St.,  Montreal 


Get  our 

new 
jolder — 
it  shows 
many 
more 
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Desks  that  will  Bring  Business 

to  any  Furniture  Dealer  are  the 

ELMIRA  DESKS 


This  Sanitary  Flat  Top  Desk  is  made 
in  Quartered  Oak,  Birch  Mahogany, 
with  Genuine  Striped  Mahogany  Top,  or 
Solid  Mahogany  throughout. 
All  tops  built  up  5  ply,  sizes  34  x  54  and 
34  X  60.    Any  finish.    Automatic  locks. 


No.  204 

Merely  an  idea  of  what  we  make  in  the 
Wood  Mantel  Line.  We  enjoy  the 
patronage  of  the  largest  dealers,  who  sell 
thousands  out  of  our  splendid  range  of 
attractive  designs. 

Write  us  for  catalog  and  price  list,  also 
prices  on  Special  Office  Furniture,  Clock 
Cases,  Parlor  Frames,  etc. 

PVe  are  eager  to  answer  ^our 
enquiries 


No.  20U 

A  Typewriter  Desk  that  will  please 
any  one.  Also  made  in  Mahogany.  Size 
30  X  42.  Serviceable  action.  Strong  con- 
struction. 


No.  506 


Elmira  Interior  Woodwork  Co..  L  imited 

ELMIRA  ONTARIO 


G.T.R. 


C.P.R. 
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"SOEASY"  to  Recline  In 
"SOEASY"  to  Sell 

You  should  get  your  orders  in  without  delay  to  cope  with  the  enormous 
demand  for  "Soeasy"  Reclining  Chairs  during  the  fall  season. 

If  you  have  never  sold  them  before,  it's  all  the  moie  reason  why  you  should  get  your 
orders  in  early  to  let  the  people  know  you  do  sell  them.  And  it  will  be  all  to  youi 
good  profit. 

Write  for  blue  prints  and  prices 


'Soeasv"  Chair,  No.  94.     List  Price,  in  Arabian 
Leather,  $17.00 


'*Foot  Rest 
Slides  Back 
out 
of  sight" 


Owen  Daveno  Bed 
Company,  Limited 

Hespeler,  Ontario 


■ 


1 


'Soeasy"  Chair  No.  95^.     List  Price,  in  .Arabian 
Leather,  $26.00 


No.  — head,  44  in. ;  foot,  .38  in. ;  sizes  3  feet  to  4  feet  6  in. 

CANADA  BEDS  LIMITED 


A  Bed 

for  the 
Masses 


This  is  the  lowest  priced 
brass  lube  top  rail  bed  on  the 
market  and  is  a  j^real  favor- 
ite with  people  of  moderate 
means. 

You  can  sell  many  more  of 
I  hese  beJs  than  you  could 
hitfher  priced  goods,  because 
there  is  a  steady  demand  for 
them  and  consequently  the 
resulting  profits  are  much 
greater. 

Try  a  few  on  your  floors 
and  see  how  rapidly  they 
will  move. 

Descriptive  bool^Iet  and 
prices  upon  request 


CHESLEY 
Ontario 


September,  1913. 
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They  Sell  the  Year  Round 


SALES  are  a  proof  of  popu- 
larity, and  well-defined, 
consistent  demand  for  Strat- 
ford Brass  Beds  is  a  sure 
testimony  to  their  real  worth. 

They  carry  with  them  those 
sales-creating  features,  that 
embodiment  of  satisfactory 
profits  so  highly  acceptable 
to  the  dealer.  The  attractive 
designs,  durable  construction, 
perfect  finishes,  mark  them 
as  above  the  ordinary  to 
people  who  know. 

TTiis  pattern  would  look  well  on  your 
floors.  How  many  shall  we  send  you  ? 

Stratford  Bed  Co. 

Stratford,  Ont. 


Is  Yours  a  Growing  Store? 


Furiiitur. 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  203  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  sometliing  to  start  people  talking 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

Puhlishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


A  Rapid  Selling  Line  with 
a  Profitable  Turnover 


It's  surprising-  the  demand 
there  is  for  foldingchairs  and 
the  big  field  that  is  open  to 
the  furniture  dealer  selling- 
the  right  kind— Stratford. 

Stratford 
Folding  Chairs 

are  equnl  to  all  demands, 
their  reliability  is  unquestion- 
ed and  the  prices  place  them 
within  the  reach  of  all  your 
customers. 

You  should  certainly  have  a 
few  samples  of  Stratford  Folding 
Chairs  on  vour  floors;  they  are 
the  kind  that  attract  attention 
and  win  instant  favor. 


We  have  other  designs  besides  the  one  here  illustrated — 
equally  popular  and  profitable. 

Our  catalogue  dealt  with  them  in  dmtail.  Shall 
we  send  you  a  copy? 

Stratford  Mfg.  Co.,  Limited 

Stratford,  Ont. 
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SELL  WEIS  SLIDE  DOOR 


'  I  'HEY  are  unique  in  construction.    Every  un- 
necessary  part  or  adjustment  has  been  elimin- 
ated  without  in  any  wa}  detracting  from  their 
durabihty,  rigidity  or  attractive  appearance. 

T  TNLIKE  any  other  Sectional  Bookcases  shipped 
knocked  down,  these  may  be  assembled  by 
anyone — easily,  quickly — without  tools  or  screws. 


patented  locks  or  fasteners  make 
these  sections  or  stacks  as  rigid  as 
solid  cases  when  once  put  together. 

"\Y/E1S"  Bookcases  are  particularly 
^'  suitable  for  use  in  private  houses, 
law  offices,  libraries  and  in  fact  anywhere 
wherever  wall  space  is  a  great  consider- 
ation. 


The  KNECHTEL  FURNITURE 
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SECTIONAL  BOOKCASES 


\/OU  should  get  a  display  of  "Weis"  Bookcases  on  your  floors  or  in  your 
^    windows.    Don't  let  the  Exclusive  Office  Furniture  Men  cash  in  on  the  pro- 
fits that  might  easily  be  yours. 

'  I  'HERE  are  other  designs  in  our  catalogue  which  would  appeal  to  your 
^    customers.     The  catalogue  gives  full  particulars  and  prices  and  will  be 
sent,  upon  request,  to  the  trade. 


'  I  'HIS  is  a  line  of  ready  movers,  Mr.  Fumiturc 
Dealer,  that  carries  with  it  a  most  substantial 
turnover;  and  the  satisfaction  of  one  customer 
spreads  among  others  and  leads  to  an  ever  in- 
creasing army  of  "Weis  "  enthusiasts. 


IVe  have  a  catalogue  ready  to  mail  you- 
shall  We  send  it  to-day  ? 


CO.,  LIMITED,  Hanover,  Ontario 
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BAETZ  BROTHERS  &  COMPANY 

Berlin       ::  Ontario 


No.  144.  DINER 

Made  in  Solid  Quartered  Oak 
Any  Finish 
Leather  Pad  Seat 


We  have  the  following  numbers  in 
Diners  in  stock  for  prompt  shipment : 

Nos.  122,  124,  127,  128,  129, 
131,  132,  134,  135,  136,  137, 
138,  139,  140,  141,  142,  143, 
144  and  145. 


CATALOGUE  SENT  ON  REQUEST 


It  is  EASY  TO 
SELL  TABLES 
when  you  show 
your  patrons 
something  super- 
ior at  the  same 
price. 


Our   lines  are 
GOOD 
LOOKERS 
and 

WELL  MADE 


And  then  there  is  the  AUTOMATIC  TOP  which  will  sell  the  table  at  sight. 
This  is  the  best  selling  feature  on  the  market. 

Place  your  orders  early  to  ensure  delivery  on  time 

The  Berlin  Table  Manufacturing  Co.,  Limited 

BERLIN      -  ONTARIO 


Sept: 


ember.  1913. 
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New  Furniture  Features 
for  the  Fall 

IN  doing  everything  to  augment  the  popularity  and  saleability 
of  Lippert  Furniture,  we  have  from  time  to  time  introduced 
special  new  features  particularly  adapted  to  the  selected  season. 

^  We  are  about  to  open  up  a  strong  Fall  campaign  and  in  accord- 
ance with  our  policy  are  placing  on  the  market  many  new  and 
additional  features  to  our  already  attractive  lines. 

^  You  should  get  acquainted  early  with  the  exceptional  values  in 

Parlor  Suites 
Mission  and  Den  Furniture 
Dining  Room  Chairs  and  Rockers 
Hall  Racks  and  Hall  Seats 
Fancy  and  Odd  Chairs 

^  You  can  make  this  Fall  one  of  the  most  profitable  seasons  you 
have  ever  experienced  by  making  your  selection  from  our  otlerings. 

^  We  manufacture  a  most  comprehensive  line  and  the  prices  are 
set  to  meet  the  popular  demands  in  every  branch  of  your  trade. 


Attractive  catalog  and  prices  upon  request 


The  Lippert  Furniture  Co.,  Ltd 

BERLIN      ::  ONTARIO 
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The  Demand  for  the  Ellis  Line  is  constantly 

Increasing  with  the  Rapid  Growth  of  the  Dominion 

WHY? 

Because  the  Ellis  Products  are  just  what  Because  they  are  wonderfully  artistic  in 
vour  customers  want.  design  and  upholstered  in  the  latest  styles 

in  Leather  and  Fabrics,  combining'  to  make 
Because  they  give  every  service  required,         them  the  most  useful  and  attractive, 
besides  being  the  most  reasonably  priced  in         Because  QUALITY  and  PRICE  are  the 
the  market.  two  great  factors. 

Note. — Please  place  your  orders  early  so  as  to  have  the  furniture  on  hand  for  the  fall  trade.  We 
will  endeavor  to  hold  your  confidence  by  maintaining  the  standard  of  quality. 


THE  ELLIS  FURNITURE  COMPANY 

INGERSOLL  ONTARIO 


When  Ordering  Furniture  or  Metal  Beds 


insist  upon  g-etting  them  equipped  with 

Onward  Sliding  Furniture  Shoes 

They  prevent  the  destroying  of  hardwood  floors  and  carpets  and  are 
greatly  appreciated  by  economical  housewives  all  over  the  Dominion. 

They  are  made  with  Glass  Base  and  Mott  Metal  Base  in  all  styles  and 
sizes  and  improve  the  appearance  of  Furniture  and  Metal  Beds. 


The  New  Way 
Manufactured 
only  by 


Write  for  Free  Descriptive  Circular 
and  Trade  Discounts 


Onward  Manufacturing  Co. 


The  Old  Way 


factories 

Berlin,  Ont.  and  Menasha,  Wise. 


Make  Money  Out  of  Baled  Waste  Paper 

Any  retail  merchant  and  furniture  dealer,  large  or  small,  can  make  moni  v  out  of 

SCHICK'S  All  Steel  Baling  Press  for  Waste  Paper 

It  quickly  and  easily  makes  bales  weighing  150  pounds,  measuring  18  x  20  x  38  inches. 
One  boy  can  operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste  paper  greatly  reduces  fire  risk  and 
of  en  gives  you  a  lower  insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it.  There 
is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  discounts  shown  in  catalog  A'O.  ig. 

DAVENPORT  MFG.  COMPANY,  Davenport,  Iowa,  U.S.A. 
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The  New 

IDEAL 

Kitchen 
Cabinet 


A  Profitable 
Line  for  the 
Dealer —  Quick 
Sales  and  Low 
Cost. 


A  Special  Low  Price  to  Introduce 
the  New  Ideal  Kitchen  Cabinet 

The  new  Ideal  Kitchen  Cabinet  is  so  perfectly  constructed,  and  so  low  in  price  that 
it  makes  a  strong  and  instant  appeal  to  the  housekeeper-  it  sells  itself. 

You  add  a  profitable  line  to  those  you  already  carry. 

It  makes  a  customer  of  every  purchaser   and  a  friend  of  every  customer. 

All  the  good  points  of  other  Cabinets  are  embodied  in  the  Ideal,  together  with  several 
exclusive  features. 

Durable  in  construction — handsome  in  appearance    low  in  price. 

Write  now  for  special  dealer  proposition 

Hamilton  Ideal  Mfg.  Co.,  Limited 

HAMILTON      ::  ONTARIO 
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THE  ELMIRA  LINE 

The  Only  Line  Fitted  with  the  Noiseless  Sliding 
Shoe  Casters  Gratis 


Mr.  Dealer! 

Why  not  get  after  the  Office 
and  Hotel  business  ? 

We  can  supply  both.  Large 
Stocks  always  on  hand. 


No.  306-HOTEL  CHAIR.  Qtd.  O.k. 
Polished. 


The  Elmira  Furniture  Co.,  Limited 


ELMIRA 


No.  501    OFFICE  TILTER.     Qtd.  Oak.  Polished. 
Upholstered  seat  and  back.    Chair  to  match. 


ONTARIO 


The  Feature  of  the  Toronto  Exhibition 

to  you  will  no  doubt  be  the  various  exhibits  that  appeal  to  your 
class  of  trade,  you  will  be  on  the  lookout  for  new  and 
attractive  lines. 

THE 

GENDRON  LINE 

will  meet  with  your  approval.  In  addition 
to  a  display  of  Sleighs,  Doll  Carriages  and 
Reed  Furniture  for  fall  trade,  we  will  exhi- 
bit our  Baby  Carriages  for  191  4.  We  havs 
a  complete  new  line  of  carriages  with  many 
new  features,  which  will  help  your  trade. 


No.  863 — Carriage  with  Artillery  Reversible 
Gear   Top  Back. 


Be  sure  and  see  our  exhibit  in  the 
Industrial  Building,  and  the  trade 
is  also  invited  to  visit  our  factory 
and  see  our  lines  in  the  course  of 
manufacture. 


No.  863 — Carriage  with  Artillery  Reversible 
Gear — Top  Reversed, 


The  Gendron  Mfg.  Co.,  Limited 


TORONTO, 
ONT. 
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3r 


The  Best 


TAeBjjBve 
///xed Car/mc^Cenkr 


of  the  Good 

Medium  Priced  Furniture 

is  the  sort  on  which  you  can  bank  for  a  good 

steady  business, — a  business  resulting  from 

the  purchases  of  those  who  buy  for  utility's 

sake  rather  than  for  show.    But,  like  most  of 

us  human  beings,  these  people  want  a  a 
good  deal  of  style  also.    Style,  durability 
usefulness,  at   a   medium   price,  are  always 
found  in 

Victoriaville 

Furniture 

It's  the  sort  you  can  unhesitatingly 
recommend  ;  the  sort  that  bears  the 

closest  scrutiny  inside  and  out,  top  and 
bottom,  front  and  back. 


Get  our  catalog  and  remember  our  splendid 
facilities  for  shipping  in  mixed  carload  lots, 
— thereby  saving  you  a  lot  on  freight. 


Victoriaville  Furniture  Co. 

Victoriaville,  Que. 
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Rattan  Furniture 

has  "come  into  its  own" 


by  which  we  mean  that  Rattan  Furniture  is 
now  considered  as  much  an  all-the-year- 
round  furniture  as  any  other  kind. 

As  a  living  room  furniture  its  popularity  is  fast  making 
it  the  standard,  whereas  for  verandah  and  porch  use, 
— well,  you  know  how  widely  used  it  is. 

Don't  think  because  summer  is  gone  the 
chance  to  sell  Rattan  Furniture  went  with 
it.  Rattan  Furniture  is  an  all-the-year- 
round  furniture. 

Get  our  prices  and  have  a  look  at 
our  many  designs 


The  Canadian  Rattan  Chair  Co. 


LIMITED 

Victoriaville  Quebec 


Chairs  made  from 
flawless  lumber 

are  the  only  kind  that  come  from  our  factory, 
where  we  specialize  on  chairs, — and  chairs 
only.  If  you  sell  these  chairs  the  only  difficulty 
you'll  have  will  be  keeping  a  stock  on  hand, — 
this  will  be  eased  by  ordering  early. 

Get  our  catalog  and  look  over  the  long 
list  of  snappy  fast  selling  designs 


The  Victoriaville  Chair  Mfg.  Co. 

Victoriaville  ^fl^^ 

Those  placing  orders  with  us  get  advantage  of  7j/2^.^^J^J^^JVG 
our  facilities  for  shipping  mixed  carloads.  /^IXCC/ C^/^OdC/CCHlC/ 
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When  Buying  Your  Bentwood 
for  the  Season  Be  Sure 
to  Look  for  this 
Trade  Mark 


And  get  a  good  looking,  strong,  sanitary  and 
comfortable  chair. 


JACOB  &  JOSEF  KOHN 

VIENNA   ::  AUSTRIA 

Canadian  Branch: — 

215-219  Victoria  St.,  Toronto 


You  are  not  earn- 
ing all  the  profits 
possible  unless  you 
sell 

J-M  ASBESTOS 
TABLE  COVERS  AND  MATS 

These  are  among  the  largest,  surest  and  easiest  money-makers 
for  dry  goods  and  lionse  furnishing  dealers. 

Ordinary  silence  cloths  and  table  pads  cannot  be  depended 
upon  to  protect  highly  polished  and  costly  dining  room  tables 
from  the  injurious  effects  of  hot  dishes. 

Careful  hou-iekeepcrs  know  this  —therefore  they  are  buying  J-M 
Asbestos  Table  Covers  and  Mats,  which  are  not  only  the 
standard  goods  in  this  line,  but  are  retailed  for  less  than  the 
prices  a.sked  for  inferior  articles. 

As  we  are  the  largest  miners  and  manufacturers  of  asbestos  in 
the  world  and  have  hid  more  than  a  half  a  century's  experience 
in  producing  asbestos  goods,  you  will  find  it  to  your  advantage  to 
handle  our  line.  We  are  offering  J-M  Asbestos  Table  Covers  and 
Mats  to  the  trade  at  such  low  figures  th.'ityou  can  easily  undersell 
all  comiietitor.s.  The  marked  superiority  of  the  goods  and  the 
established  reputation  of  this  company  will  make  the  rest  easy 
for  you. 

Write  our  nearest  branch  to-day  for  booklet  and 
special  offer  to  dealers 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  Limited 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


ij      Asbestos  Roofings,  Packings 
Electrical  Supplies.  Etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 

1566 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather, 
Finish  sun  and  water 
proof. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 
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3PECI/1LISTS 

iFURnishinQ 


Cable  Address : 
"BOTCHERBY,  CENT.,  LONDON' 
A.B.C.  Code  5th  Edition 


We  specialize  in  Silks,  Tapestries,  Velvets,  Upholstery 
Leathers,  Printed  Linens,  Cretonnes,  Silk  Linen  and  Cot- 
ton Velours,  and  every  variety  of  guaranteed  fadeless 
fabric  for  the  Canadian  Market. 

Our  Canadian  Representative,  Mr.  Wm.  Dcxld,  shortly 
leaves  for  the  Dominion  and  will  visit  all  important 
points  to  the  Pacific  coast.  He  w^ill  carry  a  most 
comprehensive  line  and  buyers  are  invited  to  inspect 
this  before  placing  their  season's  orders.  They  are  also 
asked  when  visiting  London  to  call  at  our  establishment 
where  every  facility  exists  for  their  accommodation. 


STOn^RPS  LiniTEP 

7,  8,  9,  10,  Paternoster  Buildings,  London,  E.G.,  Eng. 


OTHER  OVERSEAS  REPRESENTATIVES 
South  Africa:  Mr.  H.  S.  Potter,  Freemans  Chambers,  Cape  Town:    Finn's  Buildings,  Johannesburg.  Australasia: 
Mr.  G.  H.  Lander,  31  Queen  St.,  Melbourne.       India  and  Far  East:  Mr.  T.  Adair,  38  Kiangse  Road,  Shanghai. 
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The  concentrated  experience  of  over  half 
a  century  is  to  be  found 
in  every  can  of 

Jamieson's  Turpentine  Stains 

The  result  is,  that  these  stains  do  not  raise  the  grain  of  the  wood, 
and  produce  a  finish  of  unequalled  beauty  and  durability. 

In  all  shades  of  Oak,  Mahogany 
and  Walnut 

R.  C.  JAMIESON  &  CO.,  LIMITED 

MONTREAL  ^^^^iil"^^  VANCOUVER 


Varnishes  of  Proven  Reliability 

FIRST  COATER — A  very  pale  durable  varnish.    Brushes   easily,  sets 
quickly. 

FURNITURE    CABINET    COACH— Very  pale.     Brushes  easily  and  dries  hard 

over  night  with  a  high  finish.  Can  be  rubbed 
in  two  days  if  necessary. 

ANGLO  DRIERS — Very   pure   and   powerful.     Mix   readily  with  all 
varnishes. 

Our  varnishes  and  finishes  are  made  of  the  purest  and  most  lasting  materials  and  are  an  absolute  surety  of  perfect  work 

Prices  sent  on  application 

Ault  &  Wiborg  Company  of  Canada,  Limited 

Varnish  Works,  Toronto 
MONTREAL  WINNIPEG 
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ROBERTSON 

Wood  Screws 


See 
That 
Square 
Hole 


Pat.  Feb.  2,  1909 


THIS  IS  A  REAL  WOOD  SCREW  ^ 

It  is  driven  by  a  specially  designed  screw  driver  which 
fits  snugly  into  the  square  hole  in  the  head  and  there 
it  stays  until  the  work  is  done.  This  is  the  only  wood 
screw  of  its  type  on  the  market  and  is  especially 
adapted  to  all  work  connected  with  the  manufacture 
of  all  kinds  of  furniture. 

TRY  IT 

It  IS  driven  with  less  exertion.  The  driver  does  not  slip  and  cut  the 
fingers  or  disfigure  costly  furniture  or  woodwork.  No  ragged  slots  after 
driving.  Saves  time  and  labor,  money  and  material.  We  make  the 
drivers  m  all  suitable  styles. 

Drivers  Free  with  First  Order 

Our  Goods  are  Guaranteed  Our  Prices  are  Right 


Samples,  prices  and  catalogues  on  application 

The  P.  L.  Robertson  Manufacturing  Company 

MILTON,  ONTARIO  '^'''"^^^ 
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Brass  Furniture  Trimmings 


The  saleability  of  your  goods  depends  upon  their  appeal  to  a  critical  public,  and  the  dealer  realising-  this  is 
demanding  tlie  most  attractive  trimmings.  We  can  supply  you  with  the  highest  grade  pulls,  escutcheons, 
knobs,  etc.,  and  thereby  enhance  the  saleability  of  your  goods,  without  increasing  your  cost.  Special 
designs  made  to  order. 

Write  for  information,  price,  etc. 


The  Stratford  Brass  Co.,  Limited  : 

Manufacturers  of  All  Kinds  of  Furniture  Trimmings 


STRATFORD 
ONT. 


Your  Business  Needs 


A  line  of  Upholstered  Chairs  and  Rockers,  that  are  wholesome, 
durable  and  good  looking"  and  yet  priced  reasonably. 

This  No.  280  Rocker  is  one  of  a  line  that  will  meet  those  require- 
ments, and  the  price  is  extremely  low.  Made  in  any  cover  and 
all  finishes,  and  we  can  ship  "right  oflF  the  reel." 

Get  Prints  and  prices  and  test  oar  service 

J.  P.  ALBROUGH  &  CO. 

MAKERS  OF 

Quality  Couches  and  Easy  Chairs 
INGERSOLL  CANADA 


If  you  want  to  Buy  or  Sell  a  Retail  Business  Try  the 
Want  Ad  page  of  this  paper  for  Quick  Results 
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1911  Model 


Linderman  Automatic 


Dovetail  Glue  Jointer 


What  One  Panel  Factory  Saves 
Jointing  Lumber  Automatically 


A  few  days  ago  Mr.  Linderman  asked  one  of 
the  largest  panel  manufacturers,  who  is  using 
a  Linderman  Automatic  Dovetail  Glue  Jointer, 
how  much  the  automatic  method  was  saving 
him  over  the  way  he  used  to  put  his  panels  to- 
gether.   Well,  here  are  the  facts  :  "  From  our 


cost  system  of  both  methods,  you  know  before 
we  installed  your  machine,  it  used  to  cost  us 
seven  dollars  and  fifty  cents  for  every  thousand 
feet  of  lumber  we  made  up  into  panels.  Your 
Dovetail  Glue  Jointer  is  doing  the  same  work 
at  a  cost  of  only  two  dollars  per 


The  Tapering  Wedge  Dovetail  Joint 
is  Stronger  than  the  Natural  Wood 

thousand  feet  and  let  me  tell  you  I  am  saving     We  can  prove  to  you  that  the  dovetail  way  will 
from  8  to  10  per  cent,  in  lumber  as  there  is  no     make  as  big  a  saving-  in  your  factory  as  it  has  in 
width  waste,  and  I  use  up  the  cut-ofF  ends  ;  in  fact,     this  instance.    Just  begin  to  figure  and  you  will 
I  am  practically  running  my  plant  without  lumber     see  how  much  money  you  are  losing  every  day. 
waste." 

A  good  way  to  begin  investigating  is  to 
write  for  further  details 


Canadian  Linderman  Company^  Limited 

Muskegon,  Mich.  -WORKS  AT-  Woodstock,  Ont. 
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PEPPLER  FURNITURE 


In  the  Peppier 
Line  of  Dining 
Room  Furni- 
ture as  in  our 

other  hnes,  we 
have  endeavored 
to  include  only 
such  patterns  as 
will  move  quickly 
to  the  complete 
satisfaction  of 
both  dealer  and 
customer. 


By  this  means  we  have  inspired  the  con- 
fidence of  the  trade,  and  the  increasing 
demand  for  Peppier  Furniture  is  a  sure 
testimony  to  its  great  popularity. 


IVait  for  our  Travelling  Salesmen 


PEPPLER  BROTHERS,  Umited 
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SELLS  ON  ITS  MERITS 


We  embody  in 
our  furniture  a  life 
long  experience  in 
the  manufacture 
of  really  good  fur- 
niture, this  ac- 
counting for  the 
rapid  growth  in 
popularity  of  Pep- 
pler  furniture 
which  includes  in 
various  attractive 
designs: 


Extension  Tables,  Diners,  Buffets,  China 
Cabinets,  Dinner  Wagons,  Library  and 
Parlor  Tables. 


YOU  should  have  a  display  of  Peppier  Furniture  on 
your  floors;  it  will  just  stay  there  long  enough  to 
convince  you  that  you're  handling  the  best  line  of 
"quick  movers  "  on  the  market. 


Write  for  prices  and  full  information 


HANOVER,  ONTARIO 
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When  Visiting  Toronto  during  Exhibition  You  are 


THE  GOLD 


WE  ARE  SPECIALISTS  IN 


Upholstered  Furniture  and  Bedding 

"Hercules"  Bed  Springs 

"  Gold  Medal  "  Felt  Mattresses 

Steel  Sliding  Couches 

Patent  "  Neverstretch  "  Mattresses 

We  are  now  showing  a  splendid  lot  of  New  Designs  in 

Gold  Medal  Davenports  and  Divanettes 


IL 


GOLD  MEDAL  FURNITURE 

Head  Office  and  Factory:  Van  Home  Street,  Toronto 
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Cordially  Invited  to  Call  at  our  Factory  to  Inspect 

MEDAL  LINE 


No.  675 

Three  Piece 
Suite 


MANUFACTURING  CO.,  Limited 


Factories  at  Montreal,  Winnipeg  and  Uxbridge 
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A  Popular  Line  of  Sellers  for 
the  Fall^ — The  Imperial  Line 


"^HE  Imperial  Line  of  Upholstered  Furniture  is  "the  line  of  least 
resistance "  in  the  Furniture  Trade— it  brings  the  largest  profits, 
entailing  the  least  amount  of  trouble  to  sell  it. 


It  embraces  a  wide  variety  of 
designs  and  patterns,  from  the 
highest  grade  to  medium  priced 
furniture,  and  makes  a  direct 
appeal  to  all  classes  of  your 
trade. 

The  two  designs  here  shown  are 
picked  haphazardly  from  our  line, 
but  the  illustrations  are  sufficient  to 
show  you  the  high  class  of  furniture 
we  manufacture. 

Our  Factory  is  conducted  on  the 
most  economical  principles  to  in- 
sure satisfactory  prices. 

W rite  for  Illustrations  and  Prices 


The  Imperial  Furniture  Co. 


585-591  Queen  St.  West 


TORONTO,  ONT. 
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Every  User 

is  a 

Booster 


The  Knechtel  Special 

^OU  really  make  for  future  business  when  you  sell  Knechtel  Kitchen  Cabinets. 

Every  sale  carries  with  it  the  supreme  conviction  that  your  customer  has 
obtained  the  best  value  for  money  spent. 

And  it's  satisfaction  that  counts.  Satisfy  your  customers  and  you 
advertise  your  business,  increase  your  profits  and  insure  the  growth 
and  continuance  of  your  customers'  business  with  you. 

J^NECHTEL    Kitchen   Cabinets  are  most   satisfactory  and   serviceable  and 
contain  all  those  modern  conveniences  that  mean  so  much  to  the  busy  house- 
wife.   You'll  find  them  easy  to  sell  to  people  whom  otherwise  you  could  not  interest. 

We  bring  business  to  you  by  advertising  direct  to  the  consumer. 

Write  for  illustrations  and  prices 

Knechtel  Kitchen  Cabinet  Co.,  Limited 


HANOVER 


ONTARIO 
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i  Profitable  Selection 


No.  673.  BUFFET 


No.  268.   EXTENSION  TABLE 


r\INING  ROOM  FURNITURE 
^-"^  IS  the  class  of  furniture  in  the 
selection  of  which  the  consumer  exercises 
the  greatest  care.  If  your  Dining  Room 
Furniture  is  interesting  as  to  price,  attrac- 
tive in  style,  reliable  in  construction  and 
finish,  the  rest  of  your  stock  is  sure  to 
profit. 

You  will  find  the  Bell  Line  of  Dining 
Room  Furniture  distinctive  and  compre- 
hensive enough  to  warrant  you  making 
a  complete  selection  from — and  it  will  be 
a  profitable  selection  too. 

If  you  are  doing  everything  to  augment 
the  popularity  and  saleability  of  your 
stock  you  positively  cannot  afford  to 
overlook  the  Bell  Line. 

The  impressive  simplicity  and  fine  ap- 
pearance of  Bell  Dining  Room  Furniture 
is  exemplified  in  the  illustrations  shown 
here ;  and  that  they  move  quickly,  carry- 
ing with  them  unusually  broad  profits,  you 
will  readily  see  by  trying  a  few  patterns 
on  your  floors. 

Write  for  Catalogue  showing  various 
other  patterns  in  Dining  Room  Furni- 
ture as  well  as  many  nifty  designs  in 
high  grade  chairs. 


The  Bell  Furniture  Co.,  Limited 

SOUTHAMPTON  ONTARIO 
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Imports  of  Canada's  import  trade  in  fur- 

Furniture  niture  almost  doubled  during 

from  the  the  last  fiscal  .year.    The  fig- 

States,  ures  were  $3,177,085.  compared 

with  .$1,750,698. 
The  increase  was  nearly  altogether  in  imports  from 
the  United  States,  the  values  being  .$1,475,769  in  1912 
and  .$2,753,568.  This  is  a  record-breaker,  and  shows  an 
increase  of  over  $2,000,000  in  three  years,  or  about 
300  per  cent. 

Canada  is  to-day  easily  the  best  foreign  customer 
the  fui'iiiture  manufacturer  of  the  United  States  ])0S- 
sess.  To  no  other  country  does  her  exports  of  furniture 
run  into  seven  figures.  Their  own  trade  rej^orts  show 
this. 

The  United  Consuls  in  (^anada  are  keenly  alive  to  the 
opportunity  that  Canada  affords  as  a  market  for  furni- 
ture as  well  as  other  lines  of  manufactured  goods.  The 
consul-general  at  Vancouver  recently  gave  some  space 
to  the  matter  in  a  report  submitted  to  his  government 
at  Washington.  In  this  report  he  said  that  a  large 
percentage  of  the  furniture  sold  in  Vancouver  was  of 
American  manufacture,  "and  although,"'  he  added,  "it 
is  not  sold  at  an  advance  over  that  of  Canadian  manu- 
facture, there  is  possibly  not  as  large  a  profit  made  on 
the  sale."  He  wcmt  on  to  say  that  metal  furniture  was 
being  used  there,  and  that  there  was  an  exceptionally 
good  market  for  metal  lockers  for  offices,  department 
stores,  banks,  gymnasiums,  bathhouses  and  schools. 

The  duty  of  30  per  cent,  on  furniture  from  the  United 
States  does  not  appear  to  have  any  check  upon  imjiorts 
from  that  country.  The  heavy  demand  for  furniture 
which  there  has  been  in  Canada  during  the  past  few 
years  may  to  some  extent  account  for  this. 

//e  who  would  ivrtie  a  good  advertisement 
must  put  much  thought  into  its  preparation. 

Furniture  That     furniture  exhibitions 

Exhibitions.  have  become  permanent  insti- 

tutions in  the  United  States  is 
evident  from  the  gradual  increase  in  the  number  of 
dealers  who  attend  them. 

At  one  of  the  recent  cxliibitions  there,  nearly 
eighteen  hundred  retail  fuinitiire  stores  were  repre- 
sented by  tho.se  who  attended. 

In  Canada  sve  could  not  expect  to  secure  at  any  fui-- 


niture  exliibition  anything  like  as  large  an  attendance, 
but  the  few  exhibitions  which  we  have  had  show  that, 
in  spite  of  many  adverse  conditions,  a  fairly  representa- 
tive attendance  of  dealers  can  be  obtained.  The  last 
exhibitions  at  Stratford,  Berlin,  and  Waterloo  are 
examples  of  this. 

As  a  matter  of  fact  the  furniture  manufacturers  of 
the  country,  having  once  set  their  hands  to  the  plough, 
can  now  scarcely  turn  back.  They  must  go  forward 
even  if  their  facilities  for  exhibiting  are  not  equal 
to  those  obtaining  in  the  United  States.  These  will 
come  in  time.  What  they  have  done  in  the  past  is  a 
pretty  good  guarantee  of  what  can  be  done  in  the 
future,  with  experience  and  a  little  more  eflt'ort. 

The  furniture  manufacturing  industry  if  Canada 
already  ranks  higli.  Exhibitions  will  greatly  assist  in 
increasing  its  imi:)ortance. 

Certain  retail  dealers  will  probably  always  visit  the 
exhibitions  in  the  United  States,  but  as  the  exhibitions 
in  Canada  become  more  perfect  and  representative 
there  will  be  less  reason  for  retailers  crossing  the 
border  m  order  to  obtain  information  regarding  the 
latest  styles  and  effects  in  furniture. 

Jn  fact,  many  dealers,  during  the  last  year  or  two, 
from  the  visits  they  have  made  to  furniture  exhibitions 
in  this  country,  have  already  had  their  eyes  opened 
in  regard  to  the  extent,  quality  and  styles  of  furniture 
that  is  being  made  by  the  home  manufacturers. 

A  bird  in  the  hand  is  worth  two  in  the  bush, 
right  ettough,  but  a  little  advertising  often 
attracts  another  "  bird"  or  two  to  the  store. 


The  Casket 
Consolidation. 


Material  economies,  it  is  ex- 
pected, will  be  accoinplisiied 
t».y  the  formation  of  the  l)i>min- 
lon  Manufacturers',  Limited,  the  corporation  rcjently 
created  as  a  holding  company  of  the  various  manu- 
facturers of  caskets  and  other  undertak(;rs'  supplies. 

Although  each  of  the  subsidiary  comjianies  em- 
braced in  the  consolidation  will  be  conducted  to  a  large 
extent  under  its  own  management  as  heretofore  vet 
the  overlapping  of  the  selling  forces  which  Avas'so 
general  under  the  old  order  will  be  eliminated.  By 
this  arrangement  the  presence  of  more  than  one  sales- 
man in  a  town  at  the  same  time  will  be  obviated. 

In  the  purchasing  of  supplies  there  will  also  be  co- 
operation. Most  of  the  buying  at  any  rate  will  be 
done  through  one  medium.  This,  it  is  expected  will 
prove  particularly  advantageous  when  buying  ma- 
terials, in  the  foreign  market,  for  import. 

Another  thing  contemplated  is  the  publication  of  a 
large  catalogue  which  will  comprehend  the  lines  .iianu- 
tactured  by  the  different  companies  embraced  in  the 
consolidation. 

The  unincorporated  companies  included  in  the  con- 
solidation are  being  incorporated.  Notices  affectin<^ 
two  of  the  companies  appeared  in  a  recent  issue  of  the 
Canada  Gazette. 

A  vacation  is  a  good  thing  Jor  the  clerk  as 
well  as  for  the  boss. 


Stove  Trade 
Outlook. 


The   manufacturers  of  stoves 
and  furnaces  do  not  appear  to 
be  at  all  perturbed  about  the 
outlook  for  the  fall  trade. 

Judging  from  the  information  we  have  been  able  to 
obtain  sales  during  the  first  three  or  four  months  of 
the  year  were  larger  than  during  the  correspondinff 
period  m  1912,  but  since  then  there  has  been  an  easing 
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off,  and  dealers  are  chiefly  confining-  their  purchases 
at  the  moment  to  immediate  requirements. 

For  fall  delivery,  however,  good  orders  have  been 
received.  All  the  manufacturers  with  whom  we  have 
communicated  report  to  this  effect. 

To  the  manufacturers  and  dealers  in  stoves  the 
promise  of  good  crops  means  a  gi'eat  deal.  If  the 
present  promises  are  fulfilled  we  would  not  be  sur- 
prised to  see  the  voiume  of  business  in  the  heating 
trade  exceed  that  of  last  year. 

The  population  of  the  country,- through  immigration 
alone,  is  nearly  half  a  million  larger  than  it  was  at 
this  time  a  year  ago.  Putting  it  another  way,  enough 
people  have  crossed  our  borders  during  the  last  twelve 
months  to  populate  a  new  city  the  size  of  Montreal. 
Few  of  these  people  may  purchase  automobiles,  but 
probably  one-fifth  of  them  will  need  stoves.  If  they 
do  that  will  mean  a  demand  for  something  like  a  hun- 
dred thousand  stoves  of  one  kind  and  another. 

In  the  face  of  the  good  crops  which  the  country  is 
likely  to  garner  it  would,  it  appears  to  us,  be  unwise 
for  retailers,  on  account  of  the  recent  recession  in 
business  generally,  to  under-estimate  the  possibilities 
of  their  trade.  It  seems  to  us  that  the  wisest  thing 
they  could  do  would  be  for  each  to  make  a  careful 
study  of  the  conditions  in  his  own  particular  territory. 
This  done  orders  for  stoves  and  other  fall  goods  should 
be  placed  for  such  quantities  as  the  circumstances 
warranted.  And  then  lay  out  a  plan  of  campaign  to 
sell  the  goods. 

Such  a  plan  would  necessarily,  in  order  to  be  com- 
plete and  effective,  include  newspaper  advertising,  cir- 
cular letters  and  window  displays. 

There  is  always  a  little  more  business  to  be  obtained 
by  those  who  want  it  hai'd  enongh  to  put  forth  a  little 
more  effort  to  get  it. 

Success  in  business  usually  comes  to  those  who 
seriously  and  intelligently  seek  it. 

Antidote  In  times  when  trade  is  quiet 

for  Quiet  those  who  suffer  most  by  it  are 

Trade.  those  who  are  the  least  ag- 

gressive  in   their  efforts  to 

secure  business. 

"When  buyers  have  a  good  supply  of  money  and  their 
wants  are  correspondingly  large  it  naturally  follows 
that  it  is  easier  to  sell  merchandise  than  when  the 
opposite  conditions  prevail. 

Early  in  the  year  a  manufacturer  in  Canada  found 
that,  through  the  conditions  over  which  he  had  no 
control,  he  was  losing  a  great  deal  of  business  which 
came  from  a  certain  quarter.  Being  resourceful,  he 
reached  out  aggressively  for  business  in  another  quar- 
ter which  he  had  been  neglecting.  His  business  for 
April  was  in  consequence  the  largest  on  record. 

The  possibilities  of  a  successful  business  man  are 
largely  limited  by  his  resourcefulness. 

The  retailer  who  is  both  resourceful  and  aggressive 
is  ever  on  the  outlook,  whether  times  are  good  or  bad, 
for  ways  and  means  of  enlarging  his  business. 

He  knows  thnt  one  of  the  most  effective  things  to 
do  is  to  advertise,  and  that  the  more  he  advertises 
the  quicker  will  the  desired  results  be  obtained. 

There  is  not  a  store  in  Canada  but  whose  business 
could  be  increased  in  a  very  short  time  by  a  campaign 
of  good  advertising. 

Reliability  of  merchandise,  good  service  and  window 
dres.sing  will  do  a  great  deal  toward  developing  busi- 
ness ;  but  these  without  advertising  are  crippled.  They 
have  to  creep  instead  of  run. 


Advertising  is  the  force  that  brings  customers  to 
the  store.  It  is  the  services  rendered  that  determine 
whether  they  wil.  be  retained  or  not. 

A  little  more  good  advertising  will  bring  a  little  more 
trade. 

To  the  wise  business  man  a  vacation  is  an 
opportunity  for  reviving  physical  and  mental 
energy. 

Brains  and  Brains  are  essential  in  business 

Will  Power.  as  well  as  in  other  vocations- 

Biit  brains  cannot  alone  be 
the  determining  factor  in  success  or  failure. 

The  world  is  full  of  men  with  brains  who  are  mere- 
ly hewers  of  Avood  and  drawers  of  water. 

The  great  determining  factor  in  success  or  failure 
is  will  power — the  measure  of  a  man's  determination 
to  carry  to  a  successful  issue  that  which  he  conceives 
to  be  the  proper  thing  to  do. 

There  are  many  men  in  business  who  are  as  fruitful 
of  ideas  as  a  healthy  apple  tree  is  of  fruit,  but  Avho 
never  bring  them  to  fruition  because  they  fail  to  exer- 
cise the  necessary  will  power. 

Backed  by  the  necessary  will  power  nothing  can 
prevent  a  good  business  idea  being  brought  to  a  suc- 
cessful issue. 

But  a  good  idea  without  Avill  poAver  to  put  it  into 
operation,  like  a  locomotiA^e  without  steam,  is  dead. 

If  you  cannot  get  all  the  business  you  want, 
get  what  you  can. 

Send  Out  Letter  Avriting   to  customers 

Letters  should  not  only  be  to  the  point 

Systematically.  Avith   information   about  the 

articles  dealt  Avith,  but  they 
should  be  sent  out  at  regular  periods. 

The  first  letter  may  not  excite  a  desire  to  buy,  any 
more  than  the  first  bloAV  of  the  hammer  will  drive  home 
a  three-inch  nail.  There  must  be  the  continual  ham- 
mering away. 

Before  the  Avork  is  undertaken  a  list  should  be 
compiled  of  those  it  is  desired  to  reach.  For  farmers 
a  separate  list  might  be  compiled.  The  next  thing  is 
to  decide  upon  a  plan  for  systematically  carrying  on 
the  Avork.  A  letter  should  be  sent  out  once  a  month, 
at  least  during  particular  seasons  of  the  year.  But 
resourceful  dealers  should  find  no  difficulty  in  compil- 
ing an  interesting  letter  about  some  line  in  stock  once 
a  month  throughout  the  year. 

If  it  is  desired  to  reach  a  large  number  of  people 
it  might  be  found  advisable  to  liaA'e  the  circular  printed 
either  in  imitation  of  the  typeAvriter  or  in  ordinary 
type.  But  most  dealers  Avill  find  it  a  good  investment 
to  secure  a  typcAvriting  machine.  If  they  do  not  want 
to  go  to  the  expense  of  a  ncAv  machine  they  can  obtain 
a  second  hand  one  at  a  moderate  figure  Avhich  can  be 
utilized  in  spare  time  for  preparing  circulars. 

There  is  no  question  about  it,  it  Avill  pay  dealers  to 
send  circular  letters  to  a  selected  list,  and  to  send  them 
systematically. 

An  untidy  store  will  not  help  the  sale  of  furni- 
ture to  a  tidy  customer. 

Court  Suggestions  No  matter  hoAv  competent  a 
and  Advice.  d'-aler  may  be  it  is  impossible 

for  him  to  possess  all  knoAv- 
ledge  appertaining  to  his  business.  Even  the  message 
boy  may  offer  a  sugge.stiou  of  A^alue  AA^hich  has  pre- 
viously occurred  to  no  one.    It  pays  the  merchant. 
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therefore,  to  court  ideas  from  all  sorts  and  conditions 
of  people.    The  more  the  better. 

With  the  members  of  his  own  household  and  store 
staff  he  certainly  should  consult.  Tliey  can  often  ffive 
him  pood  counsel  in  regard  to  the  character  or  quality 
of  the  goods  he  has  in  stock  or  that  he  may  contem- 
plate taking  into  stock.  The  members  of  his  own  fam- 
ily will  be  able  to  give  him  the  consumer's  viewpoint, 
which  is  a  very  important  matter  at  times. 

We  iiave  in  mind  one  instance  where  a  business  man 
was  strongly  counselled  by  his  wife  not  to  purchase 
a  certain  line  of  goods.  He  refused,  however,  to  be 
guided  by  her  advice  and  bought,  although,  as  he  after- 
wards said,  he  was  himself  somewhat  skeptical  as  to 
the  advisability  of  doing  so.  The  result  of  not  acting 
upon  his  wife's  advice  was  a  heavy  loss. 

It  does  not,  of  course,  follow  that  he  should  invar- 
iably act  upon  the  opinions  of  others.  He  who  would 
do  so  would  scarcely  be  competent  to  manage  a  busi- 
ness. He  would  be  more  successful  as  an  employee 
tnan  as  an  employer.  Neither  does  it  follow  that  he 
should  consult  with  others  on  every  occasion,  either 
in  regard  to  the  goods  he  shall  buy  or  the  methods 
he  shall  employ  in  carrying  on  his  business.  All  that 
we  suggest  is  that  he  do  so  on  special  occasions  when 
the  opinion  or  advice  of  other  persons  are  worth  while. 

It  is  no  more  wise  for  merchants  to  live  entirely 
unto  themselves  in  business  than  it  is  in  domestic  life. 

Manv  n  good  business  idea  has  '■'■gone  by  the 
board''  because  of  a  lack  of  will  power  to  put 
it  into  effect. 

Business  and  He  is  an  unwise  man,  be  he 

Pleasure.  merchant  or  clerk,  who  has 

not  regular  relaxation  from 
business.  To  confine  oneself  wholly  to  business  both 
narrows  one's  outlook  and  impairs  one's  health. 

There  is  a  saying  among  golfers  to  the  effect  that 
business  should  never  be  allowed  to  interfere  with 
golf.  Of  course  no  one  is  serious  when  he  makes  that 
statement.  But  there  are  some  men  who  become  so 
wrapped  up  in  their  favorite  amusement  or  sport  that 
they  allow  it  to  crowd  out  time  and  thought  that 
properly  belongs  to  business. 

Business  is  a  serious  matter,  and  there  should  be 
given  to  it  all  the  time  and  thought  that  is  its  due. 

Business  is  business.  To  fill  up  business  hours  with 
thought  and  talk  about  baseball,  lacrosse,  horseracing 
and  other  forms  of  sport  is  neither  good  for  trade  nor 
health.    It  is  good  for  nothing. 

On  the  other  hand,  when  a  man  embarks  on  a  vaca- 
tion or  engages  in  any  game  or  pastime  he  should 
throw  business  cares  to  the  winds. 

That  which  every  merchant  and  every  clerk  should 
aim  at  is  a  proper  balance  between  business  and  plea- 
sure so  that  due  justice  will  be  given  to  each. 

It  is  this  that  makes  bright,  resourceful,  efficient  and 
healthy  merchants  and  clerks. 

Water  wotCt  run  up  hill.    Neither  will  sales 
increase  without  effort. 

Be  Fully  and  The  question  of  insurance  is 

Well  Insured.  of  the  utmost  importance  to 

every  merchant.  "We  hear  so 
many  cases  where  dealers  have  lost  their  all  by  failure 
to  keep  themselves  protected  against  loss  by  fire  that 
it  seems  as  if  the  question  requires  some  special 
emphasis. 

Insurance  of  course  costs  money,  but  this  cost  has 
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to  be  borne  by  the  business,  the  same  as  any  of  the 
other  expenses.  It  is  foolish  of  the  merchant  to  neglect 
this  important  matter.  In  addition,  in  justice  to  the 
Avholesalers  who  have  given  him  goods  on  credit,  as 
well  as  for  the  protection  of  his  family,  he  should  be 
well  insured. 

He  should  not  oidy  be  fully  insured,  but  be  certain 
that  his  insurance  protects — that  there  are  no  flaws  in 
bis  policies — so  that  if  fire  does  overtake  him  he  will 
receive  the  amount  he  expects. 

The  question  of  insurance  is  dealt  with  in  greater 
detail  in  another  section  of  this  issue.  The  article  is 
well  worth  the  careful  attention  of  every  dealer. 

Wheti  business  is  slo7v  a  little  judicious  adver- 
tising and  a  few  attractive  window  displays 
will  ofteu  accelerate  its  moveinent. 

Look  Closely  He  is  a  wise  business  man  who 

After  is  at  the   moment  exercising 

Accounts  caution  in  the  giving  of  credit 

and  in  looking  closely  after 
the  collection  of  accounts.  The  condition  of  the  money 
market  demands  it. 

Although  money  is  not  as  tight  as  it  was  a  few 
months  ago,  it  is  still  tight  enough,  and  until  the  fac- 
tors which  are  now  the  cause  of  the  present  uncertainty 
existing  in  the  financial  world  are  removed,  not  much 
improvement  in  the  sitiaation  is  to  be  expected. 

There  does  not  appear  to  be  anything  seriously 
wrong  with  the  money  market.  The  worst  that  can 
be  said  of  it  is  that  it  is  feverish.  Nothing  would 
contribute  more  readily  to  the  removal  of  this  than 
the  dissipation  of  the  uncertainty  which  prevails  re- 
garding the  political  situation  in  Europe.  With  this 
dissi|)ated  the  many  millions  of  gold  that  is  now  in 
hiding  would  be  restored  to  its  accustomed  channels. 

Tn  the  meantime  the  less  the  business  men  of  Canada 
have  to  depend  upon  the  banks  for  accommodation  the 
better.  And  the  measure  of  their  independence  will 
be  largely  determined  by  the  closeness  with  which  they 
look  after  the  collection  of  their  accounts. 

What  does  it  profit  a  dealer  if  he  works  off 
a  poor  article  oti  a  customer  and  loses  her 
whole  trade. 

Manufacturers  As  manufacturers  and  whole- 

are  Waking  salers   become   obsessed  with 

Up.  the  fact  that  a  town  or  city 

can  only  grow  and  develop 
.iust  in  proportion  as  its  merchants  grow  and  develop 
is  it  porjsible  for  them  to  obtain  anything  like  an 
adequate  conception  of  the  far  reaching  effects  of 
mail  order  competition. 

When  they  obtain  this  conception  they  realize  that 
the  battle  is  theirs  as  well  as  that  of  the  struggling 
retailer.  Some  of  the  manufacturers  and  wholesalers 
are  begining  to  conceive  this. 

There  are  probably  many  retailers,  who,  in  consider- 
ing the  effect  of  mail  order  competition  upon  their 
own  immediate  business,  do  not  realize  its  effect  on 
the  general  welfare  of  their  respective  towns.  If  they 
did  T  cannot  help  thinking  there  would  be  greater 
concentration  of  effort  in  devising  and  employing 
ways  and  means  of  educating  the  people  around  them 
to  the  Pacts  of  the  case. 

There  may  be  some  people  who  care  little  whether 
their  town  waxes  or  wanes.  But  the  great  majority 
of  the  people  do  care  a  great  deal.  To  educate  these 
should  not  be  an  impossible  task. 
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Effect  of  the  money  stringency  in  W estern  Canada — Easier  conditions  expected  shortly — Building 
activity  shows  decrease,  but  other  branches  of  trade  satisfactory — Not  enough  mixed  farming  in 
West — Railway  development  work,  continues  on  a  large  scale — Manufacturing  industries  develop- 
ing —  Panama  Canal  will  have  effect  on  Eastern  trade  —  Immigration  continues  to  increase. 

BY  WESTON  WRIGLEY 


"Eyes  West"  is  an  unnecessary  command  at  this 
season  of  the  year.  The  eyes  of  all  interested  in  Cana- 
dian progress  are  already  watching  eagerly  to  note 
the  slightest  change  in  mood  in  that  wonderful  land 
which  has  been  the  "Mother  Goose"  to  millions  and 
has  been  prolific  in  the  laying  of  golden  eggs. 

A  few  months  ago  the  bankers  of  Canada  very  right- 
ly reached  the  conclusion  that  "wildcat"  speculation 
in  sub-divided  lands  in  and  near  Western  Canada 
cities,  towns  and  railway  sidings  was  liable  to  seri- 
ously injure  Western  development.  The  Balkan  war 
provided  a  ready  excuse  for  tightening  up  the  money 
situation  and  instructions  were  passed  along  to  branch 
bank  managers  to  "clean  up." 

Canada,  as  a  growing  country,  is  necessarily  a  bor- 
rowing nation,  and  as  the  West  is  the  section  which  is 
growing  most  rapidly  it  is  also  where  the  largest  loans 
are  needed.  Hence,  when  the  screws  were  put  on  by 
the  banks,  not  only  the  real  estate  "wildcatters,"  but 
the  builders,  wholesalers  and  retailers  found  that  in- 
stead of  being  given  the  usual  assistance  by  the  banks 
they  were  called  upon,  instead,  to  reduce  existing  ob- 
ligations. 

Money  Stringency  Benefits  District  Jobbers. 

Encouraged  by  several  years  of  astonishing  activity 
in  building,  and  by  the  incoming  stream  of  about  1,000 
immigrants  a  day  passing  through  Winnipeg,  whole- 
sale houses  and  manufacturers  had  filled  enormous 
warehouses  with  stocks  and  had  been  very  liberal  in 
extending  credit  to  retailers  going  into  business.  The 
retailers,  in  turn,  gave  easy  credits  to  farmers  and 
new  settlers  and,  encouraged  by  the  stories  of  wealth 
being  made  out  of  the  rapid  rise  in  land  values,  whole- 
salers, retailers,  clerks,  farmers — in  fact,  everyone  in 
the  West  as  well  as  thousands  in  the  East — speculated 
in  land  and  passed  on  to  the  real  estate  men  most  of 
the  readv  cash  they  could  lay  their  hands  upon.  In 
some  cities  it  is  said  patients  could  hardly  get  proper 


care  owing  to  doctors  having  their  minds  upon  real 
estate  investments. 

When  the  day  of  reckoning  came  wholesalers  and 
manufacturers,  in  response  to  the  bankers'  demands, 
pressed  for  payment  of  outstandijig  accounts  and  with- 
held further  shipments  unless  payment  was  forthcom- 
ing, this  compelling  the  retailers  to  gather  in  monies 
owing  to  them  and  to  get  closer  to  the  cash  system. 
Buying  became  more  of  a  hand  to  mouth  ehai'acter. 

Builders  Suffer  From  Over-Speculation. 

Builders  have  felt  the  effect  of  the  bankers'  action 
to  a  much  greater  extent  than  those  engaged  in  mer- 
chandizing. With  the  bankers  gathering  in  every  dol- 
lar available  and  loan  companies  refiising  the  supply 
money  for  new  buildings  except  under  the  most  favor- 
able conditions,  building  has  fallen  off  from  10  to  60 
per  cent,  in  most  Western  cities,  only  a  few  places, 
such  as  Regina,  Medicine  Hat  and  North  Battleford 
showing  an  increase  for  the  first  six  months  of  1913. 

Real  estate  dealers  have,  of  course,  been  hit  the 
hardest  as  while  prices  have  not  fallen  very  materi- 
ally, property  transfers  are  very  few  and  further 
sales  of  lots  in  subdivisions  eight  or  ten  miles  from 
cities  are  out  of  the  question.  Hundreds  of  real  estate 
firms  with  desk  room  and  telephones  have  been  forced 
to  quit  and  look  for  more  legitimate  means  of  earning 
a  livelihood. 

To  show  how  serious  real  estate  speculation  was  be- 
coming, it  is  told  that  during  last  year  $55,000  was 
withdrawn  from  the  savings  deposits  in  one  bank  in  a 
small  Manitoba  town  for  real  estate  investment. 

On  all  sides  the  banks  are  given  credit  for  calling 
a  timely  halt  to  the.  evil  results  of  over-speculation  in 
land  and  the  subdivision  of  farms  near  towns  and 
cities.  Had  the  check  not  come  this  year  the  ill- 
effects  would  have  probably  been  felt  for  a  much 
longer  period  than  they  will  at  this  time.  While  there 
are  a  few  who  express  fear  that  next  year  will  also  be 
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a  lean  one,  the  general  opinion  is  that  with  a  good 
average  crop  this  year  money  conditions  will  improve 
and  there  will  be  plenty  of  money  in  circulation  next 
spring  and  snmmer  to  allow  building  and  development 
work  to  continue  in  accordance  with  the  needs  of  the 
country  with  its  increase  in  population  of  nearly  400,- 
000  annually. 

A  Good  Average  Crop  Assured. 

In  1912  the  fertile  lands  of  Manitoba,  Saskatchewan 
and  Alberta  produced  nearly  half  a  billion  bushels  of 
grain,  the  figures  being  196,000,000  bushels  of  wheat, 
224,500  000  bushels  of  oats,  49.600,000  bushels  of  bar- 
ley, and  12,900,000  bushels  of  tiax.  This  meant  hun- 
dreds of  millions  of  dollars  taken  from  the  land  alone, 
without  taking  into  account  the  additional  hundreds 
of  millions  of  wealth  brought  in  by  new  settlers,  se- 
cured as  loans  by  mi;nicipalities  and  produced  by 
workers  in  lumber,  mining  and  industrial  enterprises. 

This  year  the  weather  was  backward  during  the 
spring,  but  steady  rains  fell  during  June  and  July, 
and  with  the  exception  of  Southern  Manitoba,  where 
the  crops  are  still  considered  a  little  backward,  the 
results  of  the  writer's  observations  and  intpiiries  are 
that  a  splendid,  if  not  a  record-breaking  crop  is  as- 
sured, providing  frosts  do  not  come  too  early.  Wheat 
was  already  heading  out  in  July  and  the  growth  of 
straw  was  sturd.y  if  not  very  high.  To  speak  positively 
of  a  crop  is  impossible  until  the  second  week  of 
August  when  cutting  begins,  but  crop  conditions  have 
seldom  been  more  favorable  than  during  the  latter 
part  of  July  when  this  is  being  written. 

Weaknesses  in  Western  Farming. 

Action  cannot  be  taken  too  soon  by  the  various 
governments  to  encourage  more  mixed  farming  in 
Western  Canada 

Not  only  are  Western  farmers  too  prone  to  adopt 
the  easier  method  of  robbing  the  soil  by  yearly  crops 
of  wheat  or  oats  and  reaching  out  for  more  land,  but 
they  are  also  too  ready  to  criticise  the  railroad  and 
-  elevator  companies  for  not  providing  elevators  for 
grain  storage.  A  farmer  in  Enstorn  Canada  would  be 
considered  a  fool  if  he  raised  grain  without  providing 


barns  for  storage.  Barns  are,  of  course,  more  expen- 
sive in  the  West,  but  when  the  farmer  can  secure 
portable  metal  grainaries  capable  of  storing  1.000 
bushels  for  approximately  $100,  the  fault  certainly 
lies  with  himself  if  he  harvests  a  crop  worth  $10,000 
or  so  and  fails  to  provide  his  own  storage  facilities. 

Moving  the  1913  Crop. 

Never  before  were  conditions  more  favorable  to 
moving  the  Western  crop  more  expeditiously  than 
this  year. 

The  C.  P.  R.  has  been  spending  many  millions  of 
dollars  straightening  and  double  tracking  their  line 
from  Sudbury  to  Fort  William;  to  Winnipeg,  across 
the  prairies  and  through  tlie  mountains.  This  year 
they  are  building  101  miles  of  new  sidings  alone,  each 
of  a  standard  length  of  1 000  feet.  Their  roadbeds 
are  being  put  into  the  finest  possible  condition,  and 
hundreds  of  miles  are  being  added  to  their  already 
extensive  branch  line  mileage.  A  14-mile  tunnel  is  to 
be  built  near  Rogers'  Pass,  B.C.,  and  altogether  $100,- 
000,000  is  to  be  spent  this  year,  according  to  a  recent 
statement  of  Sir  Thomas  Shaughnesy,  president  of  the 
C.  P.  R. 

The  new  transcontinental  line  of  the  Grand  Trunk 
Pacific  from  Winnipeg  to  Cochrane  will  also  be  avail- 
able for  moving  this  year's  crop,  according  to  the  an- 
nouncement of  Major  Leonard,  Government  Railway 
Commissioner.  This  line  is  remarkably  well  built,  with 
a  minimum  grade,  and  should  be  a  big  factor  in  not 
only  moving  the  crops,  but  also  in  opening  up  a  new 
section  for  settlement.  On  the  prairies  the  G,  T.  P. 
are  also  doing  their  share  of  development  work,  while 
from  Edmonton  to  Prince  Rupert,  especially  near  Fort 
George,  B.C.,  the  Grand  Trunk  have  thousands  of  men 
engaged  on  construction  work. 

The  Canadian  Northern,  according  to  report,  are  not 
building  their  lines  on  so  permanent  a  basis  as  the 
two  older  railways,  but  they  are  continuing  their 
policy  of  building  branch  lines  on  the  prairies  and 
expect  to  lay  1,700  miles  of  track  in  Alberta  alone  this 
year,  in  addition  to  the  line  they  are  building  from 
Edmonton  to  Vancouver,  via  Fort  George.  The  C.  N. 
R.  line  from  Sudbury  to  Fort  William  is  in  course  of 


First  train  crosfing  the  high  level  doubleldeck  bridge  between  Edmonton  and  South  Edmonton  on  June  2.   In  the  background  are  the  old 
Hudson  Bay  Fort,  the  former  sesvt  o£  government  and.the^new  Parliament  Buildings,  costing  $3,000,000 
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The  new  |2,000,000  Grand  Trunk  Pacific  Hotel,  Winnipeg,  Man.,  to  be  opened  about  October  1,  1913. 


construction  and  may  be  completed  next  year,  'l^he 
C.  N.  R.,  with  its  large  mileage  on  the  prairies  and 
its  large  elevator  capacity  at  Port  Arthur  is  able  to 
move  a  large  share  of  the  Western  grain  crop. 

The  Dominion  Government  has  spent  fifteen  million 
dollars  during  the  past  ten  years  on  harbor  improve- 
ments at  Port  Arthur  and  Port  William  and  will 
spend  two  million  more  this  year.  The  elevator  capac- 
ity at  the  head  of  the  lakes  is  also  being  greatly  en- 
larged. 

Business  Conditions  in  Western  Cities. 

Bank  clearings  are  the  best  evidence  of  business 
coTiditions,  and  when  it  is  realized  that  in  spite  of  the 
reductions  which  must  necessarily  result  from  the 
practical  stoppage  of  real  estate  transfers  and  the  re- 
duction in  building  activity,  that  bank  clearings  in 
most  Western  cities  show  only  a  slight  falling  off 
from  1912  figures,  while  in  many  cases  there  is  an 
actual  increase,  it  will  be  seen  that  business  conditions 
are  very  satisfactory.  The  figures  for  June,  compared 
with  June  of  last  year,  make  this  very  clear: 


June,  1913.  June,  1912. 

Montreal  $242,716,711  $245,227,409 

Toronto                         175.102,536  192,814,905 

Winnipeg                      116,961,105  117,104,297 

Vancouver..                    49.389,201  53,781,524 

Calgary                           19,236,217  26,745.172 

Ottawa                            17,590,451  19,059,247 

Edmonton                        18.859,991  17,135,853 

Victoria                            15.180,040  14,775,923 

Hamilton  '            15,331,991  12,757,953 

Saskatoon                          7,466,578  8,958,076 

Regina                              9,372,947  9,557,613 

Halifax                             8,476,687  7,886,399 

London                              7,674,533  6,700,100 

Lethbridge                        2,207,127  2,683,299 

Brandon                          2,294,283  2,555,376 


Building  permit  figures,  given  on  another  page, 
show  that  Saskatoon,  Moose  JaAv.  Calgary,  Lethbridge 
and  Victoria  have  had  decreases  varying  from  20  to 
60  per  cent,  from  last  year's  record  figures,  while 
Winnipeg,  Vancouver  and  Edmonton  show  reductions 
in  activity  of  from  10  to  20  per  cent.,  Regina,  Medicine 
Hat  and  North  Battleford  showing  substantial  in- 
creases. 

Trade  Reports  Very  Satisfactory. 

The  Alaska  Bedding  Co.,  Winnipeg,  reported  sales 
as  being  slightly  larger  than  during  the  first  half  of 
1912.  Avith  collections  about  10  per  cent,  better  than 
last  year. 

J.  F.  Cairns,  departmental  store.  Saskatoon,  report- 
ed a  substantial  increase  over  1912.  with  collections 
good.  He  had  just  sent  the  buyers  for  his  furniture 
and'  other  departments  East  to  buy  fall  goods. 

Stamco,  Limited,  Saskatoon,  were  en.ioying  a  much 
larger  trade  than  last  year  and  had  just  begun  the 
manufacture  of  iron  beds  in  addition  to  tents,  mat- 
tresses, etc. 

Blowey-Henry  Co.,  furniture,  Edmonton,  reported 
that  while  June  showed  a  falling  otf  trade  up  to  that 
month  had  been  well  ahead  of  last  year. 

The  Restmore  Manufacturing  Co.,  Vancouver,  re- 
ported that  local  business  in  furniture  was  none  too 
good,  but  they  had  plans  out  for  a  large  new  factory 
to  be  erected  this  fall.  The  Alaska  Bedding  Co.  also 
intend  to  erect  a  bed  factory  at  Vancouver. 

McKellar  Bedding  Co.,  Fort  William,  had  oc- 
cupied their  new  three-storey  factory,  85  x  liXf  leet, 
and  took  the  view  that  the  present  financial  stringency 
should  not  be  minimized  but  that  even  though  busi- 
ness suffers  for  a  few  months  or  even  a  year,  that  it 
will  be  for  the  best  in  the  long  run. 

Civic  Work  Stopped  in  Several  Cities. 
While  some  cities  were  fortunate  in  selling  deben- 
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tures  early  iu  the  year,  others  have  been  unable  to 
do  so,  and  civic  work  has  stopped.  Saskatoon.  Calgary 
and  Vancouver  being  thus  hampered,  these  cities  hav- 
ing also  been  the  ones  where  the  greatest  amount  of 
"wildcatting"  was  done  in  selling'  farm  lands  as  city  lots. 

Winnipeg,  with  its  wide  streets  and  fine  buildings, 
and  with  its  magnificent  Industrial  Exhibition,  open 
day  and  night  the  year  round,  impresses  the  visitors 
very  favorably. 

Saskatoon  also  has  wide  streets  and  a  score  of  fine 
stores  and  office  buildings,  but  the  visitor  gains  the 
impression  that  the  future  has  been  discounted  by 
several  years  in  the  building  of  several  of  these  sky- 
scrapers. 

Edmonton  will  be  a  great  city,  as  it  has  a  wonder- 
ful country  to  the  north  and  west  as  well  as  to  the 
south  and  east.  Coal  is  mined  within  the  city  limits 
and  manufacturing  industries  will  find  Edmonton, 
with  its  three  railways  a  good  location.  The  Grand 
Trunk  Pacific  is  building  a  large  hotel  to  be  known 
as  the  Chateau  Macdonald,  and  the  C.  P.  R.  has  erect- 
ed a  magnificent  ofiice  building  and  a  costly  high  level 
bridge  half  a  mile  long  connecting  Edmonton  and 
South  Edmonton.  The  Swift-Canadian  Company's 
packing  house  is  probably  the  most  important  industry. 

Calgary  is  also  a  fine  city,  and  the  C.  P.  R.  has 
shown  its  faith  in  its  future  by  the  erection  of  a  mag- 
nificent thirteen-storey  hotel  costing  5151.500,000.  It  will 


always  be  an  important  distributing  centre  for  whole- 
salers and  manufacturers.  It  has  been  over  sub- 
divided, however,  and  with  eight-foot  concrete  side- 
walks on  side  residential  streets  a  considerable  dis- 
tance from  the  business  centre  over-enthusiasm  in  civic 
expenditure  is  evident. 

Vancouver  and  Victoria  are  Pacific  Coast  cities  the 
future  of  which  is  beyond  doubt.  When  the  writer 
first  saw  Vancouver,  just  before  the  Klondike  rush  in 
1897.  it  was  a  city  of  about  25,000.  Now  it  has  a 
population  of  about  140,000  and  suburbs  containing 
probably  25,000  more.  It  has  wonderful  possibilities 
as  a  shipping  and  distributing  centre,  and  with  the 
opening  of  the  Panama  Canal  it  may  catch  up  with 
the  over-development  of  its  residential  areas.  At 
present  it  is  considerably  overdone  and  rentals  are  so 
high  that  many  retailers  are  closing  up  branch  stoi-es 
or  going  out  of  business.  Victoria  will  always  be  a 
splendid  residential  city  with  a  good  tourist  and 
wholesale  trade  for  Vancouver  Island.  New  West- 
minster, on  the  Eraser  River,  will  continue  to  be  the 
centre  of  the  salmon  fishing  industry. 

Medicine  Hat,  which  has  grown  from  4.000  to  15,- 
000  in  three  years,  has  an  unlimited  supply  of  natural 
gas  and  is,  with  its  suburb,  Redcliffe,  a  centre  for 
brick  manufacturing  industries  and  will  attract  many 
more  factories.  It  is  hard  to  understand,  however,  the 
reason  for  the  proposed  S.  M.  Knechtel  furniture  fac- 
tory, the  ground  for  which  is  not  yet  broken,  as  poAver 


Field,  B.C.,  within  a  short  distance  of  the  spiral  tunnels  under  Ogden  Mountain  on  the  C.P.R.   A  fine  place  to  spend  a  holiday. 
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is  a  much  less  important  item  in  manufacturing  than 
labor,  raw  material  and  shipping  facilities. 

Regina  is  favorably  situated  to  be  an  important 
wholesale  centre  and  as  the  capital  of  Saskatchewan 
will  be  a  fine  residential  city.  The  Grand  Trunk  Pa- 
cific are  building  a  large  hotel  here. 

Fort  William  and  Port  Arthur,  the  twin  cities  at 
the  head  of  the  lakes,  are  growing  remarkably,  Port 


Arthur  having  had  an  increase  of  110  per  cent,  and 
Fort  William  51  per  cent,  for  the  first  six  months  of 
1913  over  the  same  period  a  year  ago. 

Manufacturing  in  the  West. 

Speaking  of  the  opening  of  the  Made-in-Canada 
train  at  Montreal,  Mr.  G.  E.  Drummond  said  that  this 
train  conveyed  fraternal  greetings  to  Western  Canada. 

"Our  factories  are  no  longer  confined  to  our  eastern 
territory,  they  are  spreading  into  the  great  West.  Win- 
nipeg is  a  manufacturing  centre  of  no  mean  propor- 
tions. Ten  years  ago  Winnipeg  claimed  twenty-one 
factories  within  its  borders ;  to-day  there  are  at  least 
250  factories  in  that  city,  with  a  monthly  payroll  well 
on  the  way  to  $1,000,000,  and  with  an  annual  output 
value  of  upwards  of  $40  000,000. 

"The  census  figures  recently  published  show  won- 
ful  growth  in  manufacturing  in  the  principal  cities 
of  the  West,  during  the  period  from  1905  to  1910.  In 
1910  alone  the  total  value  of  articles  manufactured  in 
Manitoba,  Saskatchewan  and  Alberta  was  $79,000,000. 

"To  put  it  in  another  way:  taking  the  years  1905 
and  1910  as  the  standards  of  comparison,  the  value  of 
manufactured  goods  shows  an  increase  in  Manitoba  of 
90  per  cent. ;  in  Saskatchewan  151  per  cent.,  and  in 
Alberta  266  per  cent." 

Emphasi/"ing  the  need  for  more  Canadian  industries 
he  quoted  figures  to  show  that  Canadian  trade  imports 
goods  amounting  to  $691,000,000  and  exports  to  $393,- 
000,000,  which  he  referred  to  as  a  losing  game. 

Speaking  at  the  same  time.  David  McNicoll,  vice- 
president  of  the  C.  P.  R.,  said  he  looked  forward  to 
the  time  when  the  West  will  send  to  the  East  trains 
similar  to  the  Made-in-Canada  train. 

Danager  in  Bonusing  Industries. 
The'  Provincial  governments  should  take  action  at 
once  to  check  the  bonusing  evil,  as  already  a  keen 


rivalry  exists  between  cities  to  secure  new  industries. 
If  Medicine  Hat,  for  instance,  has  natural  advantages 
in  the  way  of  cheap  natural  gas  and  nearby  coal  mines, 
she  should  be  allowed  to  take  full  advantage  of  these 
in  securing  factories.  But  for  this  and  other  cities  to 
enter  into  competition  in  ofEering  free  sites,  exemp- 
tions and  other  inducements  will  be  disastrous  not  only 
to  the  cities  but  also  to  the  industries  concerned, 
terms,  providing  for  repayment  in  small  annual  in- 
stallments. Since  being  purchased  by  the  city  these 
lands  have  increased  in  value  to  a  large  extent,  and 
they  are  now  worth  several  times  their  original  cost, 
so  that  the  city  saves  a  considerable  amount  to  the 
manufacturer  locating  there.  The  purchasers  are  re- 
quired to  give  satisfactory  proof  of  their  sound  finan- 
cial condition  and  their  sincerity  of  purpose,  and  also 
to  enter  into  an  agreement  with  the  city  to  use  such 
land  for  manufacturing  or  industrial  purposes  only  for 
a  term  of  years.  In  this  way  all  danger  of  the  lands 
being  secured  and  held  for  purposes  of  speculation  is 
eliminated. 

Winnipeg's  factories  employ  over  20,000  hands.  In 
1901  the  value  of  her  factory  output  was  a  trifle  over 
$8,000,000,  while  for  1912  the  value  is  estimated  at 
over  $50,000,000.  Winnipeg  has  flour  mills  to  grind 
the  wheat  of  the  prairies,  breakfast  food  factories  to 
utilize  the  oats,  breweries  for  the  barley,  and  paint  and 
oil  factories  for  the  flax ;  she  has  abattoirs  to  produce 
dressed  meats.  But  there  is  room  for  a  great  many 
more,  every  Western  Canadian  city  needing  factories 
that  will  work  the  products  of  the  farm 

C.  P.  R.  Has  a  Live  Industrial  Bureau. 

At  Calgary  the  C.  P.  R.  has  a  large  building  devoted 
to  its  Department  of  Natural  Resources,  one  branch  of 
which  is  the  Industrial  Bureau  in  charge  of  an  Indus- 
trial Agent  and  four  traveling  assistants.  Each  of 
these  traveling  agents  covers  a  province,  visiting  tOAvn 


The  new  Grand  Trunk  Pacific  hotel,  the  Chatean  Macdonald,  at  Edmonton. 
Not  many  hotels  in  Kastern  Canada  can  be  compared 
with  this  fine  structure. 

after  town  and  reporting  upon  the  industries,  the  open- 
ings for  new  businesses,  population,  natural  advant- 
ages, etc.  In  addition  to  the  thorough  reports  secured 
from  the  traveling  industrial  agents  a  monthly  report 
is  secured  by  mail  from  each  town  showing  the  new 
businesses  established,  number  of  new  settlers  secured, 
etc.,  during  the  month. 

These  reports  when  compiled  make  it  possible  for 


HOW  TIGHT  MONEY  WAS  IN  JUNE 

A  Winnipeg  business  man  who  had  a  good 
line  of  credit  needed  some  ready  money  in 
June,  and  as  the  banks  were  not  extending  any 
additional  credit  he  sold  his  share  in  a  coal 
mine  in  Alberta  for  $40,000,  receiving  $12,500 
cash  and  $27,500  in  securities.  He  deposited 
the- cash,  intending  to  check  against  it  to  pay 
some  outstanding  obligations,  but  the  bank 
manager  appropriated  the  deposit,  telling  the 
business  man  that  they  would  apply  it  to  his 
overdraft.  The  bank  would  probably  have 
been  satisfied  with  the  securities,  but  they  lost 
no  chance  to  gather  in  the  ready  cash. 

A  Saskatoon  merchant  had  $10,000  in  notes 
in  his  safe,  but  the  bank  would  not  advance  a 
cent  on  them.  A  note  was  then  tendered  bear- 
ing the  endorsement  of  a  man  worth  over 
$300,000,  but  the  bank  again  refused  to  advance 
any  cash  to  the  merchant. 
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the  Industrial  Bureau  to  give  the  fullest  information 
possible  to  persons  inquiring  as  to  the  best  location 
for  any  industry  or  business.  When  the  information 
can  all  be  secured  from  one  source  it  is  certainly  a 
great  saving  of  time  and  effort  to  secure  advice  from 
this  department  before  making  a  final  selection  be- 
tween the  three  or  four  most  favorable  locations  sug- 
gested. 

Waste  in  Burning  Flax  Straw. 

Fully  80  per  cent,  of  the  flax  straw  in  Western  Can- 
ada is  grown  exclusively  for  seed.  Avith  half  a  bushel 


New  C.P.R.  hotel  at  Calgary.  The  railway  company  would  not  build 
this  magnificent  13-story  building  unless  they  had  faith 
in  the  future  of  the  city. 

of  seed  sown  to  the  acre.  The  straw  grown  is  very 
coarse  and  only  fit  for  something  out  of  the  ordinary 
run  of  textile  manufacturing,  but  if  pulled  instead  of 
being  cut  the  straw  would  be  far  more  useful  than 
at  present.  Recent  crop  reports  show  that  there  were 
500,000  acres  under  flax  in  Western  Canada — Mani- 
toba. Saskatchewan  and  Alberta —  last  year,  and  the 
average  yield  of  straw  per  acre  is  two  tons,  a  total  of 
1,000,000  tons,  which  is  at  present  burned  and  could 
be  collected  at  reasonable  cost  for  manufacturing  pur- 
poses. A  committee  of  the  Winnipeg  Industrial 
Bureau  ai*e  experimenting  with  a  machine  which 
promises  to  be  successful  in  overcoming  the  tremend- 
ous waste,  giving  each  ton  of  flax  straw  a  manufactur- 
ing value  of  about  $39,  equal  to  an  industrial  saving 
of  $39,000  000  annually. 

Pulled  flax  (which  may  be  done  by  machinery)  may 
be  made  into  coarse  textile  fabrics  such  as  Alhambra, 
honeycomb  and  damask  quilts,  also  huckaback,  honey- 
comb and  crash  towels.  There  could  probably  be  400,- 
000  tons  of  coarse  fibre  produced  suitable  for  the  above 
mentioned  goods. 

These  quilts  are  made  by  the  millions  in  England. 
There  are  also  blankets  made  out  of  this  coarse  ma- 
terial. This  coarse  yarn  can  be  used  for  lamp  wicks 
in  the  mining  districts  and  can  be  woven  into  webbing 
of  any  width  from  one  inch  to  four  or  five  inches  to 
suit  any  kind  of  lamp  in  use.  This  one  article  is  of 
universal  use  for  packing  purposes  and  can  also  be 
made  into  a  linen  absorbent,  useful  for  toilet  and  sur- 
gical uses. 

Preparing  for  the  Panama  Canal. 
In  1901,  18,140  miles  of  railway  were  in  operation 
in  Canada,  ten  years  later  there  were  over  25,000  miles, 


and  the  Canadian  Pacific  is  for  the  present  year  con- 
templating a  further  laying  down  of  upwards  of  1.000 
miles  of  track.  The  programmes  of  the  three  trans- 
continental lines  include,  in  extension  and  double 
tracking,  over  2,700  miles  for  1914.  By  1915,  when  the 
Panama  Canal  is  expected  to  be  in  operation,  the 
Grand  Trunk  Pacific  and  the  Canadian  Northern  will 
have  their  through  lines  completed  and  in  operation 
from  ocean  to  ocean. 

The  construction  of  the  Panama  Canal  has  given  a 
great  impetus  to  harbor  construction  in  British  Colum- 
bia. At  Victoria  the  Dominion  Government  has  under- 
taken the  construction  of  a  2,500  foot  breakwater  in 
the  outer  harbor,  which  will  provide  shelter  for  deep 
water  piers  that  are  to  be  constructed  inside  it.  The 
breakwater  will  provide  British  Columbia's  capital 
with  a  deep  water  harbor  of  a  depth  of  thirty  feet,  and 
some  three  hundred  acres  in  extent,  and  at  the  same 
time  afford  added  protection  for  the  inner  harbor 
which  already  gives  accommodation  for  a  large  coast- 
ing trade. 

At  Vancouver,  the  same  engineer  who  planned  the 
great  harbor  at  Montreal,  Mr.  A.  D.  Swan,  has  made 
plans  for  the  Government,  and  a  staff  of  Government 
engineers  are  now  busy  surveying  and  making  test 
borings.  Eventually,  Vancouver  will  have  one  of  the 
finest  harbors  on  the  Pacific  Coast.  Three  railroads 
and  two  private  concerns  in  preparation  for  the  ex- 
pected trade  expansion,  have  already  provided 
wharves,  or  have  terminals  under  construction,  that 
will  accommodate  vessels  of  deep  draught. 

New  Westminster  plans  to  be  the  fresh-water  port 
on  the  Pacific  Coast.  The  town  is  on  the  Fraser  River, 
only  seventeen  miles  from  the  sea.  A  deep-water 
channel  exists  for  the  whole  of  this  distance,  there 
being  26  feet  of  water  at  the  bar  at  high  tide,  and 
14  feet  at  low  tide.  This  depth  is  sufficient  for  vessels 
of  from  10,000  to  12,000  tons  to  sail  up  to  New  West- 


SOME  SUCCEED  WHILE  OTHERS  FAIL 

Seven  years  ago  an  ambitious  clerk  from  the 
east  took  up  a  160  acre  homestead  in  Saskatche- 
wan and  established  a  retail  store  in  a 
nearby  town.  He  lived  on  the  homestead  and 
walked  to  the  store  each  day,  gradually  build- 
ing up  his  business  and  getting  his  homestead 
clear.  As  opportunity  offered  he  bought  more 
land  and  now  has  640  acres  worth  about  $60 
per  acre,  which  with  the  money  he  has  made 
in  his  store  and  from  his  crops  now  makes  him 
worth  well  over  $50,000. 

All  who  go  west  do  not  do  as  well  as  this, 
however. 

Another  ambitious  clerk  invested  his  all  with 
a  brother  in  a  retail  store  in  a  Saskatchewan 
village,  but  crops  went  bad  for  three  years 
running  and  the  brothers  had  to  give  up,  and 
are  again  clerking. 


minster.  Port  Mann,  and  other  points.  The  channel 
is  300  ft.  wide.  The  Dominion  Government  has  begun 
the  construction  of  a  training  pier  on  the  north  side  of 
the  channel,  the  effect  of  which  will  be  to  confine  the 
stream  into  one  channel  and  increase  tlie  depth  to  25 
feet  at  low  tide  and  37  feet  at  high  water.  Confident 
in  the  large  increase  of  shipping  expected  after  the 
opening  of  the  Panama  Canal,  and  in  the  future  ex- 
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port  of  the  grain  of  Alberta  and  Saskatchewan,  New 
Westminster  has  voted  $500,000  to  be  spent  in  pre- 
paring a  site  for  trackage  and  wharves  for  their  pro- 
posed harbor  improvements. 

Effect  of  Panama  Canal  on  Trade. 

The  opening  of  the  Panama  Canal,  the  double  track- 
ing of  the  C.  P.  R.  mountain  section,  the  opening  of 
a  new  C.  P.  R.  route  through  Southern  British  Co- 
lumbia from  Lethbridge  to  Vancouver,  and  the  com- 
pletion of  the  G.  T.  P.  and  C.  N.  R.  lines  to  the  Pacific 
ocean,  all  of  which  will  happen  within  the  next  two 
years,  in  all  probability,  will  undoubtedly  have  a  won- 
derful effect  upon  trade  in  the  Western  Provinces. 
Much  grain  will  be  shipped  from  Pacific  Coast  ports 
and  much  freight  now  carried  via  the  Great  Lakes 
will  be  shipped  in  from  the  Pacific  Coast  to  the 
prairies. 

It  is  considered  possible  that  manufacturers  on  the 
Atlantic  seaboard  may  freight  their  goods  around  via 
Panama  and  establish  warehouses  at  Vancouver. 

Stove  Foundries  in  the  West. 

At  various  times  the  establishment  of  stove  foun 
dries  has  been  reported  from  Winnipeg,  Weyburn, 
Regina,  Calgary  and  other  points,  but  the  only  foun- 
dries in  the  West  so  far  are  at  Fort  William,  Victoria 
and  Vancouver.  Fort  William  has  the  advantage  of 
low  freight  rates,  but  it  has  the  disadvantage  of  being 
remote  from  the  skilled  labor  market ;  Winnipeg  being 
considered  to  be  even  a  better  point  for  a  foundry 
than  the  cities  at  the  head  of  the  lakes. 

People  Flocking  Into  the  Conntry 

Business  is  influenced  to  a  great  extent  by  the  num- 
ber of  people  coming  into  the  country,  and  according 
to  the  Commissioner  of  Immigration  at  Winnipeg.  J 
Bruce  Walker,  for  the  year  ending  March  31,  1913, 
400,831  people  came  to  Canada  to  take  up  their  resi- 
dence. Of  these  there  were  140,143  from  the  United 
States.  For  the  first  half  of  1913  there  was  an  increase 
of  16  per  cent,  from  European  countries  and  a  decrease 
of  nearly  10  per  cent,  from  the  United  States. 

Immigration  into  Winnipeg  at  the  present  time  is  at 
the  rate  of  1,000  per  day.  For  one  week  recently 
there  were  3,676  from  Great  Britain,  2  212  from  the 
United  States,  340  from  Russia,  150  Galieians,  58  Ger- 
mans and  209  Italians,  making  a  total  of  6,645  for  the 
week,  or  at  the  rate  of  about  1,000  a  day.  This  does 
not  take  into  consideration  those  entering  Canada  at 
any  other  ports. 

The  following  table  shows  the  number  of  immigrants 
entering  into  Canada  in  the  past  six  years,  classified 
according  to  the  country  of  origin: 

Other 

Fiscal  Year       Britain       U.S.    Countries  Totals 
1908  120,182     58,312     83,975  262,469 

1909   59,901     59,832     34,175  146,908 

1910   59,790    103,798     45,206  208,794 

1911  123,013    121,451     66  620  311,084 

1912  138,121    133,710     82.406  354.237 

1913  145,859    140,143    114,829  400,831 

Ten  years  ago  the  total  annual  immigration  was  only 
67,379.  In  that  time  therefore,  the  increase  has  been 
slightly  over  425  per  cent. 

The  addition  of  these  producers  and  consumers  to 
Canada's  population  means  greater  demands  for  all 
the  necessities  of  lil'e,  a  larger  supply  of  labor  for  all 
productive  undertakings,  for  notwithstanding  the 
amount  of  free  land  available,  a  great  many  flock  to 
our  towns  and  cities. 

Many  of  the  incoming  settlers  are  finding  their  way 


into  the  Peace  River  District,  north  of  Edmonton.  Rail- 
roads are  following  the  people  as  fast  as  grading  can 
be  done  and  the  steel  rails  laid,  but  at  present  the 
people  are  reaching  the  country  by  the  river  routes 
and  Indian  trials,  trains  now  running  about  100  miles. 
Flour  mills  are  in  operation  at  Fort  Vermilion,  five 
hundred  miles  north  of  Edmonton  and  wheat  has  been 
grown  in  this  district  successfully  for  many  years. 

Ready  Made  Farms  for  Settlers. 

The  railways  are  doing  what  they  can  to  assist  the 
distribution  of  incoming  settlers  by  building  towns 
at  certain  points,  or  by  the  settling  of  prairie  land. 
For  instance,  the  Canadian  Pacific  Railway  is  now 
developing  a  three  million  acre  block  of  land  to  the 
east  of  Calgary  by  means  of  irrigation.  This  block 
contains  about  equal  proportions  of  irrigable  and  non- 
irrigable  areas,  and  offers  to  the  purchaser  an  oppor- 
tunity to  engage  in  mixed  farming  under  almost  ideal 
conditions.  Here  can  be  secured  in  the  same  quarter 
section,  side  by  side,  land  lying  about  the  canal  system, 
for  the  grazing  of  live  stock,  and  irrigable  land  for 
crops,  such  as  alfalfa,  barlej',  vegetables,  etc.,  requiring 
abundant  moisture.  For  farm  uses  there  is  a  never 
failing  supply  of  water,  which  insures  crops  when  the 
seed  is  placed  in  the  ground,  while  the  problem  of  a 
constant  water  supply  in  every  pasture  for  the  use  of 
stock  is  also  solved.  The  western  C.  P.  R.  section  com- 
prises an  area  of  1,039,620  acres,  and  the  eastern  sec- 
tion about  1,156,220  acres,  about  one-third  of  which 
have  been  rendered  irrigable. 

The  C.  P.  R.  officials  have  given  considerable 
thought  to  designing  the  most  commodious  and  con- 
venient dwelling  houses  and  outbuildings  consistent 
with  the  greatest  economy  for  the  C.  P.  R.  readymade 
farms.  These  houses  are  permanent  structures  meet- 
ing the  requirements  of  the  ordinary  settler  for  ten 
or  fifteen  years. 

Furniture  ELxhibition  Notes 

The  Imperial  Furniture  Co..  Toronto,  are  holding, 
from  August  23  until  September  6,  an  exhibition  of 
their  upholstered  furniture.  For  this  purpose  they 
have  fitted  up  a  new  showroom  at  their  factory,  585 
Queen  street  west,  where  are  being  shown  a  complete 
line  of  davenports,  chesterfields,  couches  and  easy 
chairs,  in  many  designs  and  all  grades. 

During  the  Toronto  National  Exhibition  John  C. 
Mundell  &  Co.,  Flora,  Ont.,  will  make  a  showing  of 
their  new  fail  lin^s  in  their  showrooms  at  70  King  St. 
West,  that  city. 

The  Gold  Medal  Furniture  Co.,  while  not  making  a 
special  showing  of  their  lines  at  the  fair,  are  exhibit- 
ing in  their  Toi'onto  factory  warerooms  a  very  complete 
line  of  their  stock  samples. 

The  Owen  Sound  furniture  manufacturers — North 
American  Bent  Chair  Co.,  North  American  Furniture 
Co.,  National  Table  Co.,  and  Owen  Sound  Furniture 
Co. — are  holding  an  exhibition  of  their  products  in  the 
Allan  Building,  Bay  street,  Toronto.  The  exposition 
will  remain  open  until  September  15.  W.  H.  Pearson, 
Ontario  representative,  is  in  charge. 

The  Toronto  Furniture  Co.  are  exhibiting  some  high 
grade  furniture  lines  at  the  Canadian  National  Exhibi- 
tion at  Toronto. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


GETTING  AFTER  THE  "BAD  PAYS" 

The  Merchants'  Association  of  Neepawa  have  quite  a 
novel  scheme  to  deal  with  "bad  pays."  A  book  is 
furnished  every  member  with  a  list  of  all  customers  of 
the  different  firms  in  Neepawa,  and  amounts  standing 
against  them.  Every  merchant  is  known  by  a  number, 
for  example,  John  Smith  is  No.  9.  The  secretary  is 
the  only  person  that  knows  that  John  Smith's  number 
is  9.  Mr.  Brown  enters  Mr.  Jones'  store,  makes  a  pur- 
chase. Mr.  Jones  turns  up  his  record  and  finds  that 
Mr.  Brown  is  owing  No.  9  such  an  amount.  His  credit 
is  u.g.  But  Jones  does  not  know  who  No.  9  is.  The 
idea  in  having  numbers  for  all  is  to  keep  inside  in- 
formation from  getting  out.  The  association  furnish 
all  slips  or  ])rinted  notices  sent  out,  therefore  every- 
thing is  uniform.  The  fee  is  at  the  rate  of  $25  per 
year  or  less,  but  not  to  exceed  that  amount.  No  fee 
is  charged  on  joining.  The  agreement  signed  by  each 
member  is:  "We,  the  undersigned  merchants,  agree 
to  conduct  our  business  from  April  1,  1913,  on  monthly 
settlement  plan.  That  settlement  be  made  at  end  of 
each  month  by  cash  or  by  note  bearing  interest  at  the 
rate  of  8  per  cent,  until  due,  and  10  per  cent,  after  due 
until  paid.  Notes  to  mature  not  later  than  the  1st  of 
November  of  each  year." 


MAKE  STATIONERY  ADVERTISE  STORE. 

"I  consider  neatly  printed  sitationery — letterhead's 
and  billheads — most  important  in  the  conduct  of  a 
first-class,  up-to-date  store.  An  attractive  bit  of  sta- 
tionery always  catches  the  eye,  and  if  it  is  out  of  the 
ordinary  in  any  way  the  person  who  receives  the  letter 
or  the  bill  is  always  going  to  glance  at  the  heading. 
Two  or  three  colors  of  a  letterhead  or  billhead,  of 
course,  cost  something  extra,  but  I  earnestly  believe  it 
pays  for  itself  in  no  time  at  all. 

"In  this  connection  I  always  have  advocated  the  use 
of  what  I  may  call  for  want  of  a  better  name  a  trade- 
mark on  all  printed  matter.  I  have  it  on  my  letter- 
heads, my  billheads,  and  my  wrapping  paper.  My  im- 
print shows  my  signature  boxed  in  an  attractive  bor- 
der. Everywhere  one  of  my  letterheads  or  wrapping 
sheets  goes  it  carries  with  it  an  advertisement  that  is 
v/orth  money.  My  name  is  right  where  everybody  can 
read  it,  and  it  has  become  a  valuable  asset  to  me.  I 
never  overlook  a  chance  to  advertise  my  name  and 
my  business.  That's  what  I'm  in  business  for." — 
L.'  M.  Michaelson. 


OFFSETTING  MAIL  ORDER  COMPETITION 

D.  A.  Smith,  Ijtd..  tlu;  house  furnishers  of  Vancouver, 
have  just  got  out  a  large  catalogue  of  some  60  pages, 
which  they  believe  will  be  productive  of  good  business. 
The  object  of  the  catalogue  is  to  offset  the  inroads  of 
mail  order  competition;  or  as  the  book  itself  states: 

"This  is  strictly  a  B.  C.  firm  for  B.  C.  peo[)le.  We 
are  buildi'ig  up  a  solid  business,  handling  only  goods 
that  are  made  to  last,  and  charging  prices  that  permit 
a  fair  busi'iess  profit. 


"We  stand  by  our  goods,  and  customers  secured 
seldom  leave  us. 

"This  catalogue  is  to  reach  out  to  the  people  outside 
of  Vancouver,  acquainting  them  with  the  lines  we 
carry  and  offeririg  them  as  nearly  as  we  can  the  same 
purchasing  privileges  as  people  in  Vancouver. 

"We  want  your  trade.  A  small  or  large  order  is  exe- 
cuted promptly  and  with  equal  consideration.  Don't 
think  you  are  too  far  away  or  that  we  would  not  appre- 
ciate you)-  order.    We  want  your  trade  particularly." 


DO  IT  TO-DAY—TO-MORROW  NEVER  COMES. 

Do  not  let  "Do  it  to-morrow"  stand  between  you 
and  success,  remarks  N.  C.  R.  Weekly.  If  it  is  a  bax- 
rier  across  your  path,  it  is  your  excuse  for  not  accom- 
X)lishing  all  that  you  should  have  done  to-day. 

"Do  it  to-day"  is  the  key  which  will  enaljle  you  to 
pass  this  barrier  and  continue  on  to  success. 

Each  day  in  every  man's  life  brings  forth  its  share 


DAILY  REPORT 

Date    191. 

Clerk  Number   

"  Name  

Number  First  Cheek   

Last  "   

Total  Cheeks   

NiMuber  of  C.O.D.'s  

Gross  Sales  

Refunds  

Net  Sales   


Sample  of  "daily  report"  form  used  by  Vancouver  merchant.  The  form 
is  filled  out  by  sales  (  lerks,  yiving:  results  of  day's  sales.  By  comparing 
with  daily  stock  retarns  the  results  should  af;ree,  one  report  ofTsettlng' 
the  other,  thus  giving  an  accurate  result  of  the  day's  business,  and  allow- 
ing a  reckoning  to  be  made  as  to  profit. 

of  duties  to  be  performed,  and  the  man  who  progresses 
starts  a  new  day  each  morning.  He  sees  to  it  that 
everything  is  done  right  and  at  the  proper  time — he 
leaves  nothing  undone;  and,  consequently,  does  not 
fail  to  take  advantage  of  every  opportunity  which  will 
enable  him  to  succeed.  He  does  not  put  off  getting 
business  until  later  on — does  not  lose  sight  of  the  fact 
that  time  is  valuable — but  keei)s  adtiing  points  to  his 
record  every  day. 

It  is  much  easier  to  put  aside  and  plan  for  a  moat 
strenuous  day  of  work  to-moi"row.  It  takes  so  very 
little  effort  to  convince  oneself  that  there  will  be  plenty 
of  time  later  on  in  which  to  do  these  things. 
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To-morrow!  What  wonderful  opportunities  it  holds 
forth — why  Avorry  about  to-day ! 

But  to-morrow  never  comes.  It  is  a  mirage — a  de- 
lusion, which  entices  the  unwary  and  inexperienced 
into  habits  Avhieh  lead  to  failure  and  destruction. 

To-day  is  the  to-morrow  for  which  you  hoped  so 
much  yesterday. 

Each  succeeding  hour  is  another  opportunity  to  make 


Everything  for  the  Home- 
except  the  Girl 


striking  mndow  card  in  Vancouver  furniture  store  window. 

good — another  chance  to  profit  by  previous  experience 
and  make  up  .any  shortage  which  may  exist  in  your 
record. 

The  key  which  unlocks  the  gate  of  "Do  it  To-mor- 
row" is  in  your  possession.  Whether  you  look  through 
the  gate  toward  Success,  or  go  through  to  Success,  is 
a  matter  which  lies  entirely  with  yourself. 

Do  it  to-day! 


REST    ROOM   GOOD   FOR  BUSINESS. 

The  first  thing  that  catches  the  attention  of  a  per- 
son entering  the  hardware  and  general  store  of  J.  W. 
H.  Holtby,  at  Zealandia.  Sask.,  is  a  large  sign  labelled: 
"Ladies  Rest  and  Writing  Room  in  Rear."  The  sign 
was  placed  in  such  a  position  that  any  person  entering 
the  store  could  hardly  fail  seeing  it.  Directly  in  the 
centre  of  the  store  is  another  sign,  so  that  if  one 
misses  the  first  she  is  sure  to  see  the  second.  This 
writing  room  is  in  one  corner  of  the  store  curtained 
off,  with  a  writing  table  in  the  centre,  several  large 
easy  chairs,  and  a  lounge.  The  floor  is  carpeted  and 
the  whole  is  cosy  in  appearance.  Mr.  Holtby  supplies 
all  the  writing  materials  and  claims  it  is  a  good  trade 
puller,  as  the  womenfolk  coming  in  with  the  farmers 
go  there  to  write  their  letters  and  also  rest  after  their 
journey,  and  incidentally,  do  their  shopping,  while 
their  husbands  are  transacting  other  business. 


AN  "ANNIVERSARY"  SALE 

S.  Levinter,  401  Queen  street  west,  Toronto,  held  an 
"anniversarj'  sale"  recently,  at  the  completion  of  his 
first  year  in  his  new  furniture  store,  as  a  result  of 
which  some  splendid  sales  Avere  made,  and  he  was  able 
to  secure  a  good  working  list  of  prospects  in  his  district. 
The  store  was  decorated  with  natural  and  artificial 
flowers,  and  demonstrations  of  various  household 
utilities  were  given  during  the  afternoons  and  evenings 
for  four  or  five  days. 


AN  EFFECT  OF  ONE-PRICE  SYSTEM 

The  one-price  system  has  evolutionized  and  revolu- 
tionized our  entire  business  fabric.  The  one-price 
system  could  not  have  been  brought  about  in  A.  T. 
Stewart's  time,  not  necessarily  because  the  merchant 
wished  to  "charge  all  the  traffic  would  bear,"  but 
because  the  buyer  wanted  the  sweet  privilege  of  feeling 
that  .she  had  gotten  the  better  of  the  merchant.  To  al- 
low the  buyer  to  go  away  jubiliant,  exultant  and  proud 
to  think  she  had  piirchased  goods  on  which  the  seller 


had  lost  money,  was  good  psychology.  Our  time  is  too 
valuable  now  to  spend  in  these  wrangle-jangle  methods 
of  booth  and  bazaar.  W^e  want  the  truth  and  we  want 
it  without  parley. — Joseph  Appel. 


ADVERTISING  STOVES  BY  MOVING  PICTURES. 

A.  Welch  &  Son,  stove  dealers,  Toronto,  recently  ran 
for  two  days  at  the  People's  Theatre,  near  their  store, 
a  set  of  moving  pictures  showing  the  process  of  manu- 
facturing the  line  of  stoves  they  are  handling.  This 
publicity  brought  fair  returns,  and  Avas  not  costly,  as 
the  theatre  people  were  glad  to  get  and  run  the  views 
mthout  any  cost  to  themselves,  and  the  maker  of  the 
stoves  paid  the  cost  of  the  making  of  the  pictures — 
so  there  was  a  benefit  all  round. 


HAVE  A  SIMPLE  CHARGE  SYSTEM. 

To  avoid  losses  resulting  from  the  neglect  of  clerks 
to  charge  goods  delivered  to  customers  without  pay- 
ment having  been  received,  I  consider  that  the  best 
policy  would  be  to  educate  clerks  to  not  attempt  to 
wait  on  another  customer  until  the  one  transaction  is 
entirely  closed. 

Make  it  as  easy  as  possible  for  the  clerk  making  the 
entry,  so  that  even  though  customers  are  clamoring  to 
be  waited  on  the  clerk  will  be  such  a  short  time  mak- 
ing the  entry  that  the  waiting  customers  will  not  be- 
come impatient. 


MONEY-MAKING  DEMONSTRATION. 

W.  Walker  &  Son,  1228  Yonge  Street,  Toronto,  re- 
cently held  a  demonstration  of  household  utilities  in 
their  store  which  proved  so  successful  that  they  are 
planning  to  give  another.  Among  other  orders  they 
placed  one  for  25  Eureka  vacuum  cleaners  with  the 
Onward  Manufacturing  Co.  After  the  demonstration 
Mr.  Walker  stated  that  they  had  placed  thirteen  of 
the  machines,  which  netted  them  a  profit  of  $156 — a 
good  indication  of  the  value  of  the  demonstration. 


A  DUAL  LANGUAGE  CATALOGUE. 

11.  Sabourin  &  Co.,  Montreal,  have  just  published  a 
small  catalogue  descriptive  of  the  furniture  and  kin- 
dred lines  handled  in  their  "Ideal"  store.    A  novel 


THE  MOST  IMPORTANT  PERSON 
IN  THIS  BUSINESS  IS  THE 

CUSTOMER 


Telling  wall  card  for  salesmen's  benefit  seen  in  a  Toronto  store. 

feature  of  the  catalogue  is  that  it  is  printed  in  both 
French  and  English.  Read  from  one  side  the  goods 
catalogued  are  entered  in  English,  while  reversing  and 
read  from  the  back  the  descriptions  are  in  French. 
House  furniture,  stoves,  ice  chests,  baby  carriages, 
beds,  etc.,  are  illustrated  and  described  in  a  sugges- 
tive and  helpful  manner. 


The  Alaska  Feather  &  Down  Co..  Montreal,  have 
]nirchased  a  three  ton  motor  truck  to  be  used  for  better- 
ing their  city  service. 
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The  Art  of  Display 


Suggestions  joT 
Window  and  Interior 
A  rrangements. 


The  Decorated  Demonstration 

By  H.  D.  Bissell,  Bedell's  Furnishing  Co.,  Toronto. 

An  "Ideal"  window  with  "Ideal"  I'esiilts,  and  one 
which  proved  so  attractive  that  the  police  were  kept 
bnsy  with  the  crowd  which  interfered  with  the  traffic 
on  Yonge  Street,  was  put  in  recently  by  us. 

Picture  No.  1  shows  full  view,  taken  in  front,  while 
No.  2  shows  side  view  taken  from  the  doorway.  The 
decoration  of  the  window  is  simple  .yet  very  attractive, 
and  is  made  up  as  follows: 


The  floor  is  covered  with  artificial  grass,  with  sample 
of  mattresses  in  foreground.  To  the  left  is  an  aquarium 
filled  with  gold  fish  and  backed  up  with  palms  and 
flowers.  Unforfunately,  the  gold  fish  do  not  show  very 
well  in  the  photo.  An  "Ideal"  safety  crib  is  featured 
in  the  centre  of  the  window,  and  is  demonstrated  by  a 
lady.  To  the  left  is  to  be  seen  a  midget  siv.e  hammo- 
couch,  and  to  the  right  the  Ideal  "Baby  Bunting"  ham- 
mock, v/ith  a  bright  little  fellow  performing  various 
anties  to  amuse  the  i)eople.  An  "Ideal"  folding 
bed  is  also  in  operation,  on  tlie  left  of  which  is  a  full 


Attractive  grouping  of  bed.s 
and  bedding  in  window 
display. 


Tlie  same  window 
used  for  demonstra- 
tion purposes. 
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size  hammo-couch.  The  lady  demonstrator  has  a  num- 
ber of  appropriately  worded  cards,  calling  attention 
to  thp  main  feature  of  the  "Ideal"  lines  to  the  people. 
All  in  all  it  proved  that  there  is  nothing  more  inter- 
esting to  the  public  than  a  good  bedding  window  when 
properly  displayed.  The  demonstrating  helping  out 
the  idea  and  putting  into  it  some  "human  interest." 


HAVE  MOTION  IN  YOUR  WINDOWS. 

A  moving  thing  in  a  window  is  reasonably  sure  to 
get  a  crowd. 

Some  ducklings  swimming  around  in  a  tub,  some 
little  chickens  scratching  around  in  gravel,  a  do/en 
canaries  tlying  at  large  in  the  window — all  are  pullers. 

A  policeman  had  to  clear  the  crowd  away  from  the 


Design  for  a  motion  displiiy.    IL  will  aumct  the  children. 

window  of  a  city  stationery  store  the  other  day.  The 
attraction?  Just  an  ever-flowing  bottle  of  ink.  The 
trimmer  had  it  arranged  so  the  ink  would  be  run  into 
the  bottle  from  an  invisible  source,  and  so  the  flow 
kept  up,  to  the  amusement  of  the  crowd.  There  is 
nothing  particularly  magnetic  about  ink,  but  when  it 
is  arranged  in  sort  of  a  fountain  the  case  is  different. 

A  very  good  means  of  providing  motion  in  a  window 
is  by  means  of  an  electric  fan,  a  small  box  and  a  lot  of 
twine.    This  is  illustrated  herewith. 

The  drawing  shows  very  plainly  how  the  plan  is 
worked.  Lay  an  electric  fan  on  its  back  in  a  small 
box.  Then  tie  a  lot  of  strings  on  the  box  extending 
them  up  to  a  barrel  hoop  fastened  to  the  top  of  the 
background.  Inside  of  the  strings  put  four  or  five  toy 
balloons.  Then  start  the  fan.  The  balloons  will  bob 
up  and  down  and  the  people  will  stop  and  look.  They 
can!t  help  it.  They  cannot  see  the  fan,  and  this  will 
give  the  impression  that  the  ballons  are  being  pro- 
pelled by  some  mysterious  force. 


One  merchant  who  tried  this  plan  painted  a  letter  on 
each  balloon.  Together  they  represented  some  word. 
He  advertised  that  he  would  give  a  prize  to  the  person 
who  guessed  the  word.  It  seemed  to  him  that  nearly 
everybody  in  town  tried  to  patch  the  word  together 
from  the  letters  on  the  balloons  as  they  bobbed  up 
and  down  with  rhythmic  regularity. 

Try  the  plan.  It  is  about  the  easiest  and  most  in- 
expensive means  of  supplying  attractive  motion  in 
windows  that  has  come  to  our  attention  in  a  long  time. 
—The  Butler  Way. 


VALUE  OF  WINDOW  DISPLAY. 

When  it  comes  to  a  question  of  window  trimming, 
nothing  has  been  found  quite  as  staple,  as  appropriate, 
and  as  attractive  as  displaying  goods  by  demonstrating 
their  usefulness,  or  by  capitalizing  the  power  of  sugges- 
tion and  giving  the  goods  a  setting  that  connects  them 
with  their  use.  Individuality  has  a  cashable  value,  and 
window  displays  offer  an  exceptional  opportunity. 


WINDOW  TOLD  LOVE  STORY 

A  "striking  novelty'"  in  window  dressing  is  not  met 
with  every  day,  but  when  one  is  found  we  are  glad  to 
report  it.  A  furniture  and  carpet  dealer  recently  hit 
upon-  a  very  novel  plan  of  dressing  his  windows.  He 
commenced  by  placing  a  board  fence  across  his  shop 
window,  and  one  side  he  placed  a  dummy  of  a  young 
woman  and  on  the  other  a  dummy  of  a  young  man.  He 
fixed  the  figures  in  such  a  position  that  they  appeared 
to  be  casting  loving  glances  at  each  other,  and  placed 
sundry  household  articles  in  the  background;  then  put 
up  a  card  reading,  "The  beginning  of  the  courtship." 

The  window  was  left  in  this  condition  for  a  day  or 
two ;  then  he  placed  on  the  side  of  the  fence  on  which 
the  girl  stood  a  quantity  of  carpets,  blankets,  etc.,  and 
placed  the  girl's  hand  pointing  toward  the  goods. 
Afterwards  he  placed  a  quantity  of  furnitiire  on  the 
side  of  the  fence  where  the  young  man  stood,  and 
placed  his  hand  pointing  towards  them,  supplementing 


Window  display  of  linoleum  and  oilcloth  floor  coverings  made  by- 
Dominion  Oilcloth  Co.,  in  Regina  store. 


the  scene  by  having  an  aged  couple  peeping  over  rolls 
of  carpet  and  a  sien  reading,  "The  progress  of  court- 
ship." 

In  the  next  scene  he  took  down  the  fence  and  trans- 
formed the  window  into  a  furnished  room,  and  placed  a 
card  up  reading,  "A  happy  termination."  By  allow- 
ing a  day  or  two  to  elapse  between  the  changes,  an  in- 
terest was  ci'eated  among  the  people  who  daily  passed 
his  window,  and  they  watched  regularly  for  develop- 
ments. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


SAMPLES  OF  SEASONABLE  ADVERTISING 

By  A.  B.  Lever 

I  am  able  to  reproduce  in  Ihis  issue  a  variety  of 
samples  of  retail  advei-tisements.  No  two  are  alike 
either  in  style  or  general  get-up.  They  are  also  from 
widely  different  parts  of  the  country,  and  no  doubt 
retailers  who  carefully  study  them  will  be  able  to 
embody  in  their  own  advertisements  some  of  the  fea- 
tures given  therein. 

The  advertisement  of  the  Nova  Scotia  Pi^rniture  Co. 
was  originally  4^  ^  ins-  and  is  an  example  of 

fairly  good  advertising  without  the  use  of  cuts.  You 
will  notice  that  only  one  price  is  given,  and  this  is 
not  a  bad  idea,  in  some  instances,  ft  would  no  doubt 
induce  people  to  visit  the  store  who  are  looking  for 
bargains  in  brass  bedsteads. 

The  advertisement  of  grass  furniture  was  5  ins.  x 
6V1  ins.,  a!id  is  taken  from  a  large  advertisement  of 
Goodwins,  Limited,  Montreal.  The  advertisement  is 
well  balanced  and  may  well  serve  as  the  basis  for  simi- 
lar advertiseinents  of  other  firms.  To  point  out  that 
grass  furniture  is  suitable  for  interior  as  well  as  out- 
door uses  was  good  policy.  This  fact  can  scarcely  be 
too  much  impressed  upon  householders. 

The  advertisement  which  reads  "Brass  Beadsteads  in 
the  Eaton  August  Sale  of  Furniture,"  is  taken  from 
one  of  the  firm 's  large  advertisements.  Tt  is  an  instance 
of  good  advertising  talk  Avithout  the  use  of  large  dis- 
play type.  The  advertisement  is  logical  as  well  as  well 
balanced. 

The  advei-lisement  of  "Odd  Pieces  of  High-Grade 
Furniture"  is  also  from  a  department  store  advertise- 
ment, and  it  was  6%  x  8  ins  ,  as  shown  in  the  original, 
and  was  a  striking  one.  The  illustration  is  good,  and 
advantage  was  taken  of  the  opportunity  to  liberally 
use  prices. 

The  advertisement  of  J.  P.  &  P.  W.  Bsmonde,  Ottawa, 
was  originally  4%  x  5%  ins.,  and  is  one  which  might 
with  advantage  be  copied  for  this  or  similar  lines  of 
advertising. 

The  advertisement  of  Jas.  Reid,  Kingston,  was  214  x 
5  ins.,  and  stood  out  well.  We  woidd  suggest,  however, 
that  the  advertisement  could  have  been  made  more 
pfiPeetive  had  the  prices  been  named,  and  a  separate  line 
given  to  each  article. 

The  advertisemen<  of  the  Moneton  Carpet  &  Furni- 
ture Co.  is  an  all-round  good  one.  Tt  is  well-written  and 
well  displayed.  Th"  placing  of  the  articles  and  the 
prices  thereof  in  display  type  was  a  good  stroke.  The 
original  was  AV^,  x  9  ins. 

The  advertisement  of  the  Chellew  Estate,  Blyth,  was 
originally  Ay<?  in.  x  in.,  and  was  a  newsy  little  ad. 
If  the  words'  "AUGUST  SALE"  had  been  put  in  a 
little  larger  +ype  and  made  a  full  line  it  would  have  im- 
proved the  appearance  of  the  advertisement,  however. 
The  effectiveness  of  the  advertisement  would  also  have 
been  enhanced  had  the  printers  put  the  four  lines  con- 
taining the  .articles  and  prices  in  small  black  type. 

The  advertisement  of  Smith  &  Champion,  Victoria,  is 
particularly  interesting  in  view  of  the  effort  which  is 
made  to  make  the  advertising  co-operate  with  the  win- 


dow di.'^i)lfy.  When  special  window  displays  are  being 
made  it  is  as  a  rule  good  policy  to  make  the  advertise- 
ment a.ssist  in  drawing  attention  to  them.  Some  origin- 
ality is  shown  in  tlie  arrangement  of  the  advertisement, 
ai  d  the  printers  have  done  their  work  well. 


SENSIBLE  ADVICE 

By  F.  L.  Brillain 

I  am  sure  that  merchants  spend  too  much  time  be- 
moaning the  fate  of  dealers  in  general  and  themselves 
in  particular.  They  abuse  the  nuiil  order  houses  in 
print  and  say  unkind  things  of  those  Avho  order,  some 
of  which  must  surely  reach  the  ears  of  those  talked  of. 
Here  is  about  the  best  thing  I  ever  saw  in  the  way  of 
an  advertisement  in  defence  of  trading  at  home.  Run 
it  in  every  one  of  your  ads.  and  give  it  a  little  time  to 
soak  in,  and  you  will  see  its  effect.  Notice  how  little 
it  says  about  the  mail  order  habit — but  it  hits  the 
point : 

WHY  BUY  AT  HOME? 
I  buy  at  home  — 
Because  my  interests  are  here. 

Because  the  community  that  is  good  enough  for  me 
to  live  in  is  good  enough  for  me  to  buy  in. 

Because  I  believe  in  transacting  business  with  my 
friends. 

Because  I  want  to  see  the  goods  I  am  buying. 
Because  I  want  to  get  what  I  buy  when  I  pay  for  it. 
Because  my  home  dealer  "carries"  me  when  I  run 
short  of  cash. 

Because  some  pai-t  of  every  dollar  I  spend  at  home 
stays  at  home  and  helps  work  for  the  welfare  of  the 
city  and  county. 

Because  the  home  man  1  buy  from  stands  back  of  the 
goods,  thus  always  giving  value  received. 

Because  T  sell  what  T  produce  to  my  home  people,  be 
it  labor  or  goods. 

Because  the  man  T  buy  from  pays  his  share  of  the 
county  and  city  taxes. 

Because  the  man  T  buy  from  helps  support  our  poor 
and  needy,  our  schools,  our  churches,  our  lodges  and 
our  homes. 

Because  if  ill  luck,  misfortune,  or  bereavement  comes, 
the  man  I  buy  from  is  here  with  his  kindly  expressions 
of  greeting,  his  words  of  cheer  and,  if  needs  be,  his 
poeketbook. 

Here  I  live  and  here  I  buy 

Let  us  make  —  and  —  County  a  good  place  in  which 
fo  work  and  live. 

It's  easy  and  certain  if  every  one  will  contribute 
his  share. 


USE  OF  WHITE  SPACE  IN  SMALL  ADS. 

By  Gilbert  P.  Farrar  in  Printer's  Ink 

Advertisements  in  magazines,  newspapers  and  other 
printed  matter  are — firet  of  all — white  space. 

Once  upon  a  time  men  paid  real  money  for  space 
and  then  casually  filled  this  space  with  a  limerick,  a 
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poem,  a  business  card,  or  just  the  name  and  address 
of  the  man  who  paid  for  the  space.  To-day  it's  what 
is  said  and  hoAv  the  white  space  is  filled  or  used  that 
makes  an  ad  effective. 

Modern  experience  of  many  advertisers  has  found 
that  it  is  more  profitaljle  not  to  fill  every  inch  of  the 
ad  with  reading  material. 

An  ad  with  a  band  of  white  space  around  it  will 
stand  out  on  a  page  of  crowded  ads  and  demand 
attention  from  the  very  fact  that  it  is  different. 

There  are,  however,  only  a  few  advertisers  who  have 
the  courage  to  "waste"  good  white  space  that  costs 
real  money. 

I  know  of  a  very  successful  advertiser  who  used 
large  newspaper  space  in  several  States  twice  a  year. 
This  man  makes  no  claims  as  an  advertising  expert 
whatever,  but  his  instructions  always  say:  "Put  good 
wide  margins  of  white  space  around  this  ad."  I  know 
from,  actual  facts  and  figures  that  he  has  found  this 
style  very  effective  when  using  half  and  quarter  pages 
in  newspapers. 


And  if  white  space  adds  effectiveness  to  such  large 
space  as  half  and  quarter  pages  (where  the  size  is 
usually  supposed  to  be  attraction  enough)  why  isn't 
it  reasonable  to  suppose  that  smaller  ads  will  be  helped 
by  the.  judicious  use  of  white  space? 

But  like  every  new  thing,  white  space  will  be 
handled  properly  by  one  advertiser  and  improperly 
by  about  nine  other  advertisers. 

Here's  a  point  overlooked  or  ignored  in  ads  using 
white  space :  The  white  space  must  be  balanced  or  its 
attraction  value  will  be  material!}'  reduced. 


Fire  broke  out,  on  Aug.  14,  in  the  storage  Avarehouse 
of  ^he  Metropolitan  Furniture  Co.,  on  King  Street,  Ham- 
ilton, adjoining  the  Franklin  House,  and  caused  about 
$6,000  damage.  A  guest  in  the  hotel  first  saw  the 
flames  and  gave  the  alarm.  When  the  firemen  arrived 
the  fire  was  raging  from  cellar  to  roof,  and  the  interior 
with  the  furnitures  stored  in  it  was  completely 
destroyed. 


Our  Big  Sale 

Of 

Brass  Bedsteads 

wn,I.  CONTINUE  UlITIL  T0E3DA?  EVENWO.  IflTH  DSBT 

rhi4  1%  n  etria^  0|in«rlniiil>  to  eel  ■  hudanmc  Dnui^  Bml 


The  N.  S.  Furnishing  Company,  ltd. 

■THE  HOME  OUTFITTEES  ■■ 
i2-76  BARRDJGTON  ST.  HAIJTAX 

^»  


r. 


Grass  Furniture 


^  218  Pieces  on  sale  To- 
morrow morning  at  Mon- 
treal s  lowesi  known  price 
viz;  $5.93.  Tliat's  nearly 
half  price  as  most  of  the 
pieces  are  worth  an  even 
ten  dollars. 

Second  Floor  Up. 


Odd  Pieces 
High  Grade 
i  Furniture 

Priced  Way  Below  Usual  Wholesale  Cost  ir 

August  Furniture  Sale 


Miuic  Cibmel 
Musk:  Cabinet.  ii 
Mu»ic  Cabind,  .1 


YOU  MAY  FIND  ONE  TO  FIT  IN 


Lawn  Swings 


These  are  made  of 
selected  quality 
li;r.-H wood  neat- 
ly pa'Ptcd  and 
varni-ihed  and 
ffwe  enjoyment 
to  the  young 
and  old.  made  in  two  sizes. 

2  Passenger  Special  at  $5  76 

i  Passenger  Special  at  $6  75 

J.  P.  &  F.  W.  ESMONDE 

182  SPARKS  STREET 


RAHAN  FURNITURE 


Rattan  anrl  Japan 
landah  Rockers  and  Chairs 

Hammock  Couches,  ; 
Boat  and  Canoe  Seats  and. 
Launch  Chairs.  | 

JAIVIES  REID'S! 


Tbis  Handsome  Wbite  Enamelled  Iron  Bed 
For  Only  S12.00^  


Carpet  &  Fi 

«!.  S6S  Mjis  Si  .  Opp...lc  Po.i  Olli 


HUGLST  SALE 

Barqa.ns  in  Hurniiurc  and  earpoi 


J.H.CHeLLEW  Estate 


Brass  Bedsteads  in  the  EATON  August  Sale  of  Furniture 


Watch  Our  Windows  lor 
Special  Bargains 

Parlor  Tables 

Parlor  Furnllurc 

Dining  Chairs 

SMITH  &  CHAMPION 


Near  Ciiy  Hall 


J 


Sampleslof  seasonable  advertising  recently  used  by  Ojijiadian  furniture  retailers. 
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New  Fall  Furniture 

The  new  fur.nitare  styles  mikI  designs  for  fall  are  fol- 
lowing closely  the  period  styles  for  decorative  effect. 
These  designs  make  for  gi-aceful  outlines,  simplicity 
and  comfort.  They  are  becoming  popular,  too,  being 
rounded  ofl?  in  attrae+ive  and  serviceable  finishes,  which 
fit  in  w^Il  with  the  (h^corative  effcet  of  any  room. 

In  regard  to  the  increasing  popularity  of  the  period 
styles  of  fur.niture  it  is  iiitercsl ing  to  watch  theii-  devel- 
opment.   A  short  while  ago  in  English  period  furniture 


Production  of  Baotz  Bros.  &  Co. 


a  little  Adam  furniture  was  being  shown.  There  are 
many  makei-s  to-day,  and  furniture  on  these  lines  finds 
favor.  So  does  Sheraton  and  Chipendale  and  Heppel- 
white.  But  the  dominant  and  newer  note  is  Adam. 
The  Colonials  are  still  in  evidence,  hut  the  furniture 
after  the  ideals  created  by  the  English  masters  is  most 
in  favor. 

A  few  examples  of  Prima  Vera  ajul  even  of  satin- 
wood  are  shown  in  the  new  lines,  -but  the  use  of  satin- 
wood,  Avhich  is  far  more  costly  than  any  wood  known 
to  furniture  manufacturers,  is  approached  cautiously. 
But  if  history  repeats  itself,  as  it  is  likely  to  do,  the 
people  who  do  not  measure  cost  when  they  indulge  in 
fine  furniture  will  be  calling  for  satinwood  furniture 
in  due  time,  provided,  of  course,  there  are  manufac- 
turers with  the  courage  to  use  this  Avood  in  furniture 
making.  Mahogany  is  still  the  premier  wood.  A  great 
proportion  of  all  the  furniture  shown  is  in  this  wood, 
although  the  cost  of  the  material  mounts  steadily. 
Apparently,  there  is  an  increasing  demand  for  Circas- 
sian walnut.  It  should  be  said  in  this  connection,  that 
the  makers  have  discovered  that  Circassian  walnut 
lends  itself  to  designs  of  the  Louis  and  Bmi)ire  periods. 
Some  striking  effects  have  been  secured  in  this  line. 
Other  decorative  features  which  are  effective  have  also 
been  added.  Less  disposition  is  shown  to  accentuate 
by  light  and  shade  the  figure  of  Circassian  walnut.  The 
wood  is  now  more  frequently  finished  with  a  grey 
effect  than  a  brown  effect.  But  the  newest  finish  in 
mahogany  has  a  brown  tone,  which  gives  to  a  straight- 
grained  mahogany  a  look  not  unlike  light-finished 
black  Avalnut.  There  are,  as  well,  effective  suites  in 
quarter-sawed  red  gum  and  some  cheap  chamber  furni- 
ture, all  of  gum,  is  now  on  the  market. 

Golden  oak  does  not  a|)pear  to  be  so  popular  as  of  old. 
Manufacturers  of  desks  are  finishing  nearly  all  theii- 
offerings  of  oak  office  furniture  natural.    This  finish 


sails  under  different  names,  but  little  stain  is  added  to 
the  filler.  Some  mamifacturers  are  using  compara- 
tively little  oak,  except  in  the  cheaper  grades  of  cham- 
ber furniture.  Some  of  the  newer  patterns  of  high 
gi-ade  furnitui'e  are  also  finished  with  light  eff'ect. 
Much  eiuuneled  furniture  is  offered.  The  enamel  is  in 
nuiny  dift'erent  shades,  with  a  preference,  apparently, 
for  the  ivoiy  efr'eet.  Other  pieces,  particularly  in  chairs, 
in  which  the  combination  of  white  enamel  and  dark 
mahogany  is  worked  out.  All  of  these  things  are  but 
another  expression  of  the  combination  of  white  trim 
and  mahogany  doors,  and  of  mahogany  spindles  and 
mahogany  hand-rails  for  stairs  found  in  many  houses, 
both  moch^rn  and  colonial. 

Oak  is  still  being  largely  left  to  the  nud^ers  of  mission 
furniture.  Ap]iarenl]y,  the  call  for  mission  is  as  strong 
as  ever.  The  acvejiled  finish  now  is  in  the  light  browns, 
and  thei'e  is  a  measure  of  uniformity  in  this  finish.  As 
a  genei'al  proposition,  it  may  be  said  that  the  patterns 
of  most  of  the  mission  designs  are  lighter  than  was  once 
the  case  and  all  the  furniture  better  in  design,  construc- 
tion and  finish.  It  is  more  comfortable  to  use,  as  well 
as  more  satisfying  otherwise. 

The  'jublicity  given  to  the  subject  of  attractive  home 
furnishings  hv  newspapers  and  magazines  of  late  and 
the  eft'e*  t  cf  1h(  enormous  amount  of  traveling  done  by 
nearly  everyone  who  can  afford  it,  has  raised  the 
knowledge  of  the  average  furniture  buyer  to  a  point 
where  it  is  really  above  that  of  the  average  furniture 
salesman.  This  has  made  the  selling  of  furniture  a 
much  more  difficult  proposition  than  it  was  some  years 
ago. 


FURNITURE  FACTORIES  WANTED  IN  THE  WEST 

There  are  openings  foi'  furniture  factories  at  Fort 
William,  Ont. ;  Port  Edward,  B.C.;  Darmody.  Forgray, 
Linstrom,  Melville,  Rowletta,  and  Stony  Beach,  Sask., 


Kockor  by  Stratford  Chair  Co. 


and  Edmonton  and  Tofield,  Alta.  The  secretaries  of 
the  boards  of  trade  at  these  centres  will  answer 
in(|uiries. 


The  assets  of  the  Goderich  Wheel  Rigs,  Ltd«,  makers 
of  baby  carriages  and  reed  goods,  have  been  sold  to  the 
Sidway  Mercantile  Co.,  of  Elkhart,  Tnd, 
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McKellar  Bedding  C'o.'s  factory  a  Fort  William. 


NEW  BEDDING  FACTORY  AT  FT.  WILLIAM 

The  new  buildin^j  of  the  McKellar  Redding  Co.,  at 
Fort  Williani,  has  been  completed,  and  the  plant  is 
now  in  operation.  It  is  a  modern  structure  of  fire- 
proof construction,  being  built  of  steel,  cement  and 
brick,  with  plenty  of  light  on  all  sides.  The  interior 
also  is  up-to-date,  with  emergency  fire  doors  at  every 
exit.  All  the  electric  wires  for  light  and  power  are 
encased  in  conduits  throughout  the  building. 

Besides  guarding  •igainst  fire  the  layout  of  the  build- 
ing is  designed  to  facilitate  production.  The  work- 
rooms are  bright,  cheerful  and  comf(U'table,  with  lofty 
ceilings.  The  entire  interior  is  finished  in  white.  The 
sanitary  and  ventilation  arrangements  are  first  class, 
and  there  are  lavatories  and  washrooms  on  every  floor. 
Spacious  lui'ch  and  rest  rooms  are  provided  for  the 
women  workers.  All  these  features  naturally  conduce 
to  a  cheerful,  loyal  staff  of  workers,  and  this  has  been 
the  aim  of  the  company  in  i)utting  up  this  new  and 
modern  plant. 

A  trip  through  the  building  gives  one  an  idea  of  the 
mechanical  processes  necessary  in  the  making  of  a  Mc- 
Kellar mattress  from  the  time  the  white  cotton  is  taken 
in  in  its  raw  state  till  the  finished  mattress  is  stored 
ready  for  shipment,  and  an  interesting  exhibition  it  is, 
too,  as  also  is  the  making  of  beds  and  springs. 

The  cot<^on  and  o+her  raw  materials  are  stored  in  a 
steel  shefl  whih-  awaiting  manufacture.  In  the  factory 
itself  is  installed  the  very  latest  machinery  for  making 
up  the  mattresses — cleaners,  mixers,  drying  vaults, 
carders,  and  the  other  machines  which  act  with  almost 
human  inteiligenco.  The  company  are  installing  a 
plant  to  nuikc  cxcclsioi'  foi-  their  own  use  from  native 
woods. 

The  featui-e  of  the  McKellar  bed  in  its  jx-i-fection  is 
its  sanitary  finish.  Everything  is  herinetically  sealed 
against  dust  and  germs,  ('V(>n  the  coils  being  covered 
beneath  with  tickij;g.  The  |)i'odncts  of  the  factory 
include  beds  of  all  doscriplioris,  couches  and  box  beds-^ 
all  after  the  McKellar  design. 

The  plant  at  present  cmjiloys  between  40  and  50 
hands,  but  it  is  th^^  intention  later  on  to  increase  this 
to  80  or  100. 

The  McKellar  15(  ddiiig  Co.  is  an  outgrowth  of  tlie 


Berlin  Bedding  Co.,  which  started  in  a  small  way  in 
Berlin,  and  which  in  addition  to  the  Fort  William,  has 
a  factory  and  distribiiting  warehouse  at  Toronto.  H. 
D.  McKellar  is  president  and  general  manager;  his 
brother,  L.  D.  McKellar,  is  superintendent  of  the  Ft. 
William  plant :  and  T.  M.  Winterhalt  is  secretary- 
treasurer.  P.  M.  Tnglis  is  vice-president  and  manager 
of  the  Toronto  branch,  looking  after  the  company's 
interest  throiighout  Ontario  and  the  east,  and  also  the 
city  of  Winnipeg.  D;  B.  Boney  is  western  Canada 
salesman.  Mr.  Boney  was  formerly  western  salesman 
for  J.  A.  Londen.  the  Winnipeg  representative  of  the 
Ives  Modern  Bedstead  Co.,  and  more  recently  buyer 
for  the  Neilson  Furniture  Co.,  of  Calgary. 


STAMCO  COMPANY  BRANCHING  OUT 

Stamco,  Ltd.,  successors  to  the  Saskatoon  Tent  & 
Mattress  Co.,  have  opened  a  branch  factory  and  ware- 
house at  Edmonton,  to  take  care  of  their  growing 
business  in  the  Canadian  North  and  West.  J.  Little, 
secretary-treasurer  of  the  company's  plant  at  the  Sas- 
katoon head(juarters,  has  been  promoted  to  the  man- 
agement of  the  Edmonton  branch,  where  it  is  the  com- 
pany's intention  to  make  their  woven  wire  bed  si)rings 
and  mattresses.  These,  of  course,  will  also  be  made  at 
Saskatoon,  as  well  as  tiieir  other  goods,  a  full  stock  of 
which  will  be  carried  at  both  Saskatoon  and  Edmonton. 

The  Saskatoon  factoiy  is  an  entirely  new  plant  just 
erected,  covering  40,000  square  feet  of  floor  space,  and 
so  built  that  it  may  be  doubled  in  size  when  required. 
The  company  began  making  iron  beds  just  two  months 
ago.  They  also  make  bedding,  (|uilts,  etc..  and  recently 
added  a  npw  line  of  comforters  and  down  (|uilts.  They 
are  also  manufacturers  of  a  big  line  of  tents  and  awii- 
iiigs  besides  handling  ihe  Canadian  agency  of  a  new 
patent ed  awning  arm. 

Starting  six  years  ago  in  a  small  building  Avith  a 
floor  .space  of  some  2,100  s(|uare  feet,  the  growth  of  the 
company  has  been  phenomenal.  P.  0.  Hives  is  manager 
of  the  company,  and  it  is  their  intention  1o  get  out  a 
catalogue  of  their  productions  soon. 

To  see  a  number  of  people  waiting  in  front  of  a 
furniture  store  for  the  doors  of  that  store  to  open  is 


56 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  September,  1913 


a  sight  not  often  met  with,  but  such  a  sight  was  seen 
recently  in  front  of  the  old  Campbell  Furniture  Co. 's 
store  at  Edmonton  (now  James  Ramsay,  Ltd.).  The 
attraction  was  a  "clearing  out"  sale.  The  day  pre- 
vious the  window  had  been  filled  with  bargains,  and 
the  result  was  that  a  crowd  of  20  people  were  waiting 
for  the  doors  to  open  at  8.30  the  first  day  of  the  sale. 
The  old  company  had  been  charging  too  higli  prices, 
and  the  new  firm  commenced  a  revolution  with  the  tak- 
ing over  of  the  business. 


MUNRO  PATENT  DIAMOND  BED  SPRINGS 

The  Munro  Steel  Wire  Works,  Ltd.,  Winnipeg,  re- 
cently published  a  catalogue  of  the  products  of  their 
bedding  department,  illustrative  and  descriptive  of 
their  mattresses,  bed  springs,  iron  beds  and  cots.  The 
Munro  patent  diamond  bed  springs,  the  invention  of 
James  Munro,  president  of  the  company,  is  treated  of. 
This  invention  consists  of  a  new  method  for  making  the 
diamond  si)ring  through  the  use  of  special  machinery 
by  which  a  series  of  continuous  V's,  with  a  snap  hook 
on  the  point  of  each,  is  auade.  The  uncut  spring  wire 
and  the  formation  of  the  hook  causes  the  fabric  to 
expand  to  suit  the  weight  to  be  borne,  so  that  a  light 
and  a  heavy  person  can  lie  ui)on  it  and  not  be  disturbed 
by  the  gr  eater  depression  on  the  opposite  side ;  nor 
does  the  fabric  draw  in  at  the  sides.  These  beds  and 
springs  are  put  up  for  shipping  in  such  shape  as  to 
effect  a  niaterial  saving  in  freight  charges 


CARLOAD  OF  BEDS  BURNED 

A  carload  of  furniture  was  totally  destroyed  by  tire 
on  Aug.  11,  while  en  route  from  Waterville,  Que.,  to 
Sherbrooke.  The  car  contained  bedsteads,  mattresses 
and  springs,  which  were  consigned  from  Geo.  Gale  & 
Son.  Just  after  leaving  Lennoxville  it  was  discovei'ed 
to  be  on  fire,  and  when  the  train  arrived  at  the  trestle 
an  alarm  was  rung  in  from  the  box  close  at  hand.  The 
car  was  disconnected  and  the  brigade  was  quickly  on 
the  spot  playing  on  the  flames  for  half  an  hour  before 
they  were  extinguished.  The  Avhole  of  the  contents 
estimated  to  be  worth  $500  to  $800,  were  destroyed 
either  by  fire  or  water.  It  is  supposed  the  fire  origin- 
ated through  some  sparks  from  a  passing  engine. 


BEDDING  COMPANY  PUBLISHES  PAPER 

Last  month  The  Ideal  Bedding  Co.,  Toronto,  began 
the  publication  of  a  little  four-page  paper  devoted  to 
the  interests  of  their  firm  and  their  products.  The 


second  number  of  the  "News-Bulletin,"  as  it  is  called, 
has  just  come  from  the  press.  So  well  was  the  first 
issue  received  that  it  has  been  decided  to  issue  the 
paper  monthly. 

The  first  number  describes  four  new  models  added 
to  the  Ideal  line,  and  gives  some  information  about 
new  sales  records.  The  second  number  gives  a  group 
of  portraits,  illustrating  the  management  and  sales 
staffs,  contains  some  advertising  suggestions  and  ad- 
vice, and  also  some  telling  points  on  window  display 
and  salesmanship. 


CATALOGUES 


FURNITURE  FOR  THE  OFFICE 

The  Bell  Furniture  Co.,  Ltd.,  Southampton,  Ont., 
have  recently  published  a  new  catalogue  (Xo.  14)  of 
their  office  fui'niture  products— a  guarantei'd  line  of 
high  class  chairs  and  tables  for  offices,  banks,  public 
buildings,  etc.  The  Bell  furniture  lines  have  been 
known  to  the  trade  for  38  years  now.  I'hese  furniture 
articles  are  made  of  choice  grades  of  carefully  selected 
lumber,  ({uartered  white  oak  and  solid  Cuban  mahog- 
any figuring  extensively  in  their  construction,  and  the 
32  pages  of  the  book  are  devoted  to  descriptions  and 
illustrations  of  various  sample  items  making  up  this 
extensive  line.  The  upholstered  chairs  are  made  up  in 
No.  1  furniture  leathers,  ai\d  all  the  line  is  made  by 
highly-skilled  workmen.  So  with  the  best  materials 
in  construction  and  finish,  the  result  is  an  Al  line.  All 
the  chairs  are  equipped  with  sliding  steel  tips,  and  the 
goods  are  carefully  packed  and  crated  for  shipmejit. 
A  new  price  list,  dated  July  1,  accompanies  each  cata- 
logue. The  bedroom  and  dining-room  furniture  is 
described  in  a  separate  catalogue. 


CHAIRS  FOR  ALL  USES 

The  Ball  Furniture  Co.,  Ltd.,  Hanover,  Ont.,  recently 
put  out  a  chair  catalogue  of  over  fifty  pages,  giving 
illustrations  and  descriptions  of  fully  100  different  lines 
of  office,  rocking  and  stationarj'  chairs,  stools  and  baby 
high  and  low  chairs,  in  wood,  saddle,  cobbler  and  up- 
holstered s'eats  made  of  oak  and  native  woods.  These 
chairs  are  finished  in  golden  surface,  fumed  and  early 
English.  Taken  altogether,  the  range  is  decidedly 
varied  in  style  and  finish. 


New  addition  recpntlj"  built  to  To- 
ronto plant  of  Tlie  Ideal  Bedding  Co. 
It  is  130  feet  long  by  70  feet  wide  and 
three  storeys  high.  It  is  of  brick 
fireproof  construction,  with  windows 
on  all  four  sides.  The  entire  ground 
floor  is  given  over  to  country  ship- 
ping: the  second  floor  to  the  mat- 
tress finishing  department;  and  the 
third  floor  to  an  excellently  equipped 
brass  department.  A  railway  siding 
is  at  the  rear,  and  receiving  plat- 
forms are  at  one  side.  This  front 
view  shows  part  of  the  delivery 
system.  The  i-ity  orders  are  looked 
after  in  the  old  building,  fourdouble 
wagons  and  a  big  motor  truck  being 
reiiuired  to  handle  this  end  of  the 
business. 
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STOVES 


New  Season's  Stove  Designs 

Most  of  the  Canadian  stove,  range  and  furnace  manu- 
facturers are  bringing  out  new  patterns  or  designs  in 
the  heating  or  cooking  of  goods  made  by  them.  None  of 
them  are  revolutionary,  but  all  of  them  come  under 
the  head  of  improvements,  calculated  to  strive  more  heat, 
to  do  better  work,  or  to  economize  in  the  consumption 
of  fuel. 

The  Enterprise  Foundry  Co.,  of  Sackvdle,  N.B  ,  have 
made  a  number  of  alterations  and  improvements  in 
their  "Blazer"  furnace,  in  order  to  keep  it  right  up- 
to-date.  First,  they  have  made  the  casing  perfectly 
straight,  whereas  previously  it  had  a  smaller  lower 
section,  as  they  found  that  the  trade  pr'»ferred  to  have 
the  casing  made  the  same  diameter  top  and  bottom. 

Next,  they  have  removed  the  side  clean-outs, 
and  have  made  a  new  .smoke  box  at  the  rear, 
Vv'ith  a  l^irge  pipe  collar  and  a  large  clean-out  in  same. 
These  changes  were  made  after  getting  the  opinions  of 
some  of  their  leading  customers,  and  they  find  that 
both  these  alterations  are  viewed  with  approval  by  the 
trade.  Customers  who  formerly  felt  that  the  "Blazer" 
was  ecinal  to  any  other  furnace  on  the  market  now 


The  Doherty  Mfg.  Co.,  Sarnia,  Out.,  have  Drought 
out  a  new  cast  i-ange,  plain  in  design,  with  removable 
nickel.  It  has  a  raised  broiler  top.  and  the  firebox  lin- 
ings and  gi'atcs  are  easy  to  remove.  The  flue  con- 
structions arc  so  laid  out  as  to  make  the  four  corners 
of  the  oven  the  same  tenii)('i-;'.ture,  the  gases  being  com- 
pelled to  spread  to  each  corner  of  the  oven  alike. 


LETTING  THE  PUBLIC  KNOW. 

Some  one  Canadian  stove  maker  has  made  the  state- 
ment that  there  are  972,216  defective  stoves  and 
ranges  in  use  in  the  Dominion. 

And  several  stove  retailers  of  late  have  ex- 
pressed their  opinion  that  it  was  not  that  there  were 
defective  stoves  sold,  but  that  the  chimneys  were  at 
fault — not  the  stoves;  and  that  the  onus  was  on  the 
salesman  in  not  making  a  satisfactory  sale  because  of 
ignorance,  or  just  because — 

Now  both  may  be  right.  There  are  undoubtedly  in 
Canada  a  great  many  stoves  and  ranges  in  use  that 
might  for  reasons  of  economy  and  efficiency  be  re- 
placed with  new  and  up-to-date  ones.  Herein  lays  an 
opportunity  for  the  dealer  to  increase  his  sales  of 
stoves  by  making  known  the  fact  of  his  handling  the 
best  stove  line  to  the  housekeepers  in  his  vicinity. 
Many  a  housekeeper  continues  to  use  an  old  stove  be- 
cause the  economical  features  of  the  new  stoves  are 
not  brought  to  her  attention.  But  many  a  dealer 
throughout  the  Dominion  is  content  to  have  the  cus- 


Splendid  arrangement  of  stove  stock  on  the  floorjof  a  Toronto  stove  store. 


claim  that  with  these  improvements  it  is  the  "Top 
Notcher. "  The  company  are  at  work  on  a  booklet 
illustrating  and  describing  it  fully.  Regarding  other 
patterns  the  Enterprise  people  have  concentrated  their 
energies  upon  minor  improvements,  looking  to  greater 
l>orfection  in  detail. 

The  outstanding  additions  to  The  Gurney  Foundry 
line  are  their  No.  1868  series  furnace,  also  their  cora- 
olete  new  line  for  natural  and  artificial  gas  both  for 
heating  and  cooking  purposes.  They  have  recently 
published  a  new  stove  price  list  and  repair  book  which 
nndoubfpdly  will  be  of  great  convenience  to  the  trade 
of  Canada  in  ordering  stove  repairs.  Tt  is  probably 
the  most  complete  repair  chart  yet  put  out  in  Canada. 

The  Mofifat  Stove  Co.,  Weston,  are  placing  some  new 
patterns  in  coal  and  gas  ranges  on  the  market  this 
year,  but  beyond  the  general  design  and  combinations 
there  is  nothing  radically  new  in  connection  with  them. 


tomer  come  to  the  store  instead  of  going  out  after  the 
business  and  hurrying  it  to  the  store. 

The  Enterprise  Foundry  Co.,  Sackville,  N.B..  re- 
cently figured  ont  an  estimate  of  the  cost  of  spoilage 
of  food  in  the  kitchens  of  the  country  because  of  bad 
cooking  due  to  the  use  of  old  and  worn-out  stoves, 
which  if  set  before  the  public  would  make  a  mightv 
strong  argument  for  the  dealer's  side  of  the  ease  and 
help  him  sell  stoves  now  instead  of  two,  five  or  ten 
vears  hence. 

Old  Stoves  Waste  Food. 

Usinc  the  anthoritativo  statement  of  a  promincDt 
food  expert  that  "the  spoilafre  of  food  in  coolciiv  (^(in- 
stitutes one  of  the  greatest  wastes  in  the  worlrl"  and 
basing  the  estimate  on  the  same  expert's  figures  that 
10  per  cent,  of  all  food  is  wasted  after  reachinor  the 
kitchen,  the  value  of  this  waste,  basing  it  on  a  cost  of 
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25  cents  a  day  for  food  for  the  seven  million  people  in 
Canada.  Avonld  be  $63,875,000  a  year.  Presuming  that 
60  per  cent,  of  this  waste  occurs  in  connection  with 
up-to-date  cooking  apparatus,  there  would  still  be  left 
$25,550,000  due  to  defective  and  inadequate  cooking 
apparatus.  But  in  old  and  worn-out  stoves,  every  per- 
son will  admit,  there  is  a  higher  percentage  of  loss 
than  in  a  new  stove,  so  placing  this  waste  at  only  15 
per  cent,  there  is  an  annual  waste  of  $3,832,500  due 
entirely  to  old  and  worn-out  stoves — a  total  nearly 
equal  to  a  year's  sale  of  stoves  in  all  parts  of  Canada. 

Bringing" it  down  to  a  single  stove's  lifetime  of  use- 
fulness there  is  a  probable  waste  of  $1,000  of  food  per 
stove.  If  the  use  of  the  very  best  and  most  convenient 
range  it  is  possible  to  make  will  result  in  a  diminution 
of  only  15  per  cent,  of  the  food  waste  which  ordinarily 
occurs  in  cooking,  the  housekeeper  could  afford  to  pay 
$180  for  the  best  range  in  preference  to  receiving  the 
ordinary,  cheap  range  as  an  absolute  gift. 

All  this  is  information  worth  while  to  the  dealer  for 
him  to  pass  on  to  his  customers  or  the  prospective  cus- 
tomers in  his  vicinity.  Circular  letters  sent  out  period- 
ically, advertising  in  the  local  press,  window  displays, 
demonstrations  in  the  store— all  these  are  helps  in 
arousing  interest,  in  causing  attention,  in  bringing  peo- 
ple to  the  store.  But  the  stove  must  be  sold  yet,  and 
that  depends  to  a  great  extent  on  the  capabilities  of 
the  dealer  as  a  salesman. 


NEW  GAS  RANGE  LIGHTING  DEVICE 

A  new  gas  stove  lighting  device  is  being  shown  in 
Toronto  and  throughout  Canada  at  present.  It  is 
called  the  Spit-Fire  Gas  Lighter,  because  when  the  push 
button  is  pressed  it  spits  out  fire  to  the  gas  burners  on 
top  of  the  range,  lighting  them  instantly.    It  is  fur- 


White  streak .s  are  jets  of  flame  reaching  out  to  burners. 

nished  on  all  the  gas  ranges  made  by  the  A.B.  Stove 
Co.,  of  Canada,  Limited,  Montreal.  It  is  a  convenient 
device,  as  it  is  always  ready,  and  the  gas  it  consumes  be- 
ing less  than  a  foot  a  M^eek.  It  is  also  economical,  as  it 
lights  the  gas  after  the  kettle  or  other  cooking  utensil 
is  in  place,  no  matches  being  needed  whatsoever.  It 
is  reliable  in  that  it  always  lights,  and  there  is  nothing 
to  get  out  of  order.  It  can  be  used  only  on  top  of 
ranges,  however.  For  lighting  the  oven  heater  it  is 
still  necessary  to  use  a  match.  , 


THUMB  MARKS  THAT  BOOSTED  SALES 

"Any  'dub'  can  'sell'  a  man  what  he  wants  to  buy, 
but  it  takes  a  real  salesman  to  sell  what  he  wants  the 
customer  to  buy,"  said  the  sales  manager  of  an  Ohio 
stove  concern.  "  'Push  high-grade  stoves,'  was  the  gist 
of  my. instructions  to  the  sales  force  ;  'by  doing  so  you'll 
boost  our  profits  and  your  commissions.' 

"Most  of  the  boys  heeded  these  instructions.  But 


the  order  sheets  of  Fred  Horton,  our  Missouri  salesman, 
always  called  for  low-priced  goods.  T  felt  sure  that 
Horton  was  not  pushing  high-priced  stuff,  and  I  told 
him  so  Avhon  he  came  to  headquarters  for  our  ((uarterly 
'get-together'  meeting.  He  insisted  that  he  was  plug- 
ging high-priced  goods  hard. 

"In  the  stove  btisiness  a  salesman  can't  carry  a 
line  of  samples,  unless  he  hires  a  special  car.  He  has 
to  sell  fj'oiii  photographs.  Our  men  carried  a  loose-leaf 
portfolio  of  photographs  of  our  complete  line.  Before 
.  the  boys  left  for  the  road  I  called  in  the  portfolios  as  I 
wanted  to  remove  the  photo  of  an  obsolete  stove  and 
substitute  a  newer  model.  In  making  the  change  in 
Horton 's  book,  something  flashed  into  my  mind.  I 
called  him  into  my  office. 

"  'Fred,'  T  remarked,  'you  assured  me  that  you  were 
])ushing  tlie  high-grade  stoves.' 

"  'Yes.'  was  his  reply. 

"Picking  up  his  portfolio,  I  flashed  back  at  him: 
'Then  how  do  3'ou  account  for  the  fact  that  the  photo- 
graphs of  low-priced  stoves  are  all  thumb-marked  and 
worn  at  the  edges,  while  those  of  the  high-priced  stoves 
ar-^  fresh  and  clean?' 

"My  deduction  was  right,  and  it  struck  home.  Hor- 
ton admitted  that  he  had  not  pushed  high-grade  stovs 
because  they  were  harder  to  sell,  and  he  Avanted  to 
make  a  record.  T  cautioned  him  on  the  folly  of  ti-ying 
to  hide  anything  from  me,  gave  him  a  line  of  talking 
points  to  us'^  in  sellijig  high-priced  stoves,  and  encour- 
aged him.    He  went  back  to  his  territory. 

"Ten  days  later  he  sent  in  a  big  order.  It  called  for 
high-grade  stoves  exclusively.  At  the  bottom  Avas  a 
notation  'Your  detectiA'e  Avork  on  my  photographs  is 
responsible  for  this.'  " — Business. 


NEW  T.EN-FOOT  EXTENSION  TABLE 

A  new  feature  extension  dining  table  is  that  just 
brought  out  by  P!'i)plcr  Bros.,  in  their  ncAV  factory  at 
Hanover.  Out.  This  n.ow  feature  consists  of  a  double 
set  of  drop  legs  attached  to  the  xxnder  side  of  each  end 
of  the  table,  Avhich,  Avhen  in  use,  gives  extra  support 
to  the  table.  The  table,  AA'hich  may  be  had  in  divisable 
or  non-divisable  cenU-e  pedestal,  can,  of  itself,  because 
of  the  heavy  base  of  pedestal,  carry  an  extension  of 
eight  feet  without  dividing,  AA'hich  Avottld  suit  the  re- 
quirements of  any  ordinarily  large  number  of  diners. 
This  may  be  extended  an  additional  four  feet,  or  tAvelve 
feet  in  all,  by  the  letting  doAvn  of  the  extra  sets  of  drop 
legs.  Avhich.  Avhfn  not  in  use.  are  folded  up  imder  the 
edge  of  the  tabic  entirely  out  of  sight.  These  legs  are 
small  spindles,  but  made  of  tough  Avood  capable  of 
holding  a  great  Aveight  on  the  table  above  and  har- 
monizing with  the  style  of  the  table  itself.  Furniture 
dealers  Avho  have  seen  the  table  speak  highly  of  the 
article,  and  think  the  extra  drop  legs  feature  an  invit- 
ing one  for  buyers  Avanting  a  large  dining  table,  Avhich 
may  be  closed  up  to  occupy  small  space  Avhen  not  in  use. 
The  company's  representatives  are  carrying  illustra- 
tions of  this  new  table. 


KENSINGTON  FURNITURE  CO.  BURNED  OUT. 

The  Kensington  Furniture  Co.,  Goderich,  were  burned 
out  on  August  22.  Loss  is  estimated  at  $50,000.  Spon- 
taneous combustion  in  the  finishing  department  is  sup. 
posed  to  have  been  cause  of  fire. 


Geo.  McLagan,  president  of  The  George  McLagan 
Furniture  Co..  Tjtd..  Startford,  Ont.,  returned  recently 
from  a  six-months'  sojourn  in  Europe  and  Egypt. 
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Outlook  for  Fall  Furniture  Trade 


Below  are  given  briefly  ;)  mimber  of  interviews  of 
furniture  manufacturers  respecting  the  outlook  for  fall 
business.  They  give  a  good  idea  of  the  present  con- 
dition of  business,  and,  as  will  be  remarked,  a  hopeful 
l)rospect  for  the  eoming  season's  trade: 

"We  expect  the  ti-ade  during  the  fall  season,"  says 
one,  "to  be  a  great  deal  better  than  it  has  been  dtiring 


a  rough  estimate  of  the  damage  done  to  building  and 
stock  being  placed  betw  een  $15,000  and  $20,000.  For 
a  time  it  looked  as  though  the  whole  block  would  be 
completely  wiped  out,  for,  when  the  firemen  arrived 
on  the  sf^ene,  flames  were  bursting  upward  through  the 
elevator  shaft  located  in  the  southeast  corner  of  the 
structure,  and  the  heat  coming  from  these  was  so  fierce 
that  it  was  found  impossible  to  draw  near  enough  to 
investigate  their  origin.  House  furniture  of  all  styles 
was  inside,  and  wrapped  around  the  different  pieces 
were  roll  after  roll  of  papei-.  Burning  varnish  made 
the  Avork  of  the  firefighters  all  the  more  dangerous, 
it  being  impossible  to  stand  up  against  the  fumes. 


the  same  season  in  past  years — in  Ontario,  Quebec  and 
the  Maritime  Provinces.  We  are  not  so  confident,  how- 
ever, as  to  the  outlook  in  the  northwest,  but  believe 
that  if  the  crops  are  good  business  in  that  section 
should  be  improved  to  a  very  great  extent. ' ' 

"If  we  may  .judge  by  the  past  six  months,"  says 
another,  "we  would  say  the  outlook  is  good  in  Ontario 
and  the  East,  but  not  too  bright  in  the  West.  A  good 
crop  in  the  Western  provinces  will  improve  conditions, 
but  even  at  best  it  will  be  late  in  the  fall  before  the 
money  for  the  crop  will  get  into  circulation ;  and  Avhile, 
no  doubt,  business  will  be  offering  from  the  West,  we 
don't  want  it  from  many  centres  until  last  year's  bills 
are  entirely  eloaned  up,  which  are  being  reduced  very 
slowly. ' ' 

A  third  manufacturer  thinks  "the  outlook  for  fall 
trade  appears  to  be  fair.  We  do  not  expect  any  great 
rush  in  business,  nor  do  we  expect  business  to  be  very 
slow — we  look  for  good,  average  business  in  the  eastern 
provinces.  Of  course,  the  Western  business  will  de- 
pend mainly  on  the  result  of  the  harvest,  but  even 
granted  good  harvest,  we  do  not  see  how  the  West  can 
recuperate  in  one  season  from  the  results  of  over-specu- 
lation so  apparent  in  this  part  of  the  country;  but, 
granted  good  crops,  there  should  be  a  fair  amount  of 
business  moving  in  the  West  also.  The  tendency  seems 
to  be  to  satisfy  immediate  wants  only." 

A  number  of  other  manufacturers  interviewed  con- 
tented themselves  with  saying  that  "trade  is  fair"  or 
"trade  is  rather  quiet  at  present,  especially  in  the 
West;  we  see  no  reason,  however,  why  it  should  not 
improve  shortly";  or  some  such  statement  or  remark. 


FIRE  IN  FURNITURE  WAREHOUSE 

The  three-storey  building  used  as  a  warehouse  by  the 
Metropolitan  Furniture  Company,  at  92  King  Street 
West,  Hamilton,  fell  an  easy  prey  to  the  flames  recently, 


BERLIN'S  1914  FURNITURE  EXHIBITION 

The  furniture  factories  at  Berlin  and  Waterloo  are 
already  getting  busy  for  their  furniture  exhibition 
next  January.  Wh^le  the  date  has  not  been  definitely 
fixed,  it  is  i)ractica]ly  decided  to  hold  the  event  during 
the  week  of  January  12  to  17.  Even  at  this  early  date 
rhe  tentative  plans  show  a  bigger  and  better  show  than 
ever  befoi'c. 


UP-TO-DATE  FURNITURE  FACTORY 

Wli.it  is  said  to  be  one  of  the  finest  and  best  equipped 
furniture  factories  in  Canada  is  that  of  The  Hespeler 
Furniture  Co.,  Ltd.,  at  Hespeler,  Ont.  It  is  built  of 
Milton  pressed  brick,  and  is  of  mill  construction.  The 
show-room,  when  finished,  will  be  up-to-date,  and  in 
thorough  keeping  with  the  other  departments  of  the 
building.  The  interior  of  this  room  is  finished  in  white 
enamel,  and  throughout  the  plant  the  whole  interior 
has  been  painted  white,  making  a  bright,  clean  and 
cheerful  appearance.  A  sprinkler  fire  protection  sys- 
tem is  installed  throughout  the  plant. 

Tn  the  showroom  are  displayed  splendid  samples  of 
the  company's  furniture  lines  in  antique,  Sheraton,  old 
English,  fumed  oak  and  other  finishes.  Mr.  Gruetzner, 
the  manager,  is  extending  an  invitation  to  the  trade 
^0  visit  the  new  showrooms  and  plant. 

Two  upw  members  have  been  added  to  the  traveling 


New  factory  of  the  HespclerlFurniture  Co.,  Limited. 

staff'  in  the  AVest,  making  seven  representatives  in  all. 
They  are:  W.  J.  Craig,  Percy  E.  Brown.  J.  A.  Loudon, 
F.  A.  Loudon,  Peter  Zinn,  W.  J.  Burney  and  G.  H.  Mc- 
Donald, the  latter  two  representing  the  company  in 
Manitoba  and  Saskatchewan. 


FURNITURE  STORE  OPPORTUNITIES 

According  to  the  secj-etaries  of  the  boards  of  trade 
openings  for  furniture  stores  exist  at  Allan,  Cudworth, 
Grandora.  Leney,  Meacham.  Talmage  and  Young] 
Sask.,  and  at  Holden,  Mirror  and  Wabamun,  Alta, 
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Knobs  of  News 


W.  S.  Love  has  opened  a  furniture  store  at  Calgary. 

F.  Clegg  is  ojiening  up  a  furniture  store  at  823  Ferry 
street,  Niagara  Falls. 

Lang--vin  &  L'Areheveque,  furniture  dealers,  Mont- 
real, have  been  registered. 

J.  H.  Tavlor.  has  sold  his  furniture  biisiness  at  Carn- 
duff,  Sask.',  to  F.  L.  Merritt. 

A  furniture  business  has  been  opened  at  Assinaboia, 
Sask.,  by  J.  A.  Benson  &  Son. 

Damage  was  done  by  fire  recently  to  the  Excelsior 
Furniture  Co.,  of  Calgary,  Alta. 

A  new  furniture  store  is  being  opened  at  950  Yonge 
street; Toronto,  by  R.  A.  Stokes. 

The  assets  of  Le  Poele  National,  Ltd.,  L 'Islet,  Que., 
manufacturers  of  stoves,  have  been  sold. 

0.  E.  Weber,  manager  of  the  Waterloo  Furniture  Co., 
Waterloo,  Ont.,  is  at  present  on  a  trip  to  Europe. 

W  J.  Lindsay,  home  furnisher,  Woodstock,  Ont.,  has 
purchased  a  new  motor  truck  for  delivery  purposes. 

The  St.  John  Board  of  Trade  is  making  efforts  to 
induce  some  large  furniture  plant  to  locate  in  that  city. 

E  J.  Patrick,  formerly  manager  of  the  Conrey  Furni- 
ture Co.,  Guelph,  is  opening  up  a  business  of  his  own 
in-  that  city. 

«■  Beaiichemin  &:  Co.,  hardware  and  furniture  dealers, 
Shawinigan  Falls,  Que.,  have  sold  their  hardware  stock 
to  T.  Parent. 

PettepLici'  &  Myles,  furniture  dealers,  Walkerton, 
Ont.,  have-  dissolved  partnership.  The  business  will  be 
continued  by  Eli  Myles. 

The  new  Commercial  Club  building  has  been  opened 
at  Regina.  All  the  furniture  used  in  the  building  is 
said  to  have  been  made  in  that  city. 

Buchanan  &  Co.,  furnitui-e  dealers,  St.  Stephen,  N.B., 
have  dissolved,  W.  J.  McWha  retiring.  Tlie  business 
will  be  continued  under  the  old  name. 

All  the  merchants  of  Hamilton  decorated  for  the 
centennial  festivities,  furniture  dealers  as  well  as 
others.  The  Hoodless  Furniture  Co.  made  an  especially 
fine  showing. 

The  A.  W.  Cressman  Co.,  Limited,  Peterborough, 
Ont.,  are  enlarging  their  premises.  Of  seven  new  de- 
partments that  are  to  be  added,  one  is  to  be  given  up 
entirely  to  furniture. 

D.  A.  Gruetzner,  manager  of  the  Hespeler  Furniture 
Co.,  Hespeler,  Ont.,  met  with  a  serious  accident  to  his 
eye  some  short  while  ago,  wliich  necessitated  his  treat- 
ing with  an  eye  specialist. 

C.  R.  Dixon,  proprietor  of  The  Dixon  Mfg.  Co.,  Cal- 
gary, Alta.,  makers  of  tents,  awnings,  mattresses,  and 
dealer  in  furniture,  is  offering  his  business  for  sale, 
owing  to  declining  health. 

Mes.srs.  Hope  and  Carvill,  formerly  of  Chesley,  Ont., 
but  new  to  the  furniture  business,  have  bought  the 
furniture  store  and  stock  and  undertaking  business  of 
Scott  &  Grant,  at  Paisley,  Ont. 

A.  J.  Dinsmore  is  making  extensive  alterations  at  91 
Bloor  Street  West,  Toronto,  putting  in  a  store  front, 
etc.,  preparatory  to  opening  new  furniture  parlors 
there.  At  present  Mr.  Dinsmore  is  at  7  Bloor  Street 
East. 

H:  S.  Robertson,  former  mathematical  master  at  the 
Normal  School,  in  Stratford,  has  taken  up  his  duties 
as  secretary-treasurer  of  The  Geo.  McLagan  Furniture 


Co.,  Limited,  to  which  position  he  has  been  recently 
appointed. 

The  Canadian  Credit  Men's  Association,  Ltd.,  has 
increased  its  capital  from  $5,000  to  $100,000,  and  has 
changed  its  name  to  The  Canadian  Credit  Men's  Trust 
Association,  Jjtd.  The  new  stock  issue  is  placed  at 
$10  a  share. 

The  Canadian  Credit  Men's  Association  (Ontario 
division)  has  been  successful  in  the  passage  of  an 
amendment  to  the  criminal  code.  It  deals  with  the 
making  of  or  issuance  of  a  false  or  fraudulent  state- 
ment a  criminal  offence. 

Chas.  Petteplace  and  Eli  Myles.  who  have  been  carry- 
ing on  a  furniture  business  in  Walkerton,  Ont..  for  the 
past  eleven  years  under  the  firm  name  of  Petteplace 
&  Myles,  have  dissolved  partnership,  Mr.  Myles  taking 
over  the  business.  He  has  been  connected  with  the 
furniture  business  for  the  past  twenty-four  years  and 
now  becomes  sole  prop^'ietor  of  the  business. 

An  unusual  case  is  reported  at  Montreal,  where 
Frank  Malouin,  formerly  of  Long  Island.  N.  Y.,  recent- 
ly loaded  up  his  goods  and  chattels  for  .Montreal,  where 
he  had  made  up  his  mind  to  settle.  The  goods,  which 
were  valued  at  $500,  were  shipped  by  the  Grand  Trunk 
Railway.  From  that  date  to  this  the  railway  has  been 
unable  to  find  any  trace  of  the  furniture.  Malouin  has 
his  bill  of  lading,  and  he  now  sues  the  Grand  Tnmk 
Railway  for  $500. 

J.  M.  Knowles  and  Son,  fui-niture  dealers  and  under- 
takers, at  the  corner  of  King  and  James  Street,  Dun- 
das,  are  having  their  place  of  business  remodelled,  and 
when  it  is  completed  it  will  present  one  of  the  hand- 
somest business  houses  in  Dundas.  Carpenters  have 
been  at  work  tearing  down  the  heavy  cornice  that  has 
been  on  the  building  for  several  years,  while  the  rooms 
facing  Main  Street  have  been  cleared  out,  preparatory 
to  a  f'0!iii)lr'te  renovation.  New  coi-iiice  work  will  be 
put  on  the  outside,  but  of  a  nuieh  lighter  type  than  the 
old  one. 


CREDIT  BUSINESS  AND  ORGANIZATION 

The  necessity  of  a  strong  and  increasingly  active 
organization  among  furniture  dealers  was  one  of  the 
principal  themes  discussed  at  the  second  annual  con- 
vention of  the  National  Home  Furnishers'  Association 
which  met  in  New  York  recently.  This  feature  was 
driven  home  by  President  Raphael  Levy,  of  Philadel- 
phia, in  his  inaugural  address.  Among  other  points, 
the  speaker  made  the  following,  dwelling  particularly 
on  the  relation  of  organization  to  the  credit  business: 
"We  cannot  dwell  too  strongly  on  tlie  formation  of 
local  and  state  associations,  as  this  is  the  only  way  we 
can  secure  legislation,  which  is  conducive  to  our  busi- 
ness. I  have  learned,  through  correspondence  with 
members,  that  vicious  bills  have  been  introduced  into 
the  various  legislative  bodies  of  almost  every  state, 
aiming  at  the  instalment  dealer;  and  magazine  articles 
have  been  written  upon  the  subject.  Judicial  decisions 
rendered  recently  have  been  particularly  obnoxious 
and  harmful ;  all  seem  to  be  in  harmony  with  an  under- 
current which  is  highly  antagonistic  to  the  credit 
business.  This  is  most  serious  from  the  fact  that  fully 
75  per  cent,  of  the  business  of  our  country  is  now  ])eing 
transacted  on  a  credit  basis.  It  requires  concentrated 
effort  on  our  part  that  these  vicious  attacks  should 
be  met  fairly  and  squarely.  If  in  the  wrong  we  Avill 
yield  the  point,  but  we  want  justice.  Merchants  Avhose 
entire  capital  and  life's  work  are  invested  in  this 
business  should,  and  must,  have  protection  in  their 
rightful  iconduet  of  a  perfectly  legitimate  business," 
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The  Furniture  Factory 


A  Department 

for  the 
Manufacturer 


INCREASING  PROFITS  BY  SCIENTIFIC 
MANAGEMENT* 

By  James  Napier  Dodge** 

If  an  establislimeiit  is  conducted  both  in  its  manu- 
facturing and  executive  departments  in  an  unscientilic 
maimer,  it  is  obvious  that  its  net  profits  are  not  so 
great  as  they  would  be  if  tlie  management  were  under 
the  higliest  type  of  scientific  direction  and  control,  in 
other  words,  tliere  is  an  augmentation  of  profit  through 
proper  management  of  the  establishment  as  a  Mdiole, 
and  it  goes  without  saying  that  this  condition  calls  for 
co-operation  in  the  highest  degree  between  all  those 
connected  with  the  plant.  This  co-operation  will  result 
in  creasing  the  profits,  and  therefore  the  concern  will 
have  to  its  credit  more  money  than  it  otherwise  would, 
and  it  is  from  the  division  of  this  extra  profit  that  the 
owners  and  operatives  can  rightfully  obtain  reward 
for  their  joint  effort  and  general  betterment. 

To  illustrate,  I  might  say  that  a  certain  concern  is 
making  a  fiet  profit  of  $100,000  a  year.  The  wage 
earners  feel  that  they  should  have  an  increase  in  wages. 
The  management  is  well  satisfied,  considering  the  in- 
vestment and  the  effort  they  make,  that  $100,000  net 
profit  is  none  too  much,  and  if  anything  is  too  little. 
Each  side  feels  that  the  other  should  give  way,  the 
wage  earners  that  part  of  this  $100,000  should  be 
handed  over  to  them  in  the  shape  of  wage  increase, 
while  the  proprietor  believes  that  the  working  men  are 
already  receiving  too  much  and  that  their  wages  should 
be  curtailed  and  the  profit  to  the  management  increased 
above  the  $100,000  mark. 

It  is  beyond  the  scope  of  human  knowledge  to  decide 
whether  the  balance  between  the  employer  and  employe 
is  exactly  right  or  not.  All  that  we  can  judge  by  is  the 
average.  If  Ave  could  tell  what  the  average  earnings 
are  in  a  given  line  of  industry,  and  what  the  average 
profits  are,  we  might  assume  that  these  figures,  hav- 
ing been  arrived  at  through  a  long  period  of  time  and 
experience,  are  nearly  if  not,  in  fact,  exactly  right, 
flow  is  it  possible  for  either  side  to  secure  greater  com- 
pensation without  working  hardships  to  the  other? 
ft  would  seem  that  there  is  only  one  possible  solution, 
and  that  is  to  increase  the  net  gain  by  increasing  the 
output,  thus  enabling  the  employers  to  increase  their 
earnings  and  also  the  wages  of  their  employees.  It  is 
obvious  that  if  this  is  done  the  percentages,  repre- 
senting wages  on  the  one  hand,  and  net  earnings  on  the 
other,  need  not  be  radically  changed  for  either  side  in 
order  that  there  may  be  an  increased  return  to  both, 
because  the  amount  to  be  apportioned  has  been  in- 
creased. This  is  what  scientific  management  can  ac- 
complish and  is  aecomijlishing  to-day. 

The  very  foundation  of  scientific  management  is  in- 
creasing prosperity  by  intelligent  co-operation.  It 
is  known  to  all  that  industrial  unrest  comes  from  the 
lack  of  agreement  as  to  what  shall  be  the  division  of 
the  earnings  of  an  establishment. 

Bad  management  and  exploitation  of  an  industry 
hold  down  the  profit,  and  if  at  the    same    time  the 

*Froin  an  address  delivered  at  the  joint  meeting  of  the  American 
Society  of  Mechanical  Engineers  and  the  Verein  Deutscher  Tngpnieure 
Leipzig,  Germany,  .Tune  23,  191.3. 

**Chairman  of  board,  Link-Belt  Company,  Philadelphia. 


workers  feel  that  they  are  doing  their  best  and  should 
receive  more  wages,  we  have  a  condition  leading  to 
mutual  mistrust  and  consequently  industrial  disagree- 
ment, the  result  of  which  we  all  know  only  too  well 
If,  on  the  other  hand,  the  management  of  an  establish- 
ment is  all  that  can  be  desired  in  the  matter  of  its  ac- 
counting, selling  and  advertising,  and  other  deijarc- 
ments,  and  the  shop  is  behind,  either  because  of  obso- 
lete machinery  or  inefficient,  untrained  and  dissatisfied 
operatives,  the  same  results  may  be  looked  for — that 
is,  discontent,  mutual  distrust  and  strife.  If,  however, 
the  fact  is  recognized  that  neither  eirployer  nor  em- 
ployee is  alone  to  be  benefited  by  the  introduction  of 
scientific  management,  but  that  it  is  essentially  and 
necessarily  a  matter  of  mutual  good,  enlightenment  and 
co-operation,  it  puts  a  new  phase  on  the  matter. 


WHERE  TO  LOOK  FOR  WASTED  POWER. 

A  little  study  of  the  factory  power  system  is  often 
worth  while,  since  it  will  often  reveal  power  wasfe 
which  may  be  stopped.  In  the  boiler  room,  in  the  en- 
gine room,  in  transmitting  the  power,  and  in  applying 
it  at  machines,  wastes  can  often  be  found.  The  fac- 
tory manager  or  superintendent  may,  by  .systematic 
and  regular  investigations,  locate  and  reduce  definite 
power  losses  and  make  a  smaller  coal  pile  do  the  work. 

*  *    *  * 

Beginning  with  the  boiler  room  there  are  several 
things  that  should  receive  .attention.  One  of  the  most 
important  of  these  is  the  removal  of  scale  from  the 
boiler.  A  scale  on  the  boiler  one-eighth  of  an  inch 
in  thickness  increases  the  amount  of  fuel  consumed  36 
per  cent. ;  decreases  the  amount  of  water  vaporized 
per  hour  32  per  cent. ;  and  causes  a  loss  of  50  per  cent, 
of  steam  generated  per  pound  of  coal  per  hour. 

It  may  be  that  the  installation  of  stokers  would  elim- 
inate a  large  coal  loss.  Some  of  the  common  errors 
in  poor  hand  firing  are  putting  too  large  a  quantity  of 
coal  in  the  furnace  at  one  time  and  covering  the  bed 
so  quickly  that  the  air  supply  becomes  choked,  render- 
ing combustion  incomplete.  Irregularity  in  firing,  or 
allowing  the  fire  at  times  to  burn  so  low  that  an  excess 
of  air  supply  passes  through  it,  is  just  as  bad.  Uneven 
distribution  of  coal  in  the  furnace  results  in  the  forma- 
tion of  holes  throiigh  which  an  excess  of  air  may  pass; 
also,  sometimes  the  quantity  of  air  is  insufficient  for 
good  combustion. 

*  #    #  « 

The  position  of  the  engines  in  relation  to  the  boilers  is 
important  in  obtaining  maximum  efficiency.  From  a 
point  of  economy,  the  steam  should  reach  the  engine 
as  nearly  as  possible  at  the  same  pressure  as  that  of 
the  boiler.  But  in  practice  this  is  seldom  attained, 
even  though  the  main  pipe  is  comparatively  short, 
properly  designed  and  adequately  covered  with  non- 
conducting material. 

If  the  engines  are  some  distance  from  the  boilers, 
excessive  drops  in  pressure  may  be  stopped  by  covering 
the  steam  pipes  with  pipe  covering.  Steam  pipes,  feed 
water  pipes,  boilers,  steam  drums,  receivers  and  sep- 
arators should  be  covered  to  r(>duce  radiation  losses  to 
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a  minimum.  If  more  attention  were  paid  to  design  and 
installation  of  the  main  steam  pipes,  as  to  proper  sizes, 
doing  away  with  all  unnecessary  bends  and  elbows 
and  care  as  to  use  of  valves,  a  greater  steam  pressure 
would  be  obtained. 

This  is  the  time  of  year  when  attention  should  be 
paid  to  the  heating  system.  Last  winter  perhaps,  there 
wasn't  sufficient  heat  in  the  factory  or  certain  depart- 
ments were  warm  while  others  were  cold.  Perhaps 
you  operate  a  dryer  or  dry  kiln  or  oven  and  there 
wasn't  sufficient  heat  produced  with  the  power  equip- 
ment available  to  do  all  the  work  it  was  called  upon  to 
do  and  heat  the  kiln  as  well.  This  situation  is  worth 
studying. 

#  »    #  * 

In  the  transmission  of  power,  there  may  be  losses 
which  eat  up  much  more  coal  than  is  realized.  One  of 
these,  great  wastes  of  power  is  the  poor  alignment  and 
level  of  shafting.  This  can  best  be  shown  by  an  illus- 
tration which  is  taken  from  the  investigation  of  Mr. 
H.  Prime  Kietfer: 

In  a  certain  large  shoe  manufacturing  concern  it  was 
found  that  the  shafts  were  all  in  a  bad  state,  varying 
from  2V^  inches  out  of  level,  to  inches  out  of  line. 
This  wa.s  on  shafts  about  100  feet  long  and  from  3  7-16 
to  1  15-16  inches  diameter.  It  was  taking  85  horse 
power  to  turn  the  shafts  with  all  belts  on  but  no  work 
being  done  on  any  of  the  machines,  while  it  took  ap- 
proximately 125  horsepower  on  full  load,  or  68  per 
cent,  friction  load.  This  shoe  company  has  three  fac- 
tories within  a  radius  of  fifty  miles  and  it  would  pay 
it  very  handsomely  to  line  up  the  shafts  of  the  dif- 
ferent plants  with  a  modern  appliance.  Since  the  test 
was  made,  and  at  a  very  small  labor  cost,  the  shafts 
kept  nearly  correct. 

#  ^        ^  ^ 

In  the  application  of  power  there  is  sometimes  a 
waste  of  power.  For  instance,  in  one  plant  the  foundry 
was  separated  by  a  driveway  of  fourteen  or  sixteen 
feet  from  the  main  building,  and  the  line  shaft  of  the 
machine  shop  was  run  through  to  the  foundry,  where 
cleaning  mills  and  grinders  were  operated  for  abou',- 
two  hours  in  the  morning  and  the  cupola  blower  for 
about  an  hour.  During  the  other  six  or  seven  hours 
each  day  the  shaft  was  consuming  in  friction  as  much 
power  as  the  machines  took  during  the  three  hours 
they  were  in  operation.  By  placing  a  clutch  at  the 
end  of  the  line  shaft  nearest  the  main  drive,  the  owner 
of  the  plant  cut  out  the  friction  loss  in  the  simplest 
possible  manner.  Instead  of  shutting  otf  the  power 
at  the  machine  he  shut  off  the  power  at  the  other  end 
of  the  line  shalt. 

The  substitution  of  roller  or  ball  bearings  for  or- 
dinary bearings  will  often  eliminate  a  great  deal  of 
friction  loss.  In  referring  to  the  saving  of  such  bear- 
ings in  a  discussion  at  the  American  Society  of  Mech- 
anical Engineers,  Mr.  T.  F.  Salter  said: 

"A  Pennsylvania  shoe  manufacturer,  with  an  elec- 
trically driven  shop,  found  himself  compelled  to  add 
considerable  new  equipment  in  departments  where 
the  'motors  used  were  already  overloaded.  He  con- 
cluded that  new  and  large  motors  were  necessary,  but 
before  taking  action,  he  consulted  engineers,  who 
after  investigation  recommended  that  roller-bearing 
hanger  boxes  be  purchased  and  the  old  motor  equip- 
ment retained.  One  department  required  sixty-eight 
horsepower  with  babbitted  boxes.  The  application 
of  steel  roller-bearing  hanger  boxes  reduced  the  power 
co'nsumption  to  fifty  horsepower,  a  saving  of  eighteen 
horsepower,  or  nearly  twenty-four  and  five-tenths  per 
cent.,  and  enabled  the  old  motors  to  drive  the  new 


equipment,  with  a  small  reserve  for  additional  equip- 
ment. 

This,  then,  shows  the  need  of  investigating  the  fac- 
tory power  problems.  There  are  many  other  things 
to  be  considered,  but  the  possibilities  of  savings  are 
realized  when  a  systematic  inspection  of  all  the  power 
equipment  is  made.  Little  and  big  losses  will  be 
brought  to  light.  For  instance,  ring  bearings  will  make 
daily  oiling  of  bearings  unnecessary.  The  savings  will 
help  considerably  in  cutting  down  the  coal  bill  to  a 
minimum  amount. 


A  RED  LIGHT  SUMMONS  THE  SUPERINTENDENT 

In  one  factory,  it  is  necessary  occasionally,  to  call  the 
superintendent  to  the  office  for  consultation.  When 
his  services  are  required,  a  switch  is  turned  in  the 
office  turning  on  a  red  light  in  a  prominent  place  in 
the  factory.  When  the  superintendent  comes  to  the 
office  he  turns  ot¥  the  light. 

If  the  call  is  urgent,  the  light  is  flashed  by  turning 
the  switch  on  and  off.  Then  a  man  nearest  the  light 
hunts  up  the  superintendent,  if  he  happens  to  be  out 
of  sight  of  the  light,  and  informs  him  that  he  is  re- 
([uired  at  the  office  at  once.  This  plan  has  worked  very 
satisfactorily. 


DIVISIONAL  AND  DEPARTMENTAL 
ORGANIZATION* 

There  are  two  main  methods  of  handling  the  organ- 
ization problem  as  a  whole,  namely,  the  divisional  and 
departmental  plans.  Under  the  divisional  jjlan  single 
plants  and  enterprises  are  given  a  more  or  less  com- 
plete organization  under  a  chief  executive  officer.  The 
departmental  plan,  on  the  contrary,  provides  an  officer 
in  charge  of  all  similar  departments  wherever  situat- 
ed, with  sub-officers  reporting  to  him  at  each  place. 
In  actual  practice  the  divisional  plan  of  organization 
is  never  carried  out  in  its  completeness.  Motives  of 
economy  and  varying  local  conditions  often  do  not  per- 
mit of  the  theoretically  necessary  sharp  separations  of 
work  at  different  places. 

With  the  departmental  plan  of  organization  this  diffi- 
culty disappears,  but  others  are  created.  As  a  rule 
no  one  department  is  sufficient  unto  itself,  and  some 
of  its  work  requires  the  co-operation  o^  other  depart- 
ments. In  such  a  ease,  Avhen  lack  of  harmony  pre- 
vails, reference  has  to  be  made  much  further  up  the 
line  to  a  common  superior  than  in  the  divisional  or- 
ganization, and  consequently  the  chance  of  investigat- 
ing into  and  removing  the  discord  is  more  remote. 

The  divisional  organization  tends  always  to  develop 
a  more  broadly  trained  man  for  the  higher  positions 
than  the  departmental.  Such  an  official  (particularly 
when  a  young  man  going  through  the  lower  grades  of 
experience)  is  brought  closely  in  touch  with  the  work- 
ing of  departments  other  than  his  own,  and  usually 
makes  the  most  of  the  opportunity.  The  recommenda- 
tions and  decisions  of  a  divisional  officer  are  therefore 
likely  to  have  a  Avider  point  of  view  than  those  of  a 
departmental  official. 

In  actual  practice,  whether  in  plants,  in  engineering 
corps  or  in  transportation  organizations  there  is  no 
sharp  decision  made  between  the  two  general  plans  out- 
lined. It  is  usually  a  question  of  opinion  and  choice 
as  to  whether  the  departmental  plan  shall  end  and  the 
divisional  shall  begin.  Sooner  or  later  in  the  scale  of 
operations  similar  departments  become  so  numerous 
and  so  large  that  they  must  have  a  common  authority 
to  refer  to  in  the  interests  of  harmony. 

*From  a  paper  by  John  Calder  read  before  the  Efficiency  Society,  New 
York. 


September,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER, 


63 


SALESPEOPLE 


MAKING  A  SUCCESSFUL  SALESMAN. 

By  Joseph  Basch 

A  salesman  is  the  center  of  activity  in  any  retail 
business. 

He  is  the  visible  representative  of  the  store,  and 
stands  between  the  management  and  the  customer. 

Stores  are  judged  by  the  impression  created  by  in- 
dividual salespeople. 

A  successful  salesman  knows  his  business  so  thor- 
oughly that  he  has  the  respect  and  confidence  of  his 
customers,  speaks  with  authority,  and  commands  the 
situation. 

Unless  a  capable  salesman  is  connected  with  the  pro- 
per sort  of  concern  his  capability  will  never  develop 
into  real  breadth. 

A  good  salesman  endeavors  to  make  sales  that  will 
be  permanently  satisfactory  to  the  purchaser. 

He  must  be  genial,  attentive,  and  respectful,  but 
not  subservient. 

Good  health  is  one  of  the  most  important  requisites 
of  successful  salesmanship. 

Every  salesman  needs  recreation,  but  it  must  be  sane 
recreation — the  kind  that  will  add  vitality,  and  not 
sap  it. 

In  addition  to  all  this  every  successful  salesman  must 
have  intelligence,  honesty,  faithfulness,  good  nature, 
tact,  courtesy,  and  patience. 


SUGGESTION  AND  SALESMANSHIP. 

By  Dr.  Stanley  L.  Krebs 

Suggestion  is  the  imparting  of  an  idea  until  it  takes 
reaction  in  a  human  being,  called  your  subject.  In 
your  work  your  subject  is  called  a  customer,  that  is  the 
human  being, .  and  your  business  rests  upon  the  cus- 
tomer. The  customer  is  king.  If  a  boy  comes  in  your 
store,  he  is  king  of  the  store.  You  run  the  business,  but 
the  customer  is  the  boss.  You  ought  to  do  everything 
to  please  the  boss.  You  are  the  formal  boss;  he  is  the 
real  boss.  It  is  the  impai'ting  of  an  idea  to  that  cus- 
tomer, either  in  the  written  form,  or  by  advertising  or 
publicity,  or  in  the  oral  form,  which  is  called  salesman- 
ship, so  that  the  customer  reacts  according  to  the  sug- 
gestion which  you  gave  him.  In  other  words,  they  come 
your  way ;  you  get  them  coming  your  way.  That  is 
suggestion. 

Every  good  salesman  after  making  one  sale  wants  to 
make  another.  How  do  they  do  it?  They  do  it  by 
suggestion,  but  they  don't  know  the  law  of  suggestion. 
I  happened  to  be  in  a  haberdasher's  and  I  said,  "Give 
ine  a  certain  size  collar."  He  simply  filled  my  order. 
Then  he  wanted  to  be  a  salesman  and  wanted  to  sell  me 
a  necktie.  How  do  you  suppose  he  went  at  it?  He 
said.  "You  don't  want  any  neckties,  do  you?"  I  said, 
"No,  I  don't  want  any  neckties."  He  put  "no*'  into 
my  head.  Other  salesmen  say,  "Nothing  more?"  I 
say,  "Nothing  more."  "Something  else"  is  a  great 
deal  better  than  "Nothing  more."  If  I  had  salesmen 
in  my  store  I  would  compel  them  to  drop  "Nothing 
more."  I  would  insist  that  they  u.se  the  phrase,  "Some- 
thing else,"  with  a  rising  inflection.  If  you  want  to  go 
a  step  in  advance,  train  your  salesmen  every  day  to 
select  something  at  their  counter  that  they  can  suggest, 
some  definite  thing  to  go  with  what  a  customer  has 


already  bought,  and  also  put  it  in  their  heads  they  are 
not  through  with  business  dealings  when  they  make  a 
chance  sale,  but  they  ought  to  have  another  chance  to 
sell  that  very  person.  Don't  let  them  get  the  idea  if 
they  sell  one  thing  that  is  the  end  of  their  labor.  A 
woman  came  in  to  buy  a  bag  of  potatoes  from  a  sales- 
man. The  man  said,  "We  have  a  new  blend  of  coffee, 
a  pound  or  two  to  try?"  I  was  present  when  another 
woman  was  there  and  he  said  the  same  thing,  because 
he  had  made  up  his  mind  he  was  going  to  use  that  new 
blend  as  the  suggestive  thing,  to  suggest  she  buy  some- 
thing. He  said,  "A  pound  or  two  of  the  new  blend? 
Just  got  it  in  ;  try  a  pound  or  two. "  "  No, ' '  she  said, 
"I  don't  need  coffee,  but  that  reminds  me  I  want  some 
spices,"  because  he  mentioned  something  associated  with 
coffee.  A  woman  came  into  a  store  with  a  child.  She 
wanted  to  buy  something  for  herself,  and  most  sales- 
men would  have  dropped  her  when  she  was  through, 
but  this  salesman  was  a  suggestive  salesman.  He  sug- 
gested a  new  cap  for  the  child,  and  the  woman  went 
down  and  looked  at  the  caps  and  bought  one.  If  he 
said  "Nothing  more?"  she  would  have  said,  "Nothing 
more,  thank  you."  One  of  John  Wanamaker's  men,  a 
student  of  mine,  applies  this  in  this  way.  He  sells,  for 
instance,  a  rug.  Most  salesmen  would  say  that  will  do 
for  a  day  or  two  days.  He  is  not  that  kind.  He  sug- 
gests something  to  go  with  the  rug.  Do  you  suppose 
it  is  fiu-niture?  No.  He  said,  "Come  to  the  picture 
department.  Get  a  picture  to  match  the  color  tone  of 
your  rug."  Not  one  person  out  of  a  hundred  will  think 
of  that.  She  went  and  she  selected  a  picture,  and  then 
she  bought  other  things  to  carry  out  the  tone  scheme, 
and  she  was  complimented  on  her  good  taste.  Get  your 
salesmen  to  drop  the  phrase  "Nothing  more."  Don't 
use  negatives. 


FURNITURE  MEN  PLAY  BALL 

Baseball,  "as  she  ought  to  be  played,"  was  per- 
formed before  a  large  and  fashionable  audience  at 
Island  Park,  Toronto.  Saturday,  Aug.  16th.  between 
teams  selected  from  the  Furniture  Travellers'  Associa- 
tion and  a  "hand  picked'"  nine  from  the  Adams  Furni- 
ture Co.,  Toi'onto.  After  battling  brilliantly  for  several 
hours,  and  six  innings  were  worried  through,  the  game 
was  called  because  of  darkness.  Both  ])itchers  had  all 
kinds  of  "stuff"  on  the  ball,  and  were  given  gilt-edge 
support,  errors  being  as  scarce  as  hen's  teeth.  The 
w^ork  of  Tiny  Evans  was  the  bright  spot  in  the  winners' 
defence,  and  Tommy  Sha_rpe  starred  for  the  Adams 
team.  Individual  mention  of  the  i)layers,  however, 
could  not  be  given  with  proper  justice  to  their  excellent 
efforts.  Bill  Pearson  certainly  should  be  brought  up 
before  the  Anuiteur  Athletic  Association  for  profes- 
sionalism, for  his  part  in  the  doings,  and  Eddie  Bag- 
shaw  should  have  his  bust  in  the  hall  of  fame. 

The  line-up  of  the  teams  and  score  are  offered  (witli- 
out  a  blush)  • — 

The  Travellers — McLaughliu.  first  base;  Byron, 
second  base;  Benny,  third  base;  Lippart,  short  stop; 
Evan?,  left  field ;  Pearson,  catcher ;  Bagshaw,  pitcher ; 
Jud  Sraithe,  right  field ;  Steve  Brodie,  centre  field, 
f Score,  15  runs). 

Adams — Henderson,  catcher;  Jenner,  second  base; 
Sliar])e,  tliird  base;  Coi-yell,  short  stop;  Sinden.  left 
field;  McIIattie,  right  field;  Poole,  centre  field;  Le 
Brvm,  pitcher;  Welsh,  first  base.    (Score.  7  runs). 

The  umpire--Mr.  Godard — with  discreet  wisdom, 
hurried  away  as  quickly  as  possible  after  calling  the 
game 
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The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton,  Ont. 


Winnipeg,  Man. 


Standard  of  Perfection 


m 


High-Grade  Caskets,  Coffins  and  Funeral  Furnishings.  Superior 
Covered  Caskets.     Fine   Piano  Polished  Oak  and  Mahogany 

Caskets. 

We  supply  Everything  for  the  Undertaker 


No.  511 

All  Selected  Quarter-Sawed  Oak,  including  Mouldings,  Hand-Carved  Corners.  Finished 
in  Golden  Oak,  Fine  Polish  finish.  Crushed  with  best  Satin  under  Top  Moulding  and  Face 
Lid  Crushed. 

Made  in  sizes  6  ft.  and  6  ft.  3  ins.,  20  ^8  ins.  wide. 


Something  original  and  bearing  the  stamp  of 

S  and  E  Quality 


Head  Office 
Telephones 


Hamilton,  Ont. 
517,  3319 


Sunday  cLIis)  Phone  51 7, 3319, 1 160  or  3353 


Experienced  salesmen  in  our  factory  and  offices  night  and 
day  capable  of  taking  and  executing  all  orders  promptly 

We  never  miss  a  train 


Undertakers'  Department 


Problems  affecting  the  Underiak.ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with-  News  of  the  profession  throughout  Canada. 


Western  Canada  Funeral  Directors 

A  Two  Days'  Convention  at  Brandon — Interesting  Address  by 
President  Macpherson-  - R.  U.  Stone  the  Lecturer  -  Instructive 
Paper  by  R.  J.  Campbell  on  Sanitation — The  New  Officers 

With  some  fifty  delegates  present  the  ninth  annual 
convention  ot  the  Western  Canada  Funeral  Directors' 
and  Embalmers'  Association  was  opened  on  July  22 
at  Brando7i.  and  contiiiued  foi-  tlie  two  following  days. 

The  invocation  was  given  by  Rev.  Mr.  Smith,  after 
which  Mayor  Fleming  welcomed  the  delegates  and  ex- 
tended to  them  tlie  freedom  of  the  city.  In  reply,  A.  S. 
Bardal.  Winnipeg,  thanked  liis  worship  on  behalf  of  the 
delegates. 

President  R.  Maepherson,  Brandon,  delivered  his  an- 
nual message,  and  welcomed  the  convention  to  his  city, 
his  address  being  as  follows: 

Welcome  to  Delegates 

I  Aveleome  you  to  our  ninth  ainiual  convention,  and 
at  the  same  time  express  to  you  the  gratification  tliat  I 
feel  in  welconiing  you  to  my  home  city  of  Brandon. 
We  Brandonites  are  all  proud  of  our  city  aiul  zealous 
of  its  good  name.  We  hope  that  while  you  are  here 
the  convention  will  prove  a  success  and  measure  up  to 
the  expectations  tiiat  all  have  placed  upon  it;  also  that 
your  visit  to  Braiulon  will  be  one  that  you  can  look 
back  at  with  pleasure. 

The  fact  of  your  presence  at  this  convention  is  evi- 
dence of  your  di^sire  to  increase  your  knowledge  and 
raise  the  standard  of  the  business  we  are  engaged  in. 
The  old-style  undertaker  is  getting  to  be  a  thing  of  the 
past:  twenty -five  years  have  seen  many  changes  in 
modern  merchandising.  It  has  seen  as  great  changes 
in  undertaking. 

It  is  a  laudable  object  that  we  should  strain  to  in- 
crease our  knowledge  and  our  efficiency  in  our  busi- 
ness The  pu])lic  whom  we  serve  are  demanding  it  from 
us,  and  will  not  be  satisfied  Avith  the  old-time  service. 
Those  three  and  four-day  conventions  served  a  good 
purpose  in  the  past,  but  the  time  is  not  far  distant  when 
a  more  thorougli  course  Avill  be  recpiired.  and  demanded 
of  everyone  engaged  in  the  business  of  caring  for  the 
dead. 

More  Thoroughness  Required 

Two  years  ago  we  had  some  recognition  of  this  in 
the  p;issing  of  The  ITealth  Act.  in  which  all  undertakers 
were  compelled  to  register  and  were  licensed  under. 
This  is  merely  the  beginning  of  bigger  things,  and  fore- 
shadows the  coming  of  a  new  time  undertaker.  A  man 
educated  and  trained  in  tlie  various  depai'tments  and 
business  of  caring  foi-  the  dead. 

Already  in  Manitoba  there  are  signs  lhat.  if  we  do 
not  move  ourselvs,  tlh'  government  will  lake  a  hand, 
and  recommendations  have  already  been  pi-esented  to 
the  Department  of  Health  suggesting  various  improve- 
ments and  regulations  in  i-ela1ion  to  the  conducting  of 
an  undertaking  business.  Tt  tlierefore  behooves  us  that 
we  mak'^  sucii  adA'anees,  that  Avhen  such  a  movement 


does  take  i)lace  Ave  will  be  found  to  liave  advanced 
ahead  of  the  r'Muiirements  suggested. 

On  January  1st,  of  this  year,  there  came  into  opera- 
tion a  NeAV  Vital  Statistics  Act,  that  at  first  i)i-omised 
to  give  us  a  great  deal  of  extra  Avork  and  Avoriy.  But 
which,  I  am  now  pleased  to  say,  seems  to  be  working' 
O.K.  1  am  speaking  for  Brandon  only,  when  T  say  this, 
as  T  don't  know  just  how  things  have  been  going  in 
the  other  parts  of  the  i)rovince.  This  Act  expressly 
states  that  no  disposition  of  a  body  can  be  made  until 
all  particulars  have  been  registered  Avith  the  District 
Registrar,  and  a  burial  and  removal  i)ei'nut  obtained. 
The  interpretation  put  on  the  "Disi)osition  of  the 
Body"  is  the  crucial  point  in  this  Act,  and  Avheji  inter- 
preted to  mean  that  disposition  means  embalming,  or 
removal  from  the  place  of  death  to  the  morgue  of  the 
undertaker.  With  the  office  hours  of  the  District  Regis- 
trar 10  a.m.  to  4  p.m.,  and  on  Saturday  closed  at  2  p.m., 
and  not  open  again  until  10  a.m.  Monday,  you  can 
readily  see  trouble  ahead  for  the  undertaker. 

HoAvever,  Ave  must  say  that  we  have  met  Avith  nothing 
but  courtesy  from  the  department  under  Avhose  control 
the  Avoi'king  of  this  Act  comes.  Your  Executive  has 
been  fortunate  in  securing  the  services  of  Prof.  Stone, 
of  Toronto,  personally  knoAvn  to  many  of  you,  and  to 
all  by  reputation.  We  trust  you  Avill  all  benefit  by  his 
lectures. 

Committees  Appointed 

The  convention  getting  doAvn  to  business  the  follow- 
ing committees  were  appoijited  • 

Membei'ship — ('lark,  Neil  and  Campbell. 

Examination— CHark,  Eai-1.  Watkinson,  Burland, 
Campbell. 

Resolution — McKague,  Bui-land,  Bardal,  (Ji'iei-  and 
McLean. 

Alex.  Broadfoot,  of  Moose  Jaw,  Avas  ai)pointed 
auditor  in  place  of  HoAvard,  of  Prince  Albert. 

IDEALS  OF  AN  UNDERTAKER. 

Professor  R.  TJ.  Stone,  Toronto,  delivered  an  address 
on  the  "Ideals  of  an  Undertaker,"  in  the  course  of 
Avhich  he  said: 

"It  is  a  matter  of  great  satisfaction  that  as  the  first 
Canadian  and  the  youngest  man  Avho  has  had  the  tem- 
erity to  attempt  the  lecture  platform,  I  have  the  honor 
to  meet  the  Western  Canada  Funei-al  Directors  and 
Embalmers'  Association  as  the  appointed  lecturer  to 
your  convention. 

"Your  president  has  referi-ed  to  my  (piestioning  the 
apoellation  of  professor  as  placed  before  my  name  on 
your  T)rogram  and  I  can  assure  you  it  is  not  a  matter 
of  modesty,  but  it  is  the  fact  that  I  am  one  of  your- 
selves, a  funeral  director  and  embalmer.  actually  in 
business  and  in  the  interest  of  those  avIio  call  on"  my 
services,  have  taken  u])  the  study  of  each  braiu-h  of 
the  work  that  I  might  Avait  on  niy  clients  as  I  Avould 
that  the  same  be  done  for  me  or  mine  and  be  sure  that 
I  would  certainly  be  critical. 

"If  T  have  so  (|ualified  myself  that  you  haA^e  called 
me  to  impart  information  to  those  Avho  come  to  gain 
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further  knowledge  of  the  vocation  tliey  have  chosen, 
it  is  surely  a  satisfaction  to  me  and  will  be  to  my  clients 
to  know  that  there  is  someone  in  our  city  who  appre- 
ciates the  fact  that  under  the  circumstances  we  work, 
the  best  service  is  none  too  good,  and  I  think  it  quite 
possil)le  that  each  one  could  bring  himself  to  the  same 
point. 

"It  rests  entirely  with  yourselves.  The  knowledge  is 
yours  for  the  asking.  Just  a  little  time  and  expense, 
for  with  tlie  splendid  journals  we  have  devoted  to  our 
calling  and  the  fine  books  published,  it  just  means 
study,  and  the  time  so  spent  will  amply  repay  you. 

"At  these  meetings  you  can  get  but  the  bare  founda- 
tion, but  what  a  fine  building  you  can  erect  on  that 
foundation. 

"The  older  men  in  our  business  must  not  rest  secure 
iii  their  apparent  success.  Do  not  be  deceived  in  think- 
ing tliat  because  you  are  well  known  all  is  safe.  I  am 
glad  to  see  that  the  public  are  becoming  more  enlight- 
ened-as  to  the  details  of  our  work.  Do  not  wait  to  be 
shown  up.  Be  men.  Give  to  your  clients,  not  only  the 
best  you  know  now,  but  strive  to  become  better  and 
better  so  that  you  will  leave  behind  you  the  name  of 
not  only  having  been  successful  in  business,  but  for 
greater  that  you  were  a  real  man. 

Advice  to  Young  Men 

"And  the  younger  nien,  you  who  are  now  employees; 
by  your  diligence  and  perfection,  make  yourselves  in- 
valuable to  vonr  employer,  and  when  you  later  have  a 
business  for  yourselves  the  reputation  that  you  will 
carry  with  3"0u,  no  matter  where  you  go,  will  be  one 
of  your  greatest  assets. 

"Consider  the  feelings  of  those  upon  whom  we  wait. 
Think  what  a  trial  they  are  going  through.  Perhaps 


to  many  of  us  it  has  touched  the  inner  circle  of  our 
own  home.  Did  you  not  have  the  most  tender  feeling 
for  all  that  was  left,  even  though  but  the  temporary 
abiding  place  of  the  real  self.  If  the  great  Father  in 
His  wisdom  thought  this  shell  a  sufficient  habitation  for 
the  sou],  surely  it  should  receive  the  respect  and  best 
care  of  msn. 

"What  a  trust  we  have  to  keep.  What  confidence  is 
placed  in  us.  Surely  vv'ith  that  before  us  we  should 
practise  no  decption,  but  realize  that  oui's  is  really  a 
inission  to  be  proud  of. 

"Let  us,  not  only  as  a  united  body,  but  as  individuals, 
each  one  of  us,  help  from  becoming  commercialized,  but 
let  our  hearts  always  be  tender,  our  hands  clean,  and 
thereby  our  conscience  clear. 

"This  all  to  the  point  that  we  are  in  business  to  make 
money.  Yes.  certainly,  but  real  life  is  not  only  a 
concern  of  making  money. 

"It  is  high  time  we  threw  aside  the  veil  of  mystery 
that  has  so  long  bee]i  used  to  cloak  inferior  methods 
and  crude  work,  and  do  our  work  in  a  thoi'oughly 
scientific  and  systematic  manner,  that  will  gain  for 
us  the  commendation  of  our  fellow  citizens,  for  whom 
Ave  should  not  only  properly  care  for  their  dear  dead, 
but  in  cases  of  contagion  we  should  have  the  know- 
ledge to  give  protection  to  the  living  by  assisting  the 
grand  work  of  our  different  boards  of  health  in  pre- 
venting the  spread  of  disease. 

"Our  studies  are  simply  practical  talks  on  embalm- 
ing, or  talks  on  practical  embalming,  as  gathered  to- 
gether by  me  as  preparing  myself  to  give  my  clients 
the  best  service  possible,  as  I  am  proud  to  be  the  third 
generation  in  our  family  following  this  vocation,  and 
during  the  past  forty  years  we  have  endeavored  to  be 
as  near  the  top  of  the  ladder,  and  I  feel  that  I  am  studj^- 


Dominion  Casket  Co.,  Limited 

Guelph,  Ont. 


TIL        I  Day  No.  1020 

/  elephones  : ' 

(Nighti  1069 


RUSH  ORDERS 
SOLICITED 


No.  212 

"THE  ,st\le  shown  above  embodies  "  quality"  of  the  highest,  and  is  made  with  any  of  the  numerous  panel  designs.  The  handle 
*  as  shown  lends  a  modest  dignity  to  the  completed  case  that  strongly  appeals  to  the  artistic  sense  of  any  purchaser.  This  case 
is  covered  in  fine  English  broadcloth,  black  or  greys,  and  silk  plush  of  the  popular  shades.  The  wood  is  Chestnut  Oak  or  San 
Domingo  Mahogany.    The  prices  as  demonstrated  heretofore  in  all  of  our  goods  "  Right." 

Soliciting  your  patronage  we  are,  very  truly, 
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ing  the  needs  ol'  the  peoph:-  so  tliat  my  etforts  will 
eventually  be  i-eeognized  by  them. 

"I  hope  that  our  studies  here  will  be  of  some  good 
to  each  one  ol'  us.  !)ut  for  Die  benefit  of  the  newer  men, 
Ave  who  have  more  knowledge  must  do  the  greatest 
gootl  to  the  gi'eatest  number. 

Sanitation  for  Embalmers 

R.  J.  (■am])bell,  Hraiulon,  followed  Mr.  Stone  with 
a  paper  on  sanitation. 

"The  20th  century,"  said  Mr.  Campbell,  "can  rightly 
be  called  the  Day  of  Sanitation.  On  every  hand  you 
meet  the  (piestion,  "Is  it  sanitaiy  .'"  until  the  atmos- 
phere is  fori  chai'gi'd  with  the  ([uestion.  Precautions 
are  carefully  made  to  protect  all  foods  and  medicines 
with  pure  food  laws,  jiasturizing  of  milk,  boiling  of 
water  and  swat  tlir  Hy.  Why?  All  to  make  that 
which  enters  tiu^  body  sanitary.     The  ]irofession  of 


R.  U.  Stone,  of  Toronto 
Who  delivered  the  address  on  embalming- 
embalming  has  made  remarkable  advances  hi  the  last 
few  years.  "Why?  Simply  because  the  public  have 
realized  the  great  benefit  of  proper  sanitation  in  the 
dead  body.  This  pai)er  is  not  intended  to  define  the 
art.  and  science  of  embalming,  but  rather  to  give,  if 
possible,  a  few  practical,  helpful  hints  to  the  man  at 
his  Avork.  Familiarity  breeds  contempt.  Carelessness 
and  indiffei-enee  are  liable  to  become  too  prevalent 
AA^th  many.  Do  Ave  realize  that  in  handling  a  dead 
body  we  are  exposing  ourselves  to  contamination  in 
many  forms.  Personally  T  have  been  Avarned  by  many 
medical  men  of  the  vital  danger  from  contact  Avith 
fluid.'-:  or  blood  from  a  dead  body.  The  millions  of 
deadly  germs  that  infest  the  body  at  death  are  stated 
to  be  as  poisonous  as  the  bite  of  a  reptile,  and  hoAV 
easy,  if  careless,  to  get  a  violent  case  of  blond  poisoning 
or  infection. 

"Firstly :  - The  embalmer  should  be  S('rui)ulously 
clean  about  his  or  her  person. 

"Secondly: — Don't  take  chances.  Leave  that  for  the 
other  felloAv.    One  chance  may  mean  a  life. 

"Thirdlv: — Have  instruments  to  work  with. 

"More  important  however,  the  necessity  of  keeping 
them  clean.    Instruments  should  be  sterilized  as  soon 


as  used,  not  left  to  corrode  and  become  breeding  places 
for  deadly  germs. 

"There  is  iiothing  more  disgusting  than  to  find  in- 
sti'uments  or  vessels  used  left  uneleaned.  Hoav  best 
to  i)roteet  the  operator.  If  you  have  chap.s,  cuts  or 
any  abraision  of  the  slxiii  on  the  hands,  use  rubber 
gloves:  otherAA'ise  ahvays  use  carbolated  vaseline  Avell 
rubbed  into  hands  and  ai'ound  finger  nails,  being  care- 
ful to  wash  thoroughly  Avith  Avarm  Avater  Avhen  finished, 
cleaning  the  finger  nails.  If  an  accident  or  scratch 
happens,  no  matter  how  small,  the  abrasion  should  be 
cleansed  Avith  peroxide  and  apply  carbolic  acid  Avitli 
sterilized  cotton.  I  Avant  to  emphasize  'don't  take 
chances. ' 

Caring-  for  Bodies 

"When  called  to  take  care  of  the  remains  of  some- 
body's loved  one,  we  should  treat  that  dead  body  as 
a  sacred  vessel.  The  behavior  of  embalmers  should 
be  above  reproach.  Car'^  should  be  exercise  not  to 
expose  a  body  at  any  time  Avhile  in  your  care.  The 
handling  Avhcn  removals  are  needed  should  be  as  pri- 
vate as  possible.  It  is  an  easy  matter  for  some  curious 
gossip  to  stai't  a  slory  that  may  take  months,  avan 
years,  to  outlive.  A  proper  morgue  or  embalming  room 
should  be  in  connection  Avith  every  business.  This,  the 
inner  room  of  an  imdertakrr,  should  be  kept  scrupu- 
lously clean  at  all  times,  disinfected  regularly.  If 
possible  have  connection  Avith  seAver  and  Avater,  means 
of  ventilation.  The  tidiness  of  this  room  is  a  good 
criterion  of  the  class  of  Avork  you  are  supplying  your 
patrons.  You  should  knoAv  if  possible  the  cause  of 
death,  as  no  doubt  you  will  learn  from  addresses  at 
this  convention,  that  dead  bodies  are  not  all  the  same, 
in  fact  are  all  different  and  should  be  treated  to  give 
special  attention  to  the  particular  cause  of  death.  When 
finished,  if  embalming  means  anything,  it  means  you 
have  a  sanitary  body.  Too  many  men  are  self-satisfied 
in  their  oavu  ability.  You  cannot  entice  them  to  join 
an  association.  They  knoAv  all  about  the  AVork.  Never 
had  a  failure.  The  man  Avithout  a  failure  needs  a 
Avatching.  He  is  the  one  that  generally  brings  re- 
proach on  the  profession.  Again,  I  have  noticed  a 
number  of  assistants  and  dealers  who  have  joined  our 
association,  attended  our  convention,  probably  secured 
diplomas  and  have  dropped  membership,  feeling  that 
they  knoAv  all  about  the  work.    Hoav  foolish. 

"The  aim  of  this  association  is  to  keep  right  up-to- 
date  Avith  the  latest  methods,  to  give  the  dealer  Avho 
probably  has  only  a  fcAV  cases  during  the  year  an  oppor- 
tunity of  fitting  himself  for  the  difficult  proposition. 
Our  profession  has  made  remarkable  advances  in  late 
years,  developing  from  an  occupation  of  coffin-sellers 
to  an  art  or  science  which  has  made  si)lendid  progress 
in  robbing  death  of  needless  horror  and  the  grave  of 
useless  gloom.  The  modern  undertaker  is  an  enthusiast, 
seeking  neAv  ways  to  perfect  his  Avork.  A  true  gentle- 
man is  considerate  of  the  Avhims  and  prejudices  of 
others  in  an  hour  of  sore  need.  What  a  great  privilege 
to  give  service  of  kindly  sympathy,  counsel  and  assist- 
ance when  most  needed.  Let  us  emphasize,  'be  careful, 
be  clean,  be  honest.  Don't  take  chances.'  " 

REPORT  OF  COMMITTEE  ON  RESOLUTIONS 

Your  committee  Avould  recommend  a  hearty  vote  of 
thanks  to  IMayor  Fleming  for  his  able  and  kind  Avords 
of  welcome  extended  to  members  of  the  association 
present. 

That  this  as.soeiation  do  extend  to  Rev.  Mr.  Smith 
their  hearty  appreciation  for  his  kind  and  thoughtful 
offering  at  the  opening. 

We  furthermore  move  that  congratulations  he  ex- 
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Evel  Quality 
Caskets 


DURING  the  Convention 
to  be  held  in  Toronto, 

  September  2nd  to  5th, 

inclusive,  we  will  have  a  dis- 
play of  our  QUALITY  Lines 
at 

71  King  St.  W. 

(Next  to  the  Bank  of  Toronto) 

and  cordially  invite  you  to  visit 
us  and  inspect  the  exclusive  de- 
signs and  excellent  values  our 
QUALITY  Line  possesses. 


The  Evel  Casket  Co. 

Hamilton 

Canada 
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tended  to  our  worthy  President.  Bro.  R.  Macpherson, 
for  the  able  manner  in  which  he  has  conducted  the 
affairs  of  the  association,  during  the  past  year,  which 
is  liis  second  ti'rni  of  office. 

That  this  association  (>xtend  to  our  worthy  Secretary, 
Bro.  A.  B.  Gardiner,  a  hearty  vote  of  thanks  for  his 
able  and  proficient  services  during-  the  past  year.  (With 
special  reference  to  financial  condition  of  the  associa- 
tion as  reported  by  the  auditors). 

That  we  pass  a  resolution  of  thanks  to  all  those  who 
assisted  the  convention  giving  such  able  addresses. 

Tliat  this  association  pass  a  resolution  of  condolence 
lo  ]\Irs.  W.  H.  Davis  and  family,  of  Crystal  City,  in  their 
sad  bereavement,  and  a  copy  be  forwarded  to  Mrs. 
Davis. 

That  we  do  pas.s  a  resolution  thanking  the  Winnipeg 
Casket  Comivmy  and  Scmmens  and  Evel  Casket  Com- 
pany for  the  very  kind  manner  in  which  they  enter- 
tained the  nieinbers  of  the  association  during  the 
Dominion  Exhibition. 

A  vote  of  thanks  be  extended  to  the  press  of  the 
city  for  the  explicit  way  in  which  the  proceedings  were 
reported. 

A  resolution  of  timnks  be  passed  to  our  lecturer  and 
demonstrator,  Mv.  R.  U.  Stone,  Toronto,  and  take  this 
oppoi'tunity  of  eongratidating  Mr.  Stone  as  being  the 
first  Canadian  demonstrator  attending  a  meeting  of 
the  association  to  tnke  up  the  art  and  science  of  em- 
balming as  M  ])rofessional  lecturer,  and  bespeak  for  him 
a  great  future. 

Tliat  this  association  tender  a  hearty  vote  of  thanks 
to  the  Brandon  City  Undertakers  for  the  able  manner 
in  which  they  assisted  the  association. 

Resolved,  that  the  officers  of  this  association  appre- 
ciate the  number  of  new  members  who  are  in  attend- 
ance, giving  theii'  support  and  co-operation  to  make  the 
Western  Canada  Funeral  Directors'  Association  a  con- 
tinuoiis  success. 

Committee — C  H.  McKague.  J.  R.  Burland,  A.  S. 
Bardal,  J.  C.  Ferris,  W.  J.  McLean. 

The  New  Officers. 

The  election  resulted  as  follows:  Hon.  Pres..  R. 
Macpherson,  Brandon;  Pres.,  Alex.  Broadfoot.  Moose 
Jaw:  First  Yice-Pres..  R.  Bardal.  Winnipeg;  Second 
Vice-Pres.,  Geo.  Earl,  Elkhorn;  Sergeant  at  Arms,  B.  C. 
Neill.  Estevan;  Auditors.  J.  Nicol,  Shoal  Lake.  J.  C. 
Ferris.  Wawanesa  :  Secretary,  A.  B.  Gardiner,  Winni- 
peg, re-elected.  Next  year's  convention  will  be  held 
at  Winnipeg. 

Among  those  in  attendance  at  the  convention  were : 
A.  S.  Bardal,  Winnipeg:  H.  G.  McKague,  Outlook; 
Joseph  Kerr,  Winnipeg;  G.  H.  McKague,  Outlook,  D.  J. 
Clark,  Winnipeg:  H.  M.  Brown.  Kenton;  John  McNeil, 
Kellwood:  W.  D.  Dunbar,  Napinka;  Jas.  Nicol,  Shoal 
Lake;  S.  G.  Simpson,  Neepawa;  T.  R.  McKee,  Neepawa; 
R.  IMacpherson,  Brandon  :  Jas.  R.  Burland,  Rapid  City; 
Walter  Clough,  Souris ;  J.  Watkinson.  Winnipeg;  Geo. 
Earl.  Elkhorn:  W.  J.  McLean,  Souris ;  A.  Broadfoot, 
Moose  Jaw;  A.  J.  Cox.  Belmont;  R.  J.  Campbell,  Bran- 
don; A.  B.  Green,  Toronto;  J.  M.  Hogg,  Winnipeg; 
J.  C.  Ferris.  Wawanesa;  F.  H.  Matheson,  Winnipeg; 
W.  C.  Clark,  Winnipeg. 


CASKET  MANUFACTURERS  INCORPORATE 

Girard  &  Godin,  Ltd..  Three  Rivers,  Que.,  have  been 
incorporated  at  Ottawa,  with  a  capital  of  $10,000,  to 
manufacture  and  deal  in  caskets,  coaches,  undertakers' 
supplies,  hardware,  plated  goods,  stationery,  etc.,  and 
James  S.  Elliott  &  Son,  Ltd.,  Prescott,  Ont.,  have  also 


recently  been  incorporated  at  Ottawa  to  manufacture 
caskets,  coaches  and  undertakers'  hardware  and  sui>- 
plies.   The  capital  is  set  at  $10,000. 


GROWING  UP  WITH  THE  PROFESSIOI*i 

A  well  known  figure  in  the  undertaking  profession, 
particularly  in  Oiitario,  is  Sid.  Richardson,  at  present 
manager  of  the  business  conducted  by  Mr.  Morris,  fun- 
eral director.  Port  Arthur.  Mr.  Richardson  has  been 
in  Port  Arthur  since  April  of  this  year. 

Starting  ofp  in  Toronto,  he  got  his  early  training  and 
experience  with  H.  Ellis,  Bates  &  Dodds,  B.  1).  Hum- 
phrey and  A.  W.  Miles,  all  of  that  city,  opening  the 


Sid.  Richardson 
Manager  for  A.  Morris,  Port  Arthur. 


branch  at  Kew  Beach  for  the  latter-named  funeral 
director.  Afterwards  Mr.  Richardson  went  to  Mr.  Har- 
rison's parlors  at  London.  Ont.,  where  he  managed  the 
business  for  a  short  time  during  Mr.  Harrison's  illness. 

Ottawa  next  claimed  Mr.  Richardson's  services,  he 
being  senior  assistant  and  embalmer  for  Rogers  and 
Burney  for  more  than  two  years.  He  intended  taking  a 
rest  for  a  time  last  spring,  but  Mr.  Morris  wanted  him 
badly,  so  he  decided  to  start  right  in.  Having  had 
training  at  one  end  of  the  province  he  is  getting  added 
experience  now  at  the  other  end. 


OPPORTUNITIES  FOR  UNDERTAKERS 

According  to  advices  received  from  western  Canada, 
opportunities  are  said  to  exist  for  undertakers  at 
Grandora  and  Melville,  Sask.,  and  Edson.  Holden, 
Mirror.  Tofield  and  Wabamun,  Alta. 


EXPLAINED 

Tm'o  country  youths  were  on  a  visit  to  Lonrlon.  They 
went  into  the  British  Museum  and  saw  a  mummy,  over 
which  hung  a  card  on  which  was  pi-inted,  "B.C. 87." 

They  were  mystified,  and  one  said ; 

"What  do  you  make  of  that,  Sam?" 

"Well,"  said  Sam,  "I  should  say  it  was  the  Jiuraber 
of  the  motor  car  that  killed  him." 


A  A.  Tuttle,  undertaker,  Moucton,  N.B.,  is  dead. 
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National  Casket  Co.  eckardts) 
National  Dry  Kilns^  Planing 

 ^  =  The.  Big  Three 


National  Silver  Plate  Co. 
&  Woodworking  Co. 


Largest   Funeral   Supply   House   in  Canada. 

AEE  YOI^  GOING  TO  ECKARDT'S  NATIONAL  ('ASI'KT  COiNfEWNV  diuiiij;  the  secoml  week  of  Toronto 
Exposition,  when  the  Canadian  riineral  Directors'  Association  is  in  session'  If  so,  you  will  meet  your  friemls  and 
have  a  good  all  round  outing.  HOTEL  I) 'ECKARDT  will  b<^  wide  open.  Lots  of  accommodation  for  all.  Our  Buffet 
will  be  m  excellnit  order  and  will  be  managed  and  looked  after  by  a  competent  chef.  In  the  way  of  Music,  a  full 
orcheiitrf)  will  jilay  every  afternoon  from  12.30  p.m.  until  11  o'clock  each  evening,  and  rcTidei-  some  choice  selections 
in  the  way  of  music,  which  Prof.  Garner  has  just  brought  on  from  New  York.  A  50  H.l'.  Automobile  will  be  at  the  dis- 
posal of  our  fi  iends  daily,  also  in  the  even- 
ing, to  take  them  around  the  city  siglit- 
sei'ing.  I[otel  D'lSckardt  Roof  Garden, 
whii'h  overlooks  the  E.xhibition  grounds, 
Bay,  Island  and  the  Lake,  will  be  illumin- 
ated e\ery  excning  for  the  benefit  of  our 
I'UstoiiK'i  s  ami  their  friends. 

^'(;u  will  abo  meet  a  number  of  gentle- 
men re[iro.>-enting  some  of  the  best  houses 
in  thi^  way  of  sjjecialties  from  the  States, 
whi>  will  be  at  our  jilace  with  the  real 
:^oodj,  ami  demonstrating  them  for  your 
sp»'cial  interest.  We  will  have  one  of  the 
best  fii!jw  in  the  U.  S.  making  a  display  of 
Surgical  insti'uments  of  all  kinds,  and  em- 
balming sundries.  All  our  trax  eling  sales- 
men will  be  home  to  assist  in  entertaining 
you,  and  giving  you  as  heartv  a  welcome 
as  possible. 

A.  B.  Greer,  Loudon,  Out.,  the  well 
knovji  funeral  car  and  wagon  manufac- 
turers, will  make  a  grand  tlis|)lay  of  their 
goods  at  our  premises  during  the  second 
we(d\  of  the  Exposition,  and  we  also  will 
make  one  of  the  grandest  disjilays  of  fun- 
eral goods  of  all  kinds  durina  the  second 
week  of  the  Exjiosition  ever  made  on  the 

A  great  number  will  recognize  ihe  above  illustration  of  Buffet  in  connection  with  our  Show  Rooms  Continent.      Come   and   see   for  yourselves. 

Two  Grand  Guessing  Contests  for  Funeral  Directors  and  Assistants 

Two  Beautiful,  Four  Piece  Silver  Tea  Sets,  gold  lined,  to  be  given  away  in  Guessing  Contest.  One  Contest  is 
open  to  Funeral  Directors  only,  and  one  Contest  open  to  bona  fide  Assistants  only. 

TORONTO  is  the  great  distributing  jioint  for  Ca^iada  for  all  kijids  of  Eum-ial  i^oods.  We  look  after  your  ex- 
press orders  night  and  day  the  year  round,  right  on  the  spot  at  our  Offices  anil  not  sittinu  in  our  homes.  We  want 
to  be  where  the  goods  are  so  that  we  can  let  you  know  at  once  what  we  can  do  for  you  (piick,  for  your  special  benefit, 
so  that  you  can  get  the  best  possible  results.    If  we  do  this,  are  we  not  entitled  to  your  freight  orders  also? 

How  to  get  to  ECKARDT'S  NATIONAL  CASKET  CO.  If  you  come  in  1/y  the  steamer  or  to  the  Union  Depot, 
take  a  Bathurst  Street  car  on  T'ront  Street,  going  West  and  get  oft  at  Niagara  Stieet,  and  walk  one  block  west.  You 
will  remember  this  name  by  impressing  yourself  with  the  famous  Niagara  Falls.  If  you  are  down  town  near  the  cor- 
ner of  King  and  Yonge  Streets,  or  the  King  Edward  Hotel,  take  a  King  Street  car  going  west  and  get  off  at  Tecumseh 
Street  and  walk  two  blocks  South.  You  will  remember  this  name  by  thinking  of  the  old  Indian  Chief  Tecumseh.  If 
you  happen  to  be  at  the  Exhibition  grounds,  take  a  King  Street  cai'  going  lOast  and  get  off  at  Tecumseh  Street,  the 
same  old  Indian  Chief's  name,  and  walk  two  blocks  south.  If  at  tht  Funeral  Directors'  Convention  and  Embalming- 
School,  take  a  College  Street  car  going  west  and  transfer  to  a  Bathurst  Street  car  going  South  and  get  off  at  Niagara 
S1  reet,  then  walk  one  block  west  when  you  will  be  right  at  our  Offices  and  FactorA . 

When  visiting  our  Showrooms,  do  not  fail  to  see  our  great  variety  of  beautiful  Urn 
Shaped  Caskets,  and  other  new  goods  to  numerous  to  mention.  Also,  take  note  that  all  our 
Caskets  and  outside  Boxes  are  now  made  with  Dove-tailed  Glued  Joints  throughout,  and  made 
to  stand  up  in  water  until  the  wood  decays.  Is  this  not  a  grand  talking  point  for  you,  Mr. 
Funeral  Director? 

Another  thing,  remember  that  all  Urn  Shaped  Caskets  are  made  from  1 K  in.  Lumber, 
with  Dove-tailed  Glued  Joints.    Is  this  not  another  great  talking  point  for  you  ? 

NATIONAL  CASKET  CO. 


93-109  Niagara  Street 


Toronto,  Ont.,  Can. 


*.  St — We  do  not  know  what  else  to  say,  only  that  we  give  every  Funeral  Director  in  Canada,  and 
their  friends,  a'heartyrinvitation  to  make  our  place  his  home  while  in  the  citv,  and  we  will 
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Canadian  Embalmers'  Convention 

The  'JOtli  anuiuil  convention  of  tlic  Canadian  Em- 
balniers'  Association  will  be  held  in  the  Anatomical 
Building  of  Toronto  University,  commencing  at  10 
o'clock,  Txiesday  morniiig,  September  2,  and  continu- 
ing the  three  following  days.  Secretary  F.  W. 
Matthews  has  bpcn  very  busy  preparing  the  program, 
which  will  ciM-laiiily  prove  to  be  an  interesting  and 
hehifnl  one. 

The  executive  officers  for  this  year  are:    N.  J.  Boyd, 


since  August  26,  and  will  continue  until  Sei)t.  1,  has 
been  wrII  attesided,  and  the  oiRcers  are  satisfied  with 
the  progress  so  far  made. 


Pkok.  a.  J.  Dodge 
Who  will  lecture  on  special  treatment  of  the 
dead  and  other  subjects. 

president;  J.  H.  Robinson,  past-president;  J.  G.  Henry, 
1st  viee-nresident ;  Wm.  Edwards,  2nd  vice-president; 
A.  R.  Coltart,  treasurer,  and  F.  W.  Matthews,  secretary. 
The  examining  board  members  are:  J.  J.  Marsh,  Smith 
Falls;  J.  C.  VanCamp,  Toronto,  and  Robert  U.  Stone, 
Toronto.  N.  B.  ( 'obbledick,  Toronto,  is  sessional  finan- 
cial seeretarv  for  the  convention;    and    A.  Johnson 


Prof.  E.  J.  Ckandall, 
who  will  lecture  on 
dcmi-surgery, 


Dodge,  Boston,  and  J.  E.  Crandall.  New  York,  are  the 
lecturers  and  demonstrators. 

A  record  attendance  is  looked  for,  as  an  effort  has  been 
made  to  bring  into  the  association  every  undertaker 
and  embalmer  in  Ontario.  Manufacturers  and  traveling 
salesmen  will  be  permitted  to  attend  the  various  ses- 
sions of  the  convention. 

The  school  of  embalming,  which  has  been  in  progress 


A.  B.  Greer,  maker  of  hearses,  undertakers'  wagons, 
etc..  is,  during  the  course  of  the  (Canadian  Xatioiial 
Exhibition,  making  a  display  at  the  National  Casket 
Company's  warerooms,  Toronto. 


Programme  t  f  30th  Annual  Convention  Canadian 
Embalmers'  Association  at  Toronto 

MONDAY  EVENING,  SEPTEMBER  1ST 

The  Financial  yecrotai-y  will  be  at  the  University 
f?uilding  to  meet  those  who  wish  to  pay  fees  ami  dues. 

TUESDAY,  SEPTEMBER  2ND 

The  Officers  will  roceix'o  incnilici-s  at  9  a.m.  and 
10.:!0  a.m. 

10. .SO  a.m.,  Professor  Dodge  will  talk  to  those  jireseut 
iov  a  short  time. 

11  a.m.,  Reading  minutes  of  last  Oonvention. 
A_[)j)oij)tment  of  Committees  by  President. 
A  short  address — T.  E.  Simpson. 

APTERNOON  SESSION 

Secretary  anil  Financial  Secretary  will  be  jjresent 
at  1..jO  ]i.m.  to  rccei\e  dues. 

2.00  p.m.,  Invocation  and  address  by  Right  Rev. 
Bishop  Sweeny. 

Response — J.  G.  Henry,  Vice-President. 

Address  of  Welcome  by  Mayor  Hocken. 

Res|ionse — J.  H.  Robinson,  of  Hamilton,  Ont. 

President's  Address. 

.'?.00  p.m.  Lecture — Prof.  A.  J.  Dodge,  on  Special 
Treatment  of  the  Blood  and  its  relation  to  embalming; 
how  it  should  be  removed  and  how  to  remove  it  in 
the  most  convenient  and  successful  manner. 

4.15  p.m.  Lecture — Prof.  J.  E.  Crandall,  on  Demi- 
Surgery. 

WEDNESDAY,  SEPTEMBER  3RD 

9  a.m  Report  by  the  Secretary.  Report  by  the 
Treasurer. 

9.30  a.m.    Prof.  Dodge. 

Lecture — The  Vascular  System — Its  ramifications 
and  obstructions.  In  this  connection  I  will  endeavor 
to  show  mai'v  reasons  why  the  embalmer  cannot  always 
expect  to  be  wholly  successful  in  his  work.  Also  how 
he  may  in  many  cases  avoid  the  trouble  he  so  often 
encounters. 

11  a.m.  Introduction  of  new  members  by  Mr.  Wm. 
Edwards,  Gananoque,  Ont. 

11.15  a.m.  Demonstration  by  Prof.  Crandall  on 
Demi-Surgery. 

12.00  noon.  Dinner. 

WEDNESDAY  AFTERNOON 

2.00  ]).m.    Lecture  by  Prof.  Dodge. 

Lecture — A  continuation  of  this  morning's  sub.iect. 

?,.00  p.m.  Mr.  J.  B.  Melntyre,  of  St.  Catharines,  Ont., 
has  kindly  consented  to  address  us  on  the  subject  ot 
Fuaeral  Management.  Do  not  miss  this.  You  all 
know  him. 

3.30  p.m.    Reports  of  Committees. 

4.00  p.m.    Prof.  Crandall.    Demi-Surgery  continued. 


THURSDAY,  SEPTEMBER  4th 


9.00  a.m. 
10.00  a.m. 
11.00  a.m. 
Dinner. 
2.00  p.m. 
3.00  p.m. 
President. 
3.30  p.m. 


Reports  and  Unfinished  Business. 
Prof.  Dodge.    Demonstration  on  Cadaver. 
Election  of  Officers.    General  Business. 


Dr.  .lohn  McCullough. 
Installation  of  Officers  by  the  retiring 
U^nfinished  Business. 
Prof.  Dodge. 

Bacteria  and  their  relation  to  Infection,  I'utrefaction 
and  Fermentation. 
Question  box. 

Happy  to  meet,  sorry  to  part,  ha|i])y  to  meet  again. 
The  afternoon  session  will  be  brightened  by  solos  fi-oin 
Messrs.  E.  Hopkins,  Harry  Ellis  and  other  talented 
members  of  the  Association. 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally Every  Good  Undertaker 


These  are  Some  of  the  Reasons 

why  YOU 

It  is  interesting  to  t;ill<  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majoritx'  i^f  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  fa  |h  in  the  workirng  of  that  business  law 
which  rewards  a  product  In  proportion  lo  ils  deserts  ;  and 
we  are  confitlent  that  its  application  will  benefit  DIOXIN 
Embalmmg  Fluid. 


why  WE  Recommend  DIOXIN  and 
Should  use  it! 

We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  ot 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       IngersoU,  Ontario 
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Canadian  Demi-Surgery  Case 

Deiiii-suvgery  is  so  much  to  the  front  in  the  euibalm- 
ing  world  at  the  present  time  that  the  accompanying 
ilhistraiions  Aviil  prove  interesting,  if  not  educative,  to 
those  members  of  the  profession  who  are  looking  into 
the  subiect,  and  who  wish  to  keep  abreast  of  the  times. 
The  ease  in  question  being  a  local  one,  and  one  treated 
by  a  Canadian  embalmer  of  repute,  goes  to  show  that 
even  in  the  Dominion  we  do  not  have  to  take  second 
place  in  the  up-to-date  methods  now  employed  by 
leadei's  in  the  embnlming  world. 

Tlie  Toronto  papers  of  an  earl.y  date  in  Aiigust  con- 
tained the  detailed  information  of  an  automobile  acci- 
dent, in  which  the  auto  in  passing  a  farmer's  rig  on  a 
country  road  turned  turtle  and  instantly  killed  one  of 


The  case  when  it  readied  Mr. 'Stone  at  10.30  a.m.  "j 


the  occupants  of  the  ear.  N.  B.  Cobbledick,  of  Toronto, 
was  the  undertaker  in  charge,  and  he  sent  for  R.  U. 
Stone,  also  of  Toronto,  to  fix  up  the  remains  for  view- 
ing before  burial.  Mr.  Stone  reached  the  case  at  ten- 
thirty  o'clock  the  morning  following  the  accident.  He 
found  that  the  running  board  of  the  a\ito  had  jammed 
about  four  inches  into  the  head  just  below  the  frontal 
bone,  and  that  a  pair  of  goggles  worn  by  the  deceased 
had  been  driven  right  into  the  head.  The  right  eye 
showed  hangi)ig  doAvn.  the  left  one  being  driven  into 
the  head.    The  left  ear  was  cut  in  two,  with  the  upper 


Photo  of  remains  taken  at  7  p.m.  the  same  day. 


part  of  it  pressed  two  inches  into  the  wound.  The 
nasal  bones  were  crushed  into  powder,  only  a  few 
lacerated  pieces  of  the  lower  part  of  the  nose  being 
left.  Ir.to  the  gaping  wound  could  be  placed  a  man's 
two  fists,  side  by  side,  as  far  as  the  wrists. 

Mr.  Stone  finished  his  work  about  seven  o'clock  that 
same  evening,  before  darkness  set  in.  He  had  dis- 
robed, embalmed  and  bathed  the  body;  had  put  over 
200  stitches  into  the  face  to  bring  together  the  lacer- 
ated parts;  and  had  filled  up,  built  up,  tinted  and 


dressed  the  body  by  that  time,  when  the  photograph 
was  taken.  Another  half  hour  was  taken  to  adjust  the 
collar,  finish  the  tinting,  and  place  the  remains  in  the 
casket. 

The  whole  work  was  witnessed  by  the  undertaker 
in  charge  and  two  of  his  staff ;  and  before,  after,  and 
during  the  treatment  by  four  other  persons.  Both  the 
ilustrations  are  taken  from  amateur  photographs, 
which  were  not  retoTiched.  It  speaks  Avell  for  the  pro- 
fession that  a  Canadian  practitioner  can  do  such  work. 

A  second  automobile  accident  case  which  occurred 
recently  about  a  hundred  miles  from  Toronto  was 
treated  recently  by  Mr.  Stone  in  the  same  way  as  this 
one  under  review. 


Grievances  of  the  Embalmers 

The  Editor  Canadian  ?\trniture  World 

and  The  Undertaker: 

What  has  become  of  the  legislation  respecting  em- 
balmers? Two  years  ago  the  embalmers'  association 
obtained  from  the  Ontiirio  Government  legislation  gov- 
erning the  embalming  and  undertaking  profession.  As 
well  as  T  can  see,  wi^  are  on  an  equality  with  express- 
men, vegetable  peddlers,  hackmen,  etc..  that  is  as  far 
as  our  license  is  concerned.  A  license  costs  one  dollai- 
per  year,  and  the  legislature  does  not  discriminate  in 
issuing  them,  as  there  are  numbers  of  barn  men  em- 
ployed by  undertakers  holding  these  licenses.  This 
method,  it  is  quite  evident,  is  not  tending  towards  the 
elevation  of  the  profession.  Now  let  us  see  the  cause 
of  this  delay  in  not  holding  examinations  and  not  hav- 
ino-  the  board  of  examiners  appointed. 

To  begin  with,  T  ask  you.  who  are  most  competent 
to  select  these  examiners?  T  would  think  it  should  be 
th"  menibers  of  the  association,  as  represented  at  the 
anjuial  convention.  No  doubt  they  know  their  quali- 
fied men  far  better  than  any  government,  who,  no 
doubt,  would  select  "ward  heelers"  and  politicians 
without  taking  into  consideration  their  qualifications 
us  examiners.  The  convention  sent  up  a  committee 
with  a  draft  of  the  bill  as  desired,  but  they  simply 
took  what  they  could  get  without  looking  into  the 
future,  and  to  make  matters  worse  aiul  more  compli- 
eat(>d,  members  of  the  embalmers'  association  at  that 
time  commenced  a  lobby  amongst  the  members  of  the 
house  to  have  themselves  appointed  on  the  board.  This 
created  friction  and  practically  a  deadlock  amongst 
some  of  th(>  members  of  the  House,  which  is  still  exist- 
ing. The  bill  was  impracticable,  and  during  the  last 
session  an  amendment  had  to  be  made,  and  it  is  still 
not  in  force. 

It  would  be  far  better  to  be  in  the  i)osition  we  were 
before  without  a  license  than  to  have  the  same  standing 
as  peddlers,  etc.  The  present  bill  is  a  farce  and  should 
either  be  rescinded  or  so  amended  that  all  members  of 
the  embalmers'  association  be  taken  in  withoiit  exam- 
ination, the  same  as  was  done  in  the  cases  of  the  med- 
ical and  other  professions. 

Another  gi^ievance:  We  are  now  called  npon  to  reg- 
ister deaths  with  the  city  clerk,  who  is  paid  by  the  pro- 
vincial governi^ient  and  makes  his  returns  to  the  gov- 
ernment at  regular  intervals.  The  registrar  also  in- 
Kist.s  upon  our  registering  with  him.  Why  this  doiible 
registration  taking  up  our  time? 

You  wil'  pardon  me.  Mr.  Editor,  foi'  taking  np  so 
much  space  in  your  valuable  paper,  but  it  is  annoying 
to  find  we  got  something  altogether  difTerent  from  Avhat 
we  applied  for. 

W.  K.  Murphv. 
Toronto.  Aug.  15,  1913,  'j 
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The  Globe  Casket  Company 

LONDON  CANADA 

It  is  always  our  care  to  see  that  our  friends  and 
customers  are  well  served. 

Our  large  and  varied  stock  of 

Burial  Caskets 
and  Trimmings 

makes  it  almost  impossible  to  ask  for  anything  we 
cannot  supply  on  the  shortest  notice. 

IVe  are   always  open  for  business  and  will  use  you  right. 


The  Springfield  Metallic  Casket  Co'y 


SPRINGFIELD 
OHIO,  U.S. A. 


Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 


The  superior  merits  of  Sprihgfield  Metallic  Caskets,  together  with  the  great  variety  of  styles,  is  pfroven  by  the 
uniform  satisfaction  among  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 

DARK  STATUARY  BRONZE  finish  Telegraph  word  "WASHINGTON" 

ANTIQUE  SILVER  finish  "  "  "IMPERIAL" 

The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  New  "Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hard-ware,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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What  Disinfectant  to  Use 

By  H.  S.  Eckels,  Ph.  G. 

Dean  of  Eckeh'  College  of  Embalming,  Phila.,  Pa. 

PART  II. 

Free  chlorine  is  readily  obtained  from  a  preparation 
of  chlorinated  lime  and  sulphuric  acid.  It  is  decidedly 
the  strongest  germicide  and  deodorant  known,  and  has 
special  application  in  the  undertaker's  hands  when  he 
has  charge  of  a  badly  decomposed  body,  the  persistent 
disagreeable  odor  from  Avhich  can  perhaps  be  overcome 
only  by  these  means. 

In  the  preparation  of  such  body,  which  we  will  sup- 
pose to  be  in  a  box.  two  or  three  pounds  of  chloride  of 
lime  should  be  added  to  several  buckets  of  sawdust  and 
half  a  pint  of  sulphuric  acid  in  a  half-gallon  of  water 
should  be  poured  over  it.  Sprinkling  or  mixing  it  with 
the  sawdust  and  lime  produces  at  once  a  very  liberal 
supply  of  chloi'ine  gas,  which  will  absolutely  and  at 
once  destroy  all  bad  odor. 

It  is  also  a  most  effective  material  to  use  in  disinfect- 
ing exhumed  bodies  which  may  be  partially  decom- 
posed and  which  are  to  be  transferred  from  one  casket 
or  coffin  to  another.  The  chlorine  gas  thus  produced 
not  only  is  effective  in  its  deodoi'izing  qualities,  but  also 
is  the  most  powerful  destroying  agent  for  the  disease 
germs  or  bacteria,  and  in  such  cases  may  be  used  with 
libf'rty.  This  free  chlorine  gas  must  not  be  produced 
in  confined  spaces  where  human  life  is  apt  to  be  in 
danger  on  account  of  its  extremely  poisonous  nature 
and  corrosive  action.  . 

Another  Disinfectant  Substance 

Lime  or  quiekli)ne  is  another  substance  of  great  im- 
portance to  the  disinfector,  as  it  is  a  chemical  that  he 
freqiiently  will  find  of  importance  to  him  in  his  work 
in  special  eases:  for  instance,  in  the  whitewashing  of 
walls  and  ceilings  where  no  objection  would  be  made 
to  such  application.  For  this  purpose  a  freshly  pre- 
pared strong  solution  of  lime  should  be  used. 

Physicians  and  nurses  find  milk  of  lime  to  be  a  valu- 
able and  cheap  disinfectant  for  disinfection  in  the  sick 
room  for  discharges  and  other  matter  in  cases  of 
typhoid,  diphtheria  and  other  communicable  diseases. 
It  should  be  pre[)ared  by  mixing  fresh  slacked  lime  with 
four  times  its  volume  in  water.  The  advantage  is  that 
it  can  be  prepared  and  kept  closely  corked  in  a  jar 
ready  for  use  when  required ;  it  is  free  from  objection- 
able odor,  unlike  formaldehyde  or  chloride  of  lime  and 
some  of  the  other  disinfectants. 

Quicklime  is  also  used  for  the  destruction  of  bodies 
of  animals,  and  should  be  used  whenever  death  is 
caused  by  some  of  the  diseases  peculiar  to  animals  that 
are  also  communicable  to  man,  such  as  anthrax, 
glanders,  tetanus,  etc.,  as  the  chemical  action  of  the 
lime  ([uickly  destroys  all  germs  and  ultimately  reduces 
the  body  to  the  elements  from  which  it  came,  entirelj^ 
nullifjdng  all  danger  of  penetration  and  water  con- 
tamination. 

A  disinfecting  agent  familiar  in  its  everyday  use,  and 
one  that  the  undertaker  acting  as  disinfector  will  be 
called  upon  to  deal  with  is  carbolic  acid,  and  although 
the  use  of  other  chemical  solutions  is  to  be  preferred 
in  many  cases,  yet  carbolic  acid  has  its  special  appli- 
cation for  the  disinfection  of  bedding  and  soiled  cloth- 
ing. It  shonld  be  used  in  a  five  per  cent,  solution,  the 
articles  left  in  the  solution  for  one  hour. 

How  to  Make  Perfect  Solution 

Carbolic  acid  is  not  readily  soluble  in  water  in  the 
proportion  of  1  to  20  necessary  to  make  a  five  per  cent. 


solution.  The  carbolic  acid  should  be  mixed  first  with 
an  equal  amount  of  glycerine,  afterwards  adding  the 
water,  when  it  is  readily  dissolved  and  held  in  perfect 
solution,  and  thus  brought  in  contact  with  all  of  the 
substances  to  be  disinfected. 

This  is  important  to  observe,  because  without  the 
addition  of  glycerine,  the  liquid  carbolic  acid  alone 
mixed  with  watei'  would  rise  to  the  surface 
like  oil,  and  thus  only  disinfect  one  iiortion  of 
the  material  which  was  immersed  in  it.  It  also 
would  affect  the  hands  of  the  operator  in  the 
same  manner  as  strong  acid,  were  he  to  come  in 
contact  with  it.  A  five  per  cent,  solution  of  carbolic 
acid  is  made  by  mixing  GV^  ounces  of  carbolic  acid  to- 
gether with  Gi'o  ounces  of  glycerine,  and  115  ounces  of 
water,  to  make  128  ounces,  or  one  gallon  of  the  five 
per  cent,  solution. 

Carbolic  acid  is  suitable  for  the  disinfection  of  boards 
and  embalming  instruments.  It  is  fatal  to  all  the 
non-spore-bearing  bacteria,  but  has  slight  effect  on  the 
germs  of  tetanus,  anthrax,  malignant  aedema,  and 
other  spore-bearing  diseases,  thus  emphasizing  our  con- 
tention that  care  must  be  taken  in  the  selection  of  dis- 
infectants by  the  undertaker,  as  nothing  serves  to 
weaken  the  faith  in  disinfection  so  much  as  to  have  the 
work  done  in  an  unsatisfactory  manner. 

Potassium  Permanganate  is  another  disinfectant  that 
has  its  specified  uses,  and  yet  has  limited  application. 
It  is  invaluable  in  disinfecting  water  in  limited  quanti- 
ties which  may  be  known  to  contain  germs  of  some  of 
the  communicable  diseases,  such  as  the  contents  of 
tanks,  cisterns  and  other  places  where  contamination 
is  likely  to  be  found.  To  the  undertaker  who  may 
eventuallj^  be  the  disinfecting  officer  of  a  district  this  is 
a  matter  for  consideration,  as  he  will  frequently  find 
himself  in  the  position  of  having  to  destroy  the  sources 
of  infection  as  well  as  disinfecting  the  dead  body  or 
the  room  after  death. 

Killing  Disease  Germs 

A  sufficient  {[uantity  of  the  concentrated  solution  of 
potassium  permanganate  added  to  the  water  until  it 
assumes  a  slight  tinge  of  color  will  kill  all  the  disease 
germs  present.  This  should  be  further  aided  by  thor- 
oughly cleansing  the  walls  of  the  cistern  after  the  water 
has  been  drawn  out. 

For  organic  or  vegetable  substance  the  basis  of  com- 
plete disinfection,  however,  is  the  large  amount  of  per- 
manganate of  potassium  required  to  be  present  in  pro- 
portion to  the  small  amount  of  organic  (infected)  mat- 
ter for  complete  oxidization.  This  makes  the  cost  a 
considerable  feature  in  the  sterilization  or  disinfection 
of  urine  or  excreta,  and  precludes  its  general  use  for 
such  purposes. 

Labaraques  solution  is  one  that  finds  favor  w'ith 
many  disinfectors,  and  consists  of  an  aqueous  solution 
of  several  of  the  chlorine  compounds  of  sodium,  chiefly 
sodium  hypochlorite,  and  sodium  choride,  and  in  solu- 
tion with  water,  1  to  4,  may  be  used  for  disinfection  in 
washing  the  corpse.  The  undertaker,  however,  will 
find  little  use  for  this,  as  his  embalming  fluid  is  more 
efficient  and  also  more  convenient  to  use. 

Cresol  is  obtained  from  crude  carbolic  acid  by  dis- 
tillation, and  in  its  various  forms  is  similar  to  carbolic 
acid  in  its  action.  Being  practically  cai-bolic  acid  witli 
many  of  its  inert  substances  removed,  it  is  much 
stronger  in  its  action  and  is  three  times  as  powerful  a 
disinfectant  as  is  pure  carbolic  acid. 

(Iresol  and  its  various  preparations  (ereoline,  lysol, 
saprol,  solveol.  etc.^  are  all  valuable  disinfectants  for 
surgical  and  medical  practice,  but  are  too  expensive 
for  general  use  in  disinfection  such  as  the  undertaker 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Barrie — • 

Smith,  G.  G.  &  Co. 

Bowmanville 
Disne}',  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — • 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboconk 
Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon 

Sproul,  William 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 

Fenelon  Palls — 

Deyman,  L.  &  Son. 

Fen  wick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haiieybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  8. 

Kemptville — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  S.  S. 

Lakefleld — 

Hendren,  Geo.  Q. 

Little  Current — 
^ims,  J.  O. 

Warkdale — 
Oliver,  M. 


Newmarket — 

Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakWOOd  —  { Mariposa  Station 

G:T.R.)    Wilmot  F.  Webster 
Ohsweken— 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 

Petrolia — ■ 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott— 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas^ 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Burial  Co. 

Head    Office,    359  Yonge 

St.;  Branch,  407  Queen  St. 

W.   Private  ambulance. 
Stone,  Daniel  (formerly  H. 

Stone  &  Son),  82  Bloor  St. 

West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo 

Klipper     Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 
Paquet,  Jos. 
Cowansvllle — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Job. 


NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  G.  W. 
Woodstock- 
Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Praser,  D.  &  Co. 
xlalifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Camiibell  &  Campbell. 
Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Miiin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 

Saskatoon- 
Young,  A.  E. 


Kamsack — 

Russell,  G.  E.  ] . 
Lanigan — 

Robertson,  Wn 
Moose  Jaw 

Bioadfoot  Bros. 
Rush  Lake — 

Friesen,  John  Li. 

Prince  Albert- 
Howard,  A.  C. 

Regina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement— but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Onl. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhers\  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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would  be  called  upon  to  perform:  and  it  is  not  neces- 
sary to  go  further  with  their  qualities  in  this  article. 

Simple  Disinfectant  Agent 

A  good  soap  solution  with  plenty  of  hot  water  is  a 
disinfecting  agont  that  will  be  found  to  be  of  great 
service  in  practical  work,  for  cleansing.  Its  use  is 
always  advised  to  follow  thorough  disinfection,  either 
gaseous  or  with  solutions  by  a  proper  cleasing  with 
hot  water  and  soap,  aftei-  the  room  has  been  aired  and 
the  effect  of  the  gas  or  solution  has  worn  away.  This 
will  aid  in  removing  any  germs  of  disease  in  crevices 
that  may  be  covered  and  thus  pi'otected  by  dust  or  dirt, 
azUi  Avhich  may  not  have  been  entirely  destroyed  by 
pi|evious  disinfection.  Although  the  soap  has  a  limited 
disinfecting  power,  the  application  with  hot  water  is 
destructive  to  the  protected  position  of  the  bacteria, 
alter  gaseous  disinfection. 

On  zinc  chloride  and  ferrous  sulphate  it  is  hardly 
necessary  to  dwell.  Their  disinfecting  powers  are 
weak,  and.  although  ferrous  sulphate  has  considerable 
value  as  a  deodorizer,  yet  there  are  no  conditions  or 
puri^oses  where  it  is  to  be  preferred  to  chloride  of  lime, 
or  any  of  the  other  standard  disinfectants. 

Let  me  give  a  formula  or  receipt  for  a  solution  of 
corrosive  sublimate  1  to  1,000:  Bichloride  of  mercury 
5^  gi-ains  ounce),  ammonia  muriate  56  grains  (Vs 
odnce),  water  one  gallon.  Two  other  valuable  formulas 
of  disinfection  solutions  that  will  prove  to  be  of  use 
to:  the  disinfector  are  :  4  per  cent,  solution  of  formalde- 
hV-de ;  Formaldehyde  40  per  cent.  (12  8/10  oz.),  water 
III5  (2/10  oz. )  to  make  one  gallon. 


iNunn  &  Gp.llagher,  undertakers,  Vancouver,  are  suc- 
ceeded by  Nunn  &  Thompson. 


MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 

In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S,  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


ALBERTA  FUNERAL  DIRECTORS'  CONVENTION 

The  dates  for  the  1913  convention  of  the  Alberta  Fun- 
eral Directors'  and  Embalraers'  Association  have  been 
set  for  September  22,  23  and  24,  at  Calgary.  Prof. 
Chas.  O'Dhonau  will,  as  last  year,  act  as  lecturer  and 
demonstrator.  Last  year,  at  his  suggestion,  and  by  the 
vote  of  the  members  present,  the  number  of  marks  re- 
(juired  to  pass  the  examination  to  obtain  a  diploma  was 
raised  to  90 — 15  points  above  previous  examinations. 
The  percentage  of  those  who  failed  to  get  their  diplo- 
mas was  very  small. 

It  is  the  intention  of  the  otficers  of  the  association  to 
do  away  at  the  coming  convention  with  all  unnecessary 
frills,  etc.,  and  devote  the  three  days  of  the  meeting  as 
much  as  possible  to  lectures  and  demonstrations.  More 
than  likely,  this  will  be  the  last  chance  for  many  to  get 
their  diplomas  without  going  before  the  Provincial 
Board  of  Examiners,  which  will  be  appointed  before  the 
1914  convention. 

H.  G.  Stone,  Eed  Deer,  is  secretary-treasurer  of  the 
association,  and  he  is  preparing  a  good  program  for 
the  meetings. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — Furniture  and  Undertaking  business  in  fast  grow- 
ing town  of  over  four  thousand  population.  Large  county  trade. 
Apply  box  119,  Canadian  Furniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  8/13/3 

FOR  SALE — Furniture  and  house  furnishing  business  in  British 
Columbia,  i,ew  store,  good  town,  and  country.  Re  isons  for  selling 
— healtli  tailing.  Full  particulars  with  Box  121,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  St.,  Toronto,  Ont.  9/13/1 

FOR  SALE— Mr.  C.  R.  Dixon,  sole  proprietor  of  the  Dixon  Manu- 
lacturing  Co  ,  Calgary,  Alta. ,  is  compelled  to  retire  from  the  high 
altitude,  and  is  going'  to  sell  out  his  business  and  retire  to  his  ranch, 
where  the  altitude  is  lower.  The  Tent  and  Mattress  business  and  the 
Wholesale  Furniture  business  is  a  splendid  line  to  handle,  especially 
since  the  business  is  already  started  and  enjoys  a  very  good  trade. 
As  soon  as  the  C.N.R.  and  the  G.T.P.  are  joined  up  to  Calgary  the 
trade  will  be  twice  as  much  as  it  is  now. 

You  may  enquire  of  the  Royal  Bank  of  Canada,  and  either  Dun's 
or  Bradstreet's  Agency,  or  C.  R.  Dixon  personally. 

FOR  SALE — Furniture  and  Undertaking  Business  for  sale  in  small, 
thriving  town  in  Eastern  Ontario.  Excellent  reasons  for  selling. 
Apply  Box  ,  Canadian  Furniture  World  and  the  Undertaker,  32 
Colborne  Street,  Toronto. 

WANTED — An  Undertaking  Business  or  Furniture  and  Undertak- 
ing Business  in  a  good,  live  town  of  10,000  or  over.  Full  particu- 
lars, terms,  etc.,  by  first  mail.  H.  Merkley,  305  Pender  St. 
West,  Vancouver,  B.C. 


FOR  EXCHANGE  on  Furniture  and  Undertaking  Business  320  acre 
f  irm  in  Manitoba,  equity  about  $6000  and  will  pay  balance  in  cash. 
Address  G.  Edwards,  4039  6th  Ave.  N.  E.,  Seattle,  Wash. 


FOR  SALE 


FURNi  rURE  BUSl.XESS  in  best  .Mberta  t»wn— popu- 
lation over  1700 — no  opposition — large  turnover — best 
reasons  for  selling. 

A.  Chance  in  a  Lifetime 

Apf^ly  to 

Canahian  Furniture  World  and  The  Undf.rtakkk 
32  Colborne  Street,  Toronto 
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Adams  &  RajTiiond  Veneer  Co. ..79 

Albroug-b     Co..  .1.  P  '28 

Antiseptic  Heiiding-  Co  i.f.c. 

Aiti-tic  Wood  Turning  Works  ,10 
Ault  &  Wiborg  26 

B 

Baetz  Bros.  &  Co  16 

Batav  ia  Clamp  Co  78 

Berlin  Table  Mi'ti.  Co  16 

Bell  Kuniiturc  Co  36 


Canadian  Tjiiidermaii  Co  29 

Canadian  liattan  Chair  Co.,  The.  . 22 
Canada  Bed  Co.  12 


D 


Davenport  Mfg.  Cn  

Domestic  Specialty  Co  . 
Dominion  Casket  Co. . . . 
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Eckels  &  Co.,  H.  S  72 

Egyptian  Chemical  Co  76 

Elmira  Furniture  C'o  20 

Elmira  Interior  Woodwork  Co  8 

Ellis  Co  ■  18 

Evel  Casket  Co  68 


Gale  &  Son,  Geo  :   5 

Gendron  Mfg.  Co  20 

Globe  Casket  Co  74 

Gold  Medal  Furniture  Mfg.  Co.  .32-33 

H 

Hespeler  Furniture  Co  9 

HamUton  Ideal  Mfg.  Co  19 

I 

Ideal  Bedding  Co. . . :   3 

Imperial  Furniture  Co  34-79 

Imperial  Rattan  Co  80 


Jamieson  &  Co.,  R.  C  26 

Johns-Manville  Co  24 


K 

Kemp  Co., W.  1   79 

Ken.sington  Furniture  Co  23 

Knechtel  Furniture  Co  14-15 

Kohn,  J.  &  J  24 

Knechtel  Kitchen  Cabinet  Co  35 


Lackawana  Leather  Co  24 

Llppert  Furniture  Co  17 

Leggattfc  Piatt   6 

M 

Mitchell  &  Co  72 

M(]i-ton  Mfg  Co  75 

JIundell  &  Co.,  John  C  .  .i.f.c. 

McLagan  Furniture  Co  o.f.c. 

McKellar  Bedding  Co   4 

N 

National  Casket  Co  70 

0 

Onward  Mfg.  Co  18 

Owens  Davens  12 


Peppier  Bros  30-31 

Perrln  &  Co.,  Wm.  R  78 


Robertson,  P.  &  L  27 

S 

School  of  Embalming  79 

Semmens  &  Evel  Casket  Co  64 

Springfield  Casket  Co  74 

Standard  Bedding  Co..  6-79 

Steele,  Jas.,  Limited  79 

Stratford  Brass  28 

Stratford  Bed  Co  13 

Stratford  Mfg.  Co  13 

Stratford  Chair  Co  80 

Stonnards,  Limited  25 

T 

Toronto  Feather  &  Down  Co.,  Ltd.  79 


Veit,  OttoT.  E.,  &  Co  79 

Viotoriaville  Chair  Mfg,  Co.,  The.. 22 
Victoriaville  Furniture  Co  21 

W 

Waterloo  Furniture  Co  11 

Waterloo  Spring   79 

Waisglass,  S.,  Limited   7 


IShort  Reach  Clamp 

For  Drawer  and  Table  Tops 


M  ISICIRIEW. 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  bring's  out  the 
g-rain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 
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Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  stuciy  for  thirly- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
W  rite  us  for  catalogue  No.  20  and 
lirices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


IMPERIAL  FURNITURE  CO. 

Manufacturers  oj 
Turkish  Rockers,  Leather  Upholstered  Couches 
High  Grade  English  Chairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking  Business,  try  our  Classified 
Pages.  The  Canadian  Furniture  World  and  The  Under- 
taker is  read  by  practically  every  furniture  merchant  and 
undertaker  in  Canada  every  month. 


STANDARD  BEDDING  CO. 

Manufacturers  Seagiass  and  Cotton  Mattresses 

4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent 
and  Invictus  Fell  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 


Try  the  Waterloo  Spring  Co.  for 
Upholstering  Springs.  Made  of 
best  spring  wire  on  market. 

Sold  Wholesale  and  Retail  • 

Waterloo  Spring  Co. 

Waterloo,  Out. 


Canadian  School  of  Embalming 

Instruction  in    Practical   Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 


The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 
HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 


Every  Furniture  Manufacturer 

instab  new  equipment  in  his  plant  from  time  to  time— 
the  old  must  go!  There  is  a  way  to  dispose  of  It— eeon- 
omicftUy  and  effectively.    Let's  tell  you ! 

Canadian   Furniture  World,  ^^^ESnto 


ESTABLISHED  1869. 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

T^ANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 
C/RCASS/A/y)  WALNUT 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  yecirs  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ::  ONTARIO 


KEMP'S 


Platform  -  48  x  27  inches;  Height 
14  inches  diameter;  Front  Wheel-  6; 
turned  ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-workmg  plants,  etc. 
Sides,  Stakes  and  Platforms 
hardwood.  Weight,  I  50  lbs. 

Write  Us  for 
Prices 


W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


FACTORY  OR 
FURNITURE 


TRUCKS 


Truck-- 1 4;i  inches;  Centre  Wheel- 
inches  diameter ;    1  i  inch  Steel  Axle, 


Trucks  furnished 

complete 
or  with  castings 
of  steel  parts. 
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Quick  Sellers  at  All  Times 


Imperial  Reed  Farniture  is  no  longer  regarded 
as  essentially  outdoor  furniture.  It  has  firmly 
established  itself  in  the  library,  the  den  and  in 
every  part  of  the  household  where  real,  solid 
comfort  is  desired. 

The  designs  are  refined  and  tasty  and  the  con- 
struction is  mucli  more  reliable  than  furniture 
which  merely  "looks"  stronger.  These  features 
make  a  strong  appeal  to  the  great  "middle-class," 
that*  branch  of  trade  which  forms  the  "bread 
and  butter"  end  of  your  business. 

Order  a  few  through  the  Stratford 
Shipping  Combination  and  get  re- 
duced rates  on  carload  lots. 

We  also  make  Upholstered  Furniture. 


Imperial  Rattan  Company,  Limited 

Stratford,  Ontario 


What  are  Your  Chair 
Ideas  for  the  Fall? 


A  RE  }ou  going  to  be 
content  with  push- 
ing a  line  that  entails 
hardvvork  and  very  little 
profit  or  are  \'ou  going  to 
sell 

Stratford 
Chairs 

— the  chairs  that  sell  on 
their  merits  —  that 
compel  sales  ? 

There's  a  h\g  field  waiting-  for 
you  if  you  push  the  right 
kind — Stratford. 
The  chairs  are  attractive  and 
so  are  the  prices. 
Stratford  is  a  mixed  carload 
centre  for  High  Class  Furni- 
ture. 


Stratford  Chair  Co.,  Limited 

STRATFORD,  ONT. 
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nPHE  strongest  sales  creating  combination  is  an  appeal  to  the  taste  and 
the  pocket  at  one  and  the  same  time.  There  is  some  indefinable  dis- 
tinction some  marked  superiority  about  McLagan  Dining-Room  Furniture  that 
instantly  compels  attention,  while  the  prices  are  such  as  to  meet  the  demands  of 
the  most  exacting. 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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Mission  Furniture,  Arts  and  Crafts  Furniture,  Furni- 
ture for  Dens,  Hotels,  Smoking  Rooms,  Apartments,  Dining  Rooms. 


Special  attention  and  special  experience  are  given  to  the  manufacture  of  these  lines  in  our  factory.  From 
the  simplest  Jardiniere  Stand  up  to  the  most  elaborate  Easy  Chair,  we  put  study  and  thought  into 
each  article,  at  every  stage  of  construction. 

The  result  of  this  is  on  evidence,  —  our  Mission  Lines  show  in  design,  workmanship  and  finish  an  attrac- 
tiveness and  drawing  power  which  the  watchful  public  are  quick  to  respond  to. 

Among  the  lines  on  our  list  of  Mission  Goods  are, — 


Davenports 
Ladies'  Desks 
Smokers*  Sets 
Domes 


Settees 
Morris  Chairs 
Diners 

Mission  Lamps 

Blue  Prints  on  request 


Easy  Chairs 
Easy  Rockers 
Tables 

Chandeliers,  etc. 


JOHN  C.  MUNDELL  &  CO. 

ELORA,  ONT. 


SALEABLE 

BECAUSE 

SANITARY 

People  are  becoming  more  and  more  insistent  in  their  demands 
for  sanitary  bedding,  and  dealers  are  realizing  that  Antiseptic 
Bedding  can  alone  meet  their  requirements. 


And  the  reason  is  that  every  feather  that  goes  in 
our  pillows  is  sterilized  and  every  layer  of  felt  in  our 
mattresses  is  pure  and  thoroughly  antiseptic. 

The  result  is  clean,  healthy,  comfortable  and  highly 
durable  bedding,  the  kind  that  breeds  no  "kicks" 
from  customers  but  makes  every  user  a  live,  enthus- 
iastic, talking  advertisement. 


Antiseptic  Bedding  Co. 


187-9  Parliament  Street 
TORONTO 
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Waterloo  Ont . ,   Sept.  25,  1913. 
Mr.  J'urniture  Dealer, 

Everywhere,  Canada. 
Dear  Sir, 

We  are  sending  you  a  Booklet  of  our 
"Waterloo  Monimakers"  showing  a  number  of 
designs  in  three  and  five  piece  suites.  Look 
it  over  carefully,  especially  the  price  list. 

We  have  a  great  line  of  * 'Snappy  Sellers" 
and  we  are  proud  of  them.     If  not  already 
acquainted  get  in  line.     Select  a  few  samples 
to  place  in  that  show  window  of  yours--they 
will  sell  themselves. 

Our  travellers  get  credit  for  mail  orders. 
Yours  very  truly, 

WATERLOO  FURNITURE  COMPANY. 

P.S.--If  booklet  fails  to  reach 
you  drop  us  a  post  card. 
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SATISFY  EVERY  CUSTOMER 

There's  a  lot  of  satisfaction  in  giving- 
e\'ery  customer  a  little  more  than  their 
money  buys.  Better  values  in  materials  and 
workmanship.  This  is  made  possible  when 
you  sell  The  Hygienic  Line. 

Exceptional  manufacturing  facilities  make 
possible  lower  prices  without  in  any  way 
interfering  with  the  quality  of  materials 
used. 

Try  these  grades.  You'll  find  them 
quick  sellers  with  a  profitable  turnover  that 
will  agreeably  surprise  you. 

LEE-BURRELL,  REX,  REGENT,  INVICTUS 

Made  up  of  the  Purest,  White  Cotton  Felt 
Sea- grass  and  wool  mattresses  also  shipped  in  any  quantities 

The  Standard  Bedding  Company 

Sole  Manufacturers  and  Distributors  of  Lee-Burrell,  Rex,  Regent  and  Invictus  Mattresses 

27-29  Davies  Ave.  Toronto,  Canada 


Your  Demands 
Must  Coincide 

with  Your 

Customers 

Or  you  will  experience  considerable  difficulty 
in  getting  rid  of  your  stock. 

In  the  matter  of  Spring  Beds  we  can 
supply  you  with  the  fastest  line  of  movers  on  the  market.  We  know  thoroughly  by  practical  experience  just 
what  your  customers  want  and  just  what  price  they  are  prepared  to  pay. 

Why  not  profit  by  our  experience  and  let  us  show  you  what  can  be 
accomplished  with  a  real,  quick  moving,  profitable  line  of  Spring  Beds. 

Prices  and  particulars  sent  upon  request 

Legget  &  Piatt  Spring  Bed  Company 

WINDSOR         :  ONTARIO 


October.  1913 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


THE  WEISGLASS  BED 

The  line  constructed  to  stand  rough  usage.  A  line  of 
neat  and  taking  designs,  designed  to  suit  all  classes 


TRADE  MARK 


Our  guarantee  to  the  dealer  of  absolute  satisfaction 


We  have 
added 
a  number 
of  new 
designs 
to  our 
line 


Our 

traveler 
will  call 
on  you. 
Wait  to 
see  our 
new 
designs 


No.  754-BED 


All  our  beds  are  subjected  to  the  test  of  acids,  alcohol, 
salt  solution  and  ammonia  before  leaving  our  factory. 

To  make  quick  sales  and  sure  profits,  place  your 
next  order  with  us. 


S.  WEISGLASS  LIMITED 

1620  CLARKE  STREET       -       -       MONTREAL,  QUE. 
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Why-THE  ELMIRA  LINE 


BECAUSE  OF  ITS  HIGH 
STANDARD  of  QUALITY 


No.  205.     Library   Table,  quartered 
oak,  any  finish,  24  x  42  in.  top. 


Write  for  catalogue  for  many  other 
designs  and  prices. 


No.  1  stock,  first  class  workmanship 
— fine  finish  and  neat  catchy  designs 
all  go  to  make  the 

ELMIRA  LINE 

the  best  sellers  on  your  floor.  Big- 
stocks  carried  of 

Diners,  Rockers 
Chairs,  Tables 
Stands,  etc. 

We  want  your  mail  order 
business. 

The  Elmira  Furniture  Co. 

LIMITED 


ELMIRA 


ONTARIO 


The  Line  that  Sells  Easily 


IS  the  one  out  of  which  you  can  reap 
the  most  profits.  Such  being  the 
case,  you  cannot  afford  to  overlook 
this  line  of  Berlin  Extension 
Tables. 

You  don't  have  to  waste  a  whole  lot  of 
time  arguing  with  your  customers.  Their 
appearance  is  a  guarantee,  and  every  table 
is  as  good  as  it  looks. 

The  patented  Automatic  Top  in 
itself  is  a  feature  that  wins  in- 
stant favor,  and  is  the  best  selling 
feature  on  the  market. 

Just  how  many  shall  we  send  you  ? 


The  Berlin  Table  Manufacturing  Co.,  Limited 

BERLIN      -  ONTARIO 
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SELL  "WEIS"  SLIDE  DOOR 

SECTIONAL  BOOKCASES 


They  are  unique  in  construction.  Every  unnecessary  part  or 
adjustment  has  been  ehminated  without  in  any  way  detracting  from 
their  durabihty,  rigidity  or  attractive  appearance. 

Unhke  any  other  sectional  bookcases  shipped  knocked  down, 
these  may  be  assembled  by  anyone — easily,  quickly — without  tools 
or  screws. 

The  patented  locks  or  fasteners  make  these  sections  or  stacks 
as  rigid  as  solid  cases  when  once  put  together. 

"Weis  "  Bookcases  are  particularly  suitable  for  use  in  private 
houses,  law  offices,  libraries  and  in  fact  anywhere  wherever  wall  space 
is  a  great  consideration. 


You  should  get  a  display  of  "  Weis "  Bookcases  on  - 
your  floors  or  in  your  windows.    Don't  let  the  Exclusive 
Office  Furniture  Men  cash  in  on  the  profits  that  might 
easily  be  yours. 

There  are  other  designs  in  our  catalogue  which  would 
appeal  to  your  customers.  The  catalogue  gives  full  partic- 
ulars and  prices  and  will  be  sent,  upon  request,  to  the 
trade. 

This  is  a  line  of  ready  movers,  Mr.  Furniture  Dealer,  that  carries  with  it  a  most  substantial  turnover; 
and  the  satisfaction  of  one  customer  spreads  among  others  and  leads  to  an  ever  increasing  army  of 
"  Weis  "  enthusiasts. 

IV e  have  a  catalogue  ready  to  mail  to  you — shall  we  send  it  to-day  ? 

The  Knechtel  Furniture  Co.,  Limited 

Hanover,  Ontario 
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KOHN'S  BENTWOOD 

Furniture  for  the  Holidays 

Quality  instead  of  price  dictates  the  purchase  of  gifts.  Your  custo- 
mers are  each  year  buying  more  sensible  holiday  presents  instead  of 
useless  trifles. 

KOHN'S  BENTWOOD  Furniture  meets  the  demand  for  artistic, 
high-class,  reasonably  priced  gifts  that  will  not  disappoint  in  service. 

A  Copy  of  Our  Catalog  is  Ready  for  YOU 

Even  though  you  do  not  intend  buying,  our  catalog  should  be  on  your 
desk,  h  show^s  many  nevs^  designs  typifying  all  periods  and  each 
modern  art  tendency  in  artistic,  durable  BENTWOOD  Furniture. 


No.  1531i 


No.  1518ER 


Write  To-Day 


Don't  Delay 


JACOB  &  JOSEF  KOHN,  VIENNA 

NEW  YORK  CHICAGO  SEATTLE 

215-219  VICTORIA  STREET,  TORONTO 


This  is  IT 


This  is  the  pattern  your  friend 
Jones  is  so  enthusiastic  about  as 
being-  a  rapid  mover.  He  l<novvs 
because  he  has  tried  a  few  on  his 
floors  and  watched  them  go. 

We  could  say  a  whole  lot  about 
durable  construction,  classy  design, 
lasting  finish,  but  lack  of  space 
forbids. 

We  have  many  other  patterns 
equally  attractive,  both  as  regards 
price  and  appearance.  Let  us  send 
you  illustrations  and  prices. 


STRATFORD  BED  COMPANY 

STRATFORD,  ONTARIO 
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Gold  Medal  Line 


A  handsome  couch  by  day,  a  double  bed  by  night.    A  pressure  of  the  foot 
converts  from  the  one  to  the  other.    The  two  articles  at  one  cost. 


Imperial  Steel  Sliding  Couches 
"Gold  Medal"  Patent  Neverstretch  Felt  Mattresses 
"Hercules"  Patent  Guaranteed  Bed  Springs 


OUR  NEW  PURITY  A  A  FELT  MATTRESS  IS  A 
POPULAR  MATTRESS  AT  A  POPULAR  PRICE 

Manufacturers  of 

Parlor  Furniture  and  Gold  Medal  Davenports 

WE  SELL  EVERYTHING  FOR  THE  UPHOLSTERER 

Gold  Medal  Furniture  Manufacturing  Co.,  Ltd. 

Head  Office,  Van  Home  Street,  Toronto 

FACTORIES  ALSO  AT        MONTREAL        WINNIPEG        AND  UXBRIDGE 
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BAETZ  BROTHERS  &  COMPANY 

Berlin,  Ontario 


No.  414 
Chair  and  Rocker 

Made  in  solid  quartered  oak 
any  finish. 

Upholstered  with  soft  "bellows" 
spring  seat  and  back,  making 
an  exceptionally  comfortable 
chair. 

Many  leathers  to  choose  from. 

We  have  the  following  mission 
designs  in  stock  for  prompt 
shipment. 


Nos.  400,  401,  403,  404,  405,  406,  407,  408,  409,  410,  412,  413  and  414 


Here  is  a  seller  you  should  put  on  your  floor 

 -"IWB^'i^  ■•-  •r'f^^fl^B 

,     ^  h's  one  of  our  many  ^^HL-^ 


h's  one  ot  our  many 
new  designs  in 

Fall 
Mission 
Furniture 

Made  with  settee 
to  match 


Write  for  blue 
prints  and  prices 
of  our  n*w  lines 


No.  839^ 


No.  839 


Lippert  Furniture  Co,,  Limited,  Berlin,  Ontario 
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A  Most  Profitable  Line  for  the  Dealer 

This  Cabinet  Sells  Itself — Quick  Sales — Good  Profits 


All  ihe  good 
points  of  other 
cabinets  and 
many  exclusive 
features  of  its 
own. 


Handsome  in 
appearance. 

Durable  in 
construction. 

Low  in  price. 


THE  NEW 

IDEAL  KITCHEN  CABINET 

The  New  Ideal  Kitchen  Cabinet  is  so  constructed  that  it  embodies  all  the  best  features  of  other  cabinets — all  those  points 
which  make  instant  appeal  lo  the  hinisewife.     It  is  sfrongfly  built  and  beautilully  finished. 


A  Special  Low  Introductory  Price 

Cabinet  we  are  quoting-  an  exceptionally  low  pric^ 
Isome  profit  to  the  dealer.    This  cabinet  is  its  ow 

Write  for  Special  Dealer  Proposition 


To  introduce  the  New  Ideal  Kitchen  Cabinet  we  are  quoting-  an  exceptionally  low  price  which  places  it  within  the  means  of 
every  housekeeper  and  allows  a  handsome  profit  to  the  dealer.    This  cabinet  is  its  own  demonstrator — its  own  salesman. 


W  e  have  a  special  proposition  to  otter  dealers  who  are  in  a  position  to  handle  the  New  Ideal  Kitchen  Cabinet.  This  offer 
will  be  good  for  a  short  time  only,  so  write  at  once  for  full  information. 

The  Hamilton  Ideal  Mfg.  Co.,  Limited 

Hamilton,  Ontario 
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Desk  No.  195.    With  Sections  54  or  60  inch 

Not  necessary  to  carry  in  different 
styles.     All  changes  made  in 
a  few  minutes 


System  and  Flat 
Top  Desks 

Business  men  now-a-days  are  just  as  par- 
ticular about  the  furniture  for  their  offices 
as  for  their  homes. 

They  not  only  want  the  most  attractive 
designs  but  the  most  up-to-date  improve- 
ments. 

And  here's  where  we  can  help 
you  increase  the  sales  and  pro- 
fits in  your  office  furniture 
department. 

Our  System  and  Flat  Top  Desks  are  clean 
cut  in  style,  simple  yet  strong  in  construc- 
tion and  fitted  with  the  most  modern  and 
exclusive  time  saving  features. 

They  are  the  kind  that  immediately  attract 
attention  by  reason  of  their  all  round  con- 
venience and  neatness. 

Our  line  is  so  diversified  in  pat- 
terns and  prices  that  we  are 
prepared  to  fully  meet  your 
requirements. 

Send  for  Catalog  and  Price  List 

Elmira  Interior 
Woodwork  Co. 

ELMIRA,  ONTARIO 


Brass  Furniture 
Trimmings 

We  have  a  most  complete  assortment  and  can 
offer  you  excellent  values  in 

Pulls, 
Escutcheons 
Knobs,  etc. 

Our  line  embraces  both  hig-h  grade  and  low  priced 
goods,  and  if  you  want  to  give  an  increased  sale- 
ability  to  your  furniture  you  should  make  your 
selections  from  our  line. 

We  manufacture  ALL  KINDS  of 
furniture  trimmings 

Stratford  Brass  Co.,  Limited 

Stratford :  Ontario 


NOW 


is  the  time  to  get  your  stock 
of  Stratford  Folding  Chairs 
ready  for  the  holiday  sea- 
son. There  will  be  a  big 
demand  for  extra  chairs  in 
private  homes  and  public 
halls. 


The  dealer  who  intelligently 
seeks  this  trade  and  the  one  who 
will  eventually  get  it  is  the  man 
who  handles  our  line.  We 
want  you  to  be  that  dealer. 


Write  for  a  copy  of  our  catalog  and 
make  your  se'eciions  frum  it 


Stratford  Mfg. 

Company,  Limited 

Stratford :  Ontario 


October,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


13 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather. 
Finish  sun  and  water 
proof. 

The 

Lackawanna  Leather  Co. 

Hackettstown,  N.J. 


J-M  ASBESTOS 
TABLE  COVERS 


Are  Big  Trade 
Builders  for 
Live  Dealers 


Xcarl.N  all  ,\imr  wonu'ii  eiistoiiiers  have  dining-room  tables,  the 
iilislicil  lops  (if  which  must  he  piiUcrl cd  fi'oni  hot  uishes.  These 
wouicii  are  slircwd,  careful  linusekcci icrs  -they've  investigated— 
auil  tlicy  know  that  the  best  i)rotocfi(iu  in  the  world  for  their 
valuable  talile  tops  is  a  J-M  Asbestos  Table  Cover. 

^■(lu  uiitiht  as  well  make  lliese  sales  of  J-M  Asbestos  Table 
<  iix  ers  and  Jlat s  as  some  ol  her  dealer,  for  this  is  dead  certain— 
■^om(■  dealer  in  ydur  town  is  going  to  Fell  these  table  covers  and 
rake  in  the  big  profits.  Why  not  yourself  ?  You  need  not  carry 
much  of  a  stock— our  Branch  House  in  your  territory  does  that, 
and  you  can  order  as  you  need  the  goods. 

Bear  in  mind  that  we  are  the  oldest  and  largest  manufacturers 
of  Asbestos  goods  in  the  world. 

We  have  a  special  proposition  for  live  dealers  that  will  interest 
yon. 

Write  our  nearest  Branch  TO-DAY- NOW, 
while  you  think  of  it,  and  ask  for  particulars. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  Limited 


Manufacturers  of  Asbestos 
and  Magnesia  Products 


e^'^TflC  '^='>^'°'  Roofings,  Packings 
&  »3  «  y  »3     Electrical  .Supplies,  EXi 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 

IHOl 


ROBERTSON 


SOCKET 
HEAD 


Wood  Screws 


Square 
Hole 


Pat.  Feb.  2,  1909 


THIS  IS  A  REAL  WOOD  SCREW 


It  is  driven  by  a  specially  designed  screw  driver  and  is  the  only  one  of 
its  type  on  the  market.  Driver  fits  snugfly  into  the  square  hole  and 
positively  cannot  slip.     No  scratching  of  finished  surfaces. 

Is  specially  adapted  for  any  kind  of  work  connected  with  the  manufac- 
ture of  furniture.     Saves  time,  labor,  money  and  material. 

Drivers  sent  free  rvith  first  order.     Write  for  catalogue  and  prices. 

L.  Robertson  Mfg.  Co.,  Limited 

MILTON  ONTARIO 
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No.  22.    Spanish  Leather 


Your  Holiday  Trade 

Will  not  be  the  biggest  possible  unless  you  make  a  few  judicious 
selections  from  our  line  of 

Upholstered  Furniture 

We  have  everything  necessary  to  meet  all  branches  of  your  trade 
in  this  line,  including  : 

Living  Room  Chairs,  Rockers  and  Suites 
English  Library  Chairs        Chesterfields  and  Couches 

Writ€  for  illustrations  and  prices 

Imperial  Furniture  Co., 

585-591  Queen  St.  West  Toronto,  Can. 


Double  Satisfaction 

That's  the  trade  winning  secret  of  our  line  of  Upholstered 
Furniture.  We  can  meet  your  requirements  both  in  price 
and  quality- 

The  No.  280  Rocker  here  shown  is  a  sample  of  the  excel- 
lence of  our  line.  Made  in  any  cover  and  all  finishes,  with 
a  price  that  will  meet  the  demand  ot  your  most  critical 
customer. 

Get  prints  and  prices  and  test  our  service 

J.  P.  ALBROUGH  &  CO. 

MAKERS  OF 

Quality  Couches  and  Easy  Chairs 
INGERSOLL  CANADA 


How  Many  Orders  Have  You  Lost 


The  New  Way 
Manufactured 
only  by 


because  your  fiiniitiire  or  metal   beds  h;ive   in)l   been   equipped  with 

Onward  Sliding  Furniture  Shoes 

These  mistakes  are  expensive  and  it  will  pay  you  to  insist  on  jjetting' 
all  your  furniture  and  metal  beds  equipped  with  Onward  Sliding 
Furniture  Shoes. 

Made  in  all  styles  and  sizes  with  Glass  Base  or  Mott  Metal  Base. 

Write  f»r  Free  Descriptive  Circular 
and  Trade  Discounts 


The  Old  W«y 


Onward  Manufacturing  Co.     SeX,  ont,  and  Menasha,  wisc. 


Do  you  know  of  any  Furniture  Dealer  or  Funeral  Director,  aivy  where  in  Canada,  who  is  not  a  subscriber  to  the 
Canadian  Furniture  World  and  The  Undertaker?  If  so,  you  will  be  doing  him  a  favor  by  sending  us  his  name  and 
.address  so  that  we  can  send  him  a  sample  copy  and  subscription  order  blank. 
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Profits 

to 

The  Dealer 


Satisfaction 


T^HAT,  in  a  nutshell  is  the  secret  of  the  great  popularity 
^  of  Knechtel  Kitchen  Cabinets. 

The  pattern  shown  here  is  one  of  our  most  popular  sellers; 
it  is  thoroughly  practical  and  sanitary,  and  embraces  the 
most  up-to-date  convenient  features. 

An  additional  feature  which  makes  ours  a  thoroughly 
worth  while  proposition  for  you,  is  our  advertising  co- 
operation. We  spend  part  of  our  profits  every  year  in 
advertising  direct  to  the  consumer  and  thus  make  our 
products  familiar  to  those  people  with  whom  you  ulti- 
mately do  business. 

Illustrations  and  Prices  sent  upon  request 

Knechtel  Kitchen  Cabinet  Co.,  Limited 

HANOVER  ONTARIO 


Selling  Agents:  The  Knechtel  Furniture  Co.,  Limited 
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Are  you  using 

Anglo  Rubbing  and  Polishing  Varnish? 

This  is  one  of  our  most  recent  productions,  produced 
after  years  of  experimenting  and  testing.  Made  to  rub 
in  twenty-four  hours,  two  days  and  three  days.  Works 
very  free  and  easy.    Polishes  with  a  beautiful  finish. 

Ault  &  Wiborg  Co.  of  Canada,  Ltd. 

Varnish  Works, 

MONTREAL  TORONTO  WINNIPEG 

We  are  the  largest  manufacturers  in  the  world  of  Grain- 
mg  Colors,  etc. 

Are  you  using  A.  &  W.  materials?  If  not,  we  are  both 
losmg  money. 
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Waste  or  Profit? 


We  have  oi-own  so  accustomed  to  the  kindling-  pile  that  it  seems  visionary  to  even 
consider  that  there  might  be  a  tremendous  saving  ettected  by  converting  it  into  a 
marketable  product.    There  are  several  concerns  in  Canada  who  are  so  converting 

their  waste,  while  in  the  States 
there  are  nearly  one  hundred  who 
are  doing  likewise,  and  from 
figures  given  us,  the  cost  of  hand- 
ling the  cuttings  from  the  cutoft' 
saw  until  they  are  joined  into 
panels  on  the  Linderman  Dove- 
tailer  doe.s  not  exceed  $3.50  a 
thousand  surface  feet.  The  aver- 
age cost  of  core  stock  is  between 
$16.00  and  $20.00  per  thousand. 
The  average  cost  of  doing  it  up 
will  be  $5.00  per  thousand  so  that 
it  is  a  simple  mathematical  prob- 
lem to  figure  the  saving.  Your 
cuttings  may  average  2,000  ft.  per 
week  which  should  yield  1,500  ft. 
of  good  stock  ready  for  your  own 
use  or  for  sale  to  any  veneered 
door,  top  or  panel  manufacturer. 

$30.00  a  week  saving  for  five  hours  work  on  a  Linderman  Dovetailer  should  be  worth 
considering  by  any  manufacturer,  particularly  when  the  machine  can  be  kept  busy 
all  or  part  of  the  time  on  other  work. 

Canadian  Linderman  Co.,  Limited 

Works  at: 

MUSKEGON,  MICH.  WOODSTOCK,  ONT. 
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THE  DEPENDABLE  LINE 

Peppier  Furniture 

Although  our  products  have  been  on  the 
market  but  a  short  space  of  time,  we  have 
already  won  the  confidence  of  a  host  of  dealers 
by  the  saleability  of  our  furniture. 


We  have  an  exceptionally  strong  line  to 
meet  your  Fall  and  Winter  requirements, 
and  if  our  salesmen  have  not  called  upon 
you,  you  should  not  fail  to  get  first  hand 
information  direct  from  our  head  office. 


So  don't  delay — you'll  he  doing  yourself  a 
favor  as  well  as  us. 

Peppier  Bros.,  Limited 

HANOVER   :  ONT. 


Oc 
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The  Kellaric  Mattress 


All  You  Need  Do  is  to  Display  It 

That's  all;  it  needs  no  lengthy  argument  to  convince  a  custo- 
mer of  the  superiority  of  the  Kellaric  Mattress;  there's  a 
laced  opening  at  the  end  so  that  every  customer  can  examine 
the  quality  of  the  inside  filling. 

And  the  "Kellaric"  wears  as  well  as  it  looks  and  is 
thoroughly  sanitary  and  comfortable. 


The  Kellaric  is  a  self  seller  among  mattresses;  a  real 
business  builder  that  not  only  attracts  trade  but  holds  it 


We  are  also  manufacturers  of  the  Model  Box  Spring,  the 
"Hair-in-Felt"  and  the  ^Tommon  Sense"  Mattresses. 

We  have  unequalled  facilities  for  rapid  shipment  both  in  the 
East  and  West  and  can  guarantee  to  fill  all  orders  satisfactorily. 

Our.  traveller  will'  call  upon  you  soon  and 
take  your  orders  for  the  holiday  season 

The  McKellar  Bedding  Co.,  Limited, 

Fort  William,  Ontario 
Eastern  Branch  :  BERLIN  BEDDING  CO.,  LIMITED,  31  Front  St.  E.,  Toronto 
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RCOISTCR-EO 


IDEAL"  Box  Spring— Upholstered 


Spring  about  to  be  Upholstered 

IDEAL  BOX  SPRINGS 

There  is  no  "IDEAL"  line  of  which  we  are  quite  so  proud  as  we  are  of  the  "IDEAL" 
Upholstered  Box  Springs,  and  there  is  no  line  which  finds  so  ready  a  sale  and  so  satisfies 
your  customers  as  do  these  springs. 

Each  Spring  it  made  of  the  best  grade  steel  wire,  tempered  and  japanned  by  our  special 
process.  Continuous  spirals  attached  to  a  frame  of  steel  bands  which  fastens  into  a  box 
of  selected  wood.  Fitted  with  our  special  interlocking  top.  Upholstered  with  cotton  felt, 
and  covered  with  good  quality  sateen  or  AC  A  ticking.  Contains  120  springs,  noiseless, 
durable  and  very  comfortable. 


Write  for  particulars  of  our  proposition  on  Box  Spring  Window  Displays. 

MDEAL  BEDDING  Cy 


2-24  JEFFERSON   AVE.,  TORONTO 


MITED 
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businei-slike.  Yet  one  occasionally  comes  across  such 
instances  of  neglect. 

Not  long  since  a  retailer  in  a  Western  Ontario  city 
annonncea  a  special  sale  in  one  of  the  departiueiits  of 
his  stor<'.  Put  no  salesman  was  evidently  deputinl  to 
look  after  the  department.  The  lines  advertised  were 
j-eal  bargains,  but  several  people  who  visited  the  de- 
partment with  the  intention  of  making  a  purchase 
came  away  without  doing  so,  simply  because  there  were 
no  salesmen  in  sight  who  were  disposed  to  wait  upon 
them. 

There  is  nothing  next  to  an  open  insult  that  gives 
offence  to  customers  so  quickly  as  inattention.  To 
prevent  it,  therefore,  should  be  the  first  thought  of 
every  dealer,  and  particularly  when  he  is  advertising  a 
special  sale. 

When  a  business  man's  credit  is  lowered  the 
efficiency  of  his  capital  is  iinpaired. 
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Courtesy  to 
Travelers  Pays. 


Furniture 
Exhibitions. 


A  marked  development  in  the  ex- 
hibition   of  furniture  manufac- 
tured in  Canadian  factories  may 
be  looked  for  during  the  next  year  or  two.   Even  manu- 
facturers who  look  upon  furniture  exhibitions  as  an 
evil  but  a  necessarv  one.  are  taking  a  livelier  interest 
in  them  than  ever  before.   They  feel  that  if  there  are  o 
be  furniture  exhibitions  something  should  be  done  to 
make  them  more  general  and  representative 
'  At  the  Industrial  Exhibition  in  Toronto  a  few  weeks 
aa-o  therp  were  some  excellent  displays  ot  furniture, 
but  no  one  tor  a  moment  would  claim  that  they  were 
representative  of  the  furniture  industry  of  ^  a« 
a  whole.    Certain  types  were  well  represented     i  his 
can  with  particular  emphasis  be  said  of  the  exhibits  ot 
brass  beds    At  present  there  is  not  sufficient  accommo- 
dation at  the  grounds  to  enable  a  representative  exhibit 
of  Caradian-made  furniture  to  be  brought  together 
under  one  roof  during  the  holding  of  the  regular  ex- 
hibition    It  is  understood  that  a  tentative  movement 
is  on  foot  with  a  view  to  getting  for  next  year  the 
buildin"  which  has  been  used  during  the  last  few  years 
for  gas^heating,  cooking  and  lighting  appliances.  But 
whil"  this  mioht  be  an  improvement    on    the  present 
accommodation,  it  would  not  permit  anything  like  a 
rep'-esentative  exhibition  to  be  made. 

While  the  educational  value  of  a  representative  dis- 
play of  furniture  at  an  exhibition  of  the  magnitude  of 
that  which  is  held  annually  at  Toronto  is  very  great, 
yet  from  a  trade  standpoint  tliey  cannot  approach  m 
importance  an  exhibition  which  is  confined  to  furniture 
alone.  Everyone  in  the  trade  recognizes  this.  What- 
ever therefore,  mav  be  done  at  the  Industrial  Exhibi- 
tion cannot  take  the  place  of  the  regular  furniture  exhi- 
bitions, such  as  are  held  at  Berlin.  Waterloo,  and  Strat- 
fo7-d.     It  can  at  best  be  but  supplemental. 

If  we  judge  the  mind  of  furniture  manufacturers  m 
Canada  aright  their  purpose  is  to  expand  and  improve 
the  purely  furniture  exhibitions.  And  we  may  expect 
developments  before  a  great  while. 

He  who  is  unjust  to  his  clerks  is  not  likely  to 
be  just  to  his  customers. 

Inattention  to  To  advertise  a  special  sale  of  fur- 

Customers,  niture  or  anything  else  and  then 

neglect  ways  and  means  of  tak- 
ing care  of  customers  when  they  enter  the  store  is  un- 


There  may  be  too  many  furniture 
salesmen  on  the  road.  Some 
dealers  think  there  are  at  any 
rate.  But  even  if  there  are  too  many,  it  pays  to  cultiv- 
ate the  friendship  and  good  will  of  all.  Most  dealers 
do.  They  reali.ze  that  it  is  unwise  for  them  to  do  other- 
wisf .  There  may  be  a  time  when  they  may  require  the 
good  offices  of  the  traveller. 

The  average  furniture  traveler  knows  his  business. 
He  wouldn't  be  selling  furniture  if  he  did  not.  Know- 
ing his  business,  therefore,  it  is  well  to  have  him  as  a 
candid  friend.  As  such  he  will  frequently  be  found 
useful.  He  knows  the  lines  M'hich  are  most  likely  to 
sell  best,  and  at  times  can  make  very  useful  sugges- 
tions to  the  dealer,  and  particularly  if  the  latter's  place 
of  business  is  in  the  smaller  towns.  Traveling  from 
town  to  town,  he  comes  into  contact  with  many  dealers 
and  is  in  a  position,  ther-efoi'e.  to  convey  to  others  in- 
formation about  business-getting  schemes  which  have 
been  successfully  employed  elsewhere. 

Most  manufacturers  set  a  great  deal  of  value  upon 
suggestions  inade  by  their  travelers,  ff  manufacturers 
court  suggestions  from  their  travelers  surely  it  is  worth 
while  for  retail  dealers  to  do  the  same. 

But  only  those  who  are  courteous  to  travelers, 
whether  they  give  them  orders  or  not,  can  expect  to  be 
given  inside  information  or  helpful  selling  suggestions 
from  travelers.  The  latter  may  be  good  fellows,  but 
they  are  only  human.  They  may  not  return  evil  for 
evil,  but  they  can  scarcely  be  expected  to  do  good  to 
those  who  " despitefully  use  them." 

Deception  is  as  likley  to  be  uncovered  as  covered. 
When  it  is  tincovered  there  is  the  '^'mischief" 
to  pay. 

Trade  Outlook  That  there  has  been  during  the 

Still  Im-  past  month  a  continuance  in 

proving.  the  improvement  in  the  general 

trade  situation  in  Canada  there 
can  be  no  doubt.  This  is  due  to  influences  both  at  home 
and  abroad. 

In  the  home  market  the  chief  determining  factor  is  the 
crop  conditions.  There  are  undoubtedly  many  spots 
in  the  West  where  the  yield  of  wheat  is  light,  and  in 
others  where  it  is  only  fair  at  the  best,  but  taken  as 
a  wholC;  the  crops  in  Canada  are  good. 

A  perfect  crop  we  shall  not  have.  Nor  can  we  ever 
expect  to  have  one.  There  will  always  be  some  spots 
in  this  great  and  broad  country  of  ours  which  Nature 
will  skip  when  dispensing  her  bounties.  But  as  long 
as  the  average  is  good  we  need  not  be  much  concerned 
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because  of  the  exceptions.  And  that  the  average  is 
uood  all  authorities  agree. 

The  area  in  the  tliree  Western  Pi'ovinces  devoted  to 
wheat,  oats  and  barley  in  nearly  half  a  million  acres 
larger  than  a  year  age.  And  even  with  a  fair  crop 
tha^  counts  for  something. 

Canada  this  year  jumps  into  fifth  place  rimong  the 
wheat  producing  countries  of  the  world. 

Live-stock  conditions  are  also  looking  better  than 
they  did  a  year  ago.  A  report  recently  issued  by  the 
Census  Bureau  shows  that  of  horses,  cattle,  sheep  and 
swme  there  are  in  the  Dominion  15,680,900  head,  a 
gain  of  nearly  1,500,000. 

Decreases  are  still  the  feature  of  the  bank  clearings, 
but  the  percentage  is  very  small,  and  for  the  first  seven 
months  of  the  year  the  total  is  ahead  of  that  of  the 
same  period  of  1912  by  2.4  per  cent.  The  increases  in 
1912  over  those  of  3  911  were,  it  will  be  remembered, 
very  marked. 

Although  C.P.R.  earnings  show  decreases,  the  aggre- 
S'ate  for  the  three  great  transcontinental  lines  is  ahead 
of  that  of  last  year. 

As  revealed  by  the  official  figures  of  the  Government 
deposists  of  money  with  the  banks  show  a  decline,  but 
it  is  less  than  2  per  cent.,  and  they  are  still  about 
$113,000,000  larger  than  they  were  two  years  ago. 

Although  one  can  see  in  the  bank  statements  evi- 
dences of  the  money  market  tightness,  yet  that  the 
general  business  requirements  are  being  fairly  well 
provided  for  is  evident  from  the  fact  that  commercial 
ioans  are  larger  than  they  were  a  year  ago  by  $49,319,- 
920.  It  is  he  who  wants  money  for  expansion  or  specu- 
lation that  has  to  go  with  his  wants  unsatisfied. 

As  far  as  the  situation  abroad  is  concerned,  while 
money  is  still  tight,  it  is  easier  than  it  was.  And  it 
was  primarily  the  situation  abroad  that  caused  the 
financial  stringency  here. 

The  recession  in  trade  which  this  country  has  ex- 
perienced during  the  past  few  months  is  not  due  to 
a  falling  oflP  in  the  demand.  It  is  due  to  a  cutting 
down  of  credit  consequent  upon  a  tightening  of  the 
purse  strings. 

Payments  in  the  West  are  still  slow.  Some  manu- 
facturers report  that  50  per  cent,  of  the  notes  falling 
due  are  being  renewed.  In  Ontario  and  the  Maritime 
Provinces,  on  the  other  hand,  payments  are  fair  to  good. 

As  financial  conditions  improve  abroad,  business  con- 
ditions may  n.atui-ally  be  expected  to  further  improve 
at  home. 

But  in  the  meantime  caution  is  the  watch  word. 

A  poor  clerk  is  dear  even  at  mi  apparentlv 
bargain  price. 

Runts  in  the  That  many  of  the  furniture 

Furniture  Trade.  stores   that  are  small  to-day 

will  be  large  a  few  years 
hence  everyone  will  agree.  It  has  happened  in  the 
past,  and  history  has  the  knack  of  repeating  itself  in 
matters  of  this  kind  at  least. 

That  a  good  many  that  are  small  to-day  and  will  be 
to-morrow  and  at  the  end  of  the  next  decade  is  equally 
certain.  The  business  methods  which  they  employ 
make  it  impossible  to  draw  any  other  inference.  They 
are  deficient  in  the  signs  of  growth. 

If,  for  example,  you  see  a  small  store  in  which  there 
are  no  signs  whatever  of  life  or  enterprise  you  may 
safely  conclude  that  there  is  no  likelihood  of  there  ever 
being  a  change  for  the  better. 

Probably  one  of  the  best  indications  is  the  condi- 
tion of  the  window.    If  the  window  is.  slipshod  it  is 


"dollars  to  doughnuts"  that  the  business  methods  gen- 
erally are  of  the  same  character.  In  one  of  the  main 
streets  in  Hamilton  is  a  store  whose  window  has  a 
frontage  of  six  feet,  but  in  that  Avindow  was,  the  other 
day,  crowded  enough  stuff  for  one  six  times  the  size. 
There  were,  for  instance,  six  metal  beds,  ten  foot  stools, 
many  cushions,  several  rolls  of  carpet,  linoleum  and 
oil  cloth,  besides  other  unclassified  articles.  The  in- 
terior was  even  more  untidy.  It  is  no  wonder  that,  in 
spite  of  the  years  that  have  elapsed  since  the  business 
was  started  that  it  has  failed  to  grow.  A  runt  is  evi- 
dently a  runt  for  the  rest  of  its  days  in  the  business 
world  as  in  the  animal  kingdom. 

A  Utile  tact  at  critical  moments  will  often 
"  naiV  customers  to  the  store. 

An  Inattentive  A  salesman  who  is  lacking  in 

Clerk.  '       attentiveness  and  resourceful- 

ness is  dear  at  any  price.  This 
thought  came  to  the  Avriter  the  other  day  when  in  a 
certain  store. 

A  customer  wanted  a  certain  article,  not  naming  the 
price  she  wished  to  pay.  The  line  shown  her  being 
high  priced  she  expressed  a  desire  to  see  something  at 
a  lower  figure. 

"This  is  the  loAve.st  priced  we  have,"  curtly  de- 
clared the  young  man  as  he  turned  upon  his  heel  and 
left  the  customer  standing  in  amazement  at  his  eon- 
duct. 

Fortunately  for  the  reputation  of  the  firm  another 
clerk  came  forward,  brought  forth  the  desired  article 
at  the  desired  price  and  effected  a  sale.  And  this  was 
not  the  only  article  the  customer  ])urchased  before  she 
left  the  store. 

The  clerk  probably  did  not  designedly  mean  to  be  in- 
attentive. He  probably  did  not  know  any  better.  But 
until  he  has  acquired  the  knowledge  necessary  to  pos- 
sess the  qualities  of  a  salesman  it  is  better  that  he 
should  follow  a  vocation  where  contact  with  customers 
is  not  possible. 

Haphazard  advertising,  like  haphazard  shoot- 
ing, is  not  likely  to  be  effective. 

A  Concrete  The  other  day  the  writer  was 

Example.  being  shown  through  a  large 

furniture  factory  in  Westei*n 
Ontario.  The  firm  has  been  long  established,  and  the 
head  is  well  advanced  in  years.  Many  of  the  men 
around  him  have  been  in  his  employ  a  score  or  more 
years,  and  one  or  two  have  been  with  him  a  gener- 
-ation.  But  what  most  impressed  one  was  the  enthus- 
iasm that  the  employees  Avho  were  holding  responsible 
positions  manifested  both  for  the  goods  their  factory 
turned  out  and  the  man  that  employed  them.  The 
furniture  the  factory  turned  out,  why,  it  was  the  best 
m  Canada!  And  they  declared  it  as  though  it  was  a 
religious  belief. 

One  peculiar  thing  about  the  enthusiasm  which  char- 
acterizes the  employees  of  this  particular  firm  is  that 
the  travelling  and  inside  staffs  never  seem  to  grow  old 
mentally.  They  are  always  on  the  alert  for  new  ideas 
and  new  lines.  Consequently  the  factory  keeps  well 
in  the  van  with  new  and  up-to-date  goods  that  appeal 
to  the  public  taste. 

The  value  of  the  enthusiasm  manifested  by  the  em- 
ployees of  that  particular  firm  is  certainly  beyond  com- 
putation. 
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A  corner  in  the  art  department  of  D.  A.  Smith,  Ltd.,  Vancouver. 


Splendid  Furniture  Store  at  Coast 

One  of  the  finest  furniture  and  iaoiise  furnishings 
.stores',  in  Western  Cfinada  is  that  of  D.  A.  Smith.  Ltd., 
Vancouver,  B.C.  Tt  is  a  five-storey  building  with  some 
9,000  square  feet  of  floor  space.  The  front  is  an  impos- 
ing one,  and  as  it  has  a  large  area  of  glass  there  are 
almost  unlimited  possibilities  of  display,  which  are 
taken  full  advantage  of. 

Two  entrances  lead  from  the  street,  and  in  the  win- 
dows, on  either  .side,  arc  always  set  splendid  groupings 
of  furniture  and  furnishings.  The  main  floor  is  given 
over  to  furniture  display,  so  arranged  to  give  plenty 
of  room  for  inspection.  It  is  75  x  100  feet.  There  is 
plenty  of  light,  too ;  and  travellers  and  tourists  give 
it  as  their  opinion  that  it  is  "the  finest  furniture  show- 
room west  of  the  Groat  Lakes."  The  up-to-date  finish 
an.d  fittings  of  the  store  artistically  laid  out  with  furni- 
ture of  designs,  finish  and  qizality  enhance  the  set-off 
of  the  goods  displayed. 

The  various  floors  above  are  given  the  same  careful 
treatment,  so  that  taste  in  arrangement,  combined  with 
convenience,  is  looked  after  in  all  the  departments. 
The  carpet  and  rug  showroom  occupies  a  whole  floor. 
Here  are  stocked  rugs,  squares  and  carpets  from  the 
humblest  and  lowest  priced  to  the  magnificent  soft 
royal  Axminster.  The  art  department  is  an  important 
section,  and  has  a  large  space  devoted  to  it.  Framed 
pictures  are  tastefully  displayed  07i  the  walls,  so  that 


a  prospective  buyer  may  judge  their  worth.  Picture 
frames,  too,  and  imframed  pictures  may  be  had  also. 

The  .sections  devoted  to  drapery  and  upholstered 
goods.  occui\viug  the  front  of  one  of  the  upper  storeys, 
is  spleiulidly  laid  out.  Here  are  displayed  the  various 
items  coming  under  this  head,  with  nunrerous  fancy 
and  ea.sy  chairs  set  about,  so  that  the  surroundings  are 
made  to  look  as  home-like  as  possible.  In  fact  "home" 
settings  describe  the  layout  of  the  goods  throughoul 
the  whole  establishment.  The  slogan  of  the  stoi'e  is 
"We  are  alwa,ys  at  honu'." 

The  firm  b(^lieve  in  advertising  and  making  knowji  to 
the  people  of  British  Columbia  that  they  are  in  the 
furniture  business.  They  are  offsetting  'outside  mail 
order  competition  by  looking  after  business  in  the 
Pacific  Coast  Province,  as  they  expi-ess  themselves: 
"This  is  strictly  a  B.  C.  firm  for  B.  C.  people.  We  are 
building  up  a  solid  business,  handling  only  goods  that 
are  made  to  last,  and  charging  prices  tliat  permit  a 
fair  business  profit.  We  stand  by  ou)-  goods,  and 
customers  secured  seldom  leave  us."  Recently  the 
firm  got  out  a  60-})age  illustrated  catalogue,  which 
reflected  great  credit  on  themselves.  The  object  of 
this  catalogue,  as  uu^ntioned  in  its  inti-oduction,  "is  to 
reach  out  to  the  people  outside  of  Vancouver,  aeq\;aint- 
ing  them  with  the  lines  we  carry  and  ofl'ering  them  as 
nearly  as  we  can  the  same  purchasing  privileges  as 
people  in  Vancouver.  We  want  your  trade.  A  small 
or  large  order  is  executed  promptly  and  with  equal 
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consideration.  Don't  think  you  are  too  far  away  or 
that  we  would  not  appreciate  your  order.  We  Avant 
your  trade  particularly." 


ARE  YOU  INOCULATED  WITH  '  TRADITION?" 

By  J.  R.  Worden 

The  biggest  obstacle  to  overcome — for  an  office  or  a 
factory  or  a  salesman — is  tradition. 

Tradition  points  out  the  line  of  least  resistance — it 
passes  on  to  the  new  man  in  the  territory  the  faults  of 
the  man  who  preceded  him. 

Tradition  obstructs  progress — it  costs  money. 

(■  i.s  imtnune,  but  some  are  affected  more  than 

others. 

An  old  adage  says:  "Custom  oft  doth  reason  overrule, 
and  jonly  serves  as  reason  for  the  fool." 

Are  you  inoculated  with  tradition? 

If  you  want  to  break  into  the  big  league,  get  it  out 
of  your  system — play  ball — throw  into  the  scrap-heap 
the  "good  enough"  of  yesterday. 

Cast  the  shackles  of  custom  to  the  four  winds. 

There's  a  new  way — there; s  a  better  way. 

Because  grandfather  read  by  candlelight  is  no  reason 
why  you  should.  Respect  his  memory  but  forget  his 
methods. 

Your  heritage  includes  a  few  original  ideas — dig  'em 
up. 

Our  business  isn't  so  different  that  new  and  better 
ways  can't  be  applied. 


Just  because  that  particular  territory  always  has 
been  worked  one  way  is  no  proof  that  there  isn't  an- 
other and  better  way. 

Look  for  the  better  way — be  open  lo  conviction^ — 
look  at  your  work  from  another  angle,  get  another  per- 
spective— you  don't  know  what  you'll  see  till  you  look 
— you  don't  Imow  what  you  can  do  till  you  try. 

If  you're  inoculated,  tind  the  antidote  and  take  it 
— hand  Tradition  a  solar-plexus  blow  that  will  put  it 
to  sleeiy  for  all  time. 

Then,  play  the  game  according  to  the  new  rules,  and 
watch  vour  score. 


ORGANIZATION  OF  BUSINESS  ON  A  GREAT 
SCALE  IS  INEVITABLE 

I  am  not  one  of  those  who  think  that  competition 
can  be  established  by  law  against  the  drift  of  a  world- 
wide economic  tendency;  neither  am  I  one  of  those  who 
believe  that  biisiness  done  upon  a  great  scale  by  a 
single  organization — call  it  corporation  or  what  you 
will — is  necessarily  dangerous  to  the  liberties,  even  the 
economic  liberties,  of  a  great  people  like  our  own,  full 
of  intelligence,  and  of  indomitable  energy.  I  am  not 
afraid  of  anything  that  is  normal.  I  dare  say  we  shall 
never  return  to  the  old  order  of  individual  competi- 
tion, and  that  the  organization  of  business  upon  a 
great  scale  of  co-operation  is,  up  to  a  certain  point, 
itself  normal  and  inevitable. — Woodrow  Wilson. 


A  section  of  the  carpet  and  rug  showroom  of  D.  A.  Smith,  Ltd.,  Vancouver. 
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QUEBFION  CHANT 
"PULL' 


1.  Answer 
the  letter: — 


tlu 


THAT  INCREASES  THE 
OF  LETTERS 

f()llo\viii<i'  quostioiis  before  writing 


1.  How  niauy  nMnios  on  the  mailing  list? 

2.  What  territory  does  it  cover? 

3.  How  are  the  names  distributed  territorially? 

4.  Do  the  names  include  one  or  more  general 

classes  of  people? 


Splendid  front  elevation  of  D.  A.  Smith,  Ltd.,  furnituic  .store  at 
Vancouver.    Note  exceptional  possibilities  of  display  windows. 

5.  If  more  than  one.  what  classes  and  their  respec- 

tive percentages  of  the  total  list;  also  what 
are  the  percentages  of  both  sexes? 

6.  What  are  the  chief  characteristics  of  each  class? 

7.  Should  not  the  appeal  to  each  class  differ?  If 

not,  why? 

8.  What  are  the  chief  self-interests  of  a  typical 

person  in  each  class? 

9.  To  which  of  those  seH'-iiiterests  does  your  pro- 

position naturally  appeal  most  strongly?  To 
which  other  of  his  self-interests  does  it  appeal? 

10.  What  are  his  natural  resistances  to  your  pro- 

position ? 

11.  Are  you  sure  that  your  knowledge  of  the  habits 

and  character  and  physical  and  financial  con- 
dition, and  the  self-interests   of  the  typical 
person  in  the  class  is  accurate? 
12.  Are  you   yourself  convinced   that  you  have 
something  to  offer  him  that  he  ought  to  ac- 
cept, looking  at  it  entirely  from  his  self-inter- 
est standpoint? 
II.  When  you  are  sure  you  have  accurately  answered 
all  the  questions  in  section  1.,  write  the  letter,  keeping 
those  answers  in  mind — but.  first,  are  the  follovnng 
suggestions  worth  following: — 

1.  Direct  the  main  part  of  the  letter  at  the  strong- 

est possible  self-interest  of  the  prosi)uet  and 
follow  this  until  yon  shall  have  made  the  ap- 
peal to  this  interest  as  strtmgly  as  possible. 

2.  Avoid  directly  suggesting  his  resistances,  but 

keep  them  in  mind  as  you  write. 

3.  Forget  all  about  the  length  of  your  letter  as 

you  write,  but  concentrate  on  an  effective, 
natural  presentation  of  the  selling  thoughts. 

4.  When  you  have  convinced  yourself  that  your 


prospect  is  convinced  and  will  act  on  your 
suggestion — let  him  do  it. 
III.  Answers  these  questions  when  you  shall  have 
slept  over  the  letter  you  have  written: — 

1.  Does  it  sound  sincere? 

2.  Is  it  all  absolutely  clear  to  the  typical  prospect? 

3.  Does  it  attract  the  eye? 

4.  Is  it  convincing? 

5.  Does  it  really  grip  the  prospects  greatest  pos- 

sible self  interest  right  from  the  start? 

6.  Will  it  make  him  act? 

7.  Is  there  anything  in  it  that  might  operate  to 

keep  him  from  acting  favorably? 

8.  If  so,  how  can  that  thing  be  eliminated  or  made 

less  a  cause  for  resistance? 
Are  there  any  doubtful  points  about  the  letter 
that  might  be  handled  in  an  alternative  way? 
Have  you  time  for  a  test?  If  not,  why? — Busi- 
ness. 


9. 


10. 


BEDDING  MAN'S  MERITED  PROMOTION 

A  farewell  baii(|uet  was  tendered  W.  1.  Crombie, 
sales  manager  of  The  Alaska  Redding  Cn.,  Ltd..  Winni- 
peg, on  the  eve  of  his  departure  for  Vancouver,  having 
been  proi.'ioted  manager  of  "The  Alaska  Pacific  Bed- 
ding Co.'s  jilant  thore.  The  banquet  took  ])lace  on 
August  29  at  the  St.  Charles.  Winnipeg,  and  as  the 
menu  showed,  the  dishes  were  facetiously  given  trade 
terms,  known  only  to  the  "inner  circle." 

Mr.  Croinbie's  promotion  is  well  merited.     He  is 


931  to  945 
GRANVILLE 
STREKT 


.    \^  Great 
Furniture 
and  Carpet  Sale 

It  IS  no  economy  to  buy  cheap  goods,  butit'is 
economy  if  you  can  buy  FIRST  CLASS  UP-TO- 
DATE  furniture  at  a  low  price.  Weonly  carry  goods 
we  can  stand  by,  and  the  reductions  we  are  making  are 
genuine  and  generous.  All  deliveries  made  during  this 
sale  will  b-^  made  as  promptly  as  possible  but  we  must  ask 
your  leniency  on  account  of  the  extra  heavy  trade. 
WATCH  OUR  WINDOWS  SEE  REDUCTIONS 


UATTINO  RDOS 


her 


.  tiif 


for 


■rnt  cjIui 


simmicr 

Size  3s6  feel    S^jcnal  35» 

4s7  feet.  rcg.  $1  90  lor  9tJ2S 

3x9  feel.  reg.  i2.%  for  *l-eS 

taij  feel.  reg.  K.Tj  toi  S2.50 

9x9  feet,  rcg.  *j  7j  foi  $3.!)5 

hs9  feel :  reg,  $4..iO  fee  93.00 

7tj.\10,b  feel,  leg- $i;.jO,  94.35 

OnI.;  leet,  reg.  $7  7  j  tui  95.50 

DBE33EIIS 


hue  Jn, 

,*J(it.lO  931.00 

,f  .'8  Oi>  923.00 

«J8.IJ11  923.00 

t:(9.00  931.00 

DO  952.00 

H  4  >  as.50 

Dnzcns  of  style?  t 


Mahogunv 
Ouk 
Green 
MatiogaDV 
.Mdple 
Majloganf 
select  from. 


TAPSSTRY  RU03 

axio.tiroci,  ,Tc  .f  1 1 7.3, 510,50 

OsiJ  <rrt.          rl  1  '-'^  510.50 
9\  IJ  tnrl     ir^  .f.]3  jft.  $13.75 

EXTENSION  TABLES 

Qii^rtrr-.ut  ..ak.  r«^-<.il  ^.i 

^r.  -.0  »18.00 
■'."iflr.  S22.50' 
S36.:>0 

•■r.  "ill  531.00 
t,hnii  5-17.00 

SANITARY  COUCHES 

Phf  i.r.t  ki.id  ..f  -hdini;  ...i,.  li 

{■red  >D  CI  con  dcnim         H  C 
Spr.  ifll  sale                       •  O 

DIKINO  CHAIRS 

Srt  .if  SIX  ^ohd  aik  l  oal  U:\thry 
-rat*,  fiUh.tl.n.tUttl.lLi)  hui-i, 

.f'V^O  SIT.SO 
.^;)1.00  826.00 
f:)<i  -,0                        832. 00 
fiq.ill                          541. OO 
.Tj.'un                        $43  00 
m.bO             -  -  550.00 
*.8>00  570.00 

BUFFETS 

Finest    (iiJipo?.   iiianer  .-ul 
■^ak,  fmnod  rr  Roiden  finish 

e40m  533,00 

f4b.iX)                    -  $3S,00 

Hi49-jil                   ...  »40.00 

tfl'>rti      _   570.00 

0ABPET8  REDUCED 

ATmiD'it.T  Carpet,  fine  heavy 
|iflc.  in  crren  row  and  OnrntaJ 
1  nIt.iiLg-,  r^'uniar  #J  and  Jj 
PPI'  vflid     Sale         »\  Oe 
Pncc.  laid.  5-d-  f 

[)1N1NG  FABLES.  CHAIRS. 
BUKFETS  lu   Earlv  Enplisb 
finish               HALF  PRICE 

E.xample  of  D.  A  Smith,  Ltd.,  Vancouver,  Advertising 

known  in  the  east  as  well  as  the  Avest,  having  travelled 
Ontario  aiid  Quebec  for  Ihe  eorn])any  for  twelve  years, 
br^fore  locating  in  Winnipeg.  The  new  Vancouver 
plant  will  bt'  in  operation  in  October.  The  main  build- 
ing is  loo  X  75  ft.,  four  storeys  high. 


P.  A.  Jones  has  commenced  a  fui'niture  business  at 
Veteran.  Alta. 
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Furniture  and  Bedding 
Exhibits  at  the 
Canadian  National 
Exhibition 


Held  at  ToTonlo,  August  25  to 
September  8. 


Plioto  showing  corner  of  the  Exhibition  Grounds 


EXPANSION  year  at  the  Canadian  National  Exhibi- 
tion carried  the  attendance  over  the  million  mark 
— the  aspiration  of  manj^  years.  The  exact 
attendance  for  1913  was  1,009,000,  and  with  this  en- 
coaragement  plans  are  already  under  way  for  even 
greater  improvements  in  this  national  affair. 

There  is  at  least  one  feature  which  must  have  im- 
pressed itself  UDon  those  who  visited  the  Canadian  Na- 
tional Exhibition  at  Toronto,  this  year,  and  that  was 
the  appropriateness  of  the  word  "National,"  as  ap- 
plied to  this  annual  affair,  which  has  kept  on  increas- 
ing down  tliroug'h  the  years  since  its  inaugni'attoii, 
until  it  stands  out  to-day  as  one  of  the  world's  most 
foremost  annual  expositions. 

National  in  Scope 

The  exhibits  this  year  emphasized  the  national  scope 
of  the  exhibition.  Every  province  was  represented  by 
visitors,  and  exhibits  of  natural  resources  and  manu- 
factured products.  While  the  east  led  in  displays  of 
manufactured  articles,  the  prairie  provinces  of  Alberta, 
Saskatchewan  and  Manitoba  were  conspicuous  with 
their  wheat,  and  British  Columbia  with  its  fruits.  The 
Maritime  Provinces  were  also  represented.  Altogether, 
it  was  rather  a  revelation  to  those  not  fully  acquainted 
with  our  wonderful  country. 

Attractive  Furniture  Exhibits 

An  incivased  number  of  displays  of  tui-uit me.  hcds 
and  bedding  were  shown  this  ycai-  in  llic  Iiidnsli'ial 
Building,  bn^  spaee  is  too  liiuiled  there  Id  cpahlc  iiiueh 
of  a  development  in  this  branch  of  house  I'nniishings. 

A  summer  exhibition  of  furniture  has  hccn  suggested 
in  Canada,  and  if  the  gas  association  are  not  to  hold 
their  displays  next  year  in  the  Woman's  l>uilding.  this 
might  be  a  very  suitable  place  for  the  holding  of  furni- 
ture displays. 

Exhibit  of  Period  Furniture 

The  Toronto  Furniture  Company,  Limited,  have  a 
permanent  exhibition  at  their  building  on  Dufferin 
Street.  A  floor  space  of  10,000  feet  is  set  aside  for  the 
purpose.  But  during  the  Industrial  Exhibition  a  notice 
in  front  of  the  building  invited  any  who  wished  to 
enter  and  inspect.  The  company,  who  specialize  on 
period  furniture,  had  a  display  of  each  of  their  lines 
PTiclosr>d  on  three  sides  with  screens  of  dark  wood 
and  green  burlap.    This  enabled  visitors  to  minutely 


exat.iiitie  each  suite  without  being  detracted  hy  others 
near  by.    The  idea  was  certaiidy  a  good  one. 

Among  the  periods  shown  were  William  and  Mary. 
Queen  Anne,  Hepplewhite,  Adam.  Chippendale.  Col- 
onial, Louis  XVI.,  and  Sheraton. 

While  the  walls  of  the  fiat  set  apart  for  permanent 
exhibition  purposes  are  plain  brick,  it  is  the  intention 
of  the  company  to  have  them  attractively  panelled  in 
wood. 

Quality  Furniture 

Quality  l-''unnture  Makers.  Limited.  Welland,  made 
aii  effer  tive  (lis])lay  of  easy  chairs,  settees  and  parloi' 
suites.  English  fni'iiiture  designs  pi-edominated,  in 
■'Hampton  Court,"  "Rivington."  "Chedworth," 
"Twielveriham,"  "Astbury."  and  other  lines.  Silk  tap- 
estry is  enlei'ing  somewhat  largely  into  the  upholster- 
nig  and  covering  of  good  fui-niture,  though  Spanish 
heathers  and  skins,  too.  have  a  big  vogue.  Spring  seats 
and  comfortably  padded  backs  and  arms  predominated 
on  the  easy  chairs,  and  large  downy  cushions  were  also 
a  f'-ature. 

North  American  Furniture  Co. 

Tile  Xorrh  Amo-'can  Furniture  Co.,  Owen  Sound, 
made  an  elaborate  display  of  furniture  down  town  in 
the  Allen  Building,  at  55  Bay  Street.  While  the  ex- 
hibit was  a  comprehensive  one,  the  samples  shown 
repi'esented  but  one-fifth  of  the  stock  lines  made  by 
the  eoiupany.  Dining  and  bedroom  furniture  predom- 
inated, though  there  were,  too.  big  showings  made  of 
fancy  tables,  children's  (^hairs.  mirroi>.  desks,  stools, 
ehaii's  and  rockers. 

One  could  not  but  notice  the  close  attention  the  com- 
pany pays  to  detail.  For  instance,  the  quiet,  easy  mo- 
tions necessary  to  open  and  close  the  doors  and  drawers, 
and  the  cast  hardwai-e  trimmings  matching  all  the  fur- 
niture articles  on  which  they  Avere  used. 

In  chairs  there  were  shown  diners  in  all  wood  and 
some  with  leather  seats:  others  still  had  cane  seats. 
Tliep,  there  were  enamel  chairs  and  rockers  of  all  kinds. 
Office  stools,  too,  are  quite  a  large  line ;  and  so  are 
buffets,  china  cabinets  and  combinations  of  these,  with 
jdain  and  ornamental  glass  and  mirrors.  All  kinds  of 
wood  enter  into  the  making  of  these  goods,  and  there 
is  the  same  close  attention  paid  to  finish  in  the  low  as 
well  as  the  higher  grades,  though  the  company  pride 
themselves  on  putting  out  a  popular  wantable  line  of 
furniture  at  a  reasonable  price, 
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Bedsteads  come  plain  and  oniainental,  with  cane 
and  other  panels.  Chiffoniers  and  bureaus  are  a  large 
line,  as  also  are  dressing  chairs,  ladies'  writing  desks 
and  other  feminine  furniture  goods. 

Five  dining  suites  were  shown  in  mahogany,  oak  and 
Circassian  walnut,  eacli  one  better  tlian  tlu'  previous 
one  inspected.  The  sanie  is  true  of  the  bedroom  suites. 
One  of  these  latter  was  in  ivory  finish,  built  on  snnple 
lines,  but  with  close  atlention  ])aid  to  detail,  giving  the 
suite  a  rich  appi^arance.    W.  IT.  Pearson  was  in  charge. 

Klora  Furniture  Factories 

The  Flora  Furniture  i'o.  and  John  C.  Mundell  &  Co. 
made  a  joint  display  at  70  King  Street  West,  where 
they  duplicated  the  display  they  made  at  their  summer 
exhibition  at  Flora,  in  July. 

The  Flni-a  Furniture  Co.  showed  botli  maliogany  and 
white  enanu'lled  beds,  faiicy  tabouretts  and  j)e(lestals 
in  maliogany  and  golden  oak,  and  centi'e  tables  of  tlie 
sanu-  woods.  A  complete  bedi'oom  suite — bed.  table, 
chair  and  rocker — in  white  enamel  for  a  misses'  bed- 
i-oom  was  an  especially  attractive  exhibit. 

John  C.  Mundell  &  Co. 

John  C.  Miuidell  &  Co.  made  an  effective  display  of 
their  varied  lines.  Easy  chairs  aiul  rockers  of  exceed- 
ingly comfortable  designs  wei'e  prominent.  So,  too. 
were  the  various  articles  of  furniture  for  library  ami 
den.  Filmed  oak,  S]iauish  leather  and  soft,  downy 
cushions  entered  much  into  this  line;  in  fact  comfort 
was  the  thing  +o  which  all  these  articles  catered.  Set- 
tees, IMorris  chairs,  rockei's,  and  fancy  chairs  in  mission 
effects  upholstered  in  brown  and  black  leathers  forined 
a  goodly  part  of  the  display,  these  fancy  chairs  being 
.just  as  convenient  for  use  in  library,  den,  smoking  or 
living-room.  The  exhibit  was  a  splendid  one,  and  the 
visitor?  attending  expressed  pleasure  and  interest  at 
the  showing  made. 

Imperial  F^^rniture  Co. 

The  Imperial  Furniture  Co.  gave  over  the  ground 
floor  space  at  their  factory  and  warehouse,  585  Queen 
Street  West,  to  a  display  of  their  upholstered  furniture 
lines.  Couches  ranged  along  hoth  side  walls  were  a 
promii'.ent  feature.  These  were  upholstered  in  both 
leather  and  tapestry,  and  were  of  many  designs  and 
shapes.  Living-room  chairs,  too.  were  an  important 
exhibit.  Black  and  green  leathers  were  used.  Settees 
on  English  lines  with  loose  back  cushions,  and  arms, 
back  and  ends  spring  upholstered  were  shown.  In 
low-priced  goods  there  was  shown  a  living-room  suite 
with  drill  covering,  in  knock-down  style,  convenient  for 
shipping.  The  backs  are  padded  and  seats  are  uphol- 
stered. Many  other  furniture  articles  were  shown  built 
on  novel  and  couA'enient  lines. 

The  Imperial  Furniture  Company  contemplate  keep- 
ing a  permanent  exhibition  of  their  goods  on  display, 
so  successful  have  they  been  with  this  year's  showing. 

Geo.  R.  Gregg-  &  Co. 

Geo.  R.  Gregg  &  Co.,  215-219  Victoria  Street, 
Toronto,  made  a  fine  display  of  Hong  Kong 
grass  furniture  in  arm  chairs,  rockers,  tables, 
etc.,  for  summer  or  winter  use  on  verandah 
or  inside  the  hous'^'.  This  is  a  light,  clean 
line,  and  was  commented  upon  favorably  by  the  inter- 
ested visitors.  The  Kohn  line  of  Austrian  furniture 
was  also  a  popular  feature  of  the  exhibit.  The  bent 
wood  articles,  particularly,  proved  attractive.  These 
articles  are  good  looking,  strong,  sanitary  and  comfort- 
able, and  so  meet  with  much  favor. 

Gendron  Manufacturing  Co. 
The  Gendron  Mfg.  Co.,  Toronto,  made  a  display  of 


wicker  and  r<  ed  furniture,  in  chairs  and  tables  es- 
pecially. Baby  cariiages  and  boys'  carts  and  wagons 
and  other  miscellaneous  lines  were  shown,  as  were 
aouv-  lu'w  sleighs  for  next  winter's  use.  Quite  a  variety 
of  new  style  baby  and  doll  cai-riages  were  on  display, 
but  hardly  more  than  a  sample  or  two  from  the  great 
and  varied  line  of  articles  ma(k^  at  the  Gendi'on  plant 
could  be  shown  in  the  restricted  S|)ace. 

Beds  and  Bedding  Goods 

S.  Weisglass,  Linuted.  1620  Clark  St.,  IMont I'eal,  had 
a  brass  bed  exhibit  in  the  Industi'ial  Uuilding  at  the 
Fair,  which  drew  a  great  deal  of  atlention.  They  are 
makers  of  and  .specialize  on  high  class  brass  beds,  so  it 
is  no  wonder  that  the  centrepiece  of  theii-  display,  a 
splendid  brass  bed  of  oiaiate  design  with  electric 
lights  on  every  post,  slionld  I'eeeive  many  ravoi'al)ie 
comments,  and  visitors  asked  who  cai-i  ied  their  liiu'. 

Tliere  were  also  a  number  of  brass  beds  with  jh'W 
trimmings  shown,  one — a  cond)ination  of  copper  and 
brass-  making  a  very  neat  and  attractive  appearance, 
ft  was  the  first  bed  of  the  kind  slnnvn.  but  it  is  being 
added  to  the  Weisglass  regulai'  line. 

A  little  pamphlet  entitled  "How  acid  spoils  some 
beds,  and  why  the  Weisglass  beds  are  safe"  was  handed 
out.  '"Acid  TProof"  is  the  slogan  of  the  Weisglass  Co., 
and  it  is,  too,  their  trade  niai'k,  as  they  guarantee 
their  goods  proof  against  acids,  alcohol,  ammonia  and 
other  solutions.  All  of  their  l)rass  beds  are  finished 
with  their  i)atented  acid-proof  lac(|uer.  and  because 
of  this  their  gimrantee  means  something. 

The  construction  of  Weisglass  beds  is  an  important 
matter,  also,  and  has  the  close  supervision  of  an  expert. 
Skilled  labor  only  is  employed,  and  the  best  material 
obtainable  is  used.  l'>.  Levinson  was  in  charge  of  the 
exhibit. 

S.  Weisglass,  Ltd.,  are  also  makers  of  highest  grade 
spi'ings.  steel  couches,  cabinet  beds,  and  steel  daven- 
ports. 

Ideal  Bedding  Goods 

The  Ideal  Bedding  ( 'o.,  Toi'onto.  made  a  dis[)lay  in 
the  Process  Building  in  the  usiial  location  ue-dv  the 
eastern  entrance.  There  they  made  a  particular  show- 
ing this  yeaj-  of  new  j)atterns  in  brass  beds  and  iron 
beds,  showing  especially  the  new  chilless  designs,  which 
are  rapidly  growing  into  favor  in  this  country.  In 
brass  beds  they  had  on  (lis])lay  a  number  of  new  designs 
in  S(|uare  tubing—  in  genei-al,  (luiet.  rich  designs.  They 
also  showed  their  new  "Sure  Grip"  crib  latch,  the 
improve  auto  couch,  and  the  now  famous  "Ideal" 
folding  bed.  These  called  forth  a  great  deal  of  favo)-- 
able  comment  from  the  visiting  public,  who  are  always 
interested  in  anything  that  moves.  Also  on  display 
were  open-end  mattresses — the  "Harinfelf  mattress, 
and  soTne  of  their  finest  cotton  felt  mattresses — showing 
how  they  are  m.ade  and  of  what  materials. 

Several  of  the  Ideal  salesmen  from  the  Ontario  field 
were  in  constant  attendance  to  welconn-  fi'iends  among 
the  tvade,  and  to  explain  points  of  interest  and  answer 
questions,  and  a  great  deal  of  interest  was  taken  in  the 
exhibit  this  year — in  the  number  of  dealers  v;ho  called 
upon  US:  and  in  the  number  of  inquiries  that  have 
followed — inquiries  not  only  fi'om  all  parts  of  Canada, 
but  from  many  points  in  the  L^nited  States—  -a  sure 
indication  of  the  far-reaching  interest  the  Canadian 
Xational  Exhibition  excites. 

The  Ideal  Comjiany  also  made  a  display  of  their  full 
line  of  beds,  couches,  springs  and  mattresses  in  their 
showrooms  at  the  Jefferson  avenue  factory.  This  proved 
interesting  to  visiting  retailers,  as  they  had  more  free- 
dom to  inspect  the  goods  than  in  the  somewhat  crowded 
building  in  the  fair  grounds, 
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Kindel  Bed  Company 

The  Kindel  Bed  Co.,  Ltd.,  Toronto,  made  a  display 
and  gave  a  demonstration  of  their  new  "Divanette," 
their  latest  product.  It  is  built  specially  as  a  parlor 
bed  for  small  rooms.  Another  new  feature  was  the 
Kindel  chair  bed — making  up  into  a  comfortable  easy 
chair  for  day  use  and  an  e(iually  comfortable  bed  for 
resting  on  at  night.  Both  these  beds  are  made  up  or 
reversed  with  one  simple  motion.  In  the  standard  bed 
daveiiports  samples  were  displayed  in  fumed  oak  and 
mahogany,  and  were  upholstered  in  green  plush,  brown 
tapestry  and  leather. 

Quality  Beds 

Quality  Beds,  Limited,  Welland,  made  an  exhibit  of 
high  standard  brass  and  iron  beds.  A  brass  bed  with 
satin  finish  and  brass  trimmings  was  a  new  one.  All 
the  brass  line  were  finished  in  Quality  lacquer,  which 
are  proof  against  acids  and  salts. 

The  .iron  bed  display  was  also  well  worth  inspecting. 
Some  were  trimmed  in  bronze,  had  brass  trimmings  and 
ornaments,  while  others  were  in  colored  enamels.  Round 
and  square  j)osts  were  e(|ually  beautiful,  and  the  de- 
signs shown  ran  from  simplicity  to  the  most  ornate. 

Anchor  Bedding  Company 

Strikingly  attractive  was  the  brass  bed  (lisi)lay 
]nade  by  the  Anchor  Bedding  Co.,  Ltd..  Preston.  Two 
twin  beds  occupied  the  centre  of  the  booth.  They  were 
of  squfU'e  tubing  with  cane  panels  head  and  foot.  On 
either  side  of  the  twins  were  placed  other  new  lines  of 
brass  beds,  most  of  them  of  new  designs  shown  for  the 
first  time.  Brass  ornaments  wei'e  on  some  of  them ; 
others  were  of  a  bright  finish,  though  the  majority  had 
a  satin  finish.  ■  One  could  not  but  notice  the  variety  of 
pleasing  designs  in  panels  which  appear  to  be  entering 
into  the  make-up  of  all  the  metal  beds. 

A  couple  of  beds  dressed  Math  springs,  bolster, 
spreads,  etc.,  were  admired  by  many  of  the  visitors. 

Other  Exhibitors. 

The  Berlin  Bedding  Co.  made  a  showing  of  their 
Kellarie  mattresses.  A  competent  instructor  explained 
the  make-up  and  use  of  this  mattress  and  always  to  a 
large  and  attentive  audience  of  housewives  and  other 
interested  people. 

The  Pullman  Couch  Co.  .showed  their  line  of  Pullman 
davenport  couches  and  easy  chairs. 

The  Cotton  Mfg.  Co.,  Toronto,  used  their  product 
both  for  display  piirposes  and  in  decorating  their  booth. 
Attention  is  given  in  the  making  of  Arabian  leather  to 
the  matching  of  furniture  on  Avhich  the  product  is  to 
be  used.  It  is  being  used,  too,  for  embellishing  and 
decorating  den  walls,  and  for  halls  and  libraries,  the 
matching  (|ualities  here  coming  in  for  nice  comment. 
Thp  possibilitips  of  this  product  are  but  beginning. 

Geo.  Gale  &  Sons,  Waterville,  Que.,  did  not  make  a 
display,  but  in  their  Toronto  warehouse,  at  189  Queen 
Street  East,  they  always  have  a  stock  for  showing  of 
their  beds  and  bedding  goods.  Their  "Dixie"  mat- 
tresf?  has  proven  a  popular  article,  and  their  window 
display  feature  has  caused  some  interest. 

The  Gold  Medal  Furniture  Co.,  Ltd.,  while  not  mak- 
ing special  display  arrangements,  gave  a  general  invita- 
tion to  visiting  furniture  men  to  call  at  their  Toronto 
factory  on  Van  Horne  street  to  inspect  the  "Gold 
Medal"  line  of  upholstered  furniture  and  bedding. 
There  they  showed  in  samples  and  in  process  of  manu- 
facture "Hercules"  bed  springs,  "Gold  Medal"  felt 
mattresses,  steel  sliding  couches  and  their  patent 
"Neverstretch"  mattress,  as  well  as  new  designs  in 


davenports  and  divanettes.  The  exhibit  was  well  worth 
the  visit  and  proved  very  interesting  to  those  who 
attended. 


OPENINGS  FOR  CANADIAN  FURNITURE 

H.  R.  Pousette,  the  Canadian  commercial  agent  in 
South  America,  has  the  following  in  a  recent  report: 

"There  are  openings  for  Canadian  furniture,  either 
house  or  office.  All  of  the  republic  hwy  furniture  from 
the  United  States.  This  might  be  supplied  from  Canada 
if  the  exporters  would  adopt  the  same  enterprising 
methods  as  the  manufacturers  of  the  former-  -send  I'e- 
presentatives  to  call  upon  the  importers  at  regular 
intervals. 

"In  chairs,  Austria  otTers  a  vigorous  competition,  and 
it  cannot  be  denied  that  the  article  from  that  country 
is  of  good  (luality  and  of  reasonable  price.  Yet,  as 
mentioned  earlier  in  this  report,  chairs  from  the 
Dominion  have  fouiid  a  sale  and  have  given  satisfac- 
tion. 

"Desks  are  purchased  entirely  from  the  United 
States,  and  probably  amount  to  a  satisfactory  business 
in  the  coarse  of  a  year,  adding  all  the  republics  to- 
gether. As  these  are  produced  quite  as  well  in  Canada 
as  the  States,  there  is  no  reason  why  her  manufacturers 
'lid.  iiot  be  able  to  succeed  in  obtaining  sonu^  of  the 
orders. 

"Up  to  the  present  there  has  beeji  little  tor 
office  filing  systems.  In  proportion  to  its  size,  they  are 
more  extensively  employed  in  Panama  than  in  any 
other  of  the  West  Coast  reijublics. " 


IMPROVE  MANUFACTURE  OF  FURNITURE 

The  DeiJartment  of  Trade  and  Commerce  of  the 
Dominion  Government  is,  it  is  said,  shortly  to  be  ap- 
proached by  an  influential  deputation  which  aims  to 
secure  the  manufacture  in  Canada  of  the  best  in  fui-ni- 
ture  and  pottery.  The  necessity  is  being  urged  for  a 
large  grant  which  will  permit  of  the  purchase  of  the 
finest  samples  of  period  and  other  furniture  as  well  as 
the  best  in  pottery.  The  sami)les,  it  is  explained,  would 
be  loaned  out  to  different  centres,  and  placed  in  public 
libraries  or  other  buildings  for  inspection  by  workmen 
of  the  local  factories. 

Professor  C.  J.  Currelley  of  the  University  of  Toron- 
to, is  taking  an  active  interest  in  this  proposed  new 
development,  and  Sir  Edmund  Csler,  Sir  Edmund 
Walker,  Mrs.  H.  D.  Warren,  Toronto,  and  a  number 
of  others,  have  made  a  beginning  by  donating  several 
private  collections  to  the  Province  of  Ontario  and  the 
ITnivei'sity  of  Toronto. 

Canada,  it  is  pointed  out,  is  essentially  a  country  of 
wood,  walnut  being  especially  plentiful  and  easily 
raised.  Should  the  grant  be  made  for  the  purchase  of 
samples.  Professor  Currelley  may  be  invited  to  make  the 
collection.  The  application  for  the  grant  will  likely 
be  considered  in  connection  with  the  recommendation 
of  the  Commission  for  a  vote  of  three  million  dollars 
for  technical  education. 


The  Gendron  Mfg.  Co.,  Ltd.,  Toronto,  have  in  their 
new  1913  model  "A  "  catalogue  illustrated  and  detailed 
descriptions  of  their  baby  carriages,  collapsible  go-carts, 
baby  carriers,  etc.  The  illustrations  ere  half-tones 
printed  on  coated  paper,  thus  giving  a  very  fair  idea 
of  the  various  -irticles  depicted.  The  great  range  of 
thf^se  goods  take  some  128  pages  to  describe ;  and  an 
important  section  is  that  devoted  to  repairs  and  parts, 
which  are  illustrated  and  given  in  tabular  form, 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


A  SUCCESSFUL  MAN'S  METHODS. 

A  man  recently  came  into  the  store  of  a  firm  which 
has  one  of  the  best  hardware  stores  in  Toronto,  and 
asked  one  of  the  owners  to  what  he  attributed  his 
success  in  bi;ilding  up  such  a  fine  business. 

"To  the  fact,"  replied  the  retailer,  "that  we  always 
get  our  goods  out  on  time.  None  of  this  leaving  orders 
on  a  file  for  a  week  or  more  for  me.  If  a  thing  is 
ordered  and  we  have  not  got  it  in  stock  just  at  that 
time,  we  don't  wait  for  a  few  days  until  the  jobbing 
house  traveller  comes  in.    We  go  and  get  it  ourselves. 

"Then,  too,  we  don't  allow  our  clerks  to  rush  away 
just  as  soon  as  the  6  o'clock  whistle  has  blown.  If 
there  are  orders  to  be  filled  and  the  customers  have 
been  promised  delivery  that  day,  it  is  up  to  some  of 
us  to  take  the  goods,  and  they  are  always  taken.  Even 
if  no  special  request  has  been  given  to  have  the  goods 
delivered  that  day,  we  always  try  to  get  the  goods 
out  the  same  day  as  ordered,  so  that  when  we  open 
up  next  morning,  we  have  not  got  a  bunch  of  old 
orders  to  fill,  but  can  start  afresh." 

It  would  be  a  good  thing  for  all  retailers  to  follow 
this  plan.  There  are  altogether  too  many  men  who 
do  not  hesitate  to  ask  a  person,  when  an  article  has 
been  ordered  rather  late  in  the  day,  if  they  want  it 
delivered  that  day.  Such  action  gives  a  person  the 
feeling  that  the  retailer  is  not  willing  to  oblige  or 
that  he  is  too  considerate  of  his  help.  This  latter  is 
a  good  point  for  a  man  to  pos.sess,  to  a  certain  extent, 
but  when  it  goes  so  far  as  to  give  a  customer  the  im- 
pression he  is  under  an  obligation  to  the  dealer,  the 
sooner  the  dealer  loses  that  quality  the  better  for  him. 


A  STOP  SIGNAL  FOR  CUSTOMERS 

A  mercliaiit  in  a  Pacific  coast  town  has  iiistalbnl  a 
railway  spuiajjhore  in  front  of  his  store. 

"It  is  a  trade  winner."  he  declares.  "Many  a  cus- 
tomer has  stopped  at  the  unfamiliar  sight  of  a  sema- 
phore on  a  store  front,  and  entered  to  ask  questions, 
usually  making  a  purchase  before  leaving.  Others 
watch  the  flashing  light,  the  i-ising  and  falling  arm. 
and  then  drop  in  with  such  a  remark  as,  'Well,  T  saw 
your  stop  signal,  and  followed  it.'  It  is  inexpensive  to 
install.  One  of  my  clerks  originated  the  idea  and  con- 
structed the  upright  and  arm  from  pine  boards,  and  a 
sign  painter  did  the  lettering  at  small  cost.  The  oper- 
ation of  a  small  motor  keeps  the  arm  in  motion  and  the 
cost  of  power  and  the  light  behind  the  colored  panes  is 
very  slitrht  compared  to  the  results." 

Such  an  innovation  should  take  particularly  well  in 
a  railroad  +own. 

ONE  PRICE  TO  ALL. 

In  spite  of  everything  a  merchant  can  do  there  will 
be  some  of  his  patrons  who  believe  that  they  can  get 
reductions  in  price  if  they  go  after  him  hard  enough. 

As  Hardware  Trade  remarks,  every  time  a  price  is 
cut  for  one  of  these  gentlemen  an  injury  is  done  the 
merchant,  his  store  and  his  other  customers.  The  mer- 


chant's moral  nature  is  weakened,  so  that  he  is  an 
easier  victim  next  time ;  the  reputation  of  the  store  for 
fair  dealing  is  impaired,  because  these  favored  cus- 
tomers will  talk  and  if  one  man  gets  a  better  price 
than  his  neighbors,  they  have  been  injured  by  just  that 
difference  in  price,  far  one  man's  dollar  i.s  just  as  good 
as  another's. 

A  reputation  of  having  one  price  to  all  is  woi-th  a 
great  deal  to  any  retail  merchant,  not  only  in  i)rofits 


Decoration  of  The  J.  Hoodless  Furniture  Co.  store  at  Hamilton 
during  Centennial  Week. 

l)ut  also  in  being  free  from  the  nuisance  of  having  to 
go  through  a  long  "haggle"  every  time  a  considerable 
sale  is  made. 

Wh  enever  you  refuse  to  cut  a  price  you  make  the 
customer  less  likely  to  ask  for  a  concession  thereafter 
and  you  increase  the  respect  in  which  he  holds  you. 
That  respect  is  woi-th  dollars  and  cents. 


METHODS  OF  COLLECTING  ACCOUNTS 

One  of  the  important  topics  discussed  at  the  recent 
second  annual  convention  of  the  National  Home  Fur- 
nishers' Association  was  that  of  credits  and  accounts. 
Chas.  A.  Smith,  of  Boston,  was  a  prominent  speaker  on 
this  subject,  and  he  delivered  himself  of  some  decidedly 
helpful  information,  given  in  an  exceedingly  interest- 
in?  way. 

"Not  long  ago,"  .said  JMi'.  S^mith.  "many  of  the  staid 
and  conservative  nicrchanis  of    Boston,    and  I  was 
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amoiitj  tiieiu,  -wovf^  called  upon  by  a  woman  apparently 
about^iO  rears  of  age.  of  evident  pi'osperous  appear- 
ance, a)id  "nothing  at  all  to  indicate  dishonesty.  Goods 
^veye'  seiect'Hl  in  the  various  stores  in  amounts  from  $100 
to  *1.000.  totaling  finally,  as  Ave  afterwards  fouml  out, 

to  dbou^  .ti.5on. 

To  furthei-  make  ai)i)earances  moi'c  hopeful,  the  goods 
were  to  bp  held  by  th'-  different  firms  from  five  to  six 
weeks,  and  each  firm  was  instrncted  alike,  until  a 
proposed  real  estate  deal  for  a  house  could  be  accom- 
plished, the  payiPieuts  to  he  continued:  and  this  was 
faithfully  followed  out.  The  goods  were  finally  deliv- 
ered, and  payinei'ts  ni;idc  foi-  about  four  -weeks,  then 
ceased. 

"By  a  coincidence,  about  ten  days  later,  two  of  the 
concerns  sent  their  men  to  investigate.  I'he  i-csu1t. 
they  found  the  hous--  had  been  emptiiMl  of  all  fui'uish- 
ingk  and  the  real  (^stale  deals  a  myth.  We  were  for- 
tunate enough  to  trace  the  teamster,  who  told  of  the 
packing  and  delivery  of  the  goods  to  a  ear  on  the  Bos- 
ton &  Main  Railroad.  The  goods  were  then  shipped 
to  Worcester,  and  from  thci'e  were  transferi-ed  across 
the  city  by  auto  truck  to  a  car  on  the  Boston  &  Albany 
Railroad,  arid  by  tliem  transported  to  Memphis,  Tenn. 

"A  man  was  agrcd  u]ion  by  the  various  dealers  to 
at  once  start  for  ]\rem])his.  and  good  fortiuie  smiled  on 
us.  for  he  arrived  before  the  car.  He  engaged  a  firm  of 
Menii^his  at^"orneys  to  [)rotect  our  interests.  After 
some  quite  simple  legal  work,  getting  a  bond,  etc..  the 
goods  v/ei'e  again  sent  their  M'ay  to  Boston,  but  before 
these  attorneys  wonld  complete  their  work,  they  held 
up  onr  Boston  rei>i-esentative  for  .^oOO  eash,  and  as  yet 
we  have  Ixmmi  unable  to  obtain  any  I'cbate  from  this 


These  rules  for  figuring  costs  and  profits 
are  recommended  by  the  National  As- 
sociation of  Credit  Men: — 

1 —  Charge  interest  on  the  net  amount  of  your  total 
investment  at  the  beginning  of  your  business  year, 
exclusive    of   real  estate. 

2 —  Charge  rental  on  all  real  estate  or  buildings  owned 
by  you  and  used  in  your  business  at  a  rate  equal  to 
that  which  you  would  receive  if  renting  or  leasing 
it  to  others. 

3 —  Charge  in  addition  to  what  you  pay  for  hired  help 
an  amount  equal  to  what  your  services  would  be 
worth  to  others;  also  treat  in  like  manner  the  ser- 
vices of  any  member  of  your  family  employed  in  the 
business  not  on  the  regular  pay  roll. 

4 —  Charge  depreciation  on  all  goods  carried  over  on 
which  you  may  have  to  make  a  less  price  because  of 
change  in  style,  damage,  or  any  other  cause. 

5 —  Charge  depreciation  on  buildings,  tools,  fixtures,  or 
anything  else  suffering  from  age  or  wear  and  tear, 

6 —  Charge  amounts  donated  or  subscriptions  paid. 

7 —  Charge  all  fixed  expenses,  such  as  taxes,  insurance, 
water,  lights,  fuel,  etc. 

S — Charge  all  incidental  expenses,  such  as  drayage, 
postage,  office  supplies,  livery  or  expenses  of  horses 
and  wagons,  telegrams  and  telephones,  advertising, 
canvassing,  etc. 

9 — Charge  losses  of  every  character,  including  goods 
stolen  or  sent  out  and  not  charged,  allowance  made 
customers,  bad  debts,  etc. 

10 —  Charge  collection  expense. 

11 —  Charge  any  other  expense  not  enumerated  above. 

12 —  When  you  have  ascertained  what  the  sum  of  all  the 
foregoing  items  amounts  to,  prove  it  by  your  books, 
and  you  will  have  your  total  expense  for  the  year; 
then  divide  this  figure  by  the  total  of  your  sales, 
and  it  will  show  you  the  per  cent,  which  it  has  cost 
you   to   do  business. 

13 —  Take  this  per  cent,  and  deduct  it  from  the  price  of 
any  article  you  have  sold,  then  subtract  from  the 
remainder  what  it  cost  you  (Invoice  price  and 
freight),  and  the  result  will  show  your  net  profit  or 
loss  on  the  article. 

14 —  Go  over  the  selling  prices  of  the  various  articles 
you  handle  and  see  where  you  stand  as  to  profits, 
then  get  busy  In  putting  your  selling  figures  on  a 
profitable  basis  and  talk  It  over  with  your  competl^ 
tor  as  well.  i 


isurous  charge.    Would  these  attorneys  have  dared  to 
make  such  a  preposterous  arrangement  if  the  existence 
of  a  national  organi/.ation  had  beeti  known?" 

Another  case  instanced  by  Mr.  Smith  was  one  in 
which  some  goods  had  been  moved  wrongfully  from 
P)Oston  to  Providence,  from  Providence  to  Amesbury. 
from  Amesbury  back  to  Providence,  and  there  abso- 
lutely lost  although  the  number  of  the  car  was  known 
as  well  as  all  other  information  necessary,  but  becaiise 
the  railroad  company  protected  the  consignee,  although 
they  were  shown  the  lease  and  the  conditions  px|)lained, 
proving  without  doubt  evident  fraud,  they  hid  behind 
the  defence  that  they  could  give  no  information  on  ac- 
count of  the  Inter-State  Commerce  I;aw,  v.diich  clearly 
does  not  cover  any  case  of  this  kind,  nor  was  it  pycv  in- 
I ended  to. 

"If  our  national  organization. " "  said  the  s})eaker  in 
conclusion,  "could  have  acted  in  this  case,  are  you  not 
of  the  opinion  that  the  railroad  wonld  have  been  forced 
to  give'  this  information.  Avhieh  was  rightfully  and 
iustlv  asked  for  '  Wherein  the  thief  was  protected,  and 
the  honest  man  lost  his  i)roperty.  These  cases  show 
very  clearly  the  uecessity  for  concerted  action  by  every 
dealer  to  at  once  bi'come  a  member  of  the  national  or- 
ganization. For  we  should  be  a  tremendous  poAver  and 
entitled  to  all  the  eiiuitable  results  of  this  poAver." 

What  does  the  Canadian  furniture  trade  think  of  an 
organizati'^n  covering  the  Avhole  of  the  Dominion? 


A  MATTER  OF  BARGAINS. 

By  Arthur  Sheldon 

nuquestionably  the  bargain  era  is  passing.  I  believe 
that  it  is  not  necessary  to  keep  up  the  yelping  hoA\d  of 
bargains,  day  after  day,  as  some  merchants  do.  A 
Avoman  does  not  like  to  feel  that  Avhen  she  enters  a  ball- 
room or  attends  a  reception,  she  is  garbed  in  bargains. 
She  wants  to  knoAv  that  the  merchandise  she  is  Avear- 
ing  i.s  absolutely  right  in  quality,  and,  of  course,  she 
Avants  to  knoAV  that  the  price  is  right.  But  the  proper 
kind  of  sales  talk  Avill  make  price  secondary. 

Not  long  ago  I  had  an  interesting  talk  Avith  a  mer- 
chant Avho  explained  that  he  never  took  an  article  off 
his  shelves  and  reduced  it  for  one  day  and  then  jacked 
the  price  up  the  next  morning.  His  specials  Avere  all 
jobs  picked  ui)  in  the  open  market  and  usually  bought 
at  someAvhere  around  half  the  original  price.  This 
enabled  him,  first,  to  mark  them  at  least  25  per  cent, 
or  30  per  cent,  lower  than  the  regular  ])rice  and  then 
continue  to  reduce  the  price  until  the  final  remanants 
were  cleared  out. 


A  POINT  IN  SALESMANSHIP 

DoiTl  forget  that  the  go-carts  you  are  selling  are  not 
spine-Avreeking,  not  springless,  not  ill-proportioned,  not 
unsanitary  and  not  uncomfortable. 

Yon  needn't  say  that  the  other  store's  are,  but  just 
th.it  yours  ave  not.-  -Furniture  Record. 


DOES  THIS  APPLY  TO  YOU? 

It  is  plain  that  one  reason  Avhy  the  fiirniture  store 
doesn't  sell  more  office  furniture,  is  that  not  enough 
attention  is  given  to  featuring  it. — Maeey  Monthly. 


The  most  unreasonable  merchant  I  know  is  the  fel- 
low who  gets  sore  when  he  sees  one  of  his  regular  cus- 
tomers going  into  a  Qompetitor's  store, 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


DEVELOPMENT  OF  WINDOW  DISPLAY  IDEA 

By  Claude  J.  Potter 

Fifteen  or  twenty  years  ago  tlie  window  trimmer 
was  a  being  of  somewhat  doubtful  personality.  His 
regular  position  was  stock  boy  or  junior  domestic  sales- 
man, and  he  trimmed  the  store  windoAvs  when  there 
was  nothing  else  to  do.  But  gradually  the  merchant 
began  to  realize  the  importance  of  good  window  dis- 
plays, and  Avith  that  realization  came  the  demand  for 
better  displays.  The  better  displays  grew  and  gi'ew 
until  to-day  window  trimming  is  an  art ;  and  the  dis- 
play manager  a  living,  breathing  human  being,  pulsat- 
ing with  life  and  energy. 

The  opportunities  of  the  display  manager  to-day  are 
unlimited.  He  is  oiu^  of  tlie  most  important  factors  in 
modern  merchandising,  and  it  is  up  to  the  individual 
man  to  grasp  these  opportunities.     There    are  any 


with  food  choppers  attached  to  steps  the  full  length  of 
the  window.  There  were  at  least  six  dozen  choppers 
of  thi'ee  different  sizes  and  no  other  merchandise  was 
used  in  this  display.  After  a  week  had  passed  I  felt 
somewhat  alarmed,  twelve  dozen  food  choppers  of  a 
new  pattern  on  hand  and  not  one  sold.  We  concluded 
to  leave  the  display  in  for  another  week,  which  drew 
to  a  close  with  the  same  result.  They  were  removed 
to  the  second  floor  with  the  hope  of  disposing  of  them 
to  someone  Avho  had  a  better  sale  for  choppers  than  we. 

The  folloAving  week  one  of  the  boys  sold  one,  and 
we  looked  upon  the  sale  as  quite  an  event.  During 
the  next  two  weeks  not  a  day  went  by  that  we  did 
not  sell  from  three  to  nine  of  the  machines.  It  was 
some  time  before  we  reasoned  out  the  cause  of  this,  but 
finally  concluded  that  we  had  displayed  an  article  out 
of  season.    Not  so  very  bad,  however,  being  just  be- 


A  furnished  room 
in  t'  e  window- 
Breakfast  room 
finished  with  ulatc 
rail  and  panels,  all 
complete.  One 
item  in  a  recent 
display  of  wicker 
furniture  for  in- 
let  ior  use. 


number  of  ways  in  which  he  can  do  this.  First  he  must 
be  clean  of  mind  and  body.  He  must  be  ever  on  the 
alert  for  something  new.  He  must  be  creative  and  a 
student.  He  must  keep  in  touch  with  the  fashions  and 
he  must  know  the  merchandise  he  is  to  display.  Then 
the  trade  journals — think  of  what  they  are  doing  to-day 
for  the  display  managers,  devoting  a  Avhole  section 
to  the  displaying  of  merchandise — giving  new  ideas 
and  suggestions. 


AS  TO  RESULTS. 

Yon  should  never  be  discouraged  should  your  win- 
dow displays  not  bring  immediate  results.  This  was 
clearly  demonstrated  to  us  when  we  filled  our  window 


fore  instead  of  after  the  season.  Many  people  saw 
them,  who  in  need  a  few  weeks  later  did  not  stop  to 
call  up  the  stores  to  find  who  had  food  choppers.  They 
knew  who  had  them,  for  they  had  seen  the  window 
display.  We  have  since  preferred  to  show  seasonable 
goods  a  trifle  beforehand,  as  we  feel  that  better  sales 
result. 


ATTEND  ALSO  TO  INSIDE  DISPLAYS 

The  value  of  an  attractive  window  display  is  not 
denied  for  one  moment  by  us,  remarks  an  exchange, 
yet  we  do  not  hesitate  to  claim,  if  all  the  time  and 
thought  is  given  to  the  window  display  and  none  what- 
ever to  the  inside  dis])lay  of  merchandise,  in  the  last 
analysis  it  will  show  that  it  will  finally  be  proven 
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that  we  have  succeeded  in  "robbing  one  to  kill  an- 
other." In  other  words,  we  find  that  we  have  suc- 
ceeded very  well  in  attracting  the  attention  of  the 
buying  public  to  our  window  display,  etc.,  but  on 
account  of  our  poor  display  of  merchandise  within 
the  store,  on  account  of  being  neglected,  the  main 
point  which  we  wished  to  accomplish — that  of  attract- 
ing the  buying  public  to  our  store  through  our  win- 
doAvs,  and  in  turn  having  them  buy  a  larger  variety  of 
goods,  has  been  utterly  lost. 

Of  course,  the  goods  in  stock  or  in  the  store  may  be 
neatly  arranged  in  the  show  cases  and  on  the  shelves, 
and  tagged  with  prices,  but  at  the  same  time  there  is 
not  deliberate  display  made  so  that  it  will  be  the 
means  of  attracting  special  attention  to  the  goods 
shown,  and  send  the  customer  away  with  either  goods 
or  the  value  of  same  in  mind. 

By  a  good  display  we  do  not  mean  simply  a  little  bit 
of  gpods  piled  up  on  the  show  ease,  with  a  tag  or  a 
display  card  stuck  or  hung  on  in  some  careless  way. 
but  we  mean  a  more  or  less  elaborate  exhibition,  ar- 
ranged with  the  same  care  and  taste  that  would  be 
shown  by  you  in  getting  up  an  attractive  Avindow  dis- 
play, and  with  the  same  kind  of  attractive  or  explana- 
tory show  card.  Such  a  display  will  accomplish  won- 
ders for  the  average  merchant,  as  he  will  be  able  to 
notice  any  interest  taken  on  the  part  of  the  customer, 
and  consequently  "get  the  cue"  and  enter  into  a  con- 
versation with  iiini  regarding  the  particular  kind  of 
goods  which  he  has  shown  interest  therein. 

A  display  of  this  sort,  especially  when  a  "Special 
Sale"  is  in  progress  in  the  store,  gives  the  merchant 
a  great  chance  to  interest  the  buying  public  in  other 
articles  which  he  is  carrying  in  his  store,  bcide.s  the 
bargain  lot  from  which  the  special  sale  is  made.  Con- 
sequently, it  will  be  the  means  of  him  not  only  mak- 
ing a  special  sale,  but  various  other  sales  of  other 
ijyods  as  Avell.  It  also  has  a  tendency  to  secure  the 
tra^iv'  of  the  "chance  customer."  or  in  other  words  the 
one  vvho  simply  came  into  the  store  to  take  advantage 
of  the  special  sale,  with  nothing  in  mind  but  to  simply 
purchase  the  one  particular  article  which  was  on  spe- 
cial sale.  It  enables  the  merchant  to  attract  the  at- 
tention of  this  "chance  customer"  to  other  articles  in 
his  store,  with  the  possibility  that  it  will  result  in  him 
becoming  a  regular  patron  or  customer  of  his  store. 

By  giving  this  serious  thought,  we  are  satisfied  that 
all  merchants  will  certainly  agree  Avith  us  that  the 
impression  gotten  by  not  only  the  "chance  customer" 
coming  into  the  store  and  taking'  advantage  of  the  spe- 
cial sale,  but  the  impression  gotten  by  the  regular 
customers  and  patrons  as  Avell,  Avill  have  a  tendency  to 
build  up  the  reputation  of  your  store  for  always  hav- 
ing merchandise  neatly  and  compactly  displayed,  en- 
abling them  to  ascertain  at  a  glance  any  particular 
article  which  they  may  desire,  due  to  the  fact  that 
not  only  one  or  two  of  your  articles  are  conveniently 
displayed,  but  your  entire  stock  is  attractively,  con- 
veniently and  plainly  displayed  so  thv.t  any  of  it  can 
be  seen  by  any  customer  by  simply  glancing  around. 

Wherever  there  is  any  spare  space  in  the  store  that 
is  not  absolutely  needed  for  the  comfort  of  the  regu- 
lar customers  or  general  trade  of  the  store,  it  should 
be  made  use  of  in  some  such  way  as  described  above. 
Displaying  some  article  attractively  so  as  to  create  a 
desire  in  the  mind  of  the  buyer  to  possess  that  certain 
article.  Showing  the  goods  is  what  sells  them — dis- 
playing them  attractively  causes  a  greater  and  more 
general  interest  to  be  taken  by  the  customer,  as  well 
as  creates  a  desire  on  his  or  her  part  so  as  to  cause 
the  natural  curio.sity  to  arise  and  further  information 


asked  for.  or  perhaps  better  still,  pick  up  the  article 
and  examine  it  with  the  result  that  the  clerk  or  mer- 
chant in  turn  is  offered  a  splendid  opening  upon  Avhich 
to  base  a  conversation  pertaining  to  the  goods,  and 
Avhich  Ave  are  satisfied  he  will  immediately  see,  Avill 
nine  times  out  of  ten  result  in  a  sale. 


WHAT  PART  OF  RENT  DOES  WINDOW  PAY? 

There  is  a  jeweler  in  New  York  City  who  pays  $5,000 
a  month  for  a  little  room,  on  Broadway,  about  the  size 
of  an  ordinary  hen  house,  says  an  exchange.  Hundreds 
of  thousands  of  people  pass  this  little  place  every  day. 
The  $5,000  is  for  the  location — not  the  floor  space. 
Therefore,  of  the  $5,000  about  $4,000  is  for  AvindoAv 
display.  Four-fifths  of  your  rent  is  for  your  windoAvs. 
Are  you  making  them  pay  four-fifths  of  your  rent? 
Don't  underestima,te  their  value.  The  size  of  your  toAvn 
has  nothing  to  do  AA'ith  the  case.  If  your  rent  is  $50  a 
month,  at  least  $40  is  for  your  windows.  Do  you  get 
that  much  out  of  them?  You  ought  to  get  more!  You 
can  get  a  great  deal  more — if  you  try.  It's  up  to  you. 
You  can  make  your  AviudoAvs  the  talk  of  the  toAvn — and 
that's  only  another  Avay  of  saying  more  popularity — 
increased  sales — a  bigger  bank  accoimt !  The  game  is 
worth  the  candle — go  after  it. 

VALUE  OF  PRICE  AND  SHOW  CARD  IN  WINDOW 

Especially  in  the  shoAV  AvindoAV  displaj^s  use  plenty 
of  price  and  show  cards  that  people  can  read  at  a 
distance.  There  is  a  feeling  in  the  breast  of  nearly 
every  human  being  that  rebels  against  going  into  a 
store  to  ask  the  price  of  an  article  shoAAai  in  the  AvindoAv. 
If,  on  the  other  hand,  the  article  displayed  looks  good 
and  the  price  looks  reasonable,  it  sells  itself  to  a  great 
many  people.  Of  course,  there  is  the  argument  that 
the  price  placed  on  some  high  class  lines  might  seem 
too  high,  and  a  probable  customer  might  pass  on. 
There  may  be  an  excuse  for  not  pricing  high  priced 
goods,  but  Avith  most  lines,  more  people  Avill  be 
attracted  than  driven  away  by  quoting  the  price. 

Few  merchants  advertise  specials  of  any  kind  with- 
out giving  the  price  after  the  description.  Price  is 
the  final  clincher  for  the  sale.  In  the  merchants' 
advertising,  something  definite  must  be  told.  Show 
Avindow  advertising  is  much  the  same  as  newspaper 
advertising.  The  description  of  the  goods  is  given  by 
their  display.  Even  where  goods  are  displayed,  some- 
times a  word  or  two  of  printed  description  is  necessary. 


SET  DAYS  FOR  DRESSING  WINDOW 

There  is  a  value  in  having  a  certain  day  each  week 
on  which  to  change  your  AvindoAv  display.  If  your 
displays  are  well  arranged  and  attractive,  people  get 
in  the  habit  of  Avatching  for  each  new  one.  Especially 
is  this  so  if  you  put  in  an  original  or  catchy  display 
once  in  a  while.  People  are  ahvays  interested  in  these 
things,  and  they  will  be  watching  for  the  next. 

Another  good  feature  of  having  a  set  time  for  putting 
in  displays  is  that  it  is  much  more  likely  to  be  done. 
If  there  is  no  particular  time  for  it,  you  are  inclined 
to  put  it  off,  and  as  a  result  many  displays  are  left 
in  longer  than  they  should  be.  iCnowing  that  on  a 
certain  day  you  have  to  change  a  window,  you  will 
be  likely  to  be  planning  how  you  will  arrange  it. 


You  can't  mak'^  things  come  your  way  by  waiting 
for  them.  You  get  AA-^hat  you  go  after  rather  than  what 
yon  wait  for. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Topograph}) 


SOME  GOOD  FURNITURE  ADS 

By  A.  B.  Lever 

The  advortiseiueiits  of  retail  furniture  dealers  which 
I  am  reproducing  this  week  are  worth  sti.idying  by  the 
trade.  They  are  all  from  fair  to  good,  and  from  each 
may  be  obtained  some  ideas  which  may  be  helpful  to 
other  furniture  dealers  in  preparing  their  advertising 
copy. 

From  a  typographical  standpoint  the  best  advertise- 
ment in  the  group  is  that  of  the  Hastings  Fiirniture 
Co.,  Vancouver.  It  is  well  balanced,  and  good  judg- 
ment was  exereisfd  in  the  use  of  type.  When  many 
series  of  type  are  used  the  advertisement  is  certain 
to  have  a  disordered  appearance.  Advertisers  should 
insist  on  publishers  confining  an  ad  to  as  few  series 
as  Tjossible.  A  serie.s,  it  might  be  explained,  does  not 
mean  type  of  the  same  size.  It  means  type  of  the  same 
style  or  character.  The  Hcistings  ad  is  a  fairly  good 
example  of  this.   The  original  was  4i/>  by  5%  inches. 

The  advertisement  of  the  N.S.  Furnishing  Co.,  Hali- 
fax, is  an  example  of  et¥eetive  furniture  advertising 
without  the  use  of  cuts.  Here,  too,  there  has  been  a 
judicious  selection  of  type.  One  small  defect  is  the 
placing  of  the  name  of  the  city  and  province  in  a 
separate  line.  The  word  "Halifx"  should  have  been 
put  in  the  same  line  as  the  street  address,  and  the  name 
of  the  province  should  have  been  left  out  altogether. 
It  mean  the  employment  of  two  unnecessary  words. 

The  copy  was  vrell  written.  "Sleeping  Accommoda- 
tion in  Your  New  Home"  is  a  phrase  one  does  ]]ot  often 
see.  In  fact  I  do  not  remember  ever  having  seen  it 
before.  The  advertisement  as  a  whole  appeals  to  the 
heart,  and  that  is  usually  a  good  thing  to  attempt  in 
the  preparation  of  advertising  copy. 

The  advertisement  of  the  Hudson's  Bay  Co.,  Calgary, 
carries  out  very  nicely  the  idea  of  clearing  out  a  sum- 
mer line  of  furniture,  although  after  all  furniture  of 
this  kind  is  no  longer  looked  upon  as  a  strictly 
summer  line.  The  two  introductory  lines  are  particu- 
larly apt,  and  the  frankness  of  the  reading  matter  that 
follows  is  of  a  character  which  would  be  likely  to 
appeal  to  readers.    The  original  was  63^  by  13  inches. 

The  man  who  wrote  the  advertisement  of  Wilder 's. 
Limited,  did  his  M'ork  well.  "The  Store  of  Dignified 
Credit"'  is  an  excellent  slogan  for  a  credit  store.  Once 
read  it  is  not  likely  to  be  forgotten.  The  reading 
matter  which  follows  is  strong  and  logical.  The  original 
was  6%  by  9V2  inches. 

The  carpet  advertisement  without  firm  name  at- 
tached is  from  a  Montreal  department  store  ad.  The 
strong  feature  about  it  is  the  first  line,  "Facts  Evident 
&  Non-Evident  About  Our  Carpets."  The  impression 
the  reader  would  be  likely  to  get  was  that  in  carpets 
this  particular  store  was  likely  to  render  good  service. 


SOME  EXTRACTS  FROM  FURNITURE  ADS 

This  Morris  Chair  is  only  one  of  the  many  big  bar- 
gains we  are  offering  from  our  Furniture  Department. 
The  frame  is  made  of  Oak.  The  back  adjusts  to  four 
positions:  upholstered  spring  seat  and  back  in  Enamel 


Cloth,  dark  green;  a  regular  .$8.00  Chair,  sale  price 
$5.25— Gordon  &  Keith,  Halifax. 

A  Special  Bed  Comforter  at  98c. — This  is  one  of  the 
best  values  we  have  seen,  60  x  72  inches  size,  filled  with, 
good  (|iiality  of  cotton  batting,  covered  with  good  dark 
colored  Silkoline  and  well  fastened.  You'll  think  $1.25 
when  you  see  it.  Our  price  OSc. — Shea's.  Limited, 
Hamilton. 

Window  Shades  give  the  passers  by  an  idea  of  the 
interior  of  the  home.  Shades  are  iised  so  constantly 
that  only  the  best  rollers  and  cloth  give  satisfaction. 
Our  shades  are  mounted  on  best  Hartshorn  Rollers,  of 
goo'i  cloth,  in  white,  cream  or  green  with  white  or 
cream;  plain  or  insertion.  All  sizes  to  fit  any  window. 
Thompson  Furniture  Co.,  Limited,  Belleville. 

Here's  a  special,  and  a  big  value  too,  in  a  3  ft.  width. 
A  beautiful  bed  v/hich  sells  daily  for  .$29.75.  An  offer- 
ing for  tliat  will  not  be  passed  up  by  many  discriminat- 
ing ones.    Saturday  $19.75. — Calgary  Furniture  Co. 

Nothing  counts  up  so  fast  as  the  saving  you  can 
make  by  taking  advantage  of  geniiine  reductions  on 
home  necessities.  Our  P'urniture  Sale  is  saving  money 
for  a  great  many.  If  you  saw  the  fine  furniture  pieces 
we  are  selling  at  Half  Price  and  one-third  oflP,  you 
would  not  hesitate  but  purchase  now.— D.  A.  Smith, 
Limited.  Vancouver. 

When  re(iuiring  ntnv  shades  for  your  windows  con- 
sult our  expert  and  let  him  show  you  the  new  designs 
and  give  you  an  estimate.  You  Avill  not  only  find  the 
workmanship  the  best,  but  the  lowest  in  price. — Hud- 
son's Bay  Co.,  Vancouver. 

Progressive  people  recognize  the  absolute  necessity 
of  a  sanitary  floor  covering,  and  so  they  buy  linoleum. 
CleaTi  floors  mean  home  comfort  for  the  family.  For 
a  practical,  economical,  attractiA^e  floor  covering  lino- 
leum leads. — -Bryson.  Gibson  &  Co.,  Ottawa. 

AN  AD  RECIPE 

Advertising  is  the  yeast  that  raises  your  sales,  but  it 
must  be  Avorked  together  with  a  complete  and  suitable 
stock  of  inerchandise,  and  a  good  seasoning  of  the  sugar 
of  courteous  attention  from  an  efficient  store  service, 
with  the  salt  of  the  honesty  of  the  golden  rule  in  the 
store's  dealings,  all  to  be  larded  over  with  the  most 
attractive  features  of  store  front,  AvindoAV  display  and 
interior  arrangement. 

CO-OPERATION  IN  ADVERTISING 

By  Julian  Wetzel 

The  merchants  in  eveiy  small  city  shonld  organize 
into  a  co-operative  body  with  the  local  ncAVspapers  as 
members  and  devote  space  and  energy  to  exploiting 
their  home  city.  In  nine  cases  out  of  ten,  catalogue 
competition  can  be  met,  and  met  honestly  and  fairly. 
But  it  is  not  enough  in  the  dlumns  of  your  local  paper 
to  .say — "Wm.  Jones  &  Co.,  dealers  in  Furniture,  Car- 
pets and  Rugs,"  but  you  have  to  say  Avhy  Wm. 
Jones  &  Co.'s  merchandise  is  good  and  Avhy  they  can  be 
sold  to  home  people  at  the  right  prices.  This  co-opera- 
tive body  could  act  as  a  club  over  the  local  editor  in 


34 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


October,  1913 


the  performance  of  his  clear  and  bouiiden  duties.  If  he 
is  rnmiing  column  after  column  of  objectionable  adver- 
tising in  his  paper,  tell  him  that  he  may  either  discon- 
tinue the  two-inch  obesity  i)ill  ad  or  your  IhriM'-column 
120-line  ad,  and  he  will  make  the  decision  mighty 
quickly;  Co-operation  is  necessary  in  all  these  things, 
and  the  results  are  ama.'^ing  when  we  get  together  really 
to  achieve  results.  Make  the  dollar  work  overtime  at 
home.  Do  not  sit  down  and  whimper.  The  procession 
of  progress  goes  marching  by  while  the  whimperer  is 
wiping  his  eyes  and  he  never  sees  it.  Get  tlie  business 
that  belongs  to  you.  Pay  some))ody  to  write  some  good 
ads  if  you  are  incapable  of  Avriting  them  yourself.  Let 
your  prospective  customers  know  that  you  are  alive 
to  the  situation.  It  is  entirely  possible  to  get  every- 
thing that  is  conring  to  you  in  this  good  land  of  ours. 


USE  YOUR  AD.  SPACE  TO  ADVERTISE 

One  of  the  most  ineffective  uses  to  which  an  adver- 
tiser ever  put  his  space  is  simply  to  insert  a  card  saying : 

THIS  SPACE  RESERVED  FOR  R.  JOHNSON 
&  CO. 

Who  cares  who  it  is  reserved  for?  Nobody  is  inter- 
ested in  knowing  that  Johnson  &  Co.  have  made  a  con- 
tract with  the  publishers  of  the  paper.  Surely  the 
dealer  can  give  readers  some  more  interesting  news 
regarding  his  store  or  his  goods  or  some  new  line  he  is 
putting  in. 

It  is  effective  sometimes,  however,  to  advertise  a 
coming  sale,  as  for  example : 

Next  Week 
Will  be  Advertised  in  this  Space 
The  Greatest  Bargains 
ever  offered  in 
TjaAva  Mowers  and  Garden  Tools 
Watch  for  Prices 
R.  Johnson  &  Co. 


Now  Johnson  has  given  the  waiting  public  some- 
thing to  expect.  The  ladies  will  not  buy  their  new 
dresses  until  they  have  a  chance  to  see  what  Johnson 
is  going  to  offer.  Next  week  when  the  paper  is  pub- 
lished interest  in  that  advertisement  will  be  sufficient 
to  induce  people  to  buy  it  and  read  it.  Then  the 
promise  must  be  made  good.  There  must  be  a  showing 
of  attractive  prices,  so  that  the  ladies  will  not  be  dis- 
appointed ;  otherwise  they  will  not  wait  next  time  for 
the  advertised  advertisement. 


MARK  TWAIN'S  ADVERTISING  STORY. 

Once  upon  a  time  Mark  Twain  was  the  editor  of  a 
paper  in  Virginia  City,  and  a  subscriber  who  fottnd  a 
spider  in  his  copy  of  the  paper  wrote  asking  whether 
this  Avas  good  or  bad  luck. 

Twain  answered  through  his  paper  as  follows. 

"Old  Subscriber — ^^The  finding  of  a  spider  in  your 
copy  of  The  Enterprise  was  neither  good  luck  nor  bad. 
The  spider  wa.s  merely  looking  over  our  pages  to  find 
out  what  merchant  was  not  advertising,  so  that  it  could 
spin  its  web  across  his  door  and  lead  a  free  and  un- 
disturbed existence  ever  after." 

No  spider  ever  spins  his  web  across  the  door  of  a 
bnsv  advertiser. 


A  LONELY  PLACE. 

She  (frightened) — "What  do  yon  intend  to  do  Avith 
me?" 

The  Villain  (fiendishly) — "I  am  going  to  take  you 
to  the  store  of  a  man  who  never  advertises,  and — 
leave  you  there." 

She*  (fainting) — "Help!  I  am  lost!  No  one  will 
ever  find  me  there." 

Some  new^  maehitiei-y  has  been  installed  in  the 
Vietoriaville  Furniture  Company's  plant  of  late. 


25%  OFF 

ON  ALL  FURNITURE 


Ttdu«d-ii  mcjf)i  i  SWEEPING  REDUCTION  OF  25  PER 
CENT  ON  ANY  PIECE  OF  FURNITURE  IN  THE  STORE. 
ThTs  Mif  wll]  close  al  iht  tnd  ol  ihis  roonlh.   Btner  buy  Itui 


UACTTIUrC  FURNITURE 
nAdllllUd  CO.  Limited 


41   HASTINGS  STREET    WEST  tt 


Sleeping  Accommodation 
in  Your  New  Home 


11.75 
15.00 

•iomi 


The  N.  S.  Furnishing  Comoany,  lid. 

72  76  BARRINGTON  STREET, 


Prices  on  All  Summer  Furniture 
Floored,  For  A  Saturday  Clean-up 


THROUGH  Ihc  lull  IJ  ..3  hnuf.  tlur,rii' 


and  Ihui  obUin  lull  benefit  from 


A  Few  Specials  in  "Crex"  Prairie  Grass 
Furniture — Famous  the  Continent  Over 


Open  a  Charge  Account  at  WILDER'S 
The  Store  of  "Dignified  Credit" 


soon  ^urr'.' 
nishing  nefds 


CREDIT 

basis  as  wf  uould  for  cash, 
Theie  is  a  strung  comptlliti); 
reason   back  ol  this,  anj  thai 


3u  p.iv  C35h  you  wbuld  nor 
lally  in  need  o*  a  piece  of  fur- 


■  These  Four  Specials  Will  Make  Monday  a  Busy 
Day  in  Our  Linen  Section'. 

^  WHITE    SPREADS —^Upccian    Sr. "J  COLORED  QUIT^  —  f.r>k  im^le 


TABLX    COVERS  - 


J2.49 


24c 


WILDER'S  LIMITED,  «2  sl  M;ri..  sir»i  w»i 


Facts  Evident  and  Non-evident 
About  Our  Carpets 


Samples  of  .seasonable  adverti.sing  recently  published  by  Canadian  furniture  dealers. 
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New  Store  of  St.  Catharines  Dealer 

Win.  C.  Logan,  of  St.  Catharines,  Ont.,  recently 
moved  into  a  new  store  on  St.  Paul  St.  The  old  loca- 
tion, while  a  good  one  iji  point  of  the  number  of  people 
passing  it,  was  too  small  for  effective  display  of  the 
large  stock  carried,  and  it  was  considered  better  to  be 
able  to  interest  those  who  do  visit  the  store  than  to 
secure  the  half  interest  of  even  a  larger  number. 
People  who  enter  the  store  are  generally  really  inter- 
ested in  furniture,  and  everything  should  be  done  to 
present  as  many  lines  as  possible  to  them  in  an  at- 
tractive manner. 

Another  bad  feature  of  the  old  building  was  the 
fact  that  it  was  necessary  to  bring  goods  in  and  out 
the  front  door,  and  this  interfered  to  no  little  extent 
with  customers  entering  and  leaving  the  store.  It 
also  kept  the  front  of  the  store  in  a  constant  state  of 
disordoir.  In  the  new  building  there  is  a  rear  entrance 
with  a  capacious  Avarehouse,  where  goods  can  be  un- 
packed without  disturbing  the  appearance  of  the  store 
proper.  There  is  also  a  hoist  for  carrying  goods  to 
the  second  ftoor. 

As  will  be  seen  by  the  accompanying  engraving,  the 
new  store  is  an  attractive  one.  allowing  goods  to  be 
shown  to  advantage  and  without  crowding.  Goods 
are  arranged  so  as  to  give  an  appearance  to  the  store 
that  will  appeal  to  the  eye.  For  instance,  one  little 
thing  that  helps  considerably  is  the  hanging  of  pic- 
tures ai'ound  the  Avail.   The  interior  is  also  well  lighted. 

Catchy  Show  Cards 

Some  good  shoAv  cards  are  used  by  the  firm.  Not 
only  is  the  work  well  executed,  but  the  wording  is 
eatchv.    A  few  of  the  cards  in  the  store  are: 

"T"like  this." 

"Buv  her  one  of  these." 

"She  will  like  this." 

"What  you  don't  see,  ask  for." 

"The  greatest  cure  for  that  tired  feeling  is  a  restful 
sleep  on  an  mattress." 

On  a  kitchen  cabinet,  "Convenient!   Well,  I  guess." 

The  rear  part  of  the  second  storey  is  devoted  to 
chairs,  and  the  front  to  rugs,  bedding,  curtains,  etc. 
Quite  a  unique  and  convenient  method  is  used  in  show- 
ing rugs.    On  one  side  wall  many  frames  the  size  of 


Ground  floor  view  of  Lofran's  St.  Catharines  store.   Note  homelike 
display  of  picture  stock. 

ordinary  rugs  have  been  built  so  as  to  swing  on  pivots.- 
A  rug  can  be  placed  on  both  sides  of  this  frame  and 
be  shown  to  c'dvantage,  as  well  as  being  much  handier 
than  if  placed  on  the  floor  as  is  frequently  the  case. 
When  they  are  not  being  shown  they  can  be  pushed 
back  against  the  wall,  thus  leaving  plenty  of  space 
in  the  centre  of  the  room. 

Maintains  Window  Display  in  Old  Store 
Mr  Logan  is  a  believer  in  advertising — both  news- 


paper and  window.  Considerable  space  is  used  in 
the  local  paper,  prices  in  most  instances  being  quoted. 
The  windoAvs  are  also  l<ei)t  arranged  so  as  to  attract 
people  within  the  store.  The  old  store,  where  he 
formerly  Avas,  is  stil!  niioecupied,  so  a  display  of 
furnitui'e  is  maintainec'  in  the  AviiuloAv  by  Mr.  Logan. 
A  shoAV  card  acquaints  people  Avith  the  fact  that  the 
articles  shown  can  Ix'  purchased  at  the  new  store. 


MAKING  FURNITURE  TRIMMINGS 

The  Stratford  Brass  Co  ,  liUl..  is  a  new  concern  Avhicli 
began  operations  in  Stratford  recently.  The  company 
has  secured  the  brick  building  formerly  occupied  by 
the  Macdonald  Tlir(\sher  Co.,  Ltd.,  and  have  installed 
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St  Catharines  Show  Store 
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Saturday  Specials 

Clean-Up  in  the  Carpet  Department 
Genuine  Axminster  Rugs 


Genuine  Wilton  Rugs 


Saturday  Specials 

Any  Parlor  Suite  1-3  OH 

£90  OOSolid  UabogRDr  P«rloc  Suite  ! 
57  00  Fumed  0«lt  Ulther  Suitf 
33.00  Uaboguy  Pinieb  Silli  Suite 

Any  Iron  Bed  1-3  Olt 

19  OU  White  £[iainel  Boda 
6  00  While  Eaamd  Bcda 
■J  90  White  Estmel  Bod* 
.T2S  White  En(m«l  Bvl» 

Refrigerators 

$  9,fi0  value  Ham  &  Noll  Refrigerator 
ROO  value  Htm  &  Nott  Refrlserstor 
16,00  vtlue  Whil«  Enamel  Rerrigerttor 

$1.75  Lawn  or  Garden  Seats  $1.25 


^0 

i 
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I  LOGAN'S  NEW  STORE  | 


Example  of  hall-paye  aa\  tn'ijiseuit;iu  done  uy  Liiirs  store. 

a  large  and  complete  plant  of  brass  working  machinery 
and  will  specialize  on  furnitnre  trimmings,  such  as 
drawer  pulls,  knobs,  escutcheons,  etc.,  as  well  as  hall 
rack  hooks.  A  large  range  of  samples  will  soon  be 
ready  for  the  trade,  and  will  show  a  variety  from  the 
cheapest  to  the  best.  Special  attention  will  be  given  to 
period  sets,  and  Alfred  Hahn,  the  manager,  states  that 
he  will  have  something  to  offer  that  will  equal  anything 
produced  anywhere.  In  addition  to  the  regular  stock 
goods,  special  orders  will  be  handled  and  made  ui)  in 
any  finish  desired.  The  companv  is  capitalized  at 
$100,000,  with  J.  R.  Macdonald  'as  president.  John 
Whyte  as  vice-president  and  Alfred  Hahn  as  secretary- 
treasurer  and  manager.  Mr.  Hahn  has  had  a  great 
many  years'  experience  in  this  line  of  biisiness,  coming 
originally  from  New  York,  from  which  point  he  covered 
the  Canadian  trade  for  a  number  of  years,  representing 
a  New  York  house.  Until  the  present  company  was 
organized  he  was  identified  with  tlic  Hahn  Brass  Co  . 
of  New  Haniburg,  and  is  well  known  to  the  furniture 
manufacturers  of  the  eoimtry. 


FURNITURE  DEALERS  DRESSING  UP 

Washington  &  Johnston,  furniture  dealers  and  under- 
takers, at  Broadview  Aveiuie  and  Queen  Street  East. 
Toronto,  are  making  extensive  alterations  and  improve- 
ments to  their  premises.  A  new  two-storey  glass  dis- 
play front  is  being  put  in  on  both  these  streets,  and  the 
building  itself  is  being  greatly  strengthened  with  steel 
pillars  and  beams.  ! Pressed  white  stone  trimmings  will 
set  off  the  improved  front  and  give  it  a  rich  finish. 

While  the  alterations  are  being  made  the  firm  are 
running  an  "alteT'ation  sale,"  all  furnitiire  items  being 
cut  25  per  cent,  and  BO  days  being  allowed  in  whicli  to 
pay  for  same.  When  fijiished,  the  store  will  be  among 
the  finest  in  Toronto. 
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Curiy  &  Liiid  have  opened  a  furniture  store  at  Ed- 
mon+on. 

Boruier  &  Brisley,  furniture  dealers.  Montreal,  have 
registered. 

Tbe  Home  Upholsterino'  Co..  .Montreal,  have  been 
registered. 

Smith  is-  Cox.  pi-ojifii'tors  of  the  Huiiit)ohlt  Fnniiturt 


Buffet  by  Hespeler  Furniture  Co.  Note  the  new  feature,  doily  and  centre- 
piece drawertimmed lately  under  cutlery  and  napkin  drawers. 


at  lo6  Second  Avenue,  Sv^dft  Current,  Sask.  The  new 
premises  are  2P>  x  80  feet,  but  Mr.  Washington  intends 
doubling  its  capacity  in  the  spring. 

TIenry  N.  Manto.  foreman  of  the  machine  department 
in  the  Spiesz  Furniture  factory  at  Hanover,  while 
recently  operating  the  swing  saw  was  thrown  forward 
onto  it,  severing  liis  left  hand  at  thew  rist. 

R.  A.  Stokes,  of  the  North  End  Furniture  House," 
950  Yonge  Street.  Toronto,  has  made  such  a  success  of 
his  business  that  he  has  added  the  two  floors  above  his 
present  premises  to  look  after  the  increased  business. 

Convery  &  SwalloAvs,  Battleford,  Sask..  have  let  the 
contracts  for  their  new  furnitiire  factory.  The  archi- 
tects are  Stephenson.  Evans  &  Fillingham.  and  the 
genera?  contractor  is  Geo.  Quaadman.  The  building 
will  be  three  stories  high. 

The  Standard  Furniture  Co.,  Vancouver,  B.C.,  one  of 
the  newest  and  most  modern  stores  of  its  kind  in  the 
West,  held  its  foi'uial  opening  recently  in  its  splendid 
new  four-storey  building  at  tlie  corner  of  Granville 
and  Helmcken  streets. 

The  old  Robertson  factory  on  King  street,  Toronto, 
used  of  late  by  the  Adams  P'urniture  Co.  as  a  store- 
liouse.  was  destroyed  by  fire  recently.  The  Adams 
l)eople  were  fortunate  in  having  moved  their  goods  to 
their  new  storehouse  a  couple  of  days  before  the  build- 
ing Avas  burned. 

H.  K.  Witzel.  father  of  T.  A.  Witzel,  manager  of 
♦^lie  Onward  Mfg.  Co.,  Berlin,  died  at  that  city  recently, 
after  an  illness  of  two  years,  aged  59.  He  leaves  two 
other  sons  and  two  daughters.  Mr.  Witzel  was  born 
in  Germany,  but  came  to  Canada  in  his  boyhood  days, 
connecting  himself  with  the  Kalbfieiseh  Furniture  Co., 
Tavistock.  Later,  he  went  to  Berlin  and  was  interested 
in  the  Walker  Bin  &  Store  Fixture  Co.  and  the  Onward 
Mfg.  Co. 

The  death  took  place  dttring  the  month  of  W.  R. 
Hancock,  furniture  and  stove  merchant  at  Jarvis  and 
Duke  Streets,  Toronto,  at  the  age  of  eighty-three.  He 
had  been  suffering  from  heart  trouble,  which,  combined 
with  advanced  age,  was  the  cause  of  death.    Mr.  Han- 


Co.,  Huinboldt,  Sask.,  have  sold  their  interests  to  H.  E. 
Fenn.  Saskatoon. 

H.  J.  Russell  has  opened  a  furniture  store  at  New 
Westminster,  B.C. 

Dulude  &  Dansereau,  furniture  dealers,  St.  Lambert, 
Que.,  have  registered. 

J.  McMahon's  furniture  store  at  Frankford,  Out., 
was  damaged  by  fire  recenlty. 

White  Bros.'  furniture  store  and  warehouse  at  Mai'i- 
gold,  Sask.,  was  burned  recently. 

President  Geo.  Liphardt,  of  the  Liphardt  F^irniiure 
Co.,  Berlin,  has  retni-ned  from  a  trij)  to  the  West. 

The  Western  Ideal  Bedding  Co.,  Limited.,  has  been 
succeeded  by  the  Alaska  Western  Bedding  Co.,  Limited. 

McAllisters,  Ltd.,  furniture  and  dry  goods  merchants 
at  New  Westminster,  B.CL  are  succeeded  by  Lees,  Ltd. 

The  Andrew  Malcolm  Furniture  Co.  intend  making 
an  addition  to  their  plant  at  Listowel  before  the  end 
of  the  year. 

The  Northern  A^eiieer  Co.,  of  Grimsby,  Ont.,  with  a 
capital  of  $200,000,  has  been  incorporated  to  carry  on 
a  woodenware  manufacturing  business. 

Alex.  McKinnon,  a  furniture  dealer  at  Nanaimo,  B.C., 
had  his  arm  blown  off  by  dynamite  and  was  otherwise 
injured  while  an  oidooker  at  a  striker's  riot. 

The  Neilson  Furniture  Company's  association  foot- 
ball team  won  the  championship  in  section  B  of  the 
Calgary  Intermediate  League.  The}^  lost  but  one  game 
during  the  season. 

A.  G.  Washington  has  opcTied  his  new  furniture  store 


New  style  buffet  by  The  George  McLaKan  Furniture  Co. 

cock  had  been  in  Canada  for  forty-three  years.  Born 
in  Plymouth.  England,  he  came  to  this  country  in  the 
year  1870,  and  had  been  engaged  in  business  since.  He 
is  survived  bj-  two  sons  and  a  daughter :  Ernest  C, 
manager  of  the  Gurney  Foundry,  Hamilton ;  Clifford, 
a  traveler  in  Detroit,  and  Mrs.  Leonard  Warburton. 
from  whose  residence  the  funeral  took  place. 
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D. 


eclsions  on  Business  JLaw 


This  department  is  conducted  by 
Walter B.  LaidlaW,  Barrister,  etc., 
who  will  answer  legal  questions  ap- 
pertaining to  business  matters  sub- 
mitted to  him  through  this  journal. 


Bills  &  Notes — Signing  in  blank — Right  of  tranferee  to 
fill  in. 

The  Bills  of  Exchange  Act,  R.S.C  1906,  chap.  119, 
see.  31,  which  provides  as  follows:  "Where  a  simple 
signature  on  a  blank  paper  is  delivered  by  the  signer 
in  order  that  it  may  be  converted  into  a  bill,  it  operates 
as  a  prima  facie  authority  to  fill  it  up  as  a  complete 
bill,  for  any  amount,  using  the  signature  for  that  of 
the  drawer  or  acceptor  or  endorser;  and  in  a  like 
manner  when  a  bill  is  wanting  in  any  part  the  person 
in  possession  of  it  has  prima  facie  authority  to  fill  up 
the  omission  in  any  way  he  thinks  fit,"  confers  on  the 
person  to  whom  the  blank  instrument  has  been  handed 
the  right  to  fill  in  and  make  it  a  complete  promissory 
note,  but  the  person  to  whom  it  is  handed  has  no 
authority,  nor  does  the  Act  confer  such  authority  on  a 
tranferee  of  the  blank  note,  to  fill  in  and  complete  the 
same,    (l)emers  v.  Laveille,  IID.L.K.  22). 

Master  &  Servant — Work  on  commission — "Square 
thing" — Implied  promise. 

Where  one  man  agrees  to  employ  another  to  do 
certain  work  on  commission,  the  amount  of  which 
is  not  specified,  the  employer  stating  that  he  would 
"do  the  square  thing"  amounts  to  a  promise  to  pay 
what  is  an  adequate  and  reasonable  price  for  the 
services  rendered.  (Macdonald  v.  Helgerson,  4  W.W.R. 
513). 

^  ^ 

Corporations   and   Companies — Stock   subscription — 
Payment  by  jiromissory  note. 

A  subscriber  for  shares  in  a  company  who  gave  his 
promissory  note  to  the  company  in  settlement  of  the 
amount  due  on  the  share  subscription  is  not  liable  as 
a  contributory  on  the  winding  up  of  the  company 
where  the  note  had  been  transferred  by  the  company 
to  a  bona  fide  holder.  (R.  Stewart,  Howe  and  Meek, 
9,  D.L.R.,  484.) 

^  ^ 

Fire  Insurance — Verbal  ajDijlication  over  telephone — 
Failure  to  retiuire  statement  of  insurable  interest — • 
Statutory  conditions. 

Where  the  plaintiffs  in  an  action  on  an  insurance 
policy  to  recover  from  the  insurance  company  the 
amount  of  their  loss  from  fire,  were  not  the  actual 
owners  of  the  property  insured,  but  only  had  the  right 
to  the  use  of  the  same  during  the  continuance  of  a 
partnership,  in  consideration  of  keeping  the  premises 
insured ;  the  policy  of  insurance  having  been  issued, 
pursuant  to  a  verbal  application  made  by  the  assured 
over  the  telephone,  and  nothing  appearing  on  the  face 
of  the  policy  indicating  the  nature  of  the  assured 's 
interest  in  the  property;  the  application  made  being 
merely  to  cover  the  property,  and  there  being  no  re- 
([uest  from  the  insurance  company  to  the  assured  to 
furnish  particulars  of  their  insurable  interest;  under 
these  circumstances  the  insured  may  recover  the  amount 
of  loss  notwithstanding  the  statutory  provisions  con- 


tained in  the  Alberta  Insurance  Act  i:)roviding  that  no 
insurance  company  shall  be  liable,  unless  the  interest 
of  the  assured  is  stated  on  the  face  of  the  policy.  The 
insurance  company  having  issued  the  policy  without 
requiring  the  assured  to  furnish  particulars  of  their 
interest  in  the  insured  property  cannot  plead  the  statu- 
tory condition  as  a  defence.  (Gainer  v.  Anchor  Fire 
Insurance  Co.,  4  W.W.R.  900). 

«    *  *- 

Carriers — Baggage  check — Condition  limiting  liability 
— Failure  to  bring  to  attention  of  customer. 

Where  the  holder  of  the  return  portion  of  a  railway 
ticket  cheeks  his  trunk  to  the  point  Avhere  the  ticket 
was  issued,  and  receives  from  the  railway  company's 
agent  a  baggage  cheek  on  the  back  of  which  is  endorsed 
a  condition  limiting  the  amount  for  which  the  company 
will  be  liable  in  the  event  of  the  loss,  or  destruction 
of,  or  damage  to  the  property  checked,  and  it  appeared 
that  this  condition  Avas  not  brought  to  the  attention 
of  the  ticket  holder  or  his  servant  who  actually  checked 
the  trunk,  nor  did  he  in  any  way  assent  to  such  condi- 
tion forming  part  of  his  contract,  he  supposing  the 
check  to  be  merely  a  receipt  for  his  trunk;  the  railway 
company  failing  to  show  the  assent  of  the  ticket 
holder  to  such  condition  is  liable  as  a  common  carrier 
on  the  implied  contract  to  safely  deliver  the  goods 
entrusted  to  it,  and  the  ticket  holder  may  recover  as 
damages  the  value  of  the  trunk  and  its  contents. 
(Spencer  v.  Canadian  Pacific  Railway  Co.,  4  O.W.N. 
1446). 


FURNITURE  MAN  BEATS  AUTO  IN  RACE 

The  vagai'ies  of  the  automobile  were  aptly  sliown 
in  a  recent  trip  on  the  high  road  between  Waterloo  and 
Berlin  a  few  dags  ago,  when  C.  F.  Ott,  manager  of  the 
Waterloo  Furniture  Co.,  undertook  to  run  George 
Aletter.  eastern  representative  of  the  same  firm,  in  his 
car  over  to  Berlin.  On  the  way  Mr.  Ott's  hat  blew  ofT. 
and,  jumping  from  the  car,  ho  shouted  to  George  to 
stop  the  macliine.  As  it  was  George's  first  trip  in  an 
auto  he  was  unable  to  do  this,  though  he  tried  mighty 
hard,  and  all  he  could  do  was  to  keep  it  straight  in  the 
middle  of  the  road — even  that  Avas  hard  enough.  Then 
began  a  sprinting  match,  with  Mr.  Ott  somewhat  handi- 
capped. Remembering  his  sprinting  proclivities  of  ear- 
lier days,  however,  he  stuck  to  the  grind  and  caught 
the  back  of  the  car  as  it  crossed  the  railway  tracks.  It 
is  difficult  to  say  who  Avas  most  scared,  but  George  says, 
"no  more  gasoline  bu^z  Avagons  for  me.  When  I  want 
a  ride  in  an  auto  again  give  me  an  electric,  so  that  when 
I  turn  off  the  juice  the  car  Avill  stay  stopped." 

g  'pHE  measure  of  our  success  depends  upon  S 
§  the  quality,  strength  and  continuity  of  8 
S    our  effort.  § 


Undertakers'  Department 

^^^^^^^^^^^^^^^^     Problems  affecting  the  UnJerta/^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters  ^^^^^^^^^^^^^^^^ 

expressing  their  Views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Canadian  Embalmers'  Convention 

Thirtieth  Annual  Meeting  One  of  Best  in  History  —  Complete 
Report  of  Proceedings — New  Officers — Splendid  Lectures, 
Addresses,  and  Demonstrations — Successful  School. 

TLe  30th  amuial  convention  of  the  Canadian  Eiu- 
balmers'  Association,  held  in  the  Anatomical  J)nilding' 
of  the'University  of  Toronto,  on  Se])1eiiil)ei-  '2,  4  and  ."), 
Avill  go  down  into  history  as  one  of  the  most  successful 
in  the  long  series  of  animal  meetings  of  this  body.  The 
juembers  in  ati^ndance  were  more  numerous  than  last 
year,  the  roll  book  showing  a  registration  of  219  names; 
some  20  new  members  joined  the  association  during 
the  year;  and  the  finances  are  in  better  shape  than  at 
any  time  since  the  organization  of  the  association. 

The  work  of  the  executive  for  the  past  year  was  com- 
mended, and  the  various  olificers  came  in  for  a  deal  of 
Avell-merit"d  praise  for  the  way  in  Avhich  they  had 
carried  along  the  association's  interests  throughout  the 
year.  This  was  strikingly  shown  in  the  presentation 
of  a  gold  locket  to  the  retiring  president,  N.  J.  Bojal,  of 
Mitchell,  at  the  close  of  the  convention. 

The  educational  features  of  the  meetings  were  well 
looked  after  through  the  lectures  and  demonstrations 
of  A.  Johnston  Dodge,  Boston,  Mass.,  and  Prof.  J.  E. 
Crandall,  of  NeAV  York.  It  was  the  first  time  that 
either  of  these  men  had  spoken  or  worked  before  the 
Canadian  association,  and  the  votes  of  thaid\s  tendered 
them  at  the  conclusion  of  their  final  addi'esses  tells 
how  well  their  services  were  appreciated.  These  ad- 
dresses Avill  appear  verbatim  in  subsequent  editions  of 
The  Furniture  World  and  the  Undertaker. 

Xor  should  the  address  on  ''Funeral  IManagement, " 
which  the  dean  of  the  Canadian  profession  and  the 
father  of  the  Canadian  Embalmers'  Association,  be 
overlooked.  It  Avas  a  splendid  effort  and  contained 
much  advice  Avhieh  Avill  no  dou.bt  A\'ork  Avell  for  the 
advancement  of  the  profession. 

One  of  the  resolutions  passed  at  the  convention  Avas 
that  making  The  Furniture  World  and  The  Undertaki  r 
the  official  organ  of  the  C;madian  Endjalmers'  Assoeia- 
tion.  Tn  this  papei'  will  appeal'  fi'om  tinu'  to  time  all 
the  official  information  Avhich  the  officers  of  the  associa- 
tion Avish  t]-ansmitted  to  the  members. 


CONVENTION  OPENED 

The  convention  Avas  called  to  order  at  10  o'clock  on 
Tuesday  morning.  Avith  President  NcAvton  J.  Boyd, 
IMitc'e.ell,  in  the  chair.  The  pi'esident  Avelcomed  the  dele- 
gates in  a  neat  little  speech,  and  then  called  JMr.  A.  J. 
Dodge  to  give  his  opening  lecture. 

Ml'.  Dodge  in  his.  opening  remarks  stated  that  Avhile 
this  was  the  first  time  he  had  spoken  before  the  Can- 
.-idian  Kinbalmers'  Association,  it  Avas  not  by  any  means 
his  first  visit  to  Canada.  He  had  lectured  scA^'ral  times 
before  the  Maritime  fixneral  directors,  at  their  annual 
conventions,  and  ho  had  jiaid  brief  A'isits  to  several 


The  iiCMV  pi-osidiiit .  .1.  ikiiiy. 
Mayor  of  iSudbui  j'. 


plaees  in  Caiiadji.  holding  schools  at  ^Montreal.  Broek- 
viMe  and  ToifMito,  lie  spoke  of  the  amity  .subsisting  be- 
iweeii  the  United  States  and  Canada,  and  the  friendly 
reialmns  of  the  people  of  those  countries.  Mr.  Dodge 
then  plunged  into  his  subject.  Avhich  he  entitled  "The 
Education  of  the  Embalmer, "  and  Avhieh  he  said  Avould 
ser •>e  as  an  introduction  to  his  folloAA'ing  lectures. 

THE  EDUCATION  0?  THE  EMBALMER 

''Now,  Of  nt'empn.  ■ '  snid  Air.  Diidji'  (hi-  dislikes  the  term  professor 
applied  to  himself  l.  ''I  ^^is!.  t'l  sny  a  fe^v  words  on  the  cpiestion  cf 
education  for  the  emh  ilme".  1  have  i;ften  had  this  question  f.sked  me, 
'AViiy  do  you  attempt  to  teach  sc  ience  lo  embalniers  AVhy  not  ju.st  show 
them  how  the  worK  is  dene  and  let  it  ;'0  at  that?'  A  few  years  ag  ) 
in  a  dental  colltpe  in  the  city  of  Boston  a  v>riifessor  of  .Tnaicmiy  was 
drilling:  a  class.  Thev  did  not  respond  as  promptly  as  he  thought  they 
should,  and  he  said  'o  them.  'Gentlemen,  what  do  yen  aim  to  be?  Doc- 
tors of  medical  de'itris!',,  or  toorli  niechanics  t\i  last,  learn  youi- 
trade,  set  your  to(>ls.  and  eo  lionie.  If  doctors  of  dent-,1  snrt'er;-.  the'i 
you  must  le.-irn  these  scienc."-  collateral  to  ycu-  professi ui.'  Now.  what 
arc'  lli.'  si-ieii.es  that  -indiid  ii;  <b'iit,-il  i'.iU-li's?  Hist.  logy,  jjathology. 
l)li>siuli.<;y,  ac:i*oin>.  Ii'trt cri ol y,  liygiem-,  s'initary  scii'iioe  and.  to  a 
limited  o.triit,  liialeri.i  i.n-dii'a.  liuriii'^'  the  time  those  studies  are 
lieiii'.;  tan"!il  they  .-ire  also  1,'iniini;'  thi-  iviM-iiaiiii  s  ni  deiitrisly.  Now. 
do  they  use  tlicM  s'ndiev  in  tlieir  |ir.jfi".sioii  '  .\s  a  rule,  most  certainly 
not       'l  lu-ir   i\  ork    i>    almost    ;  II    nicrhaiiii'al.      Are    those    studies  then 

sr.iirrtliioii-  '     I   I   thi',1;  so.     They  liroa<len  their  minds,  make  them 

bctlcv  oli.\^  ;<  a  11      Jill  !;il'y,  ini-i  1 1  a  II      and  tmicli  more  intelligent  dentists. 

■'I  iliiii't  kiiov  liov.  it  IS  lii-re.  mil  i,i  Xova  Scotia  and  the  States  almost 
eveiy  siMond  undertaker  is  an  orator,  aiul  they  talk  very  eloquently 
aboot  Ihat  iH'ofessioii.  \ii\v.  a  professional  must  be  something  more 
than  a  m-chaii'c.     A  man  is  not  whcdly  judged  by  what  he  can  do,  but 


CANADIAN  EMBALMERS'  OFFICIAL 
ORGAN 

"We  further  recommend  that  all  announcements 
and  reports  of  the  Canadian  Embalmers'  Associa- 
tion be  published  in  The  Canadian  Furniture  World 
and  The  Undertaker,  and  would  urge  all  members 
of  the  Association  to  subscribe  and  support  that 
publication." 

Members  of  Committee  on  President's  Address, 

f  F.  J.  IVIARTIN. 
Signed    J.  J.  MARSH. 
-  Adopted  unanimously.  '  ^-  BURTCH. 
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liy  \vli;it  lie  kiuiws.  Altliciu-li  liis  work  iiKiv  lir  iiliiiost  whcilly  iiioi-Iuui- 
i<'ai.  nevei-tlu-h'ss  if  he  is  wol!  iicimaintcd  willi  all  sub.ifcts  ivlating-  to 
liis  bubinc-ss,  he  is  a  niuch  better  luisiiir,s  man  and  mechiimc.  feoine 
people  seem  to  (liiiik  that  ednealioii  is  .iel>  valuable  as  a  means  to  inak- 
ins  money.  Hut  that  shonld  be  the  last  t!ii:i4  to  be  taken  into  eensider- 
at'ion.  The  iirime  object  in  oblainiuu  an  edueation  should  be  not  to 
make  monev  lull  to  n:ai<e  men.  Tlie  ob.ieet  of  edne.atins'  the  embalmer 
should  lU't'be  altciet.'ier  to  Ht  him  to  di^infeet  and  iireserve  human 
bodies,  but  to  iniike  of  him  a  iii'oader-minded,  eooler-lie  ided.  more  sys- 
tematic and  more  tvenlleniani\  man.  This  will  mal;e  of  Imn  a  better 
business  man,  a  better  funeral  direetor,  a  b.'tler  .■mb.-ilmer,  and  a  mneh 
better  all  around  intellifient  eitizen. 

Q'-ialifications  of  Enili.ilmer 

"Riflht  hei\  the  (;uestion  n.av  be  very  proiierly  asked.  'What  do  >(:u 
consider  should  be  the  (inaliliealions  of  an  embalmer  and  funeral  direc- 
tor?' First,  he  shon'd  be  a  gentb-nnan,  and  possess  at  least  a  comnion 
school  edacation.  There  is  no  ror  in  in  this  iir^fessicn  lor  ,'ny  bnl 
frentlemen.  Second,  he  should  understand  at  least  tlir  suprrlii  ial  anat(i!ii\ 
of  the  human  bodv,  and  iiai  t  icuilarly  th.'  anat.uny  and  pli.\  siiiliiu>  of 
the  vascular  system  and  aKo  visriral  anaiomy.  I  saul  a  su).i>rhrial 
kne\vkdf;e  (  f  the  liuiiian  b-idv.  \Vn.\  s\ipei-li.  j  il  ,'  sa  nl  oin'.  Why 
a  sup-rfii-ial  knewledL'c  of  inaliunv  snllicc'  II  i  ium'  Mnl  is  ,-^11  Hia'  nn.si 
men  enterins;  this  prolrs^ion  can  ail'urd  l.i  obtain.  Hi  cause  that  is  all 
they  need,  and  b-cause  that  is  iM  that  ain'  man.  be  he  cmbalnnr,  d  ol- 
tisi'.  or  even  a  Dliyslcian,  can  r.-tain  for  a  canisidnable  length  nf  time, 
unless,  indeed  he  be  a  professor  or  deiiMin  si  rat  cr  of  ,i  hLitoiii.N  in  some 
school  or  eoUese.  In  addition  to  this,  he  shotilil  lie  pnssissed  of  a 
Roed  knowleduie  of  hygiene  and  sanitary  scii-nre.  He  sheulil  n iidersi a nd 
the  relalic  n  of  bacteria  to  embalniins;-.  Fe  shonhl  have  a  knowledm-  nf 
chunistry.  in  so  far  as  that  relates  to  his  business,  tjnil  is  to  enilialm- 
iiis  thuds  and  other  disinfectants:  a'so  liie,irl,es,  hardening'  cnuinounds. 
antisepti<s,  deederizers.  etc.  Tn  addition  to  all  this,  1h'  should  be  able 
to  i)erforin  his  duties  in  such  a  manner  thai  he  may  be  lookeii  un  to 
as  a  man  who  is  not  only  able  to  preserve  the  dead  but  to  protecr.  the 
living.  He  should  at  all  times  be  prepared  to  emlialm  tlie  bodies  of  the 
dead  for  shiinnent  to  the  uttermost  ptirts  of  the  earth,  or  to  bp  kept 
for  any  reasonaide  lengiii  of  time. 

"Uentlenien,  while  \  sincerely  believe  in  the  liigher  education  of  em- 
balmers.  T  am  not  inie  of  th.ise  who  I'elievs  that  the  time  has  come  for 
the  establishment  oi  a  sclnml  liiai  sliall  ask  six  mentlis'  or  a  vear's 
term.  Some  of  the  teachers  and  mam  of  i  ii  ■  funn  al  di.ectors  advocate 
this.  I  do  not  Nor  do  [  l,rlie\r  fliat  a  hi-h  srlniol  edu.  atien  is  strictly 
necessary  fer  an  enibalnier     .\monv  the  \im\   best  funeral  directors  and 


First  \  iec-presiilent,  Wni.  Kdwards, 
Gananotjue. 

eiiibalmers  ui!h  whom  T  am  acquaiute'd  are  some  who  have  hardly  the 
rudiments  of  an  education.  In  fact,  one  of  the  most  skilful  men,  both 
as  an  undertaker  and  embalmer  whem  T  know,  can  neillu-i  le;"'  n'l 
write.  Nevertheless,  while  he  is  an  excellent  fum  i-.il  direclor  and  em- 
balmer. by  reason  of  hii-;  natural  ability,  he  would  undimbtedly  have 
been  a  much  better  one  had  he  been  given  an  education.  I  am  nol 
a  funeral  director,  and  it  is  not  my  business  to  give  you  advice,  but 
if  I  were  one  of  your  members  I  would  vigorously  protest  against  turn- 
ing the  educational  pari  of  my  business  over  to  another  profession.  T 
would  also  protest  against  making  the  educational  (|ualificntion  so 
costly  as  to  be  prohibitive  to  the  poor  man.  That  is  the  tendency  of  t!ie 
United  States  to-day  in  almost  every  prof-ssien.  Gentlemen,  mone.v  is 
good,  education  is  better.  Hut  while  1  .-ickiio  wledge  that  education 
makes  men  better,  broad-r  and  usually  more  liberal-minded,  I  want  to 
tell  you  that  neither  education  or  money  has  ever  made  brains. 

Embalmers  Competent  to  Judge 
"In  the  States;  three  medical  universities,  sTiurred  en  by  the  advo- 
cates of  higher  education  for  embalmers.  hav<^  kindly  opened  a  depart- 
ment for  embalming,  and  for  a  consideration  are  willin::  to  imunrt 
such  knoviiedge  as  thev  jiossess  (o  the  embalmer.  If  I  his  exnei  intent 
is  a  success,  undoibledly  other  colleges  will  follow,  and  in  a  short  time 
the  old  school  of  enibalming,  founded  liy  men  who  have  given  their 
time  and  labor  to  lay  the  foundation  for  an  education  for  embalmers, 
wil'  be  a  thing-  of  the  past.    Now  if  they  are  not  going  to  -work  as  you 


do.  I  believe  il  is  right  and  projier  that  they  should  i>ass  out  and 
make  room  'or  Hose  wlio  are  n'.ire  wo.th,\  P.iH  I  -im  of  the  oninion 
that  if  Ibe  i-dui  itiiin  nf  the  inibalnicrs  i>  to  be  adxanced.  and  I  am 
satislied  llial  il  slimild  lie,  it  slnmld  In-  dune  .\itliin  tlieii'  own  ]  inifession . 
Till-  III. aids  of  examiners  are  iiiucli  iieire  connietenl  In  .nidge  the 
'|U  a' i  Ileal  ions  of  which  an  enib.-ilnni'  and  funeral  direilor  should  be 
pi  ssessed  than  nil ysicians,  the  boanls  li,iviiig  in  llieir  iiowei-  lo  raise 
or  low  r  the  standard  of  education  as  t  le-y  may  tliiiik  best  and  jiroper 
by  simph  demanding  ,a  greater  or  less  degree  of  protn  iency  m  those 
uiie  an|iear  be'ore  them  fer  lict  nse.  Wli-'n  higher  qual ilical  ions  are 
demanded  by  the  board  the  iiirricnlnm  in  tlie  schools  must  be  advanced. 
If  the  length  of  time  iei|uireil  In  (|ualif.\  a  student  is  considerably 
idvani  ed.  the  tuition  must   In    raised  ai  conlingly. 

'  Von  lia\e  a  right  lo  ask  and  I  ^vill  aii^>\er  the  (ineslion  as  to  how 
long  a  term  is  necessary  to  ino]ierly  eduraie  enilialiners.  My  opinion 
is  'hat  if  the  teacher  is  comiietent  to  1  a-li.  and  the  sli'denl  a  fairly 
liood  sehelar,  a  term  of  six  weeks  is  ill  thai  is  necessary,  but  for 
sun:  '  men  six  years  would  not  be  a  sufi'ci'Oit  time  to  obtain  a  compre- 
liensiv  kniiwledi;e  of  the  business,  .\l  ni.\'  own  school  in  Hostoii,  I 
hold  a  term  ot  liirei  weeks  and  loiiL'er.  if  iiecess!ir.\'  to  do  so.  I 
eolbv-t  one  tiiilion.  and  when  nn  classes  adiourii  1  gi\e  In  e;iih  man 
a  iiiembersli  i  p  liclil  ■■niitling  him  to  attend  the  sclioul  as  nflm  and 
s'ay  as  lom:-  as  he  wishes  When  lln\\-  return,  >\dii(  1;  is  SMldotn.  1  cm 
always  plciscl  l"  sic  Iheni,  and  do  all  I  can  to  make  their  stay 
pleasant    and    pi  ulilalde. 

■•()ne  word  niote  and  I  lien  1  am  done.  Tli"  greatest  ob.iection  to  a 
ver\  long  tenn  s.liiiid  llir  licivy  cMiraise  111  be  iiiiairred  at  Ihi' 
school  and  llie  Lack  of  ,  ii .  i  1  u  n  i 1 1 1  I.,  1,,-  da'ivrd  from  the  iiraclice  of 
li-s  )iri  ''rssnui  \\  ben  111.'  trlni  is  coiii)ili't  ■■il .  I  am  not  aci|uaiiiled  with 
the    rale    of   wages    or    salaries    i^aid    to    ;issistanls    in    this    ]irovince,  but 

ill  the  states  it  lan-es  Iroai         to   r  wi-rk.  (li  •  Ir.sl   iiii><.ii"f  '  aid 

beiin:'  \  er\'  l;ire.  Now-  unless  \  oii  eiiipl'i.N  .-fs  are  ;ilile  and  w-illing  le 
advanri'  salaries  il  is  (a-rlain  thai  .Ainini^'  nn-ii  raiiiiol  alTerd  to  nut 
from  *,",iin  to  $l.()(Mi  into  tie'ir  ediicalion.  Tli  Tefore.  with  !a-vs 
compelling  :in  enibaliiier  lo  jiass  an  e\ a  in  i  tia  1  ion  before  entering  the 
professien.  you  slnnilil  In-  careful  lliat  llu'  ensi  of  .-in  edu.-alinn  is  not 
ira''e  too  high,  iithervis,  .>in  nia.\  lind  i!  x  ei  .\-  lianl  in  ob'ai  i  cnai  e"  mt 
assistants.' ' 

Convention  Down  to  Business 

Till'  liiiii'ilcs  of  tile  1912  coinciition  wt^re  read  by 
R(\T''^;iry  F.  W.  ]\f;ittlii'A\-s,  who  iise<l  the  report  of  the 
eonveiition  jis-  imhliylii-il  in  The  Furniture  Worhl  ami 
Tlie  Undfi'taker.  ( U]  inotioti  of  J.  Q.  Heurv,  seeoiided 
by  A.  W.  Burteh,  Ih^y  w^re  adoj)ted  unaninioiisly. 

C\  X.  Gr'-'eiMVOod.  i^tratford.  Out.,  a  past-presideiit  of 
the  a.ssoeir, tinii.  who  was  eallcd  ujion  to  address  the 
gatherins'.  in  tlie  iniavoidable  absence  of  Mayor  Simp- 
son, of  Sault  Ste.  ^Marie,  voieed  the  sentiments  advo- 
eaied  by  Mr.  Dodge  in  rei^'artl  to  the  friendly  relations 
of  the  differeiit  uatioua Utii  s  represented  in  our  country. 

GETTING  U?  AGAINST  THE  OTHER  FELLOW 

He  then  Aven*  on  to  say,  ''T  am  soniew  iiat  d  isa]ipoinl  ed  at  the  small 
atf»nd:ince  at  the  opening  of  tlir  eon  vent  imi,  as  1  f,.,.]  ||i.-it  rvery 
undrr'a'-er    should    lia\e    a    little    nii  ie    inl  nest    at    slaK.'    than  simiily 


CHANGES  A.MONG.ST  CASKET  MANUFACTURERS 

Important  rhaiises  are  in  process  of  being  made  in 
the  casket  raannfactitrina  industry  in  Canada. 

The  much  talked  of  "casket  merger"  ■will,  it  is 
expected,  he  completed  in  October.  The  books  of  the 
S'X  casket  companies  in  the  amalgamation  have  been 
a'jdited  dnring  the  past  few  weeks,  and  the  consolida 
tion  car  nov^  be  carried  to  completion.  The  promoters 
of  Dominion  Mannfacturers',  Limited,  aim  to  make 
savinTs  by  eliminating  overlapping  selling  expense, 
fr°iphts,  etc,,  and  by  buying  in  larger  quantities. 
While  each  of  the  existing  companies  will  continue 
t'''  do  business  as  heretofore,  the  management  will  be 
through  the  central  board  of  directors  of  the  holding 
or  parer.t  company. 

The  mersfing  of  six  of  the  largest  casket  manufac- 
turers in  Canada  is  not  intended,  according  to  their 
announcements,  to  reduce  competitioia,  but  if  any 
funeral  directors  hold  that  view  they  may  rest  assured 
that  there  will  be  keen  competition  to  give  fair  prices, 
prompt  service  and  fine  goods  to  the  profession 
throughout  the  Dominion. 

In  this  issue  of  The  Furniture  World  and  The 
Undertaker,  for  instance,  the  Dominion  Casket  Com 
pany,  Guelph,  a  very  live  voung  concern,  show  a  sample 
of  their  line,  while  the  Michigan  Casket  Co.,  Detroit, 
and  the  St.  Thomas  Metallic  Casket  Co.,  St.  Thomas, 
begin  a  series  of  announcements.  And  still  another 
new  competitor  is  the  Central  Cisket  Co.,  who  have 
established  a  factory  at  Bridpeburg  and  had  a  fine 
display  in  Toronto  last  montJi. 

This  paper  has  been  endorsed  as  the  oflficial  journal 
of  the  Canadian  Embalmers'  Association,  Watch  its 
p;i"Ts  in  future  issues  for  the  announcements  of  the 
m.anufacturers  who  desire  the  patronage  of  the  funeral 
directors  throughout  Canada. 
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rpinainiii-  at  homp.  T  tl.ink  ^Yl^l(■  vnii  may  know  a  good  many  things 
>,m  M-uTi..-  i.r,itrss,>.n  von  do  not  vraliz.'  that  >..u  don  t  kno\y  very 
■I  u'll  I  vin,  r,..,ir  n;.  r^i.nst  tin  trUow  v.bo  knovvs  nior>  than  you 
(i„  .,.,,1  >"U  .l^nt  r.Mli/.'  tlial  iimMI  >  on  :;a't  mil,  and  lliis  ..pportuiuty 
i<  'atVor.lcMl   n-   .nn-r  a   \  r:iv  ii\    this  con  \  ,.nt  ion .  t   i,  •  i 

"  --l,,^,  ■,  niattov  of  -n^L  .siion  for  tho  ii6mv  cxoiou ] •.t.  I  think  we 
li-iM-  •.rri\ rd'  -'t  a  thiio  «  !noi  it  is  noi'-ssar:  ror  iis  l  i  adopt  a  little 
,',,v,,   ;,,   ,,1,.,  i|.-in  lia\o  f.llow.'d   ill  lln'  |(ast.     Vhili-   .vo  Inive  l>een 

I  all  llo'  lino'  of  tills  (•(oiveiition   to  the  line  of  education 

i.'ml  domonstratn'ni,  x  rt  t  tinnk  that  v  e  have  ne.-|eut..d  s.nnewliat  the 
I,,,  ,„,.  ^  „!■  the  i)avt  of  tlv  vcnnentKHi  that  is  of  the  most  interest 
to  tin  oidcv  no  'irn.  rs  of  the  association  tliroughout  the  province.  There 
■ii-,.  ni  nn-  questions  ^vhich  come  hefore  this  Association  that  every 
nuoeli.o-  ■slouilu  tak''  part  in.  and  there  are  lots  ni  ciuestions  that  if 
hror'' M  nil  vonl.i  create  a  aaiod  deal  of  dcoaie.  What  the  iproiessur 
said  "is  mlerestini;',  cliiefh'  to  the  younger  nn-m'orrs  of  the  convention, 
i.iit  if  voii  want  to  iiileres;  the  older  nieiu'.iers  you  must  introduce 
sionetl:,  '-;   whiVii  nppoals   to   lln  r   sense   of  the  business   part   of  the 

'■1  ""I'hi'ii'k  that  so  far  as  ih,-  fee  lo  this  As-ocialion  is  coiici'Tncd,  the 
nri-e  is  well  wiri'in  the  lea-a  of  (  v>  nimileo',  hut  il  yon  aro  i^cdng 
to  ihte-esf  the  ra)ii>  and  tile  Moa  most  l.rin-  soova;;in4'  a!.ni-  tlie  line 
thai  in'ere.'s  him  l.oth  tern |M,ra rily  and  linaiicially.  c  ons  ■.iiien!ly.  if  j  ou 
'  „„,n  -  to  lone  this  \ssorialion  make  the  snna-ss  that  we  hope  to 
iiavi'alteml   il   we  must   hrinv:  s'lnoi'Mn-  inoro  to   interest   the  members 


Second  vice-president,  N.  B.  Cobblcdick, 
Toronto. 

along  I  he  financial  basis.  Kvery  lueiiiber  should  have  the  privilege  of 
discussing,  should  have  the  privilege  of  asking  questioss.  If  1  know 
of  any  particular  advantages  in  doing  my  work  why  should  I  not  give 
it  to  vou?  If  ycu  liave  anything  of  particular  advantage  why  should 
von  not  give  it  io  me?  Tf  theie  is  any  member  here  who  has  not  made 
a  success  of  his  business  it  is  hecanse  he  does  not  know  liis  business, 
if  vou  knew  your  business,  and  if  you  are  not  afraid  to  charge  the 
public  for  what  you  are  gi'iing  them,  then  you  are  in  a  position  to  make 
a  success  of  the  business,  and  until  that  time  you  are  not  able  to  make 
3  success. 

Create  Enthusiasm 
"NoY  it  is  tiD  to  US  as  members  of  the  Association  to  create  an 
enthusiasm  here,  so  that  we  will  all  feel  we  have  learned  something 
advantageous  for  our  business,  and  that  we  will  look  forward  with 
enthusiasm  to  next  year's  convention.  In  this  connection  let  me  tell 
yea  a  story.  One  of  the  ofl;cers  in  the  late  South  African  War  was 
asked  to  select  ten  men  for  a  task  which  would  probably  cost  the  li  cs 
of'  every  one  of  the  ten.  Not  wishing  to  draft  these  men,  and  not 
wishing  to  choose  them  direct  either,  he  stood  up  before  his  regiment, 
told  them  what  he  had  been  asked  to  do,  and  then  said,  'Now  I  am 
going  to  turn  my  back  and  the  ten  men  who  volunteer  for  this  work 
take  ten  steps  forward.'  When  he  turned  around  he  saw  ih"  tnliol.. 
regiment  in  line,  and  addressin'_  them.  AX  hat  f  Is  there  not  one  man 
amoiig  you  who  will  volunteio-  for  this  work?'  The  officer  in  charge 
of  the  regiment  said,  'Sir.  every  man  in  the  regiment  has  moved  for- 
ward ten  steps.'  The  aim  of  this  Association  should  be  to  take  ten 
paces  forward  and  see  if  we  cannot  accomplish  something  along  this 

^"r'he  President  agreed  with  Mr.  Greenwood  in  his  appeal  for  more 
enthusiasm,  and  more  assimilation  of  other  oiiinions  and  e.xperiences, 
especially  as  Mr.  Greenwood  had  made  :i  inarkial  sncciss  of  every  part 
of  his  work. 

Advisability  of  National  Association 

Weston  Wrigley,  manager  of  The  Canac!  ian  Furni- 
ture World  and  The  Undertaker,  Avas  introduced,  and 
he  asked  wherein  that  journal  could  be  of  greater  ser- 
vice to  the  funeral  directors  of  Canada.  He  suggested 
the  advisability  of  combining  the  various  provincial 
organizations  into  a  national  association. 

Before  adjournment  for  lunch  the  president  named 


the  following  committees  to  deal  with  the  various  re- 
ports pres-i'uted  by  the  officers- 

Oorvention  Committees  Appointed 

Pr"sident"s  Address— Fred  JMartyii.  G.  X.  Boyce,  J. 
L.  Phillips. 

Troasnrfjr's  Report — H.  8.  Anderson,  P.  R.  Williams, 
T.  H.  IMinaker. 

Seeretarv"s  Report- W.  A.  Wright,  A.  W.  Burtch.  J. 
C.  McNab." 

Finance  C'onimitt oe— IMeaford  W^ebb,  Wm.  Edwards, 
J.  H.  Robinson. 

Committee  on  Bv-laws — E.  N.  Greenwood,  H.  Walker, 
Harry  Ellis. 

AFTERNOON  SESSION 

The  aft'-rnoon  meeting  was  opened  with  prayer,  the 
invocation  being  read  by  Right  Rev.  Bishop  Sweeny. 
Hi.*  lordsliiji  also  delivered  an  inspiring  address 
couched  in  beautiful  language.    He  spoke  as  follows: 

''I  am  very  glad  indeed  to  have  the  gre.at  pleasure  and  privih-ge  and 
honor  of  being  with  you  this  afternoon,  for  opening  this  convention, 
and  particularly  fcir  the  ])ri>iiege  of  opining  it  with  prayer.  .\s  far  as 
1  am  able,  as  the  hishop  ni  this  diocese  of  Toronto  and  the  see  city  of 
Toronto.  I  bid  ycot  a  \'ery  cfirdiil  vielcome  to  the  cit\  for  your  convention. 
I  need  hardly  assure  \  on  of  the  warmth  of  that  welcome,  you  have 
already  e.xperieiiced   it   by  the  t enijie:  at u ro   of  the  outside  air. 

"Ill  turning  over  in  my  mind  as  to  wlial  1  slnuid  :a\-  to  yon  this 
afternoon  I  liave  been  teiiiT^ted  to  sa>  '-ne  or  two  Ihi  igs  to  ^  on 
collectively  and  one  or  tvi'o  things  to  you  as  individual  niomlters  of  this 
convention.  I  know  that  >'on  do  lot  Mant  a  long  address.  [  am  sr. re 
that  you  are  very  anxious  to  g.n  down  to  the  wori<  Avliic  h  has  l  alled 
.\  (oi  together  from  all  parts  of  the  nrovince,  thorefon  T  will  iie  .is 
brief  as  possible.  1  ha^'e  been  turnini:'  over  in  my  mind  your  place 
in  the  economy  of  human  life  an  i  hainan  existence,  and  yrw  arc  inde»  I 
a  most  interesting  class  in  our  comiiiiinit>  .  ^\'l■en  'he  sMven  ages  ■ 
man,  of  which  Shakespeare  speaks,  are  all  done  with  and  ]iast.  ilicn 
you  have  your  place  in  the  economy  of  life  and  death.  'I'ou  are 
liortions  of  the  links  which  nie'i  surround  thenis(d\'es  with,  cone  >rning 
the  first  of  those  five  last  things  of  (Uir  trreat  irnniorlal.  ■•ttonal  cNisteiue. 
in  time  and  in  eternity.  Alan  may  dis])eiise  with  the  law,\'er;  man  n'a.\" 
dispense  with  thi'  doctor:  in.an  ma.>  e\  en  ,lis])ense  witii  the  parson, 
hut  society  determines  that  they  cannot  dispense  with  \  our  services. 
You  have,  therefore,  a  uniiiue  jMisition  to  ]ila.\  in  tlie  s'age  of  human 
life  and  huTnan  death. 

Clergy  and  Funeral  E.jform 

''But  not  only  so.  tiiinintj'  o\ er  i]i  n]y  mind  soni"  of  the  though's 
which  are  n.aturall\'  suggested  by  sn(  i.  a  c"n\ cntion  as  this.  I  lietltought 
me  how  mu(  h  you  can  do  as  a  i-on\  eation.  assuming  th.it  .\  ou  are 
<-alled  togetln-r  for  the  purposes  ot  promot  in  the  aims  and  <d»iects  of 
your  ]irofession.  and  for  educatii  i-nhli'-  o]iinion  and  for  conti-olling 
public  opinion.  Much  has  heioi  said  aliont  the  extravagance  and  vul- 
garity which  exist  in  the  burial  of  the  d.aul.  Now  yon  (an  help  the 
clerg.v  in  this  regard.  Main'  and  iiian.\  a  time  do  vie  hear,  not  in  the 
.\nglican  churches  alone,  iint  in  a  lot  of  other  (diurches.  the  su'u.ject 
c  f  fuii'  ral  reform.  Il  is  brc  nght  up  again  and  again.  ilany  and 
iiian>-  limes  i  sa>'  this  siihiect  is  discussed,  and  we  all  feel  that  if  we 
could  get  the  helii  of  a  hod>  of  men  lil'e  yourselves  who  are  competent 
to  control  and  to  helii  in  this  matter  of  funeral  reform  we  should  have 
gone  a  ver.'  loicL^  \va>'  indeed  towards  bringing  it  about. 

''\\'hat  Me  M-ant  to  do.  if  ^\■e  possil.h"  ,an.  is  to  get  back  to  the 
simplicity  of  the  ajiostelic  da.N  s.  to  I  he  sinmlicity  of  Cliristioii  burial, 
and  to  frown  down  extrav  laaiice.  to  frown  tlown  e\'erything  that  is  <if 
the  nature  o'  a  vulgar  disjilay  at  the  suorenudy  solemn  hour — at  the 
interniioit  of  the  dead.  .\nd  you  are  the  men  who  can  do  this,  and 
without  y(Uir  help  and  your  assistance,  and  without  your  good  sense 
and  judgment,  and  without  >  our  good  taste  iu  this,  we  can  do  nothing. 
But  with  all  that,  if  yon  will  give  it  to  us  we  shall  be  able  to  bring 
about  this  much  talked  of  funeral  reform. 

''I  would  like  to  say  one  or  two  \\'oia;s  to  you.  on  the  outside,  which 
may  not  perhaps  have  struck  a  ou  as  individual  members  of  the  con- 
vention. Sometimes  it  is  a  very  good  idea  indeed  for  one  to  take 
the  view]ioiiit  of  someone  elso  en  the  outside.  I  have  just  been  back 
from  a  brief  holiday,  during  Avhich  I  sat  in  the  pew  of  a  church  and 
listened  to  a  sermon.  It  is  not  my  habit  to  spend  my  time  sitting 
in  pews  listening  to  sermons,  init  while  listening  to  this  one  I  grew 
dreadfully  in  sympathy  with  the  people  who  sit  in  pews.  I  found 
there  was  a  very  great  deal  to  be  said  for  the  complaints  that  they 
make.  I  found  I  would  sooner  preach  twuty  sermons  than  listen  to 
one.  I  vmderstand  now  why  people  are  so  anxious  that  sermons  should 
be  bright,  and  crisp,  and  interesting.  I  undei  stand  now  a  great  r"^"^- 
things  which  T  did  not  understand  before — simply  by  having  sat  in  a 
pew  and  taking  part  in  the  service  of  the  churc  h  as  a  w"rsM  >  o  1  -■ 
of  a  leader,  and  so  I  learnt  these  things.  And  you  p"rhi,is  this  afterroou 
may  learn  a  few  little  things  which  you  may  have  o\erloo!;ed  liefore. 
I  will  speak  to  yon  very  frankly,  and  I  know  that  you  will  not  mis- 
understand me. 

Always  Courteous  and  Considerate 

''Now  I  have  had  a  very  long  association  i'  connection  n  ith  the 
ministry.  I  have  had  a  great  many  opportunities  of  having  frequent 
association  with  men  of  your  vocal  ion.  and  T  want  to  liear  testimony 
to  them  that  they  have  always  been  courteous  and  considerate,  always 
been  reverent,  that  they  have  always  conducted  fverytliing  with  the 
utmost  fitness.  I  will  take  this  public  opportunity  of  telling  you  that 
T  cannot  imagine  that  anywhere  in  any  part  of  the  world  have  we 
rnen  connected  with  your  work  that  carry  it  out  with  more  due  con- 
sideration to  all  the  niceties  of  good  taste  than  I  have  experienced 
during  thirty-one  years  with  the  men  of  your  c-ult  in  Toronto. 

''Now  I  would  like  to  say  to  you  individually  this  afternoon,  because 
individually  you  g-o  to  make  up  the  collective  forces  of  your  association, 
the  first  thing  that  strikes  me  is  to  plead  with  you  to  lie  most  ci  nsiderate 
with  those  who  come  to  you  for  your  services.  They  generally  come  to 
you  freighted  with  sorrow:  they  come  to  you  very  often  with  their 
lieiirts  broken,   in   the  most  critical,  the  xnost  sad  moment  of  humaij 
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liff:   and  T  wouUi   \^h•tu^    iur   I  linn  vi>n   slumUl   li.?   very,   very  con- 

sidcrat,-  fcir  tlieiii.  T  iihmii  llrai  Vdu  sliiiuUI  iMt  trade  upon  tlieir 
eiiinti(iT:s  and  npon  tlieir  fiTliii^-  al  a  (litical  time  ilk,'  tivit.  Now  let 
lis  just  say,  iiut  yeiirself  in  the  utlu  i-  man's  place.  -^uriinv  has  liefalleu 
.Miu.  aiu'  von  liave  to  lio  and  arrange  for  tlie  last  sa.l  lites  of  one  wlio 
is  ili'ai-.r  to  you  tlian  lite  itself.  Don't  tiade  u|hiii  the  feelings  and 
llie  lieart  lireai--ina-  ennilions  of  the  one  who  eoiiu's  to  y.ou. 

"AniillicT  thins  that  T  would  say  is  not  only  lie  very  considerate  ef 
those  who  eome  to  deal  with  >  ou  tit  such  a  time  as  that,  lint  I  would 
say  to  you  be  very  ronscientious  in  your  husinoss.  Now  let  nie  explain 
to  you  what  I  mean.  I  ha' e  been — T  won't  sa>-  where — but  I  havr 
been  under  the  followins;  circumstances  present:  When  there  came  to 
arranse  for  a  funeral  someone  who  was  not  very  •vtell  able  to  pay  for 
a  very  elaborate  and  urpiite  coffin  and  elaborate  funertil.  I  liav(>  seen 
the  undertaker  male  semf  arrans'enient  with  that  pevsini  \\lii(li  seemed 
to  be  perfectly  sat  is  I  act  m  \ ,  so  tar  as  that  individual  pi'rson  is  rdiicci  ned; 
and  then  I  have  known  that  the  next  person  who  came  in  I'liide  u)) 
lor  the  srenerosity  which  was  bestowed  upon  the  first  by  tlie  difference 
being  put  on  the  next  funeral.     Now  1  don't  think  ihat  is  right. 

Conscientiousness  and  Thoroughness 
''I  want  to  iiUad  for  eoiisci>nt ionsness,  T  want  to  jil^ad  for  thorousjh- 
nes>.  T  was  readins  a  short  time  a'4'o  somi'  re^n.irks  that  wi're  addressi  d 
by  Gladstone  to  some  yotina'  nn  ii,  and  he  laiil  m'eal  -tirss  ii|irn  b.  int; 
thoroun-h  He  spoke  about  the  imnlinabbie'ss  nf  imi  naii.",  if  it  was 
genuine  ignorance,  but  he  ended  up  by  saying,  'In  all  ou  ibi  and 
whatever  you  may  do  always  be  tlioreiiiih,  always  he  cnn s.-iiMi t inus. ' 
Now  perhaps  you  will  have  a  tmiidat ion,  you  will  say  the  wmk  I 
am  engaged  •di)on  is  a  work  that  will  for  a  very  short  time  only  be 
under  the  view  of  human  eyes,  and  then  it  is  to  be  buried  out  n(  sight. 
N<'w  perha])s  yon  lun'e  the  temptation  not  to  be  as  eonscii'iii  inns  in  the 
material  and  the  make-up  of  tlie  casket  as  yim  wio'ld  br  if  it  had  to 
lie  a  grand  Ijiano  to  stand  in  a  drawing  nmm  and  li.'  sn  iii  in  i/..m1  by 
;>eople  who  go  a'Ml  come  year  in  and  year  nut.  Xo\\"  1  irnn  iiilM  t  iiailii;g 
abrut  a  grivit  scul])tor  who  was  asked  why  in-  lnni.;  sr  miicli  Irwubli 
wiMi  a  little  thing  which  was  to  stand  fisici  and  iinmnvalile  far  up 
agains*  the  sky  where  no  human  eve  is  to  si'n  it.  and  be  answi'red, 
'God  is  to  see  it.'  And  I  >vonld  like  yn  i  tn  tak-  thai  little  b  sson 
and  let  it  jiertain  to  your  work  ;ir..l  tn  yi  nr  lifn,  and  to  .my  life.  Let 
us  not  forget  that  God  is  tn  sn,'  it,  ami  nniil  we  bav"  salished  our 
conscience  that  we  have  satislied  und  w  e  ia\  e  not  done  our  oi  k 
tlioreughly 

■'Now  the  las*  thing  is  to  bev  are  of  growing  callous.  Vou  are  so 
familiar  with  death,  sn  familiar  >\  ith  t)i.'  handling  .if  the  dead  that 
you  have  a  ])art  icnh'. r  anil  a  peciiliar  t  cmiit  il  inn  to  \iv  callous  where 
leath  in  co'ii  i-rni'd.  W  ill  ynn  i,  't  stn|i  :ind  think  as  T  prayed  for 
you  in  this  n]i,ming  inaner;  will  you  not  slop  and  think  that  you 
are  not  to  be  armmust  the  numlier  nf  these  who  think  all  other  men 
mortal  hut  t  hmisi  h  i  s  ;  Will  yi  n  not  stn]i  and  think  that  you  yourself 
smne  da.v  must  he  just  in  the  ]nisiti(in  of  those  whom  \(ni  are  interring? 
AVill  you  not  step  and  think  that  the  hand  that  sn  'geiiily  and  deftly 
arranges  the  bndy  for  its  final  resting  ]ilace.  that  liriii,;s  that  poor 
human  elav  into  its  last  liarlnir  of  i-i'st  is  the  hand  tliat  must  some 
day   itself  lay   still   in  death. 

Physical  Decay  and  Immortality 

"I  know  that  you  see  a  great  deal  nf  that  eon  ui>l  ion  of  our  ))oor 
human  nature,  of  that  physical  decay,  and  I  can  put  myself  in  the 
place  of  vou  when  pchaiis  snmetimi  s  von  w  nniler  is  il  imssible  that 
nut  of  this  cnrruiiliiiii  (ind  can  bring  light  and  if.-  and  immortality; 
and  this  makes  me  tliinlc  nt  the  little  siniv  in  the  1  i  f  i'  of  Queen 
Victoria  when  she  went  to  visit  a  .jiaper  f.u  t'ii  y  ni'l  far  rnnii  AViiidsor 
Castle.  '^hi'  was  taken  from  rm  in  to  ronni — fnnn  tlie  (irst  i  dmh.  where 
there  was  the  jnosf  unpromising  sight  of  all  the  lilth  and  nirty  material 
off  the  streets  nf  Lendon — until  she  came  In  the  very  end  nf  the 
whole  jirocess.  anil  then  she  saw  tliis  beautiful  nnte  ')a])er  that  was 
leady  for  comm  ne  all  ever  the  wnrld.  'I'wn  days  after  there  came 
to  the  palace  smne  \  cry  lie  intifnl  and  e-\i|uisite  jiaper.  It  had  the 
royal  crown  iiiioii  it  and  a  imle  wi.ii  li  said  that  that  paner  ivas  Inimght 
out  of  and  wrought  out  of  tin  unpnimising  material  which  Her  ]\f.,jesty 
saw  in  the  first  room  when  slii  visited  thi'  iiaoer  factory.  .S.i  vitli  nu'r 
poor  hum.an  body.  Out  of  all  tin  mnius  nf  innuiitinn.  mil  nf  all  the 
seeds  of  decay.  God  is  able  to  -leiiie  ns  with  the  Light  and  Life  nf 
Immortalitv  through  the  agency  of  His  dear  Snn.'' 

His  Lordship  concluded  by  thanking  the  i  nnvent  inn  for  the  opportunity 
of  speaking  to  them  a  few  words,  and  expressed  the  he])e  that  if  he 
had  snoken  freely  and  f'-anklv  tliiM  w,.ulil  fn|•gi^  e  him.  adding.  ''W  e 
can  all  bear  pl.iin  speaking  as  we  are  in  the  world  for  that."  He 
also  expressed  liis  sincere  wish  that  the  .Vssiiciatiini  v\mild  attain  the 
aiu'.s  and  objects  intended  by  tlie  convention,  and  that  e\"ryt!iing  the 
convention  had  in  hand  might  be  advanced  by  this  gathering. 

Vote  of  Thanks 

_  Viee-i-)rosident  J.  G.  Heiny.  in  a  fe-^v  words,  thanked 
his  lordship  for  his  address,  expressing'  the  pleasnre  and 
anpreeiation  on  behalf  of  himself  and  his  associates  of 
the  Bi.shop's  remarks,  and  the  desire  of  all  present  to 
endeavor  to  bear  and  follow  out  the  fine  and  beantiful 
seritirneuts  expressed  by  his  lordship.  He  then  moved 
that  a  very  hearty  vote  of  thanks  be  tendered  the  Right 
Rev.  P.i.shop  for  his  address,  and  this  was  carried  nnani- 
monsly. 

THE  MUNICIPAL  WELCOME 

Mayor  Hocken  \velcom"d  the  del -gates  to  Tornnlo  in  a  neat  and 
witty  speech.  "Tt  is  with  some  fear  and  trembling,"  said  he,  "that 
I  come  into  a  place  of  this  kind.  I  see  an  operating  table  here  and 
some  other  things,  which  I.  fortunately,  have  had  no  experience  with 
in  the  pa^t.  and  when  I  look  at  the  body  of  men  before  me  I  feel  as 
though  there  were  designs  on  me.  (Laughter). 

"T  eome  a'-  the  first  magistrate  of  Toronto,  to  extend  to  vou  a  very 
cordial  welcome  to  our  city,  to  which  yu  have  come  to  '  hold  your 
annual  convention.  T  think  that  any  body  of  men,  no  matter  what 
their  occupation  may  be,  who  are  without  a  desire  to  improve  conditions 
under  which  they  do  their  work,  the  conditions  under  vvhich  they  serve 
the  people,  are  lacking  in  some  of  the  essential  (|ualities  of  tlie  best 
class  of  citizens.  So,  when  I  learn  that  one  of  the  main  purposes  of 
this  organization  is  to  improve  the  standing  of  the  profession  in  the 
public  eye,  to  learn  how  to  do  your  work  more  acceptably,  I  conclude 
that  you  are  a  liodv  of  men  who  should  have  the  resoecl  and  confidence 
and  recognition  of  the  municipality,  of  the  corporation  of  this  city. 

"J    suppose  every  man   in   every   profession,    vvhafmor  profession  he 


may  happen  to  be  connected  with,  knows  his  own  dillfieulfies  better 
than  anyone  else.  \\hile  I  would  know  the  cniiditinns  that  confront 
the  newsjiaper  man  better  than  you  do,  yon  knnw  the  cimiliiinns  under 
which  you  work  better  than  I  do.  But  in  the  eseicise  nf  y.nii  \  neat  ion 
von  are  brought  in  connection  with  peeple  dui'ing  the  saildes!  e\|ieiiences 
nf   their    lives,    and    the   tax   uiion    your   s\ in  pal  h  ies    is    p  ih.ii.s  vrinier 

than   even    nn   those   of  the   doctors'.      .\nd    il    is    here    Ih  il    is    -  n  h 

appreciated  the  way  you  do  your  work:  Ihe  kind  iie.nmeni,  I  ind 
management,  and  the  consideration  that  you  accord  to  Ihesi  wiili  v  hum 
your  work  puts  you  in  contact,  and  that  they  get  it  from  the  iimi  r'akers 
and  embalmerK  in  this  province  1  am  sure  evevybndy  will  .igiee. 

''After  all.  kindness  and  ci  nsiderat  imi  fm'  nlliers  aie  immig  the 
sweetest  ]iossessions  of  the  hiiinan  iiiind.  Tlmse  iiiemliers  nf  yeur 
pia  fessiiin  wliom  it  is  um  niixilege  I,,  |.  new.  .-inil  wIium  aci|  na  iiit  a  in  e'sliip 
and    whose   friendship    1    eiiiny    in    the   cily    nf   'rnrnntn.    aie    men    ef  a 

t.\|ie    that    aie    not    sn  i-na  ssed  '  in    eilizensliip    In    am.    and    fv          tli.it  I 

naturally  jniL'e  all  the  n  m!  e  ji  er-  jnd  emleilmers  et  the  Dominion. 
That,  of  cMii--e  i,  iiiex  it'ilile  Mini  \i  ,i  1 1 1 ! ,  ■  a  iirnfessinn  by  those  wlinm 
we  meet  w  lie  l..^.^,.-  in  .h  it  iin,le-,i,m.  ;i,m1,  thei-efnre,  there  is  a  duly 
devoh-ing  uiMin  e\ei\  meii'liir  in  an  ;issnciatiiin  such  as  \nmis  In  iin 
his  duty  in  the  best  pes^lih  v,l>.  l.iM-alis,'.  after  all,  lie-  highest  Ivpe 
of  eitizeiishii).  as  I  said  Kelm-e.  is  thai  wliini  l.-aves  in  a  man's  m'iiid 
the  effect  that  he  is  a  sei-\ant;   lhat   wn'  are  all  servants  to  each  other. 

Servants  of  the  People 

We  are  all  serving  the  public  nn  si  nn-  w.iv.  and  th.it  iii.aii  is  most 
to  be  einieil  whn  has  the  p]a\ile;;e  if  serving  in  the  lav-esl  ia|iacilv. 
■We  ha\e  iiinlimlited  ,authiirit\  nt  that,  fur  wc  read  in  Hie  S.  i-ini  lire 
that  when  th''  iliscip|,.s  v\ere  iieanadhn:;  Miinrg  I  hem  s,  1  \  r  s  who  wnu'il  be 
the  grcatesi  in  the  K'in-dnm  ef  Heaven  ,and  the  ,Ma-ler  t.ilii  Ihen,  'ha' 
'It  is  he  whn  wmilil  he  the  siTMinl  ef  all.'  .\nd  1  think  tn-dav  il  is 
appre.n  iteil  ii    is   a    privilei-.    I"    ren.l-r   service;    and    oat   of  that 

service  mas!  enme  ihe  siipr-ine  sal  e,t:i.  liiei  , ,  f  ,,iir  lives.  1  am  sure 
that  it  is  111  that  ,-pirit  in  which  vmi  ,1,,  ,,Mir  wnrk.  \  man  should  be 
anxnms  tn  ser\e,  and  .ul  ef  t],,.|t  service  he  renders,  and  tn  the  M-i-vice 
he  renders  himself,  h,    slnnilil  lenk  fnr  the  sa '  isfa  e|  inn  in  hi,  life. 

''Villi  know  there  is  in  niir  lite  —  it  is  in  the  hlnn.l  nf  |  lie  \  ii  gl  n- S.a  n  nn 
race,  mart  icii!  a  vl  y  nf  the  ether  i.iees  as  well,  but  perlians  a  little  mere 
niai-kcd  in  the  hlnml  ef  the  .\li:jln  S.axnii — this:  th.a!  he  should  a>i" 
liimsidf  111  this  way.  imt  tn  si  rve  his  own  ends,  iml  merely  to  o-et  a 
livelihnnd.  1iut  that  his  place  in  the  world  shmld  he  /illed'  in  such  a 
;iiaiiner  as  that  he  i\ill  iln  credit  tn  his  vncalinn  and  to  hi.s  generation 
We  need  only  glnnc  v-rx  i  nj-snrily  at  the  lii-tiry  of  our  race  in  see 
how   this   is   borne   out.      The    ullermnsi    parls   nf  'the   earth    have  been 

made   bniintiiul   by  this   desir  '  men   tn   g:i   nut    in   seircli   ef  service 

fnr  wln  revei'   ynu    go,   vv  Ima  \  ei'    Iviiglish    fct    have   trnd     ^ mi    w  ill  timi 

fi-ee    iiistiluthms    have    1  n    lirmly    estahlished,    and    fi'an'n    ihese  free 

ilistitutinns  ha\  e  'j  rnw  n  happiness  and  jirnscn'rity  in  the  hiniK  in  w  hich 
these    thii'is   li,i\e    lieen    dime.       ^nil    .as   mini    are   anxiniis    In    ser\e    in  a 

imklic  cainacilx'  lhe>-  impart  nm  scinusly  In  the  whnlc  race  the  amiiition 

to  dn  sniiietliing  mnre  than  gain  a  1  i veli liend .  But  I-  sav,  apart  from 
that.  It  we  (In  nut  feel  lhat  we  ,iie  agents,  lhat  we  are  factors  in  the 
advance  ef  civ  il  i;'a  I  inn.  m  the  develnimienf  of  cities  and  towns  and 
cnnntrn-s,  we  lack  simie  nf  the  things  vVliicli  are  essential  to  the  highest 
pleasure  and  the  greatest  joy  ef  living. 


Helping  to  Work  a  Little  Better 


The  man  behind  the  gun— Secretary  F.  W. 
Matthews,  Toronto,  re-elected 
to  his  old  position. 

provide  some  enteriainment  ,it  this  season  nf  Ihe  x,ar,  and  I  trust 
you  will  see  iiiir  I'.xhiliil  inn,  anil  1  trust  you  will  -'c  in  the  city  of 
Toronto  somethin;'  which  will  help  you  to  d.i  \niii  wnrk  a  little  better. 
We  send  our  reiireseni  al  ives  and  niir  cniineillnrs  away  to  various  cities 
as  a  part  of  their  education.  Our  mnnev  is  spent  and  our  time  is 
given  that  the  members  of  our  council  may  be  educated  in  municipal 
government  and  the  duties  which  devohe  open  them  as  representatives 
of  the  people. 

"If  a  man  stays  in  his  own  town,  never  goes  outside  of  it,  never 
finds  out  the  methods  of  other  people  in  his  own  lines,  why  he  is  not 
in  the  way  of  advance  at  all:  and  no  man  sliniild  ne  ^aiislied  merely 
with  what  he  has'.  If  that  liad  been  tlie  experiein  e  i  f  i!ie  human,  race, 
we  would  be  at  a  very  much  lower  level  to  day,  inteibnnually,  than  we 
are,  but  to-day  more  than  ever  before  men  are  seelcitig  the  best  methods, 
they  are  comparing  notes,  they  are  devising  new  plans,  smd  out  of 
lhat  seeking  comes  not  only  a  de.gree  of  pleasure  or  satisfaction  fer 
the  man  who  is  working,  but  better  service  for  those  whom  he  serves, 
and  he  contributes  to  the  general  intellectu.al  uplift  of  the  whole  com- 
munity. Sn  that  is  wily  the  citizens  of  other  citi.'s  come  to  •  ur  eil\ 
where   we    ho]ic   they    will    learn    somelliing    jierliaps    from    the    men  of 
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Toronto,  and  Toronto  fpcls  in  this  respect  that  it  is  the  elder  brother 
of  Canadian  iiinnifiiulitics — nut  tryin^^  to  al.snrh  anything  which  does 
not  be'on^-  to  ns.  '.111  irxiim'  on  ilu'  contrary  to  l>oar  tlic  heavy  burden 
which  tlio  ehlor  -moI   ^tmn-vr  I.ioiImt  si  or.ld   \„-.\v.  _ 

"I  lii'li-'vr  t!':it  Is  ns  iriic  .if  yonv  1 1  ro fi  ssion  as  it  is  of  nmnicipaiities. 
We  have  .1  :;rral  ni  lo-a  I  loii.i  1  .■cntr.  lioro.  Tliis  gronp  of  liuildings  here 
is  evid.oi,.'  t!i:U  llo.  rro\in.i:il  (Jovcrnnu-n:  is  trying  to  do  its  best, 
and  thr  nty  of  TornOo  is  domu-  its  Imsf  to  'nako  this  an  educaticnal 
i-entvo.  at  \vliirh  o\ .oy  man  win.  (M.nn's  nia\  lioar  something  away  which 
is  of  in-otit." 

Till'  MaN-or  conchul.'d  by  t  li;,  n  1, 1  n  tin'  i-onvi'iitn.n  for  coming  to 
Torioito.  anil  exi)ressed  his'hoiio  tli:it  tho  stay  of  all  tlie  members  of 
tiic  Association  would  be  pleasant  an<l  profitable. 

J.  H.  Robi'i.son,  of  Hamilton,  very  fittingly  thanked 
'^^;ivol■  Hockon  for  his  cordial  welcome,  and  expressed 
Ihi-  .•ii)i>Ti'ciMtion  of  himself  and  the  entire  association 
of  M;!\  iir  llnelvei!  "s  views  and  sentiments  in  regard  to 
public  service,  which  he  remarked  had  been  boriie  out 


The  holder  of  the  pur.so— Treasurer  A.  R. 
Coltart,  Chatham,  re-elected. 


so  well  in  tlie  mayor's  own  life.  Mr.  Robinson  then 
moved  that  a  heary  vot-  of  thaid^s  be  tendered  to 
Mayor  Hoeken  for  his  addicss.  This  Avas  unanimously 
carried. 

PRESIDENT'S  ADDRESS 

Mr.  Boyd  read  his  presidential  address,  which  Avas 
referred  to  the  proper  committee  to  report  upon.  The 
address  M^as  as  follows: 

"To  the  Clicei-s  and  Members  of  the  Canadian  Embalmsrs'  Association: 
"I  greet  you  on  this  fim  oc  r.asion   of  our  thirtieth   c<'nvention,  and 
hope  our  sessions  will  Ito   pirlitalilc  and  ('(hicatin'.:'. 

"Since  we  last  nod  in  I'onx  loit  imi  >dU!'  o.xin'Uti\e  haV'^-  met  three 
times: — First,  at  fli-  inul  of  last  conM.ntion  t..  wind  up  the  affairs  for 
the  voar:    a-iin    in    lln-   l■it^■   if  Toronto   on   .Tul\    L'nd,  to  arrange 

for  the  sidiool   and   cnavont'ion.  and  ,ilso  on  Repteuibiir  1st. 

"At  thi-  .Inly  meeting  y<>ur  o.\r'cutive  considered  themselves  fortunate 
in  lieing  .ibh-  10  secure  the  services  of  Prof.  A.  Johnson  Dodge  to 
lecture  and  di  inonstrate  on  tlie  "Art  of  Kuibalming,"  and  Prof.  J.  E. 
Crandall  to  lecture  and  demonstrate  on  "Demisiirgery, "  a  process  new 
to  many  of  us. 

"Your  President  instructed  the  Secretary  to  pass  sight  drafts  on 
all  n'.emlejs  in  arri'jrs,  which  was  complied  with,  taking  the  records 
from   llii-   niiiinv    ."-^ccretai'v 's  books. 

"In  iiiatp.-  rases  the  efforts  were  in  vain.  I  Avoiild  lecommend  that 
the  appoint minif  of  a  Sessional  Secretary  be  left  in  the  hands  of  the 
Financial  Secretary  owing  to  the  fact  that  the  ledger  being  in  his 
possession  it  seonns  natural  to  expect  th.it  he  is  the  proper  ^lerson  to 
collect  sessional  dues. 

"I  am  pleased  to  report  the  recovery  to  health  of  our  esteemed 
friend.  Honorary  President,  J.  Dodds. 

"Since  last  session  we  have  lost  bj-  death  one  of  our  honorary 
members  in  the  person  of  Louis  Patten,  whose  demise  we  all  deeply 
regret. 

"All  of  which  is  submitted, 

N.  .7.  Boyd, 
President." 

TREATMENT  OF  THE  BLOOD 

Mr.  A.  J.  Dodge,  of  T'.ostoii.  cjilled  upon  to  deliver  his 
lecture,  addressed  the  coiivcntiDn  on  the  "Special 
Treatment  of  the  Blood  and  its  Relation  to  Embalm- 
ing." telling  how  the  blood  should  be  removed  from 
the  body,  and  how  to  remove  it  in  the  most  convenient 
and  successful  manner.  He  was  followed  by  Prof.  J. 
E.  CrandalL  of  New  York,  who  lectured  on  "Demi- 
surg'ery. "  I  be  ii"\v  art  in  the  work  of  the  profession. 


Both  thes'^  addresses  will  appear  in  the  next  issue  of 
Tht,'  Furniture  World  and  The  Undertaker. 

\VEDNESDAY  MORNING 

The  convejition  opened  ils  second  day's  proceedings 
at  9  o'clock,  with  Vice-president  J.  G.  Henry  in  the 
chair. 

Secretary  F.  W.  Matthews  presented  his  report, 
which,  after  reading,  was,  on  motion  of  R.  Tees,  sec- 
onded by  Wm.  Edwards,  referred  to  the  committee. 
The  report  read  as  follows: 

Secretary's  Report 

"As  your  Secretary  for  the  year  1913,  I  beg  to  submit  the  Pirancial 
Statement  for  this  term,  bat  before  doing  so  1  would  like  to  reiterate 
my  sentiments  as  expressed  to  you  in  my  introductory  letter,  and  also 
give  you  a  synopsis  of  the  work. 

"The  position  of  Secretary  is  not  one  of  a  bed  of  roses.  Many 
times  in  the  past  year  I  have  bad  little  differences  with  a  few  of  our 
members,   not   personal,   but   purely  business. 

"It  was  thought  ^^y  the  executive  that  it  "was  lu  th,^  best  interests 
of  the  Association  to  fry  and  get  our  ledger  in  fietter  shape.  We  had 
at  the  beginning  of  tin'  vear  6'27  names  un  our  list,  and  fully  half 
were  more  or  les^^  in  arrears.  t)f  course  I  realize  in  many  instances 
it  was  clearly  an  oversig'ht. 

"Your  committee  decided  it  would  be  wise  to  have  the  Secretary 
draft  a  letter  to  all  delinciuents  askiiiii  for  a  remittance. 

"This  was  done,  and  I  have  no  doubt  tliat  you  will  be  surprised  to 
learn  that  the  returns  from  this  expenditure  and  labor  amounted  to 
four  dollars.  We  afterwards  took  tlie  list  alphabetically  and  made  sight 
drafts  on  32S  members  notifying  thcui  of  our  action.  Two  hundred  and 
two  of  these  drafts  were  returned  unaccepted  with  varimis  excuses 
attached  to  them.  I  am  pleased  to  say  that  126  were  accepted,  making 
up  a  sum  of  $32s. 

"A  few  of  our  nien)bers  took  excepti(-n  to  this  procedure,  claiming 
in  some  instances  thev  owed  the  Association  nothing. 

"Gentlemen.  1  believe  there  is  ground  for  this  objection,  but  I  was 
working  mechanically  and  was  directed  only  )iy  flie  ledger,  as  it  appeared 
when  I  received  it  from  my  predecessor.  I  appeal  to  you  as  a  body 
of  thinking  men  if  you  do  not  fliink  it  common  sense  and' good  business. 

"We  also  ha^e  the  satisfaction  of  clearing  our  ledger  of  a  number 
of  names  of  ou'  members  win.  are  dead  so  far  as  the  Association  is 
concerned,  by  reason  of  being  c  nt  of  business,  removing  to  other  parts 
of  the  world,  and  in  some  instancs  we  were  sorry  to  learn  the  member 
liad  deceased. 

''In  order  to  fellow  tlie  matter  of  clearing  our  list  of  delinquents 
and  fln'i'ebv  ^cttiiii;-  the  bone  and  sinew  of  the  \ssc ciafion.  your  executive 
ciecided  to  ask  V(ui  to  pass  on  the  advisability  of  appointing  at  this 
meeting  a  ccjmniittee  who  will  to  through  the  ledger  and  take  up 
individually  each  case  and  decide  what  action  the  Stcretary  should 
adopt. 

"The  comniittee  will  find  a  report  on  each  case,  furnished  by  the 
Secretary.  Therefore,  it  will  be  a  very  simple  matter  for  a  few 
business   heads   to   deal  with. 

"The  financial  statement  for  the  year  up  t'ill  August  31,  1913,  is 
as  follows: 

To   Cack,   Credited   in   Cash   Book  $729.04 

To  Expense  Account  $10n.3G 

To  Balance  in  Bank  of  Toronto  G28!68 


$729.04  $729.04 


F.  W.  Matthews. 

Secretary.' ' 

Executive  Committee's  Report 

The  r.'pcrt  of  the  executive  committee's  meeting, 
held  on  July  2.  was  presented  and  read  dealing  with  the 
program  for  the  ]n'esent  convention. 

On  motion  of  A.  R.  Coltart,  seconded  by  R.  Tees, 
this  report  Avas  accepted  and  its  recommendations 
adopted. 

The  ti-easurer's  repoi't  was  a  short  but  highly  satis- 
factory one.  Tt  was  read  by  A.  R.  Coltart.  and  on  his 
motion,  seconded  by  Chas.  Reynolds,  was  referred  to 
+he  fiiiance  committee.  This  was  afterwards  audited 
and  found  correct. 

Treasurer's  Report 
Expenditure  during  year  $i  093  n.'i 

Cash  on  hand  in  Merchants  Bank  1.347  98 

A.  R.  Coltart, 

,  j-i  ,  ,  ,  ,  Treasurer. 
Audited  and  found  correct. 

Meaford  Webb. 
Wm.  Edwards, 
J.  H.  Robinson. 

THE  VASCULAR  SYSTEM 

Mr.  Dodge  delivered  his  lecture  on  "The  Vascular 
System,"  telling  of  its  ramifications  and  obstructions. 
Tn  this  connection  he  gave  many  reasons  Avhy  the  em- 
baliuer  could  not  always  expect  to  be  wholly  success- 
ful in  his  work.  Mr.  Dodge  also  showed  how  in  many 
eases  the  embalmer  could  avoid  the  trouble  he  so  often 
encounters. 

At  the  conclusion  of  the  lecture  Second  Vice-presi- 
dent Wm.  Edwards  introduced  the  ncAv  members  to  the 
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eouvnition  i)i  a  iient  lilllo  speech.  "It  is  my  liigli 
privilege,"  he  said,  "to  intvoduee  to  the  association 
this  year's  chiss  oi:'  new  ineiiihei-s.  'I'lie  injection  of 
such  0-00(1  iiia1eri;il  sliouhl  have  a  most  marlvcd  and 
beneticial  effect,  and  shonhl  attend  to  every  capillaiy 
of  our  work,  improving  and  preserving  all  the  good 
features,  and  benefiting  the  whole  association.  Keep- 
ing;; in  niind  that  the  circnlatoi-y  system  of  ideas  is  best 
for  onr  common  good,  this  new  element  will,  we  are 
sure,  I'cach  the  heart  and  brain  of  our  work. 

"Willi  all  due  regard  to  the  good  looks  of  the  asso- 
ciation an(^_  nor  f.altei'ing  the  new  element  too  highly, 
I  thiiUv  tliat  a  marked  improvement  in  the  cosmetic 
cfTect  is  even  now  apparent.  I  trust  that  these  young 
men  will  take  no  funereal  view  of  the  aims  of  this  asso- 
ciation, but  will  embalm  in  the  casket  of  their  hearts 
an  appreciation  of  the  work  of  the  pioneer  members 
to  make  the  let  of  the  undertaker  better  and  more  effi- 
cient, and  that  they  also  Avill  do  all  possible  to  advance 
our  welfare. " 

Prof.  Craiidall  continued  his  address  on  "Demisur- 
gery,"  at  the  conclusion  of  which  adjournment  was 
made  for  luncheon. 

WEDNESDAY  AFTERNOON 

The  convention  was  called  to  order  at  2  o'clock, 
when  Mr.  Dodge  continued  his  address  on  the  "Vas- 
cular System"  and  gave  a  demonstration  on  a  cadaver. 

J.  B.  Mclntyre,  St.  Cathai'ines,  the  dean  of  the  profes- 
sion in  Ontario,  and  the  father  of  the  association,  was 
greeted  witli  clieers  by  all  those  present  when  he  arose 
to  address  the  members.  After  a  brief  sketch  of  the 
history  of  the  association,  and  expressions  of  his  appre- 
ciation of  the  many  and  warm  friendships  he  had 
forined  with  the  various  members  during  that  time,  Mr. 
IMcIntyre  addressed  the  convention  on  the  subject  of 
"Funeral  Management."  This  address  Avill  appear  in 
next  i.ssue  of  P'urnitui'e  World  and  Undertaker. 

THURSDAY  MORNING 

Convention  opened  at  9  o'clock.  President  N.  J. 
BoA^d  called  for  reports  of  committees. 

Meaford  Webb  presented  Finance  Coiumittee  Report, 
which  on  motion  was  adopted. 

Report  of  Finance  Committee  for  1913 

''Your  Citmmittet'  on  finance  in  presentinj;  tlteir  rei)ort  desiro  fo 
express  tlieir  aj'preciation  of  the  bu£infsslil<e  and  satisfactory  condition 
in  wliicli  till'  aicimn's  have  lieei>  kept,  and  leel  that  this  is  a  matter 
of  congratiilatiDii  ti>  tlic  Associiition  for  which  l)oth  your  Secretary  and 
Treasurer  dcsi-rvi'  your  ai)pr(jliation. 

''We  have  checked  the  accounts  and  vouchers,  finding  them  correct 
wi'li  balances  as  follows- 

Cash  rec'^ived  'ov  the  Secretary  from  Sept.  6th,  19r2, 

to    Auz.    31st,    1913,  $729.04 
Bank    charges    ,'tnd   petly    accounts    paid  100.36 

Balance  in  hatik  ((.(i'iS.fin 

n-reasurer's  hank  balance  at  Sept.  ."fill    1912,  $1.179. fit 

Receipts  frnm  |}rcvious  Sec.  and  interest  on  deposits  1,271.42 

Total  $2,451.03 

Expenditure  as  per  orders  to  Aug.  31st.   1913,  $1,093.05 

lieaviug   a   balance   in   bank   of  $1,357.98 

028 .68 

Total  assets  in  bank  at  ,\ug.  31sl,  1913,  $1  986. 6.J 

"We  hope  to  be  able  to  report  receipts  of  this  year's  session,  -wliich 
of  course  will  be  included  in  next  year's  accounts.  All  of  which  is 
respectfully  submitted. 

"Meaford  Webb, 
' '  \\  ni  Edwards. 
''.T.  H.  Robinson.'' 

Secretary's  Report 

J.  J.  Marsh,  on  behalf  of  the  Secretary's  Report  Com- 
miitee,  presented  that  committee's  statement.  There 
was  a  slight  discussion  in  regard  to  the  recommenda- 
tion of  the  coMimii-fee  resiiecling  the  suspension  of  mem- 
bers for  non-payment  of  dues.    The  report  was  referred 


back  to  tl'.e  cojiimittee  and  lliey  altered  the  clause  in 
this  respect  to  read  as  follows: 

''We,  your  oonimittee  nanu'd  to  examine  the  Secretary's  report, 
have  pleasure  in  st-itinsr  that  we  have  found  this  report  to  be  \ery 
thorouKh.  brief  and  t.i  the  iioiiit,  sn  that  we  have  no  hesitancy  in 
highly    (•..niiMiiMlinu-    Hii^    pall    •>(   t\ir    ScTVrl  :iv\  '  s  ..I'fii-r. 

■'His   iMiliry   u!    i-.iII.tI  iiifj,'  ai'i'.'ai's,    ill   iiur  (ijiinion  is  but  sound 

business,  fi'i-  eiie  viTV  iiii  port  a  ii  I  liatnif  in  tlic  ci.iilinued  success  of 
our  .Association  is  tiiat  of  kcci'ii--  i  lie  nir'iil'ei  s'  f.-es  paid  to  date, 
and  i*  has  been  one  of  the  Sc-mlarx's  cnirrniis  i:i^,ks  le  .see  that  1  he 
particular  by-law  in  this  regard  is  i  iu  i  ivd  iml.  Wo  would  recommend 
that  all  ineinhers  of  the  ,\  ssuc i.i I  ic.ii  in  .-iri  i  ars  (or  one  year  or  over  be 
notified,  and  if  not  paid  \>y  tii  ■  lu  xt  niiiuial  meeting,"  be  suspended, 
and  if  not  jiaid  by  then,  will  lie  r-(|uired  to  pay  the  full  membership 
fee,   and  that   the  by  laws  be  amended  to  conform  with  this  report. 

".T.   .T.  Marsh, 
"J.  G.  McNabb, 
"A.  W.  Burtch." 

The  amended  rc])ort  was  adopted. 

Treasurer's  Report 

The  Treasurer's  Report  Committee  presented  their 
statement,  which  was  adopted.    It  read  as  follows: 

"We,  the  Treasurer's  Committee,  certify  that  we  ha-se  examined  the 
books  and  vouchers  and  found  v'verytliing  correct  and  satisfactory. 

"H.  S.  Anderson, 
"P.  R.  Williams." 

Presidential  Address 

The  re]iort  of  the  Committee  on  the  President's  Ad- 
dress was  adopted  on  motion  of  J.  J.  Marsh  and  A.  W. 
Bin'tch.    It  read  as  follows; 

"We,  vonv  Committee  on  the  President's  address,  desire  to  express 
our  aiipreciation  of  the  able  manner  that  he  has  discharged  all  duties 
liertaiiiinr  to  his  office,  and  congratulate  him  that  he  and  his  executive 
Wen'  sueie'sful  in  securing  the  services  of  Professors  Dodge  and 
(.'randall,    who    have    so    abl^'    lectured    and    demonstrated    to  us. 

"We  also  wi;li  tn  fencnr  with  I  iic'  President  that  the  appointment 
of  a  sossiona'  seeretar>'  he  left  te  tie'  Secretary. 

''We  further  recommend  lliat  all  aunoue.eeuieiits  and  vepoits  of  the 


Retiring  president,  Newton  .1.  Boyd,  Mitchell. 


Canadian  Emba'mers'  Associatien  be  published  in  the  Canadian 
Furniture  World  and  The  Undertaker,  and  wovild  urge  all  members  of 
the  Association  to  subscribe  and  support  that  publication. 

"E.  J.  Martin, 
"J.  .r.  Marsh. 
"A.  \V.  Burtch." 

Change  in  By-laws 

The  report  of  the  Committee  on  By-laws  was  pre- 
sented by  J.  H.  Robinson,  and  on  his  motion,  seconded 
by  Harry  Ellis,  was  adoiited.  The  following  is  the  re- 
port : 

"Your  Committee  on  By-laws  beg  to  reccommend  that  the  resolution 
giving  permission  to  members  in  arrears  being  re-instated  on  the 
pa.vmeiit  of  five  dollars  be  rescinded,  and  that  the  fcllowing  clauses  be 
added  to  onr  by-laws — 'Al^  members  in  arrears  for  over  three  yearp 
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Manufacturers  of: 

Fine  Burial  Caskets,    Casket  Hardware 
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No.  510  Silk  Plush 


The  above  cut  represents  one  of  the  handsome  Caskets  shown  at  Tor- 
onto during  the  recent  Canadian  Embalmers'  Association  Convention. 

It  w^as  covered  in  best  quality  purple  Silk  Plush  and  lined  with  crushed 
Liberty  Satin. 

It  was  much  admired  as  a  plain  but  rich  casket. 

We  are  prepared  to  execute  all  orders  promptly  and  use  every  care  in 
packing  and  shipping  to  ensure  safe  delivery. 

Our  Solid  Oak  and  Mahogany  Caskets  and  Casket  Hardware  are  the 
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be  suspended,  and  slioiild  tlii\v  desire  I'einstiilonionl  llM'y  imiht  iiiiil^o 
application  as  new  I'lcinln  rs.' 

"That  the  Hnri-rtiwy  be  held  responsible  for  the  cellection  of  all 
moneys  of  tlie  Assm  i  it  ion,  both  school  fees  and  sessional  fees,  and 
that   the  usual   n  ni nncrat ion   be    added   to   liis  present  salary. 

'  '.1    11.  Robinson, 
'  'Kichard  Tees. 
"Harry  Ellis." 

Greetings  from  the  East 

President  Boyd  read  the  following  telegram,  received 
by  8eei-etary  Matthews,  fi'oiii  I  he  Maritiiiie  fniicral 
dii-eetors : 

"Siiss.'N.  X.n.,  S('|)t.  3rd,  1<J1:) 
"The  Maritime  nni  Nova  Scotia  and  Xi-w  linmswic  K  i)rii\  incial 
associations  closed  their  annual  iiatherins!;  .\ui;usl  Jsib,  llu-  best  in  tlie 
history  of  the  three  associaticnis.  ProtVssur  l.i  na  R.  .Simmons  held 
her  ciass  to  close  attention  throughmit  I'lic  Mast  is  alive  to  his'Uer 
achievements.  Greetings  to  all.  Ri-nirTnliraiicrs  to  Prof.  Dodge  and 
Father  J.  B.  Mclntyre.  Advocate  in  \(inr  as^neiation  a  national  asso- 
ciation meeting  of  the  Alberta.  We  ti  rn  (.'iinadian,  ISrilisli  Columbia, 
ami  Maritime  Associations  with  y<inr  A ssik  iat iioi,  in  lill.j. 

•■F.  \V.  Wallace,  President  M.F.D.A." 

Educational  Lectures 

l\rr.  A.  J.  Dodge  eontiiuied  his  diseonrse  on  the  "Vas- 
cular System,"  and  gave  a  further  dcinonst ration  on  a 
cadaver.   This  lasted  an  hour. 

While  awaiting  the  nomination  of  officers  for  the 
ensiling  year,  E.  -L  Humphrey,  Toronto,  under  the  head 
of  "Good  and  Welfare,"  discussed  the  matter  of  tlie 
embalmers'  h^gislation,  critici/iiig  some  of  Ihe  clauses 
of  the  Act. 

J.  H.  Robinson.  Hamilton,  put  Mr.  ILxmphrey  right, 
and  said  that  the  legislation  Avas  exactly  along  the  lines 
of  other  acts  passed  in  regard  to  regulating  pharmacy 
licenses  and  kindred  matters  and  also  conforming  to 
medical  legislation. 

ELECTION  OF  OFFICERS 

The  nomination  and  election  of  officers  for  1913-14 
were  called  by  President  Boyd,  and  resulted  as  follows: 

President — J.  G.  Henry.  Sudbury. 

First  Vice-president — Wm.  Edwards,  Gananoque. 

Second  Vice-president — N.  B.  Cobbledick,  Toronto. 

Secretary — F.  W.  Matthews,  Toronto. 

Treasurer — A.  R.  Coltart,  Chatham. 

All  these  officers  were  elected  unanimously,  with  the 
exception  of  the  second  vice-president,  Meaford  Webb, 
Barrie,  also  being  nominated  for  the  post.  Messrs.  An- 
derson and  Robinson  w^ere  appointed  scrutineers,  and 
the  residt  of  the  vote  being  made  known,  Mr.  Webb 
asked  that  Mr.  Cobbledick  be  the  unanimous  choice  of 
the  convention. 

The  result  of  the  election  means  a  moving  up  of  the 
officers,  Messrs.  Henry,  Edwards  and  Cobbledick  being 
promoted,  and  Messrs.  Matthews  and  Coltart  being  re- 
elected to  their  old  positions. 

R.  N.  Stone,  the  retiring  member  of  the  examining 
board,  was  retiirned  unanimously  for  another  term. 

THURSDAY  AFTERNOON 

The  first  business  of  the  afternoon  session,  which 
opened  at  2  o'clock,  Avas  the  installation  of  the  newly- 
elected  officers  by  the  retiring  president,  J.  N.  Boyd. 
Al  the  conclusion  of  this  ceremony,  Mr.  Henry  pre- 
sented Mr.  Boyd  with  a  gold  locket — a  token  of  appre- 
ciation from  the  association,  J.  C.  VanCamp  voicing 
the  sentiments  of  the  members  in  a  few  w^ell  cho.sen 
words,  expressive  of  the  regard  in  which  he  was  held. 
Mr.  Boyd  replied  in  a  few  well-chosen  words,  express- 
ing his  thanks  and  ap])reeintion  for  the  satisfaction 
demonstrated  and  exi)resse(l  by  the  association  of  his 
work,  and  assuring  every  members  that  he  had  always 
done  his  best  in  the  interest  of  the  association. 

Installation  of  Officers 

The  newly-elected  jjresideid.  J.  G.  Henry,  who  is  also 
mayor  of  Sudfniry,  delivered  his  inaugural  address, 


referring  to  his  sincere  desii'e  at  all  times  to  promote 
the  interest  and  welfare  of  the  organization.  He  made 
mention  of  the  failure  to  pass  the  Embalmers'  Bill  by 
the  Legislature,  stating  that  the  members  of  the  Em- 
balmers' Association  were  partly  to  blame  for  that, 
"as,"  he  ventured  to  say,  "not  many  had  made  any 
s])ecial  effort  to  see  the  member  for  their  constitmuicy 
in  this  regard,  although  this  had  been  unanimously 
agreed  on  the  last  meeting."  IMr.  Henry  stated  further 
that  "if  all  Avorked  for  the  general  good  during  thel 
coming  year,  he  Avould  use  his  best  influence  to  see  that 
something  Avas  done  in  this  regard."' 

Mr.  Henry  referred  to  his  numerous  and  varied  duties 
in  municipal  life  in  the  past,  and  as  he  was  retiring 
from  the  mayoi'ship  of  Sudbury  on  the  first  of  the  com- 
ing year,  he  Avould  surely  devote  all  the  time  ])ossible 
and  I'ciniired  to  the  association  represented  before  him. 
He  ended  Avith  an  appeal  to  all  members  to  Avork  in 
uiiison  and  fraternal  accord. 

F.  W.  MattheAvs,  the  secretary,  followed  Mr.  Henry. 
He  thanked  the  members  of  the  association  for  again 
electing  hira  as  their  secretary,  and  again,  as  in  his 
re[>ori  for  the  past  year,  refei'red  1o  the  difficulties  of 
the  financial  position  of  the  associalioii,  but  assured  all 
present  he  had  done,  and  Avas  doing,  his  best  for  the 
interests  of  the  association,  and  that  if  at  any  time  little 
(lififerenees  should  creep  in,  he  invited  cordially  the 
meml)ers  of  the  association  to  come  to  him,  in  a  business 
Aviy,  the  same  as  he  Avould  go  to  them.  He  referred 
to  certain  errors  Avhich  had  crept  into  accounts  last 
year  oAving  to  clerical  errors  in  entering  fees  received, 
Avhieh,  hoAvever,  could  very  easily  be  understood  Avhen 
possibly  fifteen  or  more  members  Aveie  passing  their 
fees  in  practically  all  at  the  same  time. 

Mr.  MattheAvs.  continuing,  said  that  in  regard  to  Mr. 
Henry's  ex[)i'ession  that  the  association's  work  was  a 
universal  Avork,  he  gets  letters  from  members  during 
the  year,  asking,  "What  are  you  doing  about  this  and 
that  and  the  other  thing?"  "It  is  not  a  question  of 
Avhat  I  am  doing,"  said  he;  "it  is  a  question  of  Avhat 
Ave  are  all  doing."  Mr.  MattheAvs  impressed  upon  the 
mendierp  that  each  one  formed  part  of  the  association, 
telling  them  that  "in  unity  there  is  strength,"  and  the 
association  stood  in  need  of  Ihe  support  of  every  mem- 
ber of  the  association. 

To  Benefit  Members 

William  EdAvards,  fii'st  vice-president,  in  a  fcAv  brief 
sentences,  very  heartily  assured  the  association  of  his 
support,  services  and  co-operation  at  all  times  in  every- 
thing of  benefit  to  the  members. 

Second  Vice-president  Cobbledick  thanked  the  mem- 
bers for  electing  him,  and  expressed  a  hope  that  rela- 
tions betAveen  them  Avould  be  the  most  amicable.  He 
assured  them  if  ever  he  could  be  of  any  service  he  Avould 
be  delighted  to  do  so.  He  expressed  his  pleasure  and 
sal  isf action  at  the  fact  that  the  duties  Avhich  had  for 
the  last  three  years  barred  him  from  the  convention 
had  been  terminated,  and  he  could  once  more  be  Avith 
the  members  at  the  meetings,  Avhich  had  always  afforded 
him  so  much  pleasure. 

A.  R.  Co]<art  expressed  his  thanks  to  the  members 
of  the  associjitioii  for  rt^-electing  him  as  theii'  treasurer, 
AvhH'li  (h-iiioiistrated  that  they  had  been  satisfied  Avith 
his  Avor!-:  during  tlu'  past  year.  He  assured  them  of  his 
l)est  services  at  all  times. 

J.  H.  Robinson,  on  behalf  of  himself  and  William 
EdAvards.  submitted  to  the  association  the  suggestion 
thfit  the  treasurer  be  drawn  on  for  all  amounts  of  ex- 
iienses  incurred  by  the  convention,  Avliich  suggestion 
A\-as  adopted. 
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N.  J.  Bovd,  Milcholl 
Geo.    L.    Tickell,  Bellc\ille 
N.  B.  Cobbledick,  Toronto 
\V.  S.  Feiiwick,  Enterprise 
.S.  LeatlierliuiKl,  Scliombera; 
J.    Runge,  Clifford 
.T.  A.  Bannister,  St.  George 
J.  Fari-ar,  Tweed 
Albert  Farrar,  Tweed 
.T.  G.  Henry,  Sudbury 
A.  A.  .Tackson,  Sudbury 
H.  Smith,  Manitowaning 
,T.  A.   McDermctt,  Guelph 
Win.  Edwards,  Gananoque 
■\V    Lewis  Brown,  Dundas 
T.  C.  Ronan,  Kingston 

E.  G.    Cross,  Stratford 
Clias.    Reynolds,  Bethany 

J.  B.  Mclnt\re,  St.  Catharines 
C.  R.  Cole,  i3elleviUe 

F.  C.   Dance,  Shelbourne 
,T.  .1.  Marsh,  Smith's  Palls 
Chas.    R.    Woodburn,  Ottawa 
Geo.    E.    Logan,  London 

M.  Oliver,  Markdale 
W.  L.  Heath,  Wallaeeburg 
Max   MacPherson,  Delhi 
W.  .1.  Stoddart,  Wocdville 
,T.  H.   McKillop,  Brampton 
J.  O.  Reid,  Princeton 
J  no.   Hammer,  Neustadt 
Chas.   Miller,  Ayton 
Roger  Milson,  Chafsworth 
John  Roger,  Atwood 

E.  Miller,  Kincardine 
O.  Reed,  Kincardine 

.T.    Comstock,  Peterboro 

N.  Black,  Beaverton 

C.    Dreisinger,    Elmira . 

Geo.  Dreisinger,  Elmira 

J.  A.  Donaldson,  Caledon  East 

Ira  Green,  Hamilton 

A.  W.  Barlett,  Toronto 
.■\.  S.  Preston,  Toronto 

-V.  K.  Dillane,  Palmcrston 

J.   Paul,  Feversham 

.las.  Long.  Feversham 

.John   .T.    Rvan.  Toronto 

.7.  M.  Taylor,  Tillsonburg 

Fred.  Fischer,  Elora 

Arch.  D.  McRae.  Vankleek  Hill 

\Vm.  N.  Kneehtel,  Toronto 

.lohn  Mundy  &  Son,  Luean 

.T.   G.   Scarrow.  Tara 

Geo.  Hetherington,  Ijangton 

J.  H.  Madill,  Harrow 

C.  Seldon,  Whitby 

J.  W.  Turner,  Hillsburg 

J.  H.  Robinson,  Hamilton 

G.  S.  Robinson,  Hamilton 
Norman  ,V.  Craig.  Toronto 
Herbert  N.  Lovell,  Guelph 
Harry    Ellis,  Toronto 
W'm.  Specrs.  Toronto 

C.  Haskelt,  Lucan 

Geo.  L.  Fisher,  .Arthur 

R.  N.  Stone,  Toronto 

Fred.  McArthur,  Cobourg 

Richard    Tees,  Montreal 

N.  A.  -Tohnson,   Seeley's  Bay 

W.    I).    Thomson.  Fergus 

\V.  6.  Krusi>e,  Sebrintvillc 

C.  B.  McCall,   St.  Williams 

W.  A.  Hunt,  Belmont 

Harvey  &  Crawford,  Brampton 

F.  Ford,  Blenheim 

B.  Ford.  Blenheim 

H.  R.  Ranks,  Toronto 


C.  H.  Burling,  Pickering 
C.  11.  Bolton,  Toronto 
Neil  McPhee,   Park  Hill 
C.  L.  Forester,   Park  Hill 
•Tas.  McFarquhar,  Toronto 
.J.  R.  Wilson,  North  Augusta 
Wni.  H.   Bunt.  |-"lesherton 
J.  B.  Martvn,  Kiplcv 
G.  L.  Watscjii,  Walters  Falls 
W.  G.  Watson,  I'riceville 
R.  Moffatt,  Toronto 
.T.  A.  Taylor,  Singliampton 
G.  -T.  Lawrie.  Maple 
Midland  Burial  Co.,  Midland 
IJ.  Iloffiiian,  Simcoe 

F.  G.  Wilcox,  Waterford 
W,  W.  Lewis.  Mt.  Forest 
W.  J.  Mather,  Wroxeter 
J.  Jackson,  .»\rkona 

Jas.  Mc.Vrthur,  Powassan 

G.  AV.  Sutherland,  Wetland 

G.  G.   Smith,  Barrie 
C.  M.  G.  Smith,  Barrie 
Jos.    Brophey,  Goderich 

H.  B.  Beckett.  Brantford 

C.  J.  Heaslip,  Hagersville 
.\.  E.  Maynes,  Toronto 

A.  W.  Robinson,  Coldwater 

Edward  Henrv.  Thamesville 

Fred.   W.    Kceler,  Ingei'soll 

Tlios.  Konan.  Kingston 

M.  Morse  &  Son,  Niagara  Falls 

H.  Klippert,  Waterloo 

A.  Klippert,  Waterloo 

■T.  A.  Robinson.  Hamilton 

Wm.  Ruble,  Dresden 

N.  L.  Brandon,  St.  Mary's 

H.   N.   Brien.  Sherbrooke 

H.    Hugill,  Woodbridge 

H.  B.  Dell,  Ridgeway 

J.   A.    Campbell,  Dutton 

E.   W.   Williamson,  Burlington 

A.  L.  Oatman,  Tillsonlnirg 

Ernest  E.  Boltoii,  Toronto 

Geo.    Thompson,    Port  Dover 

B.  Thompson,   Port  Dover 
Frank  E.  Holmes.  Acton 
Jos.    Senn,  Hagersville 
•'.  C.  VanCamp.  Toronto 
H.   W.   Mann,  Cannington 
A.   R.   Coltart,  Chatliam 
G.  W.  C.  Graham,  Toronto 
J.  M.  McCrea.  Omemee 

D.  Walker,  Brussells 
M.  S.  Bedford,  Toronto 
Geo.  C.  Byng,  Bobcaygeon 
Jas.  Baird,  Plattsville 

L.  Morris,  &  Son,  Bowmanville 

P.  W.  Coles,  London 

A.  Black,  Toronto 

S.  A.  Hewitt,  Mitchell 

J.   C.   McNabb,  Cobalt 

.Tno.  P.  McCammon,  Paris 

Jas.  F.  Elliott.  Brampton 

N.  C.  Runeble,  Toronto 

J.  C.  McNiven.  Dorchester 

J.  N.  7?urkliolder,  StoulTville 

G.  A.  Winterstein,  Zephyr 

W.   A.   Strachan.  Orillia" 

O.  W.  Reid.  Meaford 

T.  G.  Idle,  Tliornbury 

\V .  .T.   Davidson,  Lucknow 

P.   M.   Ilcward.  Hastings 

W.  A.  Britton.  Grand  Yalb  y 

M.  .r.  Quinn,  Tweed 

W.  H.  Harmer,  Coclirane 

G.  W.  Stitt,  Buffalo 

Wm.  Jones,  Odessa 


F.  G.  Robinson.  Prescott 

M.  Webb.  Harri.' 

.1.  A.  ( 'iiiiiiiihigs,  Hazledean 

F.  .1.   MnrtxM,   North  Bay 
Grcci.xvDdd    \-    Aivian.  Stratford 

G.  T.   M.D.in.iId.  Staym-r 
-T.  T.   FiTiAUson.  Leamington 
W.  A.  Wriglit.   P.iclnnond  Hill 
W.  S.  Burkliold.T.  WiKidbridge 
Wm.  I^'inlaysoTi.  I*;ii-is 

H.  Marsti  i'i,  Paris 

K.  .1.  Hutniiln'cy,  Tr)ronto 
Clifs.    l').    ,\(l(lisiin.  Otierville 

F.  II.  ]\niiaKi'r.  I'iclo.n 
Geo.    S.    Wil-.on.  Norwich 

B.    Wriuhl.  Cllrslcv 

Albert   .1.   Six.   Si-.-ley's  Bay 

M.   Stonebnuse,  'rdvonlii 

E,  h.    Stullcllcusi'.  Tnrollto 

.\.   L.   Bcamisli,  Pembroke 
A\  ;n.   fii-aniisli,  Pembroke 
Tlios.  D.  O.  Connor,  Renfrew 
T.   Paquette,  Buckingham 

G.  W.  Bnyce,  Arnprior 
Robt.  McMane,  Melverton 

H.  Schneider.  Fisherville 

F.  A.  Windover,  Frankford 
.\.  W.  Burtch,  Lansdowne 
E.  J.  Hughes,  Carp 

.J.  A.  Stewart,  Stratliroy 


Gordon  Newt(m,  Strathrov 
Wm.    Killvunk,  llillsdalr 
Ale.x.  LoL;aii.    I'arrx  Smi.Ml 
J.  M.  Logan,   I'ai-rv  S,.inid 
Ed.    Strc^ici-.  (^ii.M'iisxilli- 
d.   A.   Dixoti.   \Vinclu-st  I'l' 
llu-li    Walki-r.    Port  ll.-iir 
P.  Ji.  Williams,   St.  Thomas 
E.  C.  Willi.-iiiis,  St.  Thomas 
Geo.   L.    I'liillips.  Sarnia 
\\  til.   Phillijis,  .Siirnia 

G.  Harvcv  Linklati  r,  Toronto 
Frank  C.  Bislicip.  Klmvale 

H.  S.  Aiiders(ni,  New  Liskeard 
John   H.   Summerfeldt,   Mt.  .Albert 
J.  Stanley  Menish,  Stratliroy 

H.   A.   Metier.  Fenwick 
Roliert    .'\.    Currie,  Wingham 
J.   C.   McNab,  Cobalt 
G    F.  House.  Hamilton 
W.  A.  Britten,  Grand  Valley 

A.  B.  Purdy,  Princi>  Albert,  "Sask. 
H.  Gracey,  Smithville 

J.  A.  Krug,  Stratford 
Dolph   Staples,  IngersoU 
Brandon   W.   Henrv,  Toronto 
R.  C.  Bannister,  St.  George 
Frank   E.  Htdnies,  Acton 

B,  G.  Walker,  Brussells, 
Wm.  R.  Regan,  Bolton 


Visit  to  Mausoleum 

President  Hemw  aniiouiieed  to  the  as.sooiation  tliat 
A.  J.  H.  Eekartlt,  of  the  National  (-a.sket  Co.,  had  ex- 
tended to  all  inenibevs  a  eoi'dial  invitation  to  visit  the 
Forest  Lawn  JMansolenni..  and  stated  that  special  ears 
were  provided  for  tlie  aeeoiinnodation  of  those  wishing 
to  go. 

A.  J.  Dodge  and  Prof.  Crandall  gave  their  conehid- 
ing  lectures  and  demonstrations,  after  which  votes  of 
thanks  were  tendered  both  these  gentlemen.  Mr.  Boyd, 
wlio  offered  these  motions,  stated  that  although  both 
Mr.  Dodge  and  Mr.  Craiulall  had  come  amongst  them 
as  strangers,  knowing  them  only  tliroiigh  the  medium 
of  the  trade  journals,  he  could  say  no  one  had  been 
disappointed  in  the  lectures ;  rather,  he  ventured  to 
say.  v/as  there  a  general  feeling  of  gratitude. 

A  motion  was  also  passed  by  J.  C.  VanCamp,  sec- 
onded by  F.  AV.  ]\latthews,  that  a  hearty  vote  of  thanks 
be  tendered  the  Faculty  of  the  University  of  Toronto 
for  their  kindness  in  giving  the  association  the  use  of 
the  Anatomical  Building  for  their  convention,  and  the 
secretary  was  notified  to  send  this  motion  ou  to  the 
University  authorities. 

The  convention  was  then  adjourned. 

EEGISTERED  AT  CONVENTION. 


EMBALMING  DIPLOMAS  GRANTED 

The  thii'd  annnal  School  of  Embaliuing.  eonduelcd  by 
the  Canadian  Embalmers'  Association,  was  held  in 
the  Anatomical  Building  of  Toronto  University  the 
week  previous  to  the  conventioiL  A.  J.  Dodge,  of  Bos- 
ton, Mass.,  conducted  the  classes,  and  he  did  his  work 
Avell.  The  examining  board  of  the  association — J.  J. 
Marsh.  Smith's  Falls;  J.  C.  A^an  Camp,  Toronto;  and 
R.  N.  Stone,  Toronto- -conducted  the  examinations  at 
the  close  of  the  convention,  and  of  the  nineteen  who 
wrote  sixteen  candidates  were  successful  in  obtaining 
diplomas. 

The  'successful  ones  are: 

G.  Hai'vey  Ijinklater,  Toronto. 
Frank  C.  Bishop.  Elravale. 

H.  S.  Anderson,  New  Tiiskeard. 
John  H.  Summerfeldt,  Mount  Albert. 
J.  Stanlev  Menish,  Strathrov. 

H.  A.  Metier,  Fenwiek. 
Robert  A.  Currie,  A\'^ingham. 
J.  C.  McNab,  Cobalt. 

G.  F.  House,  Hamilton. 

AAT.  A.  Britton,  Grand  A^'alley. 

A.  B.  Purdy.  Piinee  Albert,  Sask. 

H.  Gracey,  Smithville. 
J.  A.  Krug,  Stratford. 
Dolph  Staples,  Ingersoll. 
Brandon  AV".  Henry,  Toronto. 
R.  C.  Bannister,  St.  George. 

CONVENTION  ECHOES 

C.  N.  Greenwood,  of  Stratfoi'd.  filled  in  remarkably 
w^ll  the  time  allotted  to  T.  E.  Simi:)son,  mayor  of  Sault 
Ste.  Marie,  who.  as  explained  to  the  convention  by 
JMa.vor  J.  G.  Heni-y,  of  Sudbury,  was  unavoidably  de- 
tained on  public  l)usin('ss. 

J.  G.  Henry's  rt^nark  that  Mr.  Dodge's  address  on 
the  "A^'ascular  System"'  was  alone  worth  all  the  time, 
trouble  and  expense  of  coming  to  the  convention  Avas 
(|uite  true  and  to  the  point.  Tt  is  good  advice  to  the 
stay-at-homes  this  year  to  prepare  to  attend  next 
year's  convention. 

The  only  woman  undertaker  at  the  convention  was 
Miss  Ida  C.  Ronan,  of  Kingston.  She  was  an  interested 
attendant  at  all  the  lectures  and  demonstrations.  AVhile 
having  a  competent  embalmer  in  her  business,  she 
likes  to  see  and  hear  for  herself  what  is  being  done 
and  said  in  the  i)rofessioiL  This  Avas  the  fifth  time 
she  attended  the  annual  convention. 

On  the  closing  day  of  the  convention  about  ]r)0  visit- 
ing funeral  directoi's  were  the  guests  of  A.  J.  II. 
Eckhardt,  of  the  National  Casket  Co.,  who  took  them 
by  special  private  cars^on  an  inspection  of  the  Inter- 
national Mausoleum  on  upper  Yonge  street.    On  the 
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'^HE  Casket  shown  above  caused  much  very  favorable  comment 
at  the  meeting  of  the  Canadian  Embalmers'  Association  at 
Toronto.    A  great  many  Funeral  Directors  availed  themselves  of 
the  opportunity  to  order  one  or  more  for  their  showrooms. 

If  you  did  not,  do  not  delay,  but  take  the  matter  up  with  our 
salesmen  or  write  us  for  information  and  prices.  Remember 
we  have  everything  you  need  and  make  shipments  day  or  night. 

Thanking  you  for  past  favors,  and  soliciting  future  business,  we 
remain,  yours  to  command, 

DOMINION  CASKET  CO. 
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v:ay  out  the  liistorical  points  of  interest  were  pointed 
out  to  the  visitors  by  eompetent  guides.  The  outing 
and  inspection  of  the  mausoleum  were  much  enjoyed 
by  those  who  took  the  trip. 

*    *  * 

Manufacturers'  Displays  of  Supplies 

Nearly  ail  the  Canadian  manufacturers  of  caskets 
mi'de  displays  of  their  goods  d.ui'ing  the  week  of  the 
Coiiventioii  at  Toronto.  For  this  pur])ose  a  uunibei'  of 
vacji'it  stoi'os  in  tlie  doAvn-town  section  of  that  city 
wei'c  secui'ed,  as  well  as  accommodation  in  the  vai'ion.s 
hotels.  ]\rakers  of  end)alnung  flidds,  too,  as  well  as 
hearse  builders  aud  niauuft?eturers  of  other  supplies, 
made  exhibits  either  independently  or  in  conjunction 
■with  one  or  other  of  the  casket  maiuifaetnrers.  As  a 
gi'ou.p,  the  displays  made  uj)  th(>  best  exhibition  of 
funeral  'livectors'  recfuirements  ever  got  together  in 
("'auada,  and  the  exhibition  itself  was  not  only  a  great 
advertisement  for  the  products  exhibited  and  the 
makers  of  them,  but  greatly  induced  sales  as  well,  as 
f)ractically  every  article  on  display  was  &old  one,  two 
or  three  times  over,  and,  in  the  case  of  some  casket 
liiu^s,  wei'e  ordered  ten  or  twelve  times.  The  same 
applied  to  some  other  pi'oducts,  a  representative  of 
one  of  the  makers  of  embalming  rluids  stating  that  he 
had  sold  more  of  this  \mo  ihan  liad  ever  before  been 
ordered  at  any  jivevious  couvesdion  either  in  the  United 
States  or  Cana(bi. 

Semmens      Evol  Caj;kets 

The  Seiinnens  -X-  I'lv.'l  ("asket  Co.,  Ltd.,  llandlton, 
nuide  their  exhibit  in  th-  Palmer  House,  using  two 
large  sample  rooins  for  lh"lr  disjilay.  l>ig  and  all  as 
it  Avas — aud  it  Avas  the  largest  display  ever  made  by 
the  company — the  Avhob;  exhibit  v/as  sold  out  several 
times.  Among  other  things  shoAAai  were  a  handsome 
solid  mahogany  casket  and  seA'eral  oak  casket.^,  one  of 
the  latter  Avas  a  new  (h'sign  sIioavu  for  the  first  time. 
It  made  a  fine  im[)i'exsion  on  1h"  visilors. 

Anotlie]"  casket  shoAvn  for  the  first  time  Avas  a  ]ilain 
Avh.ite  plush  one,  Avith  hinged  plale,  and  lined  Avith  the 
best  liberty  crushed  satin.  There  Avas  also  a  canopy 
couch  casket  of  grey  plush,  the  canopy  being  of  a  ncAV 
design. 

In  the  same  room  Avith  the  caskets  Avere  shoAvn  the 
Semmens  &  Evel  line  of  dry  goo<ls,  consisting  of  robes, 
drapes.  glov^'S,  ete.,  all  the  neAvest  styles  and  fashions 
being  shoAvn.  The  line  Avas  A^ery  large  and  compre- 
hensive. 

The  second  room  Avas  given  over  to  a  display  of  steel 
hardAvare,  AA^hich  made  quite  an  impression  on  the 
trade,  the  strength  of  the  various  articles  in  the  display 
being  very  fa\'orably  commented  on.  The  range  shown 
Avas  an  immense  one,  and  it  Avas  a  varied  exhibit  as 
Avell.  In  conni^ction  Avith  the  hardAvare  Avas  displayed 
a  full  line  of  iiistruments  and  sundries. 

Embalming  fluids  Aver"  also  shoAvn-  Eckels'  "Diox- 
in"  and  "Maffuum"  ond)ahning  fluid,  manufactured 
by  the  late  J.  J.  Rlaehford.  of  Hamilton. 

A.  W.  Semmens  personally  looked  after  the  exhibit 
and  Avelcom(>d  the  visitoi's.  Tie  Avas  assisted  by  Messi's. 
]\re^lurraA'.  Tuppei'.  Singleton  and  McLaren,  rej)re- 
sentatives  of  the  company. 

Dominion  Metallic  Caskets 

The  Dominion  Casket  Co.,  Gnelph,  Ont..  made  a  dis- 
play of  samples  of  their  caskets  and  supplies  in  room 
169.  Prince  (reorge  Hotel.  Being  a  ncAV  concern,  of 
course  everything  shoAA'u  Avas  ucav  in  style  and  design. 
Oiu-  of  these  UCAV  things — aud  one  that  attracted  a 
good  deal  of  atteution.  as  those  in  charge  of  Ihe  exhibit 


f(Htnd  out  dui'ing  Ihe  convention — Avas  that  ther"  is 
much  need  in  the  Dominion  for  theii'  cond:)ination 
metallic  casket.  Through  a  device  from  some  of  the 
leading  uiulertakeT-s  they  have  perfected  some  points 
making  the  product  one  of  the  most  pei'feet  metallic 
cjiskets  noAV  uj)on  the  nuirket,  beisig  riiosi  desirable  as  a 
hermetically  S(^aled  casl<et  for  shi[)ping.  ('(.Mrdrniiiig 
with  r'-Muiirements  of  the  boards  of  health,  and  selling 
at  a  modi'r.ite  price. 

The  Dominion  people  also  shoAved  solid  maiiogany 
caskets,  cloth  covei'cd :  also  some  Circassian  Avalnut 
ami  oak  caske+s.  A  state  couch  Avith  attractive  fittings 
d'-cA"  a  deal  of  interest,  as  did  a  silk  plush  casket  Avith 
handles  and  fiiushes  all  covered  Avith  the  same  material. 

A  very  complete  line  of  hardAvare.  robes  aud  linings 
Avas  also  disi)lay{'d,  all  of  them  complete  in  every 
respec^,  and  b"ing  the  subject  of  much  interest. 

The  compaiiy  gave  neat  little  bill  folds  as  souvenirs 
to  the  funeral  directors  calling  at  the  exhibit,  and 
floAvers  Avith  a  silk  badge  to  the  lady  visitors. 

Central  Casket  Company 

The  Central  Casket  Company,  of  P.i-idgebni-g.  Ont., 
ajul  P>uffalo,  N.Y..  nnnh'  a  display  for  the  rirst  limi'  in 
Canada  of  their  caskets,  in  suit's  .■■!'  and  60,  i^rince 
George  Hotel,  using  for  this  pni'pose  only  five  caskets. 
These  fiA'e,  hoAvcA'cr.  Avei-e  bdd  out  to  such  advantage 
that  thei]-  full  lieanly  ami  utility  Avere  shoAvn.  One 
of  the  caskets  Avas  a  di'oi)-side  Avith  the  top  opening 
out  for  the  holding  of  fioAvers.  Then  there  Avas  a 
floAver-shrine  casket,  AA'ith  the  whole  side  opening  out. 
Anotlier  Avas  a  solid  hardAVOod  casket;  a  fourth  was  a 
beMulifnl  black  cloth  covered  one;  and  the  fifth  was  a 
silk  ))lush  casket. — all  of  them  high  grade  pi^odnctions. 

Tn  the  sanie  room  Avas  shoAvn  a  ncAV  telescopic  cande- 
labra, Avhieh  aaIu-u  closed  fits  into  a  box  24  inches 
long  by  ft  inches  Avide ;  and  Avhen  opened  can  be  exteiul- 
ed  to  a  h.eight  of  eight  feet.  It  is  of  brushed  brass, 
lacMue!'(^l,  and  has  a  crucifix  of  same  material. 

The  hardAvare  displayed  Avas  very  rich,  samples 
shoAving  inatching  all  caskets.  A  ncAV  color  in  nu'tal 
Avas  a  verdant  green  bronze. 

Til  l)nrial  robes  and  costumes  some  ncAV  fashions 
intr()dnc"d  in  greys,  AA'hites,  creams  and  blacks  for 
ladies  have  uuderskii'ts  aa  ith  lace  a)id  embroidery  trim- 
nnngs.  There  Avere  also  shoAvn  silk  slund)er  robes, 
and  silk  s;und)er  blankets,  silk-backed,  Avere  an  entirely 
lu^Av  liiH',  s!u>Avn  for  the  first  time  in  either  Canada  or 
the  HnitiMl  States.  A  neAV  waterproof  silk  door  drape, 
Avith  reversible  back,  shoAA'ing  grey  and  black,  Avhich 
had  been  in  use  for  a  year,  should  prove  popular,  as 
it  conips  loose  and  may  be  di'aped  in  any  design  Avithout 
inji-ry  to  th^  drape. 

Eckles'  Dioxin  and  Wnxing  Outfit 

In  connection  Avith  the  t'entral  Company's  display 
Avas  made  a  shoAving  of  Eckels'  Dioxin  fluid,  for  Avhich 
more  sales  Avere  made  at  this  convention  than  ai  any 
previous  convention  held  in  North  America.  Thei-e 
Avas  also  shoAvu  for  the  first  time  Eckels'  "Ultra-Em- 
balming AVax  Outfit."  by  the  use  of  Avhich  in  tr(>atiug 
the  be.dies  of  ''onsnmpt  ives  ami  other  emaeiatiuf; 
disease,  the  natural  I'ouiul  and  smooth  contoui*  of  the 
face  is  ((uickly  restored,  and  the  marks  of  sufTei-ing 
eliminated.  The  outfit  consists  of  a  karatol-covered 
carrying  case  Avith  removable  trays,  a  bi'ass  staml  Avith 
iTtort  and  lamps,  ultr  '  einbalming  Avax,  softener,  bottle 
of  alcohol  for  lamps  ami  a  hypodermic  set  in  leather 
case.  A  booklet  giving  dii'ections  also  accompanies 
the  nntfif. 

Globe  Superior  Caskets 
The  Globe  Casket  Co.,  London,  Ont.,  made  a  display' 


50 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


October,  1913 


ESTABLISHED  1867 

National  Casket  Co.  (eckardts)  National  Silver  Plate  Co. 
National  Dry  Kilns,  Planing  Mills  &  Woodworking  Co. 

=  The  Big  Three  = 

LARGEST  FUNERAL    SUPPLY   HOUSE    IN  CANADA 


ISLAND  PACK- 


MAN LANS  PO 


THE  ABOVE  CUT  REPRESENTS  THE  HOME  OF  THE  NATIONAL  CASKET  CO.  (ECKARDT's)  NATIONAl,  SILVER  I'LATE  CO., 
NATIONAL  DRY  KILNS,  PLANING  MILLS  &  WOODWORKING  CO. 

Wfcll.  the  gr^at  Exl'iT)ition  is  over,  and  everybody  seemed  to  have  a  good  time  at  Eckardt's. 

We  h-ive  again  settled  down  and  prepared  oxirselves  for  our  Fall  orders.     All  onr  Tr.ivelers  are  out  on  the  road  again,  and  all 
that  we  ask  you  to  do  is  to  look  their  photos  and  samples  over  and  we  feel  confident  that  we  <-an  convinre  vou  that  we  have  the  best 
values  in  Canad.'i.     Don  t  fnv^vt  tc>  :isk  our  representatives  to  show  you  our  great   variety   of  beautiful   Urn-shaped   Caskets,   and  other 
iiii  nl  i'iii.     All  we  ask  you  to  do  is  to  try  a  sample   order   of  the^^e   beautiful    Hrn  shaped   Caskets   and  thoroughly 
'•  11"! bo"   symmetrically  this  burial  receptacle  is  constructed.     Vou  know  that  an  Urn-shaped  burial  receptacle 
iiMpriiilc  (b'smns  in  the  way  of  a  Casket  for  Fiiners!  iiurposrs.     These  Urn-shaped  Caskets  are  having  a  tremeu 
"II  .1111111111  111'  both  design  and  moderate  price.     Is  this  not  a  good  talking  point  fo;  yon 
e   Urn  shaped  <.'askets  are  all  ir.ade  from  11/2    in.   Lumber  ,inri   all   ordinarv   Caskets  are  made   frcun   1   in.  Lumber 
good  and  grand  talking  point  for  you?     Let  your  customers  know  that  this  beautiful  Urn-shaped  Casket  is  made 


goods  too  numi  r  ni^  tn 
examine  them  and  lal, 
is  one  of  the  inosl  i.p 
dous  sale  ii  the  .stiitr^ 
Rinieinlii-r,  fhe^ 

only.     Is  this  ii"t       ^  ^  _   ^   ^_  _  ^    

out  of  1%  in.  Lumber  and  we  fe'el  confident  that  nine  out  of  ten  of  vour  customers  will  purchase  from  vou  this  moderate-priced,  doublv 
substantial  Casket  when  they  know  that  these  beautiful  Urn-shaped  Caskets  are  made  from  1 1/2  in.  I,umber  instead  of  1  in.  Lumber, 
like   all   other   ordinary   Caskets   are   made  from. 

Then  again,  remember  that  all  our  Caskets  are  dove-tailed, 
will  stand  up  in  water  until  the  wood  decays. 

We  would  also  ask  you  to  examine  our  dove-tailed,  glue-jointed  outside  boxes  and  feel  contident  that  vou  will  agree  with  us  that 
we  have  the  finest  outside  Box  on  the  Continent. 

Mr.  Funeral  Director,  are  not  all  the  above-mentioned  facts  real  good  talking  points  for  you' 
,     .      Thanking  you  for  past  favors,  and  assuring  you  that  all  orders  ycu  entrust  to  us  will  always  be  appreciated  and  have  our  very 
best  attention,  night  or  day.  the  year  round. 


lue-jointed  throughout,   and  as  you  know,   a  dove-tailed,  glue-.ioinl 


NATIONAL  CASKET  CO.  " 


Toronto,  Ont.,  Canada 


(ECKARDT'S) 


SEE  RESULT  Of  NATIONAL  CASKET  CO/S  BEAN  GUESSING  COMPETITION  ON  PAGE  55, 
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of  tliciv  regiilai-  lines  at  TO  Kiii-^-  street  wesl.  Among 
their  samples  was  a  grey  silk-plush  coucli  casket,  made 
of  solid  liardAvood,  with  white  crepe  de  chene  lining. 
Another  was  a  solid  walnut  case  with  copper  lining,, 
the  extPi'ior  covered  in  black  broadcloth.  A  number 
of  solid  ([uartercut  oaks  were  also  among  the  exhibits, 
and  in  the  colored  cloth-covered  caskets  were  seen  beau- 
tiful specimens  of  casket-making.  Grey  seemed  to  be 
a  popular  shade,  and  in  many  the  ti'immings  and  linings 
corresponded  and  matched  the  color  of  the  casket. 

Several  couch  caskets  were  noted,  some  with  drop 
sides  and  full  lids.  Tliere  were.  too.  several  splendid 
shrines  shoAvn,  all  1he  exhibits  going  to  show  the 
extensive  line  of  caskets  made  by  the  Globe  company. 
Some  of  the  other  notable  samj)les  includetl  eaiio|>y 
caskets  in  grey  ]^lush,  purple  silk  plush,  black  and 
colored  cloth  coverings,  and  as  well  canopy-topped 
maliogany  caskets  witli  Tokio  finish. 

The  Globe  robe  liiu'  was  a  very  full  one.  and  there 
were  shown  very  fitu'  samples  of  suits  for  nn-n  and 
women.  Some  of  tlip  newest  fashions  for  women  show 
robes  lined  in  silk  and  satin  Avith  lace  all  over;  and  for 
men  a  number  of  the  latest  full  dress  suits  Avere  on 
display.  In  this  display,  too,  were  exhibited  a  nund^er 
of  door  drapes  in  new  colorings  and  effects. 

An  exceedingly  large  range  of  hardware  was  shown. 
This  range  covering  all  possible  articles  used  by  the 
funeral  director.  Sonu^  splendid  exam])les  of  the  metal- 
workei-s'  art  Avere  displayed  in  the  handles,  name 
plates,  crucifix(>s,  etc.  The  handles  shoAvn  Avere  of  the 
extension  and  imliAddual  A^ariety,  some  of  them  in  old 
English  designs  and  French  gre.y  colorings.  These 
seem  at  present  to  be  A^ery  popular.  Then  there  were 
oxydized,  copper,  ebony,  and  combinations  of  these, 
in  addi^^ion  to  the  straight  silver.  Name  plates  and 
ornaments  Avere  also  shoAvn  in  these  same  designs, 
materials  and  colorings,  making  it  possible  not  only  to 
haA'e  them  all  correspond,  but  as  Avell  to  giA'e  an 
individuality  to  each  casket  Avith  its  trimmings.  A 
noted  handle  of  the  extension  variety  shoAvn  Avas  one 
of  copner  with  solid  oak  bar.  Another  Avas  of  silver 
and  textile  combination. 

The  Globe  line  of  caskets  and  supplies  proved  exceed- 
ingly popular,  the  Avhole  display  being  disposed  of 
before  the  Aveek  Avas  out. 

Evel  Casket  Co.  Display 

The  EvA  Casket  ("!o.,  Hamilton,  Ont.,  inarle  a  splendid 
shoAving  of  their  caskets,  robes,  etc.,  in  their  temporary 
shoAV  rooms  at  71  King  street,  Avest.  The  Avhole  loAver 
floor  Avas  giA-en  over  to  their  solid  hard.Avood  caskets 
and  copper-lined  cases — some  of  these  caskets  in  solid 
mahogany  and  solid  oak  are  the  last  word  in  manu- 
facture. Fitted  Avith  copper  linings,  Avith  plate  glass 
top,  these  caskets  are  absolutely  air  tight.  A  neAV 
solid  quarter-cut  oak  casket  lined  Avith  liberty  satin, 
and  also  a  ncAV  solid  mahogany  one.  Avith  crepe  de 
chene  lining,  are  splendid  specimens  of  the  casket- 
maker's  -irt.  As  shoAAnng  the  exactness  of  detail  and 
the  little  things  that  count,  the  loAver  half  of  the  lid 
instead  of  having  to  be  lifted  or  pxilled  off  is  now 
hinged,  and  lifts  up  and  down  easily  and  smoothly. 

On  this  floor,  too.  Avas  shoAvn  a  great  A'ariety  of  hard- 
ware in  .sih'er,  black  and  colors  in  a  great  many  designs. 
The«e  exclusiA^ely  E-"el  handles  are  capable  of  carrying 
1,000  pounds  each.  They  are  tested  before  being  sent 
out.  and  are  colored  and  designed  to  match  the  casket 
intended  for  use. 

The  second  floor  Avas  giA^en  oA^er  to  a  display  of  cloth- 
covered  caskets  in  black  and  colored.   Two  new  shapes 


are  the  eliptic  and  the  octagoji  ends,  and  they  come  in 
l)]ack  ami  colors.  The  tripleplate  hardware  on  all  these 
Evel  caskets  is  guaranteed.  A  magnificent  state  casket, 
built  on  plain  lines  ^y\th  plain,  heavy,  rich  black  cloth. 
Avas  shoAvn  in  one  of  the  rooms.  While  simplicity  itself, 
there  Avas  about  it  a  grandeur  strikingly  evideni. 

In  colors  there  seems  to  be  a  groAving  favorite  in 
heliotroi)e,  that  shade  supplanting  Avhite  to  a  great 
exh'nt.^  l!nt  in  all  cdlni'i'd  caskets  the  hardAvare,  linings 
aiul  ^^nisll(^^;  are  made  to  match.  A  new  shade  in  grey 
is  aK'o  popidar.  It  is  more  expensive  than  black,  and 
has  a  rich  appearance.  These  colored  coverings  are 
made  of  all  avooI  cloth. 

A  demand  has  grown  up  for  the  automatic  key  ])anel 
caskets,  Avhich  alloAV  of  the  top  to  automatically  stand 
up  or  roll  over  in  opening  and  closing  Avithout  any 
adjusting. 

An  elaborate  cask:  t  in  jnirj)le  plush,  Avith  pilloAv  and 
linings  in  Avhite  silk  Avith  storm  effect  Avas  shoAvn  on 
the  landing  between  the  two  floors.  While  all  these 
caskets  Avere  splendid  samples,  of  the  advance  made 
in  manufacturing  of  late  years,  yet  none  of  those  dis- 
played Avere  special  exhibition  goods.  They  are  lines 
that  are  going  througli  t^he  Evel  factory  all  the  time. 

It  Avas  noticeable  at  the  exhibition  that  casket  linings 
ai'e  narroAving  down  to  a  few  patterns  of  rich  mater- 
ials. Swiss  and  T^'rench  silk,  crepe-de-chene  and  liberty 
satin  are  the  ])rominent  materials,  and  these  are  put 
up  in  plain,  padded,  jjutt'ed  aiul  storm  eff'eet.  A  ncAV 
colored  lining  is  in  grey  tint. 

In  robes,  too.  tliere  is  Muite  an  adA-ance,  i)eople  Avant- 
ing  something  considei'ably  bettei'  than  in  the  old  days. 
Evel's  showed  at  least  a  dozen  new  designs  in  robes  foi' 
both  men  and  Avomen,  and  even  the  children's  line 
shoAVS  a  distinct  advance.  Door  drapes,  the  bane  of  th(> 
undertaker's  life,  are  receiving  more  attention,  and 
some  fine  samples  of  purple,  grey,  black,  Avhite,  anti 
other  shades  in  effective  designs  Avere  shoAvn. 

National  Casket  Company's  Display 

The  National  Gasket  Co.  had  a  very  full  display  of 
their  caskets  in  the  shoAvrooms  of  their  factorv",  on 
Niagara  Street,  Toronto.  An  extensive  exhibit  Avas 
made  of  their  liardAvood  cases,  on  Avhich  there  is  a  spe- 
cial run  at  present.  These  are  made  of  solid  hard- 
Avood — high  grade  oak  and  most  expensive  mahogany. 
On  these  mahogaiiy  caskets  even  the  handles  are  made 
of  mahogany.  So  attractive  Avas  this  line  that  at  least 
a  dozen  of  them  Avere  sold  on  sight  during  convention 
Aveek. 

A  s];ecial  display  Avas  made  of  the  new  style  urn- 
shaped  casket.  This  shape  is  ncAv  in  this  country.  They 
have  a  polished  finish  and  are  cloth-covered. 

As  well,  a  splendid  display  Avas  made  of  the  National 
ful'  line  of  couch  caskets,  some  19  in  number,  all  dif- 
ferent styles.  The  colorings,  too,  in  the  finished  cas- 
kets Avere  rich.  A  number  of  caskets  were  shoAvn  in 
process  of  manufacture — that  is  at  different  stages  of 
making — all  going  to  emphasize  the  thoroughiu^s.s  Avith 
which  these  caskets  are  made  and  the  high  nuality  of 
thr>  material  entering  into  their  manufacture."  All  the 
company's  caskets  and  outside  boxes  are  uoav  made  on 
a  Lindermaini  glueing  machine.  AA^hich  dove-tails,  cuts 
off  and  ghu's  at  the  one  and  same  tiiiu'.  So  Avell  is  the 
glru-ing  done  that  by  actual  tests  the  Avork  stands  up 
absolutely  tight  in  Avater.  Another  interesting  machine 
in  the  National  factory  is  the  cutting  machine,  AA^hich 
take.s  off  clean  the  two  ends  of  the  boards  at  one  cutting. 
It  cuts  these  boards  at  the  rate  of  67  a  minute. 

li!  the  upstairs  show-room  Avas  displayed  a  full  range 
of  casket  hardAvare   and   dry  goods — robes,  drapes, 
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IMPORTANT  ANNOUNCEMENT 

OWING  to  the  ever  increasing;  demand  for  our  high  quahty  line  of  goods  in  Canada,  especially  within  the 
past  few  months,  we  have  thus  increased  our  faci  itics  to  take  care  of  this  constant  growing  business 
and  are  pleased  to  announce  that  we  are  now  in  a  position  to  furnish  all  of  the  Canadian  undertakers 
with  our  quality  line,  no  matter  where  they  may  be  located. 

KNOWING  WHO  to  buv  from  means  much  to  both  you  an  1  us,  and  knowing  where  to  buy  enables  you  to 
enjoy  goods  and  prices  not  carried  and  sold  by  eve-\  undertaker  in  the  Dominion,  and  enables  you  to  enjoy 
better  caskets  al  substantial  savings. 

BUT  YOU  WILL  SAY— How  about  the  duty  on  your  go.uls  ?  In  repl}-  we  beg  to  say  that  j  ou  need  not 
mind  t'lis  part  of  the  sale  as  our  prices  are  practically  all  25  ^  Ijwer  ih m  the  concerns  you  now  buy  from  in 
Canada.     .\nd  belter  still,  our  goods  are  of  the  highest  possible  quality  and  workmanship. 

WE  HA\'E  ABSOLUTELY  the  largest  line  of  burial  caskets  and  variety  of  designs  at  lower  prices  than  any 
concern  )ou  have  ever  heard  of.  Over  three  hundred  artistic  designs  for  your  selection,  all  of  which  are 
mone}'  saving  values. 

OUR  THREE  HUNDRED  PAGE  Catalogue  will  be  cheerfullv  sent  you  with  all  ch  irges  paid  upon  receipt 
of  your  request,  and  will  not  obligate  you  in  any  way.  We  will  leave  this  all  to  your  own  wise  judgment. 
ACT  NOW.  Don't  delay.  Delays  pay  no  dividends.  Get  in  touch  with  the  high  grade  goods  of 
"Michigan"  Production. 


Michigan  Casket  Company 

DETROIT  MICHIGAN 


Makers  of  Good  Burial  Caskets. 


"  If  it  comes  from  the  "  Michigan"  it  must  be  right. 


The  Only 
Steel  Grave 
Vault  made 
in  Canada 


(,  6 


The  St.  Thomas 


Original,  Quick  Closing  End  Vault 


MANUFACTURED  BY 


The  St.  Thomas  MetaUic  Vault  Company,  Limited 

ST.  THOMAS,  ONTARIO 
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gloves,  etc.  These  lines  wei'e  so  extensive  tliat  tliey 
completely  took  iij)  all  the  available  space  in  the  room. 

Egyptian  Chemical  Company's  Product 

With  the  National  Casket  display  an  exhibit  was 
also  made  of  "Alcoforni,"  the  i)atented  concentrated 
fluid  made  l)y  the  Egyptian  Chemical  Co.,  Boston. 
Every  bottle  of  this  product  is  guaranteed  by  the 
makers,  who  vouch  for  its  reliability,  its  safeness,  and 
its  surely.  They  also  pvd)lish  the  formula  of  the  fluid 
with  each  bottle. 

The  Greer  Carriage  Display 

A.  15.  (ireer.  Loiulon.  Out.,  had  an  exhibit  of  their  car- 
riages in  the  National  Casket  Co.'s  show-rooms  on 
Niagara  Street.  There  they  showed  samples  of  their 
comjilete  line  of  landaus,  pall-bearers'  coaches,  ambu- 
lances, undertakers'  Avagons.  hearses,  funeral  cars,  and 
embalmers'  buggies.  The  company  has  been  making 
these  goods  for  forty  years,  and  they  are  guaranteed. 

The  D.  W.  Thompson  Co. 

The  1).  W.  Thomp.son  Co.,  Ltd.,  Toronto,  exhibited 
samples  of  theii'  full  lines  of  caskets  in  their  show 
rooms  at  3;)7  Queen  street,  west.  These  included 
polished  hai'dwood  caskets  of  oak  and  mahogany. 

In  cloth-covered  caskets  there  were  shown  a  great 
numy  difl'erent  designs  and  patterns  of  broadcloth  on 
hardwood,  trimmed  with  the  best  of  liberty  satin. 

The  copper  interior  shell  for  all  caskets  was  shown 
and  deinonstrated.  This,  with  its  i)late  glass  top.  when 
secuj''d  is  pe^-fectly  air  tight. 


The  hardware  display  was  an  extensive  one,  handles 
in  all  m"tals  and  also  hardwood  were  shown  in 
immense  variety.  This  also  applies  to  crucifixes,  name 
l)lates  and  oimaments  generally.  There  was  a  big  range 
of  these  shown. 

It  Avas  in  costumes  that  the  display  was  particularly 
full.  There  were  shown  slumber  i-obes,  dresses,  full 
dress  suits  for  men  and  women  in  black,  white  and 
various  colors,  some  of  those  for  young  people  being 
ill  greys  and  other  soft  colors  with  touches  of  pink, 
ami  little  colored  ornaments  in  exclusive  styles  and 
patterns.  Pink  satin  roses  and  beaded  chifl'on  are 
prominent. 

Door  drapes  and  casket  li)iings,  too,  had  their  place, 
but  while  varii-ty  can  be  had  in  these  latter  it  was 
noted  that  the  demand  is  narrowing  down  to  sonic 
three  or  four  ranges  of  Avhite  in  2)lain,  cloud  effect  aiul 
plea^"ed  patterns. 

"Ever  Rite"  Embalming  Fluid 

J.  Tiiomi)son,  of  J.  Thompson  &  Son,  undcrtakei-s, 
Forest  Out.,  makers  of  "Ever  Rite"  embalming  fluid, 
made  a  showing  of  that  commodity  in  the  JPalmer 
House.  They  have  made  a  test  of  499  days  with  their 
fluid.,  and  they  guarantee  i1  to  give  the  best  result?;. 


The  National  Casket  ('o.  closed  their  factory  for 
the  whole  day  on  Saturday,  Sept.  6.  to  allow  the 
employees  to  attend  the  Toronto  Exhibition,  and  thus 
make  sure  of  the  million  mai'k  being  reached  in  attend- 
ance. 


A.  .J.  U.  Ki;kli;inU.  of  Tliu  Xatioiial  C-iiskoUCo.,  Toronto,  tuediiig  the  children  of  Niagara  Street  factorvMistrict  at  tlie  close  of  the  (  anadiati 
Funeral  Directors  Association  Convention.   This  has  been  a  feature  of  the  company  for  the  past  five  years. 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally Every  Good  Undertaker 


These  are  Some  of  the  Reasons 

why  YOU 

It  is  interesting  to  talk  with  the  F'uneral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts  ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
jj^balmmg  Fluid. 


why  WE  Recommend  DIOXIN  and 
Should  use  it! 

We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       Ingersoll,  Ontario 


October,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


55 


SHOULD  THERE  BE  DOMINION  ORGANIZATION? 

H.  G.  Stone,  Seci-etary  of  the  Alberta  Funeral 
Directors'  and  P^nibalniers'  Association,  favors  a  Do- 
minion organization  of  funei-al  directors  and  enibalni- 
ers,  but  thinks  there  should  first  of  all  be  an  association 
in  every  province. 

As  to  the  forming  of  a  Dominion  association,  I  am 
very  much  in  favor  of  it  as  soon  as  all  the  provinces 
have  each  an  association  of  their  own.  It  is  something 
T  have  personally  spoken  of  a  great  many  times,  as  it 
will  strengthen  the  hand  of  the  ])rovincial  associations 
and  thereby  make  tiie  work  we  have  uiulertaken  more 
far-rea'ihing  and  stronger. 

With  a  Dominion  association  as  our  head  we  will  be 
able  to  have  laws  passed  by  our  Dominion  Government 
that  will  in  a  far  shorter  time  compel  all  embalmers  and 
funei-als  directors  to  take  a  regular  college  course  of  in- 
structions, and  then  the  embalmer  will  rank  as  he 
should  with  the  other  ]«'ofessions. 

Ali-endy  the  old-time  imdertaker  is  becoming  a  thing 
of  the  past,  and  the  successful  embalmers  and  funeral 
directors  are  composed  of  men  who  are  to-day  being 
looked  up  to  Avith  respect;  men  who  are  steadily  climb- 
ing the  ladder  to  a  higher  standing  in  the  profession 
of  embalming.  men  who  are  no  longer  a  joke  as  in  days 
gone  by. 

I  don't  mean  to  say  that  even  then  all  undertakers 
wer!-  a  joke,  for  even  then  there  were  amongst  the 
undertakers  a  lai-ge  number  of  men  who  were  striving 
to  bring  the  funeral  director  up  to  a  higher  standard. 
They  saw  that  the  time  was  coming  when  more  would 
be  required  of  the  funeral  director  than  the  mere 
selling  of  a  casket  or  coffin,  putting  a  body  therein  and 
formir.g  a  funeral  procession.  They  saw  that  those 
wiio  wished  to  go  ahead  in  their  calling  would  have  to 
study  and  prepare  themselves  to  keep  iip  with  the 
times.  Ti  was  men  of  this  class  that  first  saw  what  the 
forming  of  associations  would  mean  to  the  average 
Tindertaker,  and  how  much  more  to  the  men  that  could 
see  further  ahead.  To-day  we  as  embalmers  and  fun- 
eral directors  have  to  take  oft'  our  hats  to  these  men, 
the  fathers  of  our  present  embalmers  and  funeral 
directors'  associations  throughout  the  world. 

I  thank  you  for  your  letter  and  will  bring  it  up  in 
our  convention  this  month  and  will  let  you  know  the 
feeling  of  the  members,  though  T  am  sure  that  I  have 
in  this  letter  voiced  the  feding  of  the  members  of  the 
Alberta  Association. 

I  should  like  to  see  the  heads  of  the  different  asso- 
ciations take  this  matter  up  even  now.  for  it  will  take 
some  little  time  to  get  things  into  shape,  so  that  a  head 
or  Dominion  association  could  be  formed. 

You  are  at  liberty  to  use  this  letter  if  you  think 
it  would  help  to  bring  things  more  f|uickly  to  a  head. 


MARITIME  PROVINCES  FUNERAL  DIRECTORS 

T)ie  annual  meeting  of  the  Maritime  Fimeral  Direct- 
ors' Association  opened  in  Halifax  on  August  26,  John 
Snow.  Sr.,  the  president,  in  the  chair,  and  with  forty 
delegates  present,  while  many  more  arrived  during  the 
two  following  days  of  the  convention. 

Mr.  Snow,  in  his  opening  address,  gave  a  graphic 
account  of  his  experiences  in  connection  with  the  his- 
toric wreck  of  the  Titanic — a  time  which  will  never 
be  forgotten  by  the  citizens  of  Halifax. 

He  referred  feelingly  to  the  death  of  A.  Tiittlel,  of 
Moncton.  vice-president  of  the  Association,  and  also  to 
the  illness  of  A.  J.  Beaton,  of  Sydney,  a  committee  con- 
sisting of  Mr.  Snow  and  F.  W.  Wallace,  of  Sussex,  N.B., 
being  appointed  to  draft  a  letter  of  condolence  to  be 
forwarded  to  Mr.  Tuttle's  family. 


The  president  then  introduced  Professor  Lena  R. 
Sinnnons,  of  Syracuse,  N.Y.,  who  delivered  a  short 
address,  the  meeting  then  adjourning  to  the  Morgue, 
where  there  was  a  demonstration  on  a  cadaver,  and  a 
lecture. 

On  the  eveiiing  of  Aug.  27  a  ban(|uet  was  held  in 
the  ('arleton  House. 

F.  W.  Wallace.  Sussex.  N.B.,  who  has  long  had  a 
connection  with  the  undertaking  profession  in  the 
Maritime  Provinces,  was  elected  president. 


ST.  THOMAS  METALLIC  VAULTS 

The  St.  Thomas  Metallic  Vavdt  Co.,  Ltil.,  manufactur- 
ers of  the  St.  Thomas  steel  grave  vault,  at 
St.  Thomas,  Ont.,  have  in  their  "St.  Thomas" 
grave  vault  what  is  said  to  be  the  only 
steel  grave  vault  tnade  in  Canada.  Up  ujitil 
the  opening  of  their  factory  at  St.  Thomas,  the 
high  duty  on  these  vaults  made  it  impossible  for  many 
to  buy  them,  but  since  they  are  being  manufactured  in 
Canada,  the  price  has  made  them  within  the  means  of 
all. 

It  is  the  aim  of  every  funeral  director  to  make  each 
funeral  as  perfect,  dignified  and  complete  as  possible, 
and  it  i?  also  the  hope  of  everyone  who  has  lost  a  loved 
one  through  death  to  provide  some  means  of  relieving 
the  lingering  impression  of  horror  and  dread  that 
hovers  around  the  grave,  because  to  show  respect  to 
the  dead  is,  and  has  been  since  the  earliest  days,  the 
aim  of  all.  This  desire  is  shown  in  the  building  of 
mausoleums,  the  erection  of  costly  monuments,  and 
more  especially  the  purchasing  of  expensive  caskets. 
All  of  this,  however,  does  not  entirely  satisfy  if  the 
casket  is  consigned  to  the  cold,  wet  ground. 

In  an  effort  to  preserve  body  and  casket,  slate,  stone, 
cement,  brick  and  marble  vaidts  have  been  used,  and 
now  comes  The  steel  vault  which  offers  absolute  pro- 
tection against  cave-ins,  rodents,  grave  robbers  and 
the  decaying  action  of  air  and  water.  In  the  steel 
vault,  neither  the  icy  cold  of  winter,  the  torrid  heat  of 
summer,  nor  the  damp  that  feeds  the  mold,  can  enter. 
Here  is  absolute  protection  and  security. 

A  trip  through  the  factory  at  St.  Thomas,  will  show 
the  t'\sting  department,  a  particularly  interesting  sight. 
Every  vault  is  thoroughly  tested  before  leaving  the 
factory  to  see  that  it  is  absohitely  air  and  water  tight. 


RESULTS  OF  BEAN  GUESSING  CONTEST 

During  convention  week  the  Eckardt  National  Cas- 
ket Co.  conducted  a  "  beans-in-the-jar "  guessing  con- 
test, which  was  the  object  of  much  fun  and  excitement. 
A  large  glass  jar  was  filled  with  beans,  wood  and  paper, 
and  every  bona  fide  fimeral  director,  or  assistant,  who 
visited  the  establishment  was  entitled  to  a  guess.  Some 
of  these  wer^:^  very  wild,  ranging  from  15.000  to  loO.OOO, 
one.  indeed,  going  as  high  as  669,341. 

Thi>  luirab'^r  of  beans  in  the  jar  were  71,302.  The 
nearest  guess  in  the  funeral  directors'  class  was  made 
by  Chris.  Dreisinger,  Flmira,  Ont.,  whose  estimate  was 
70.000.  Others  who  came  close  to  the  correct  total 
w<-re  Geo.  Knapp,  Kamloops,  B.  C,  68,000;  U. 
B.  Hamilton,  Millbank,  65,350;  Mr.  J.  McNan,  Tren- 
ton, 60,022;  A.  Bristol  Purdv.  Prince  Albert,  Sask., 
77,777;  N.  P>.  Cobbledick,  E.  Toronto:  W.  R.  Egan, 
Bolton:  J.  A.  Donaldson,  Caledon  East;  0.  W.  Reid, 
Meafoi'd:  C.  A.  Connors,  Toronto. 

C.  H.  Davey,  Victoria  Road,  won  the  assistant's  prize, 
his  guess  being  71,461.  He  was  closelv  followed  by 
N.  C.  Rundle,  Toronto,  with  70,500;  Wm.  Dwyer,  Ham- 
ilton ;  W.  A.  Strangham,  Orillia  :  F.  G.  Robinson,  and  H, 
S.  Peirce,  Brantford, 
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The  Springfield  Metallic  Casket  Co'y  Sa™ 


Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  nierits  of  Springfield  Metallic  Caskets,  logethcr  with  tlie  great  variety  of  st3  les,  is  proven  by 
uniform  satisfaction  among-  the  thousands  of  purchasers. 


the 


The  Springfield  State  Bronze 


DARK  STATUARY  BRONZE  finish 
ANTIQUE  SILVER  finish 


Telegraph  word  "WASHINGTON" 
"  "IMPERIAL" 


Tlie  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  A^ew  '■'Major"  Light  Weight  Steel 
Shipping  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardivarc,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 

Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Diox:de. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


For  Every  Furniture  Man 


How  to  Know 
Period  Stylea 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
hy  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  daijs,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  mo7icy  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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The  prizes,  ■\viii(;ii  <ii'e  a  J'our-|)it'e(',  gold-lined,  guai-aii- 
teed  silver  tea  set,  with  inannfacturers "  stamp  for  each 
class,  wei'e  the  object  of  much  admiration  by  the  con- 
testants, and  both  Mr.  Dreysinger  and  ]\Ir.  Davey 
received  congratulations  on  tlieir  Aviiuiing  the  ])ri/.es. 


NEW  MANAGER  OF  WINNIPEG  CASKET  CO. 

('lias.  C'rosslaiul,  who  since  l!)00  lias  been  an  em- 
ployee of  the  Eckardt  National  Casket  Co.,  Toronto,  has 
been  appointed  manager  of  Semmens  &  Evel  Casket 
Co.,  Ltd.,  Winni])eg,  in  succession  to  Geo.  Thompson,, 
and  ieft  a  few  days  ago  to  assume  the  duties  of  his  lu'w 
position.  Mr.  Crossland  .joined  the  Eckai'dt  National 
staff  when  16  years  old,  and  has  seen  service  in  nmny 
positions  with  that  eomt)any.  Until  a  year  ago  he  was 
traveling  salesman  for  thera  in  Northern  Ontario.  This 
])ast  year  he  has  been  attached  to  the  Toronto  office. 
He  is  a  pleasant,  genial  person  and  has  the  good  will 
and  best  wises  of  his  many  friends  in  the  profession. 

Before  leaving  for  the  West  Mr.  Crossland  was  culer- 
tained  at  a  number  of  functions  l)y  Mr.  Eckardt,  a 
party  being  made  up  of  the  traveling  staff  of  the  Na- 
tional Casket  Co.  Oiie  day  tlie  party  visited  the  Wes- 
ton Fair,  motored  to  Land^ton  for  golf  and  supped  at 
the  National  Chib,  Toronto.  The  following  day  the 
motor  party  visited  Markham,  where  they  had  dinner; 
and  the  succeeding  day  Mr.  Crossland  and  pjii'ty  were 
tendered  a  supper  at  Mr.  Eckardt 's  I'esidence,  500 
Huron  Street,  Toronto, 


CAN  CEMETERY  BE  CUT  INTO  BUILDING  LOTS? 

In  the  matter  of  the  Humbervale  cemetery,  where 
several  Toronto  men  wished  to  have  part  of  the  pro- 
perty cut  up  into  building  lots,  Hon.  AV.  J.  Ilanna, 
Provincial  Secretary,  states  that  he  is  causing  incjuiries 
to  be  made  to  ascertain  the  ]tositi()ii  of  the  c^unpany 
under  its  charter.  When  asketl  if  he  hatl  the  power 
of  recall  over  any  charter  granted,  Mr.  Hanna  said 
that  the  Minister  had  absolute  authority  to  cancel  any 
charter  that  had  been  granted,  and  he  would  not 
hesitate  to  do  so  if  it  was  found  to  be  in  tlie  public 
interest.  Mr.  Hanna  is  making  careful  iinjuiries  into 
the  merits  of  both  sides  of  the  rjuestion,  and  expects 
to  be  in  a  position  shortly  to  announce  what  will  be 
done  by  his  department. 


'ABOVE  THE  CLOUDS" 

The  Furniture  World  and  The  Undertaker  is  in  re- 
ceipt of  a  handsome  booklet  from  the  publishers  of 
Sunnyside,  Ncav  Yorlc.  It  is  entitled  "Above  the 
Clouds  in  New  York,"  and  deals  specifically  Avith  the 
famou:  Woolworth  Building,  in  which  the  offices  of 
Sunnysile  are  located.  But  besides  illustrations  of 
that  building  there  are  a  score  or  more  of  views  of  New 
York,  some  of  which  are  in  colors.  "Come  and  See 
Us,"  is  an  invitation  Avhieh  comes  attached  to  the 
booklet.  We  certainly  shall  when  opportunity  affords, 
although  as  a  general  thing  we  are  adverse  to  going  up 
in  the  clouds  until  a  litth'  later  in  life. 


FROM  PARSON  TO  UNDERTAKER 

Another  San  Francisco  minister  is  to  become  an 
undertaker.  Rev.  Nat  Friend,  pastor  of  the  Howard 
Presbyterian  (Jhiu'ch,  announced  recently  that  he 
would  resign  his  pastorate  to  take  up  the  new  v:()vk. 

"The  undertaking  field,"  he  said,  "will  give  me  an 
even  g'-eater  oppoi'tunity  for  social  service  than  the 
ministry. ' ' 

Seve'ai  months  ago  Rev.  Di-.  I>radford  Leavitt,  of 
the  Unitarian  ("hurch,  became  an  undertaker. 


TORONTO'S  FIRST  AUTO  FUNERAL 

The  first  auto  fuiu'ral  in  Toronto  took  place  there 
recently  Avhen  the  remains  of  Thomas  Gibney  Avere  laid 
to  rest  by  Harry  Ellis.  His  ucav  and  poAv'erful  auto- 
hearse  Avas  put  into  7'e(|uisition,  and  three  automobiles 
containing  relatives  and  friends  folloAved  the  funeral 
car  to  the  cemetery. 

The  auto-heai'se  is  a  beautiful  car.  built  specially 
for  the  purpose.  There  is  room  sufficient  for  tAVO 
caskets,  and  there  ai-e  also  several  shelves  for  the 
holding  of  floAvers. 

NEW  FACTORY  FOR  EVEL  CASKET  CO. 

The  Evel  Casket  Co.,  Hamilton,  Out.,  have  purchased 
property  at  that  city  on  Avliich  Avill  be  erected  a  neAV 
large  factory.    The  present  plant  has  proven  entirely 


New  1111)1  ui-  ambulance  recently  installed  in  connection  witli  The 
Bellamy  Company's  undertaking  parlors,  Moose  Jaw,  Sask. 


inadequate  to  meet  the  demands  Avhich  have  been 
made  upon  tliem,  and  they  find  it  imperative. to  have 
larger  piemises  and  a  bigger  staff;'  to  cope  Avith  the 
groAvth  of  their  business. 


WINNERS  OF  ECKHARDT  TROPHY 

The  competition  for  the  Eckardt  IJoAvling  Tro])hy 
Avas  played  off  at  Stouffville  recently,  the  Wales  rink, 
composed  of  Bertie  Wales,  Godfrey  Willis,  Jamie  Wales 
and  J.  A.  Wales  (Skip),  being  the  Avinners.  A.  J.  H. 
Eckhardt,  of  the  National  Casket  Co.,  Toronto,  Avho 
presented  the  trophy,  sent  congratulations,  being 
unable,  OAA'ing  to  illness,  to  be  present. 


PUBLISH  PHOTOGRAPHS  OF  UNKNOWN  DEAD 

That  piiotogi'aphs  of  the  unidentified  dead  brought 
to  the  morgue  be  published  in  the  papers  aud  kept^on 
file  for  reference  Avas  the  i-ecommendation  of  a  Toronto 
coroner's  jury  Avhich  brought  in  a  verdict  of  accidental 
death  on  the  body  of  an  unknoAvn  man  killed  on  the 
G.T.R.  tracks  near  the  Exhibition  grounds  there, 
recently. 


PROFESSIONAL  NOTES 

F.  C.  Dance,  undertaker,  Shelburne,  Out.,  recently 
lost  by  death  his  baby  boy,  aged  four  years. 

James  Nicol,  undertaker.  Shoal  Lake,  Man.,  is  a 
director  of  the  recently  incorporated  "Star  Printing 
Co.,  Limited,"  of  that  town. 

Eber  Denisou,  driver  of  Ellis'  motor  ambulance, 
tried  to  separate  two  hearse  horses  that  Avere  fighting 
Avith  each  other  Avith  their  feet,  and  as  a  result  he  is 
in  the  Western  Hospital,  Toronto,  Avith  a  badly 
damagr^d  hip.  Denison  Avent  in  betAveen  the  Iavo 
horses,  and  Avhile  holding  one  of  the  horses'  heads  Avas 
kicked  in  the  hip  by  the  other. 
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ONTABIO. 

Aurora — 

Dunham,  Charles. 

Barric — 

Smith,  G.  G.  &  Co. 

B6wmanville 
Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  E.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboconk 
Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon 

Sproul,  William 
Dutton — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 
Deyman,  L.  &  Son. 

Fenwick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haiieybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth— 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  8. 

Kemptvllle — 

McCaughey,  Geo.  A. 

Kenora — 

Horn  &  Taylor. 

Kingston — 
Corbett,  8.  8. 

Lakefield — 

Hendren,  Geo.  Q. 

Little  Current — 
Sims,  J.  O. 

Markdale — 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakWOOd — (Mariposa  Station 

G.T.R.)    Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 

Petrolia — • 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 

Renfrew — 

O'Connor,  Wm. 

St.  Mary's — 
N.  L.  Brandon. 

St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 

Scotland — 

Vaughan,  Jos.  H.  M. 

Sudbury- 
Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Bur  al  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo 

Klipper     Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
CowansviUe — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona — 

Fraser,  D.  &  Co. 
xialifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Campbell  &  Campbell. 
Vincent  &  McPherson. 

Swan  Biver — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Miiin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 

Saskatoon- 
Young,  A.  E. 


Kamsack —  , 

Russell,  G.  E.  L 
Lanigan — 

Robertson,  Wn  . 
Moose  Jaw 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  1*. 

Prince  Albert- 
Howard,  A.  C. 

Begina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — • 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 
Calgary- 
Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalmings  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — Furniture  and  Undertaking  business  in  fast  grow- 
ing town  of  over  four  thousand  population.  Large  county  trade. 
Apply  box  119,  Canadian  Furniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  8/13/3 

WANTED — Position  in  furniture  factory  as  superintendent  or  factory 
manager.  Now  employed  as  supei  intertdent.  Experienced  in  every 
detail.  Legitimate  reasons  for  desiring  a  change.  Address — "Su- 
perintendent" c/o  Canadian  Furniture  World  and  The  Undertaker, 

32  Colb  rne  St.,  Toronto.  13/10/1 

FOR  SALE — Good  furniture  and  undertaking  business  in  thriving 
manufacturing  town.  Large  countrv  trade.  Good  reasons  for  sell- 
ing. Easy  terms  for  quick  sale.  Apply  Box.  122. ,  Canadian  Furni- 
ture World  and  The  Undertaker,  32  Colborne  St.,  Toronto,  Ont. 

13/10/3 

FOR  SALE— Great  bargains  in  second-hand  Hearses  and  Under- 
takers' Wagons  ;  very  suitable  for  North  Country  ;  also  Victoria 
Carriages,  very  suitable  and  profitable  for  funeral  work,  at  a  great 
sacrifice;  also  an  extension  top  carriage,  almost  new,  at  a  great 
sacrifice;  also  one  first-class  Sleigh  or  Cutter,  city  style,  can  also 
be  used  as  a  single  or  family  sleigh — high  rattan  dash  ;  also  two 
splendid  up-to-date  Delivery  Sleighs  ;  all  to  be  sold  at  a  great  sacri- 
fice. Write  us  for  photographs  and  quotations.  National  Casket 
Co.,  Toronto,  Ontario,  Canada.  13/10/1 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLag-»ii      Furniture  Co., 

Stratford. 
John  C.  JIundfll  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.    W.  Joliiis-llanville 

Co.,  Toronto. 

BABY  CARRIAGES. 
G«Ti''ron   Mfg.   Co..  Toronto. 

AWNINGS 
Stamco,  Limitfd,  Saslatciin,  Sask. 

llENT  WOOD  FURNITURE. 
Jclin  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
KnecUtel    Furniture    Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 

Boll  Furniture  Co.,  Soutliampton, 
Ontario. 

Kensington  I'urniture  Co.,  Goder- 
ich. 

Knechtel  Furniture  Co,,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron) . 
Canada  Beds,  Ltd.,  Chesley. 
Tdeal  Bedding  Co..  Toronto. 
Quality    Beds,    Limited,  Welland, 
Ontario. 

Stamco.  Ijiniited.  Saskatoon,  Sask. 
Stratford  Bed  Co.,  Stratford,  Ont. 
S.  Weiss-lass.  IJd..  Montreal,  Que. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture    Co.,  Hanover. 
BED  SPRINGS. 

Knechtel  Furniture  Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Lepgett   &   Piatt   Spring   Bed  Co., 

Windsor. 
Idenl  Bedding  Co.,  Toronto. 
Stainen.   Limited.   Saskatoon,  i^ask 
S.  Weisglass,   Ltd.,   Montreal,  Qne. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Bell   Furniture    Co..  Southampton, 

Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Lippert  Furniture   Co.,  Berlin. 
BED  ROOM  SUITES. 

Bell  Furniture  Co.,  Soutliampton, 
Ontario. 

Kensington  Furniture  Co.,  Goder- 
ich. 

Knechtel  Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co., 

Stratford. 
•Tohn  C.  Mundell  &  Co.,  Elora,  Ont. 

CAMP  FURNITURE. 

Stratford   Mfg.    Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 

.lohn  C.  Mundell  &  Co..  Elora,  Ont. 
CHAIRS  AND  ROCKERS. 

Bell  Furniture  Co.,  Sojthampton, 
Ontario. 

Baetz  Bros.,  Berlin. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

Canadian  Rattan  Chair  Co.,  Vic- 
toriaville. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 

Imperial    Furniture   Co.,  Toronto. 

Lippert  Furniture  Co.,  Berlin. 

Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHESTERFIELDS. 

Imperial   Furniture   Co.,  Toronto. 
CHIFFONIERS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 


Knechtei   Furniture   Co.,  Hanover. 

Meaford   Mfg.   Co.,    Meaford,  Ont. 

Stratford   Cliair  Co.,  Stratford. 

\'ictoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

CHINA  CABINETS. 

liell  I'urniture  Co.,  Southampton, 
Ontario 

Peppier  Bros.,  Hanover. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

Meaford   Mfg.   Co.,    Meaford,  Ont. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Stamco,  Limited,  Saskatoon.  Sask. 

COUCHES. 
J.  P.  Albrough  &  Co.,  Ingersoll. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora,  Out. 
S.  Weisglass.  Ltd.,  Montreal,  Que. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 
Stamco,  Limited,  Saskatoon,  Sask. 

CRADLES. 

Knechtel   Furniture    Co.,  Hanover, 

CRIBS  (Brass  and  Iron) 
Ideal    Bedding   Co,,  Toronto. 
John  V.  JIundell  &  Co.,  Elora,  Ont. 
.'-;t,-iiiic-.i,   Limited.  Saskatoon,  Sask. 
.S.   Wi  is-iass,   Ltd,,  M..ntr(al,  Que, 

CUSHIONS. 

.Stamoo,  Limited.  Saskatoon,  Sask. 

DAVENPORT  BEDS. 
Montreal   Upholstering  Co.,  M(>nt- 

real.  Que. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DEN  FURNITURE 

Elmira  Furniture  Co,  Elmira,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

DIVANETTES. 
Lippert  Funiltuie  t  o.,  Berlin. 
DESKS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DINING  SUITES. 

Bell  Fvirniture  Co.,  Southampton, 
Ontario. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Peppier  Bros  ,  Hanover. 
Stratford   Chair  Co.,  Stratford. 

DINNER  WAGONS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

Peppier   Bros.,  Hanover. 

DRESSERS. 

Bell  Furniture  Co.,  Southamjiton, 
Ontario. 

Knechtel   Furniture   Co.,  Hanover. 

Stratford   Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co..  Victor- 
iaville. Que. 

Meaford  Mfg.  Co.,  Meaford,  Ont. 
EXTENSION  TABLES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Peppier   Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin, 

Meaford  Mfg,  Co.,  Meaford,  Ont. 
FILING  DEVICES. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Stratford  Mfg.  Co.,  Stratford, 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co..  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  HARDWARE 
Stratford  Brass  Co..  Stratford,  Ont. 


HALL  SEATS  AND  MIRRORS. 

Geo.      McLagan  Furniture  Co., 

Stratford. 
Meaford  Mfg.   Co.,   Meaford,  Ont. 

HALL  TREES. 

Geo.      McLagan  i'urniture  Co., 

Stratford. 

HAMMO-COUCHES. 

Ideal  Beddinir  Co,,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
Victoriaville   Chair  Mfg.   Co.,  Vic- 
toriaville. Que. 

IRONING    BOARDS  AND 
DRYERS. 

Stratford   Mfg.   Co.,  Stratford, 

JARDINIERE  STANDS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Elora  Furniture  Co.,  Elora. 
Geo.      McLagan      Furniture  Co., 

Stratford, 
Meaford   Mfg.   Co..    Meaford,  Ont. 

KITCHEN  CABINETS. 
Hamilton  Ideal  Mfg.  Co.,  Hamilton. 
Knechtel     Kitchen     Catiinct  Co., 

Ltd,,  Hanover,  Out. 

KITCHEN  TABLES. 

Knechtel   Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 

Meaford   nlfg.   Co.,    Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratford    Mfg.    Co..  Stratford. 

LIBRARY  TABLES. 

Bell   Furniture    Co.,  Southampton, 

Ontario. 
Peppier  Brcs.,  Hanover. 
Elmira  Furniture  Co,  Elmira,  Out. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Meaford  Mfg.   Co.,   Meaford,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

LUXURY  CHAIRS. 

Lippert   Furniture   Co,,  Berlin, 

MATTRESSES. 

Berlin  Bedding  Co..  Toronto. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

McKellar  Bedding   Co.,    Fort  Wil- 
liam. Ont. 
Stamco,   Limited,   Sask.Tteon,  Sask. 
Standard    Brdilni;;   (_(>,,  Toronto. 
Antiseptic    ISeddinu    Co.,  'J'oronte. 
Ideal   Bedding   Co,.  Toronto. 

MAGAZINE    RACKS  AND 
STANDS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 

Meaford   Mfg.   Co.,   Meaford,  Ont. 

MISSION  FURNITURE. 

Ellis  Furn  'ure  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Knechtel     Kitchen     Cabinet  Co., 

Ltd.,  Hanover,  Out. 

OFFICE  CHAIRS. 

Beli    Furniture   Co.,  Southampton, 
Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn.  Toronto  (W.  Craig). 
John  C.  Mundell  &  Co.,  Elora,  Ont. 
PARK  SEATS. 

Stratford   Mfg.   Co.,  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co.,  Ingersoll. 

Elmira     Interior     Woodwork  Co., 
Elmira. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 

Elmira    Interior    Woodwork  Co., 
Elmira. 

Ellis  Furniture   Co.,  Ingersoll. 
Knechtel   Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold     Medal    Furniture    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 

Geo.      McLagan      Furniture  Co., 

Stratford, 
Meaford   Mfg.   Co.,    Meaford,  Ont. 
Elora  Furniture  Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel    Furniture   Co.,  Hanover, 
Peppier  Bros,,  Hanover. 


PEDESTALS. 

Peppier  Bros,,  Hanover. 

Geo.      McLagan     Furniture  Co.. 
Stratford.  \ 
PILLOWS.  \ 

Stamco,  Limited,  Saskatodn,  Sask. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian    Rattan    Chair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Elhs  Furniture  Co.,  Ingersoll. 
Knechtel    Furniture    Co..  Hanover 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

SCHOOL  FURNITURE. 
Bell   Furniture    Co,,  Southampton, 
Ontario. 

SIDEBOARDS. 

Knechtel  Furniture  Co.,  Hanover 
Meaford  Mfg.  Co.,  Meaford,  Ont 
Stratford  Chair  Co.,  Stratford. 

TABLES. 
Bell    Furniture   Co.,  Southampton, 

Ontario. 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture    Co.,  Hanover 
John  <C.  Mundell  &  Co.,  Elora. 
Orillia    Furniture   Co.,  Orillia 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 
Elora  Furniture  Co.,  Elora. 
Kensington   Furniture    Co.,  Goder- 
ich, 

TELEPHONE  STANDS. 

John  C,  Mundell  &  Co,,  Elora,  Ont. 
TENTS 

Stamco,  Limited,  Saskatoon,  Sask. 

TYPEWRITER  DESKS. 
Elmira     Interior     Woodwork  Co, 
Elmira. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co,.  Ingersoll. 
Gold    Medal    Furniture     Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co,,  Ingersoll. 
Imperial  Rattan  Co,,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover, 
Waterloo  Furniture  Co.,  Waterloo, 
Gold    Medal     Furniture     Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfsr,  Co,,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford. 
Stratford    Mfg.   Co..  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co,,  Hanover, 
Meaford   Mfg.   Co.,    Meaford,  Ont. 
Stratford  Chair  Co.,  Stratford. 

FACTORY  SUPPLIES 

CLAMPS. 

Batavia  Clanip   Co,,   Batavia,  N.Y. 

iORNITURE  SHOES. 

Onward   Mfg.   Co.,  Berlin. 

DRY  KILNS. 
Morton  Dry  Kiln  Co ,  Chicago 
GLUE    JOINTING  MACHINES. 

Canadian    Lindernian    Co,,  Wood- 
stock. 

NAILS 

P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

PLATING 

P.  L.  Robertson  Mfg.  Co.,  Milton, 

Ontario. 

RIVETS  AND  SCREWS 
P.  L.  Robertson  Mfg.  Co.,  Milton, 

Ontario. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
♦twu,    N.  J. 

STERILIZED  HAIR. 
Griflin   Curled   Hair  Co.,  Toronto. 

TRUCKS. 
W.   I.    Kemp  Co,,   Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Anlt  .t  ■\\  iborg,  Tcn-onto. 

VENEERS. 
.■\dams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wni.  R.  Perrin  &  Co,.  Toronto. 

WASHERS 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 
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Onward  Mfg.  Co  14 


School  of  Embalming  58 

Semmens  &  Evel  Casket  Co  46 

Springfield  Casket  Co  56 
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Steele,  Jas.,  Limited  61 

Stratford  Bras.s  Co  12 

Stratford  Bed  Co   8 

Stratford  Mfg.  Co  12 

.Stratford  Chair  Co  o.b.c. 
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T 

Toronto  Feather  &  Down  Co.,  Ltd.  HI 


61 


Peppier  Bros. 


Veit,  Otto  T.  E..  &  Co  

W 

Waterloo  Furniture  Co   3 

Waterloo  Spiing  Co   61 

Weisglass,  S.,  Limited   5 


Make  Money  Out  of  Baled  Waste  Paper 

Any  retail  merchant  and  furniture  dealer,  large  or  .small,  can  make  money  out  of 

SCHICK'S  All  Steel  Baling  Press  for  Waste  Paper 

It  quickly  and  easily  makes  bales  weighing  150  pounds,  measuring  18  x  20  x  33  inches. 
One  boy  can  operate  it  in  odd  times. 

And  you  get  two  advantages  from  it — (1)  baling  waste  paper  greatly  reduces  fire  risk  and 
ofien  gives  you  a  lower  insurance  rate  ;  and  (2)  it  fixes  it  so  that  you  can  sell  it.  There 
is  always  a  market  for  baled  waste  paper. 

Write  for  prices  and  discounts  shown  in  catalog  No.  75. 

DAVENPORT  MFG.  COMPANY,  Davenport,  Iowa,  U.S.A. 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orgina!  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


your 
refun 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirt}  - 
five  3ears.  We  build  cliairs  that 
suit  the  requirements  of  any  case. 
Write  us  tor  cataloi;ue  No.  20  and 
prices,  if  interesleii. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

W rile  us  for  prices  and  set  of  color-cards 
(Empire  Building)  58-64  Wellington  Street  West,  Toronto 


The  Toronto  Feather  &  Down  Co. 


LIMITED 


Manufacturers  of  PILLOWS,  DOWN  AND 
COTTON  FILLED  COMFORTERS,  CUSHIONS 


IVrile  for  price-list 
and  catalogue 


35  Britain  St.,  Toronto 


IMPERIAL  FURNITURE  CO. 

Manufacturers  oj 
Turkish  Rockers,  Leather  Upholstered  Couches 
High  Grade  English  Chairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


Try  the  Waterloo  Spring  Co.  for 
Upliolstei ing  Sprinas.  Made  of 
best  spriiio-  wire  on  market. 

Sold  Wholesale  and  Retail 

Waterloo  Spring  Co. 

Waterloo,  Ont. 


KEMP'S  ffiSE^"  TRUCKS 

Platform--48  X  27  inches;  Height  of  Truck-  1 41  inches;  Centre  Wheel- 
14  inches  diameter;  Front  Wheel- 65  inches  diameter;  \i  inch  Steel  Axle, 
turned  ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platforms 
hardwood.  Weight,  1 50  lbs. 

Write  Um  for 
PriceM 

W.I.  Kemp 

Co.,  Limited 


Stratford 


Ontario 


MORTON 
NEW  HUMIDITY 

DRYING  SYSTEM 


The  Simplest,  Most  Economical  and  Common  Sense  Kiln  on  the  Market 

In  Use  by  Numerous  Canadian  Firms 
The  Favorite  Kiln  in  the  U.S.  with  Furniture  Factories 

Write  for      MORTON  DRY  KILN  CO. 

Catalogue  G.    20  W.  Jackson  Blvd.,  Chicago,  U.S.A. 


ESTABLISHED  1869 


Adams  &  Raymond 
I  Veneer  Co. 


N  DIAN  APOLI  S, 


N  DIANA 


^MANUFACTURERS 

OF 

PLAIN  5  FIGURED 
!  VENEERS 


C/RCASS/A/y 
An  ERICA  IS 


WALNUT 


BUY 

Upholstery  Springs 
That  "Stand  Up" 

OurTempered  Furniture  Springs  will 
outlast  almost  any  piece  of  uphol- 
stered furniture.  They  are  built  to 
"stand  up"  indefinitely. 


JAMES  STEELE,  LIMITED 


GUELPH 


ONTARIO 
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IT'S  NOT  TOO  EARLY 


To  be  thinking  about  your  selections  for  the 
hohday  season.  And  of  course  you'll  be  want- 
ing your  supply  of  Imperial  Reed  and  Upholster- 
ed Furniture  to  give  a  perfect  finish  to  your  display. 

Why  not  place  your  orders  with  us  now  and  let 
us  make  suggestions  on  how  best  to  make  this 
Christmas  and  New  Years  the  most  prosperous 
holiday  season  you  have  ever  experienced. 

Stratford  is  a  mixed  carload  centre  and  offers 
you  reduced  freight  rates  on  carload  lots. 


Imperial  Rattan  Company,  Limited 

Stratford,  Ontario 


STRATFORD  DINERS 


Are  not  made  to  appeal  speci- 
ally to  one  branch  of  your 
trade.  The  secret  of  their 
g"reat  popularity  lies  in  the 
fact  that  they  include  both 
medium-priced  and  hig^h-grade 
desig-ns. 

Either  class  would  look  well 
on  your  floors — there's  nothing 
cheap  or  shoddy  about  Strat- 
ford Diners,  and  the  comfor- 
table margin  of  profit  that 
goes  with  them  makes  them 
a  double  source  of  satisfaction 
to  the  dealer. 

Order  through  the  Stratford 
Shipping  Combination 


STRATFORD  CHAIR  CO.,  LIMITED 

STRATFORD,  ONTARIO 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 


J\/fUSIC  AND  PARLOR   CABINETS  are  lines  in  which  we  excel. 

both  as  regards  quality  and  price.  Each  cabinet  is  constructed  with 
that  painstaking  thoroughness  of  detail  which  means  lasting  pleasure  to  the 
owner,  and  reflects  to  the  credit  of  the  dealer  selling  it. 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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Mission  Furniture,  Arts  and  Crafts  Furniture,  Furni- 
ture for  Dens,  Hotels,  Smoking  Rooms,  Apartments,  Dining  Rooms. 


Special  attention  and  special  experience  are  given  to  the  manufacture  of  these  lines  in  our  factory.  From 
the  simplest  Jardiniere  Stand  up  to  the  most  elaborate  Easy  Chair,  we  put  study  and  thought  into 
each  article,  at  every  stage  of  construction. 

The  result  of  this  is  on  evidence, — our  Mission  Lines  show  in  design,  workmanship  and  finish  an  attrac- 
tiveness and  drawing  power  which  the  watchful  public  are  quick  to  respond  to. 


Among  the  lines  on  our  list  of  Mission  Goods  are,- 


Davenports 
Ladies'  Desks 
Smokers*  Sets 
Domes 


Settees 
Morris  Chairs 
Diners 

Mission  Lamps 

Blue  Prints  on  request 


Easy  Chairs 
Easy  Rockers 
Tables 

Chandeliers,  etc. 


JOHN  C.  MUNDELL  &  CO. 

ELORA,  ONT. 


The  Holiday  Season  is 
Drawing  Mighty  Close 

And  those  dealers  who  have  not  }et  replenished  their 
stock  of  Antiseptic  Bedding-  should  do  so  at  once  if  they 
are  to  get  their  share  of  the  season's  bounty. 

The  demand  for  Antiseptic  Bedding  is  going 
to  be  bigger  than  ever  before,  and  if  you 
haven't  got  your  line  on  the  floors  early,  you  are 
going  to  lose  some  good  sales  and  big  profits. 

So  order  while  there's  still  time  to  avoid 
disappointing  your  customers. 

The  Antiseptic  Bedding  Company 

187-9  Parliament  Street 
TORONTO  ONTARIO 
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RE.C  I  STedCO 


THE  "HARINFELT"  MATTRESS 


GOOD— not  only  for  your 
Xmas  trade — but  as  a  steady 
all  -  the  -  year  -  round  seller 


Your  Christmas  showin<j  of  beds  and  bedding  will  be  just  so  much  more  interest- 
ing" to  customers  if  you  make  a  strong  feature  of  the  "  Harinfelt  "  mattress. 

Play  it  up  as  a  real  "Home"  Christmas  present.  Its  greatest  talking  point  is 
that  it  combines  the  good  qualities  of  both  hair  and  felt  mattresses. 

When  you  demonstrate  it,  explain  that  the  alternate  layers  of  hair  and  felt 
increase  the  ventilating  power  of  the  mattress,  air  being  forced  through  the 
layers  of  hair  by  the  layers  of  felt  acting  as  a  bellows  as  soon  as  any  weight  is 
placed  upon  the  mattress.  The'  hair  and  felt  cannot  matt,  consequently  the 
mattress  doesn't  become  hard  and  lumpy. 


Instruct  us  to  include  one  with  an  open  end  in  your  next  shipment,  together  with 
display  cards,  then  feature  it  in  your  window  display,  or  on  the  floor.  We  will 
arrange  to  have  it  sewn  up  afterwards. 


K^"-  IDEAL  BEDDING  C?iM,TED 


2-24.  JEFFERSON  AVENUE 


TORONTO 
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Kellaric  Mattresses 


See  the 

Laced 

Opening 


It  Helps 
You  Sell 
Quickly 


•SWEET  PREAMS 


Will  be  in  Bigger  Demand  than 
Ever  during  the  Holiday  Season 

Is  your  stock  complete  enough  to  cope  with  this  big 
demand  ?  Remember,  you  cannot  afford  to  disappoint 
your  customers ;  they  want  Kellaric  Mattresses  be- 
cause in  them  are  embodied  all  those  features  which 
conduce  to  comfort^  sanitation  and  economy, 
and  no  substitute  will  meet  with  their  approval. 

The  MODEL  BOX  SPRING,  the  HAIR-IN-FELT  and  the 
COMMON  SENSE  Mattresses  are  three  of  our  other 
popular  priced  lines  which  are  sure  to  move  exceptionally 
fast  during  the  holidays. 

Don't  wait  until  some  other  man  has  cashed  in  on 
your  profits ;  get  you  orders  in  now  as,  although  our 
service  either  to  east  or  west  is  exceptionally  rapid, 
the  phenomenal  demand  for  our  products  at  this  time 
of  the  year  is  likely  to  tax  us  to  the  limit. 


SO  DON'T  DELAY  PLACE  YOUR  ORDERS  NOH^ 

The  McKellar  Bedding  Co.,  Limited, 

Fort  William,  Ontario 
Eastern  Branch:  BERLIN  BEDDING  CO.,  LIMITED,  31  Front  St.  E.,  Toronto 
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Get  Busy  on  This  Repeater 


Frames  -  List  Price  $38.00  I  K  Silk  -  List  Price  $58.00 
Denim         -  "      "        52.00   |  Best  Spanish  Leather  "     "  72.00 


Waterloo  Furniture  Co.,  Limited    ::  Waterloo 
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Bigger 
Bedding 
Business 


The  Holiday  Season  is  close  upon  us  now;  money  will  soon  begin  to  loosen  up  and  the  bedding  trade 
particularly,  will  receive  an.  enormous  "boost."    You  can  get  your  share  of  this  big  bedding  business  if 


you  sel 


LEE-BURRELL,  REX,  REGENT  and  INVICTUS  MATTRESSES 


But  don't  delay  in  placing  your  orders,  the  earlier  you  get  the  goods  on  your  floor  the  more  sales  you 
can  effect  and  the  bigger  profits  you  will  reap. 

The  Standard  Bedding  Company 

Sole  Manufacturers  and  Distributors  of  Lee-Burrell,  Rex,  Regent  and  Invictus  Mattresses 

27-29  Davies  Ave.  Toronto,  Canada 


Your  Share  of  the  Holiday  Trade 


LEGGET&PLATT 


SPRING  BEDS 


"THE  BEST  BY  EVERY  TEST" 


In  the  Spring  Bed  Business  depends 
upon  the  line  you  sell. 

Rests  Entirely 
with  Yourself 


Simply  make  your  order  read  Legget 
and  Piatt  Spring  Beds  and  you  are 

assured  of  the  most  satisfactory  returns 

Say  how  many  we  shall 
send  you. 


Legget  &  Piatt  Spring  Bed  Company 


WINDSOR 


ONTARIO 
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Gold  Medal  Line 


A  handsome  couch  by  day,  a  double  bed  by  night.   A  pressure  of  the  foot 
converts  from  the  one  to  the  other.    The  two  articles  at  one  cost. 


Imperial  Steel  Sliding  Couches 
"Gold  Medal"  Patent  Neverstretch  Felt  Mattresses 
"Hercules"  Patent  Guaranteed  Bed  Springs 


OUR  NEW  PURITY  A  A  FELT  MATTRESS  IS  A 
POPULAR  MATTRESS  AT  A  POPULAR  PRLCE 

Manufacturers  oj 

Parlor  Furniture  and  Gold  Medal  Davenports 

WE  SELL  EVERYTHING  FOR  THE  UPHOLSTERER 

Gold  Medal  Furniture  Manufacturing  Co.,  Ltd. 

Head  Office,  Van  Horne  Street,  Toronto 

FACTORIES  ALSO  AT        MONTREAL        WINNIPEG        AND  UXBRIDGE 
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Don't  Wait  until  January— Get  this 
Pattern  on  Your  Floors  NOW! 


No.  71  DAVENPORT 


All  Steel  Frame 
National  Fabric  Spring 


Spiral  Spring  Supports 
Green  Denim  Mattress 


yHlNK  of  the  chances  November  and  December  offers  you 
— the  Holiday  Season,  when  the  very  best  of  everythmg 
is  in  strong  demand. 

Our  No.  71  Davenport,  a  rapid  seller  at  all  times,  is  especially 
appropriate  as  a  holiday  gift,  and  the  dealer  who  gives  it  a  good 
display  is  going  to  do  a  rousing  big  holiday  trade  in  this  line. 

It's  made  and  finished  as  only  we  know  how  to  make  and  finish  Good  Davenports, 
and  the  dealer  who  puts  off  ordering  another  day  has  lost  a  day's  good  profits. 


So  order  NOW — Don't  dela^  a  minute 


S.  Weisglass  Limited 


1620  Clarke  St. 
Montreal,  Que. 
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WEISGLASS  BEDS 


EXCEL  in  EVERY 
phase  of  the  mak- 
ing, and  that  in  a  nut- 
sliell  is  the  secret  of 
their  exceptional  sale- 
ability. 


By  a  special  and  ex- 
c!usi\'e  process  we  are 
enabled  to  produce  a 
finish  that  outlasts  all 
others  and  which  is 
positi\ely   ai.id  proof. 


Try  a  few  during  the 
holidays  to  convince 
yourself. 


THIS  TRADE  MARK 


The  illustrations  show  a 
couple  of  designs  picked 
haphazardly  from  our  line. 

There  are  many  others 
equally  attractive  and  the 
prices  are  set  to  meet  the 
most  popular  demands. 


S.  Weisglass 

LIMITED 
1620  Clarke  Street 

MONTREAL 


ENSURES  SATISFACTION 
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You  Can  Make  More  Money 

With  the  NEW 

IDEAL  KITCHEN  CABINET 

Than  with  any  other  Kne  you  carry! 

The  new  Ideal  Kitchen 
Cabinet  supersedes  every 
other  cabinet  on  the  mar- 
ket. 

It  has  more  conveniences  ; 
it  is  more  durably  con- 
structed ;  it  is  the  hand- 
somest addition  to  any 
kitchen. 

You  do  not  have  to  con- 
vmce  a  woman  that  she 
needs  this  cabinet.  Let 
her  open  the  various  cup- 
boards and  drawers;  show 
her  where  the  flour  goes 
in,  how  it  comes  out,  and 
the  gauge  that  shows  when 
the  bin  needs  refilling. 

She  cannot  resist  such  a 
useful  kitchen  help. 

And  then  the  price?  To  introduce  the  New  Ideal  Kitchen  Cabinet,  we 
are  quoting  very  special  prices  for  a  limited  period.  Write  us  now  to  take 
advantage  of  this  offer. 

The  Hamilton  Ideal  Mfg.  Co.,  Limited 

Hamilton,  Ontario 
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Victoriaville  Furniture 

for  a  sure  and  steady 

"Pj-ofit 

Because:  —  It  is  the  sort  of  furniture  that 
people  buy  to  use.  It  is  the  sort  of  furniture 
that  gives  absolute  satisfaction, — and  that's  one 
of  the  big  reasons  why  Victoriaville  Furniture 
stays  sold. 


TAeBjfBve 
MxedCarMdCenter 


A  good  sell 
ing  dining 
room  table 
with  strong 
simple  lines 


And,  because  Victoriaville  Furniture  has  more  style 
and  individuality  than  other  medium  priced  goods,  the 
demand  is  always  steady. 

That's  the  sort  of  demand 
that  pays.  Get  our  catalog 
and  note  wide  range  of  goods 

The  Victoriaville  Furniture  Co. 

Victoriaville,  P.Q. 

You  get  the  advantage  of  mixed  carloads  if 
you  buy  in  Victoriaville 
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"The  ELMIRA  Line 


Elmika,  Ont.,  Nov.  1st.,  1918. 

Mr.  FURNITURE  DEALER 

Everywhere,  Canada 

Dear  Sir, 

Just  a  few  words  to  remind  you  of  the  many  gift  suggestions  contained 
in  the  ELMIRA  LINE.  Odd  Chairs  and  Rockers  for  the  Parlor;  Den 
Rockers  and  Chairs  ;  L)aveuports,  Tables  for  the  Library  and  Parlor,  Jar- 
diniere Stands,  Footstools,  etc. 

You  want  a  good  share  of  the  Christmas  trade,  therefore  you  want  a 
good  assortment  of  the  ELMIRA  LINE  on  your  floor.  This  will  bring 
you  the  desired  result. 

Be  sure  and  order  early  so  as  to  ensure  delivery  in  good  time.  We 
always  keep  large  stocks  and  ship  as  promptly  as  possible,  but  at  this  time 
of  the  year  we  have  so  many  RUSH  ORDERS  ;  therefore  do  not  delay 
ordering  too  long. 

Mail  orders  receive  our  careful  prompt  attention.  Thanking  you,  Mr. 
Dealer,  we  remain.  Yours  truly. 

The  Elmira  Furniture  Co.,  Ltmited. 


A  Little  Better  Profit 

This  Holiday  than  Last 


That  should  be  your  aim  this  year,  but  to 
further  this  aim  you  should  select  tlie  most 
rapid  moving'  lines. 

In  the  matter  of  Dining  Tables  there  is  no 
faster  moving  line  on  the  market  than 

Berlin  Extension 
Tables 

and  on  account  of  them  being  particularly 
acceptable  as  holiday  gifts,  the  demand  is 
sure  to  be  considerably  increased. 

It's  up  to  you  to  meet  the  demand  by  fjeiling;  \oiii 
orilers  in  chpIv  to  ^ive  3'our  customers  time  to  look 
them  over.     .Supplied  in  any  finish  desired. 

Berlin  Table  Mfg. 

Co.,  Limited 


BERLIN 


ONTARIO 


IT  HAS  THE  PATENTED  AUTOMATIC  TOP 
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Solid  Comfort  in  every  line  of  it! 

Every  line  of  it  invites  your  customers  to  try  it. 
Then  as  he  (or  she)  sinks  down  into  the 

chair's  coziness  the  sale  is  90  per  cent.  made.  Nothing 
makes  a  sale  so  easy  as  the  comfort  of  these  chairs. 


Doesn't  it  look  ' ^^mHAHfl  f  f  ^^^k  ^pl^olsterecl  goods 

good?       And  ^^rWHWl  til  must  be  right  all 

^V^H^^H^HHHflHyflBBk«^a|Ssi  the  way  through, 

our   goods  are  ^^B^Um^^^^'''>WlJ^wSa  .l  .l 

1  W0^9^^^                   ^B^mpSS  — thats   the  way 

even    better  4mHlllllmml^S  "Canada"  goods 

than  they  look.  iSSiS^^^BSMPf  are  made. 


Let  us  send  you  cuts  and  prices  on  all  our  designs. 
They  all  sell  well. 

The  Canada  Mattress  Mfg.  Company 

Victoriaville 

JY/xed Car/oadCen/er  J^xedCar/oadCenter 
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KOHN'S  BENTWOOD  CHAIRS 

For  Christmas  Customers 

Christmas  gifts  of  character.  Useful,  ornamental,  serviceable,  sure  to 
please  people  purchasing  practical  presents. 


Artistic.    High  Grade 


Reasonably 
Priced 


No.  1502F/R 


Be  Ready  When 
the  demand  comes 

Don't  be  caught  with  incomplete 
stocks  when  Christmas  buying  begins. 

No.  1502F  J      O  b 

Write  for  our  Catalog  to-day.     P  ace  your  order  early  enough 
^jg,        to  insure  prompt  shipment.    Delay  may  mean  lost  sales. 

Kohn's  Imported  Bentwood  Furniture  sells  on  sight. 
A  small  investment  in  a  sample  showing  now  will  mean  more 
sales  later. 

JACOB  &  JOSEF  KOHN,  VIENNA 


No.  1538A 


No.  1531/i 


NEW  YORK 


215-219  VICTORIA  STREET,  TORONTO 

CHICAGO  SEATTLE  GRAND  RAPIDS 


A  Feast  of  Comfort 

for  Your  Customers 
This  Christmas 

It  will  pay  you  to  get  a  few  of  these  chairs  on 
your  floors  in  time  for  your  Holiday  Trade. 

The  Luxury  Chair 


is  the  only  Automatic  reclining  chair  on  the  Canadian 
market,  and  can't  be  beaten  anywhere  for  real  solid 
comfort  and  convenience.  We  carry  a  complete 
range  of  designs  of  these  chairs. 

The  chair  illustrated  is  made  in  Quartered  Oak,  in 
any  oak  finish,  automatic  back  with  foot  rest, 
spring  seat  and  upholstered  in  leather. 

MANUFACTURED  AND  SOLD  EXCLUSIVELY  BY 


No.  711><  LUXURY  CHAIR 


The  Lippert  Furniture  Co.,  Limited  :: 


BERLIN 

ONTARIO 
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The  Profits  on  Standard  Beds 
come  early  and  often 


Because  they  are  made  to  meet 

the  demand  of  the  people  of  limited 

means.     This  class  forms 

over  80%  of  the  popu- 
lation of  this  country.  Standard 
Beds  are  within  reach  of  this  vast 
majority, — therefore  the  profits  (al- 
though smaller  than  on  high  priced 
beds)  come  often,  some  every  day. 

The  Standard  Bedstead  Co. 

Limited 

Victoriaville,  Que. 


TAeBifllfve 
JYJxed  Car/oadCenkr 
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BAETZ  BROTHERS  &  COMPANY 


Berlin,  Ontario 

No.  145— Diner 

Made  of  solid  quartered  Ken- 
tucky White  Oak.    Any  finish. 


We  make 
DINERS 

BEDROOM  CHAIRS 
MISSION  CHAIRS 
PARLOR  CHAIRS 
MISSION  SUITES 
PARLOR  SUITES 


Prompt  Shipments  can  be  made 
of  the  following  Diners — 

Nos.  113,  122,  124,  127,  128, 
129,  131,  132,  134,  135,  138, 
139,  140,  141,  142,  143,  144 
and  145. 


m 


n 


Here's  a  Design  You  can  Push  with 
Profit  this  Christmas 


It's  a  pattern  that  is  alwajs  a  ready 
seller,  but  during  the  holidays  its 
saleability  will  be  considerably  in- 
creased on  account  of  its  particular 
suitability  as  a  holiday  gift. 

And  the  price  is  nothing  near  as 
high  as  its  attractiveness  would 
suggest,  which  makes  it  a  double 
source  of  satisfaction  both  to  the 
retailer  and  his  customer. 

Order  a  few  NOW  and  get  a 
showing  on  your  floors  early 

Stratford  Bed  Co. 

Stratford,  Ont 
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Lots  of  use  out  of 
Victoriaville 
Chairs 

because  lots  of  use  goes  into  them  in  the 
shape  of  good,  sound,  flawless  lumber.  Then, 
too,  they  are  made  in  a  factory  devoted  to 
nothing  but  chairs. 

We  specialize  in  chairs — the  result, 
to  you,  is  better  chairs  with  no  in- 
crease in  price. 

Victoriaville  Chair 
Mfg.  Co. 

y^J^^'jS'Jl^^/^TVC  Victoriaville  Quebec 

/&€c/ Car/oadCen/er  — — 


lilif 

!  ;  . .  , ; . . ,  i 

m 
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Reed  Furniture,— 

for  cosy,  "  comfy  "  rooms 
during  the  cold  winter 

Just  as  many  sales  of  Reed  Furniture  can 
be  made  in  the  wmter  as  in  the  summer. 
Don't  let  your  stock  get  low  on  account  of 
cold  weather. 

No  other  furniture  makes  such  com- 
fortable sitting  rooms,  living  rooms 
and  dens.    Many  designs. 

Canadian  Rattan  Chair  Co. 

Limited 

Victoriaville  Quebec 
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Are  You  Getting  Your  Share 
Of  This  Profitable  Business  ? 

During-  the  past  year  our 
sales  of  J  -  M  Asbestos 
Table  Covers  took  a  tre- 
mendous jump.  Some 
dealers — somewhere — are 
getting  the  benefit  of  this 
increased  demand  !  Are 
you  one  of  them  ? 

m  ASBESTOS 
Table  Covers  and  Mats 

are  made  in  our  own  factory,  from  the  finest  grade  of  As- 
bestos in  the  world,  taken  directly  fi  om  our  own  mines. 
Vet  in  spite  of  their  superior  quality,  J-M  Asbestos  Table 
Covers  cost  no  more — and  often  less — than  the  ordinary 
soon-wear-out  kind. 

A  modest  investment  and  a  little  effort  on  your  part  will 
quickly  develop  a  thrivins  business  in  this  line.  We'll  help  you 
by  supplying  free  attractive  booklets  imprinted  with  your  own 
name  on  the  cover. 

It  isn't  necessary  to  carry  a  largre  stock,  either,  as  our  nearest 
Branch  is  prepared  to  act  quickly  on  hurry-up  orders. 

Write  to-day  for  Booklet  and  Special  Proposition  to  Dealers. 

Address  nearest  Branch. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  Limited 

VANCOUVER 

1925 


TORONTO 


MONTREAL 


WINNIPEG 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather. 
Finish  sun  and  water 
proof. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 


Desk  No.  195.   With  Sections  54  or  60  inch 

Not  necessary  to  carry  in  different 
styles.     All  changes  made  in 
a  few  minutes 

System  and  Flat 
Top  Desks 

Business  men  now-a-days  are  just  as  par- 
ticular about  the  furniture  for  their  offices 
as  for  their  homes. 

They  not  only  want  the  most  attractive 
designs  but  the  most  up-to-date  improve- 
ments. 

And  here's  where  we  can  help 
you  increase  the  sales  and  pro- 
fits in  your  office  furniture 
department. 

Our  System  and  Flat  Top  Desks  are  clean 
cut  in  style,  simple  yet  strong  in  construc- 
tion and  fitted  with  the  most  modern  and 
exclusive  time  saving  features. 

They  are  the  kind  that  immediately  attract 
attention  by  reason  of  their  all  round  con- 
venience and  neatness. 

Our  line  is  so  diversified  in  pat- 
terns and  prices  that  we  are 
prepared  to  fully  meet  your 
requirements. 

Send  for  Catalog  and  Price  List 

Elmira  Interior 
Woodwork  Co. 

ELMIRA,  ONTARIO 
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Brass 
Furniture 
Trimmings 

From  Cheapest  to 
Highest  Grade 


SPECIAL 
DESIGNS 

TO 
ORDER. 


STRATFORD  BRASS 
CO.  Limited 
STRATFORD.  ONT. 


Will  The  Holiday  Season  Find  You  Prepared? 

There's  Big  Business  to  be  done  during  the  Holiday  Season  with 

STRATFORD    FOLDING  CHAIRS 

Card  Parties,  Concert  Parties  and  other  incidental  festivities  will  be 

strongly  in  evidence.     The  demand  for  good  chars  will  be  big, 

and  the  dealer  handling  our  line  stands  the  biggest  chance  to  reap 
the  lion's  share  of  the  profits. 

SO  BE  PREPARED 

Stratford  Mfg.  Co.,  Limited  stratford, 


ROBERTSON 


SOCKET 
HEAD 


Wood  Screws 


See 
-wi  That 
Square 
Hole 


Pat.  Feb.  2,  1909 


THIS  IS  A  REAL  WOOD  SCREW 

It  is  driven  by  a  simple  square  bit,  and  is  the  only  one  of  its  type  on 
the  market. 

Driver  fits  snugfly  into  the  square  hole  and  positively  cannot  slip 
and  cut  the  fingers,  or  disfigure  costly  furniture  or  woodwork.  It  is 
driven  with  less  exertion.  No  ragged  slots  after  driving.  Saves  time, 
labor,  money  and  material.     We  make  the  drivers  in  all  suitable  styles. 

Drivers  sent  free  with  first  order.     Write  for  catalogue  and  prices. 

P.  L.  Robertson  Mfg.  Co.,  Limited 


MILTON 


ONTARIO 
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Wears  as  Good  as  it  Looks 


There's  no  shoddy,  inferior  materials  hidden 
under  the  attractive  cover  ;  the  fiHing-  is  composed 
of  nothing  but  the  finest  hair,  and  only  the  best 
English  springs  are  used  in  its  construction. 

This  design  is  but  a  sample  of  the 
high  grade  line  of 

English  Upholstered  Lounge 
Chairs  and  Chesterfields 

We  rrianufacture,  and  from  design  to  construction 
and  finish  each  piece  is  absolutely  guaranteed  to 
give  the  most  satisfactory,  lasting  service. 

There  are  man^  other  saleable  features  about 
our  goods  that  would  appeal  to  your  customers. 
Give  us  the  chance  to  explain  them  to  ^ou  first. 
Write  us  to-day. 

A.  J,  SCAFE  &  COMPANY 


BERLIN 

ONTARIO 


A  Catalogue  Worth  Sending  For 


OUR  New  Illustrated  Catalogue  dealing  with 
a  wide  range  of  High-Class  Furniture  is 
just  off  the  press,  and  the  dealer  who  has 
not  already  received  a  copy  should  write  for  one 
without  delay. 

You  may  miss  some  good  Sales  if  you 
haven't  our  Catalogue  on  file — Write  today 

Orillia  Furniture  Company,  Limited 

Orillia  -  Ontario 
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Jamieson's 


Varnishes 


The  result  of  over  half  a  century  of  effort  along  these 
lines.  Every  can  contains  concentrated  goodness  as 
applied  to  Varnish. 

R.  C.  Jamieson  &  Co.,  Limited 

ESTABLISHED  1858 
Owning  and  operating  P.  D.  Dods  &  Co.,  Limited 

Montreal  -  Vancouver 


Are  you  using 

Anglo  Rubbing  and  Polishing  Varnish? 

This  is  one  of  our  most  recent  productions,  produced  after  years  of 
experimenting  and  testing.  Made  to  rub  in  twenty-four  hours,  two 
days  and  three  days.  Works  very  free  and  easy.  Polishes  with  a 
beautiful  finish. 

We  are  the  largest  manufacturers  in  the  world  of 
Graining  Colors,  etc. 

Are  you  using  A.  &  W.  materials  ?    If  not,  we  are  both  losing  money. 

The  Ault  &  Wiborg  Co.,  of  Canada 

LIMITED 

VARNISH  WORKS 
MONTREAL  TORONTO  W^INNIPEG 
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Right  NOW! 

Is  the  time  to  place  your  order  for  a 
few  of  these  fast  selling  chairs.  They 
combine  distinction  with  medium 
price  in  such  a  way  that  they're  sure 
to  particularly  appeal  to  a  host  of 
\'Our  customers  during  the  holiday 
season. 

Mac'e  in  the  most  attractive  and  durable  coverings. 
Write  for  Prices 

Imperial  Furniture  Co. 

Queen  Street  West 
TORONTO 


No.  23  ; 


The  Biggest  Yet 

That's  what  your  holiday  trade  will  be  if  }ou  make  your 
selections  from  our  line  of 

UPHOLSTERED  FURNITURE 

It  embraces  both  high-grade  and  medium  priced  goods  and 
thoroughly  satisfies  both  in  quality  and  price. 

Send  for  blue-prints  and  prices 

J.  P.  ALBROUGH  &  CO. 

MAKERS  OF 

Quality  Couches  and  Easy  Chairs 
INGERSOLL  CANADA 


THE  NEW  ACME 

(Canadian  patent  pending) 

Fcacherweig-ht  Folding  Table,  one  of  our  well  known  •'PEER- 
LESS FAMILY."  alio"  n  open  ami  folded  by  the  electro.  A  New 
Fiilding  Dev  ice  takes  the  place  of  biaces  oji  this  table,  a  feature 
all  will  appreciate,  and  other  new  features.  Green  felt  or  leather- 
ette top.  $:i.nO  per  dozen  less  foi-  this  new  table  than  fomieriy 
charged  fur  i  he  original  A(  'Al  Vj ;  the  new  one  a  better  table. 

Oui- travelers  are  out  with  in xlels,  if  they  do  not  reach  yon  in 
lime  order  say  lull  a,  dozen  or  nioie  assorted  finishes  as  samples 
at  oiir-e  The  newest  and  best  table  on  the  continent.  A  post  card 
will  •no  IT  NOW.  " 

HOURD  &  COMPANY,  Limited 

WHOLESALE  FURNITURE  MANUFACTURERS 
LONDON,  CANADA 

Sole  Canadian  Licensees  and  Manufacturers 


Do  you  know  of  any  Furniture  Dealer  or  Funeral  Director,  any  where  in  Canada,  who  is  not  a  subscriber  to  the 
Canadian  Furniture  World  and  The  Undertaker?  if  so,  you  will  be  doing  him  a  favor  by  sending  us  his  name  and 
address  so  that  we  can  send  him  a  sample  copy  and  subscription  order  blank. 


^mbor. 
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Practical  and  Tasty 
Holiday  Gifts 


WITH  THE  ADVENT  OF 
the  Holiday  Season  right  at 
hand,  it  behoves  the  dealer  to 
pay  close  attention  to  the  selection  of 
his  stock,  and  to  buy  only  those  goods 
for  which  the  demand  is  sure  to  be  big. 

r  here  is  no  more  acceptable  gift  than 
a  piece  of  furniture,  which  is  at  once 
pleasing  to  the  eye  and  thoroughly 
useful,  and  the  dealer  who  selects 

''Weis''  Slide  Door 
Sectional 
Bookcases 

is  doing  his  utmost  to  make  this  holi- 
day season  the  most  profitable  he  has 
ever  experienced. 

"  Weis "  Bookcases  have  many  unique  feat- 
ures that  conduce  to  convenience,  practicability 
and  artistic  value,  and  the  prices  will  please 
the  most  careful  buyer. 


Knechtel  Furniture  Co. 

Limited 


HANOVER 


ONTARIO 
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HRISTMAS  1913  | 

VERY  NEAR    .      .      .      .  | 

UPHOLSTERED  FURNITURE  | 

ELLIS  QUALITY     .      .      .  f 


s                   The  goods  the  people  want  and  so  do  you  to  increase  your  Xmas  trade.  Place  orders  g 

M                                                               early  to  ensure  prompt  delivery.  g 

I                        THE  ELLIS  FURNITURE  COMPANY  | 

I                                                  INGERSOLL      -      ONTARIO  | 
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The  ^Eureka' 
Vacuum 
Cleaner 


RKTAILS  FOll  ONLY  $45.00 

Many  Profitable  Sales 

can  be  effected  by  simply  displaying  th^  "Eureka"  in 
your  store  window.  Its  easy  v\oikinga  d  highly  t  fficient 
qualities  are  so  well  known  among  the  people  who  count, 
that  it  sells  itself. 


Write  for  further  partlcu  ars  of  our 
easy  selling  proposition 


BERLIN 
ONT. 


Onward  Mfg.  Co. 

Toronto  Retail  Store  :  423  Yonge  Street 

Western  Dislrihuling  Agents: 
MONCRIEFF  &  ENDRESS,  Ltd.,  Scott  Block,  Winnipeg,  Man. 


Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  special  Machinery 
which  e  nables  us  to  make  SLIDES  BE  TTER  and 
CHEAPER  than  the  furniture  manufacturer. 
Canadian  Table  makers  are  rapidlv  adopting 
WABASH  SLIDES 

Ror'aiicof^''*'''^^"^"^'^^^  SLIDE  TROUBLES 
DeCaUSe^Are  cheaper  and  BETTER 


Reduced  Costs 
Increased  Out-put 


BY  USING 

WABASH 

SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

The  Largest  EXCLUSIVE  TABLE-SLIDE  Manufacturers 
in  America 
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The  Keynote  of  Efficiency  in 
Jointing  Lumber 


GETTING  along  nicely  and  getting  the  utmost  from  your 
jomting  department  are  two  points  that  are  a  consider- 
able distance  apart  when  profit  and  efficiency  are  concerned. 
If  you  use  more  than  one  machme  to  make  your  panels  to  the 
exact  width  your  factory  has  not  struck  the  keynote  of  effi- 
ciency in  lumber  jointing,  you  have  not  reached  that  point  of 
economy,  the  saving  of  time,  labor,  lumber  and  glue  that  hundreds  of 
furniture  manufacturers  in  Canada  and  the  United  States  are  deriving  from 
jointing  lumber  by  one  automatic  operation  on  the 

LINDERMAN  AUTOMATIC 
DOVETAIL  GLUE  JOINTER 


/J 


iiiii' 

'III 


Canadian  Linderman  Machine  Company 


Worh,s  at; 


WOODSTOCK,  ONT. 


MUSKEGON,  MICH. 
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The  Purse  Strings 

are  loose.  Will  You 
get  Your  Share? 

'  I  'HE  holiday  season  will  soon  be  with 
us  now;  is   your  stock  complete 
enough  to  take  care  of  the  increased  busi- 
ness that  IS  sure  to  come  your  way? 

If  not  you  cannot  do  better  than  make 
your  selections  from  the  distinctive  line  of 

PEPPLER 
FURNITURE 

The  many  exclusive  designs  in  extension 
tables  we  manufacture,  offer  you  a  wide 
range  from  which  to  make  your  selection 
in  this  line  and  nothing  is  more  acceptable 
to  the  housewife  than  an  extension  table 
which  makes  for  real  convenience  and 
lends  an  additional  charm  to  the  dining 
room. 

These  attractive  tables,  Nos.  310 
311,  640  and  670,  will  sell  well 
this  Xmas,  and  it's  none  too  soon 
for  you  to  get  a  display  of  them 
on  your  floors. 

Peppier  Bros.,  Limited 

HANOVER,  ONTARIO 
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Our  Salesman  will  call 

to  show  you  some  of  our  rapid  selling  lines 
for  the  Holiday  Trade.  It  will  pay  you 
to  see  his  illustrations  before  you  make 
your  selections.  He  will  show  you  among 
our  various  other  lines  a  complete  and 
attractive  assortment  of 


Pedestals 
Centre  Tables  and 
Tabourettes 

These  lines  will  sell  exceptionally  fast 
during  the  holidays  as  they  are  particularly 
suitable  for  Xmas  Gifts.  But  don't  wait 
for  our  salesman,  write  us  direct  and  we'll 
be  only  too  glad  to  help  you  make  your 
holiday  trade  the  biggest  you've  ever 
experienced. 

ora  Furniture  Company 

Elora       -  Ontario 


The  E 
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Freak  The  police  in  Sheffield,  Eng- 

Window  land,  are   taking  proceedings 

Displa3'S.  against  a  furniture  firm  in  that 

city  because  they  had  a  win- 
dow di-^olay  that  attracted  so  ninch  attention  that  the 
sid"wnl>s         obstructed  by  the  assembled  crowds. 

Unfortunately  there  are  too  many  window  displa.ys 
that  ft^ord  no  attraction  to  individuals  much  more  to 
crowds. 

Tt  does  not  folloAv.  however,  that  a  disnlay  which 
attracts  crowrls  sufficiently  large  to  obstruct  the  side- 
walk is  a  good  one. 

A  good  display  which  attracts  a  crowd  may  be  a 
frepk.  And  freaks  as  a  rule  do  not  possess  good  selling 
fiiialities. 

A  mere  gift  of  the  gab  does  not  make  a  man  a 
salesman. 

An  Unique  Tt  is  to  be  hoped  that  a  large 

FuT^riture  number   of  furniture  dealers 

Exhibit.  visited  the  exhibition  carried 

on  by  the  T.  Eaton  Co.,  in 
Toronto  dnrins"  the  first  week  in  October.  Those  who 
did  not  missed  a  great  deal. 

The  exhibition  was  unique.  Tt  was  located  on  the 
sixth  floor  of  the  fuiniiture  buildine,  on  the  west  and 
east  sides  of  which  were  arranged  booths,  each  one  of 
which  was  devoted  to  disnlaying  furniture  of  a  certain 
period,  with  a  young  ladv  in  charge  dressed  in  the 
costume  of  the  period.  This  of  course  added  ver;^- 
mnr?h  to  the  attractiveness  of  the  displav.  The  periods 
renresented  wore:  Flemish,  Gothic.  Elizabethan  and 
Jacobean.  "William  and  Mary,  Louis  XTV..  Louis  XV.. 
Lon.is  XVL,  Chippendale,  Adams  Brothers,  Hepnle- 
white.  Rheraton  and  modern  art.  At  the  south  end  of 
the  floor  was  an  extensive  disnlay  of  rugs,  among 
which  were  seated  during  certain  hours  of  the  dav 
half  a  dozen  Arabs  ''five  rnen  and  one  woman)  in  their 
picturesnue  native  costumes.  These  Arabs  w^re  pro- 
cur'^d  from  the  "Gard'^n  of  Allah"  troune  which  was 
performiner  in  one  of  the  Toronto  theatres  during  the 
same  week. 

Besides  the  displays  two  lectures  were  given  daily, 
one'  at  10  a.m.  and  the  other  at  3  p.m.  on  the  art  of 


decorating  and  history  of  furnishings.  Another  of  the 
attractions  was  an  orchestra. 

While  there  may  be  no  fm-niture  dealer  in  Canada 
who  could  raake  an  exhibition  even  approximating  to 
that  recently  made  by  the  T.  Eaton  Co.,  it  doubtless 
suggested  to  many  who  visited  it  a  thing  or  two  which 
they,  in  their  limited  capacity,  might  be  able  to  do  in 
order  to  attract  people  to  their  store. 

As  a  matter  of  fact  there  is  scarcely  a  dealer  whose 
store  is  even  of  moderate  size  who  could  not  to  some 
extent  emulate  that  which  the  big  department  store 
has  done  on  such  an  elaborate  scale. 

To  dealers  who  have  the  will  the  way  will  not  be  an 
unsurmountable  obstacle. 

A  really  honest  e^nployer  is  just  to  his  clerks 
as  well  as  to  his  ciistojuers. 

Grievances  Tn  every  part  of  Canada  are 

of  the  to  be  found  grievances  of  more 

Provinces.  or  less  import  to  business  men. 

In  a  young  and  growing 
country  like  Canada,  this  is 
rather  to  be  expected  than  unexpected.  We  are  in 
the  process  of  making.  As  long  as  the  world  shall 
last  business  men  will  have  to  contend  with  grievances 
of  some  kind.  But  with  time  and  effort  many  of  the 
present  day  grievances  will  either  be  remedied  or 
modifie(i. 

For  tAvo  days  recently  the  members  of  the  Maritime 
Board  of  Trade  discussed  at  the  annual  meeting  held  in 
Newcastle,  N.B.,  the  various  grievances  with  which 
the  business  men  down  by  the  sea  have  to  contend. 

In  certain  respects  their  grievances  are  the  same  as 
those  to  which  the  business  men  in  the  other  parts  of 
Canada  are  giving  a  good  deal  of  their  time  and 
thoTight. 

Taxation  and  railway  grievances  of  various  forms, 
v.'hich  came  in  for  a  great  deal  of  consideration,  are 
common  to  all  parts  of  Canada.  But  after  all,  when  it 
comes  down  to  making  a  careful  analysis  of  the  various 
siibiects  tlift  ]\Inritiinp  Board  of  Trade  discussed  at 
tln^ir  recent  meeting,  there  is  scarcely  one  that  does  not 
interest  the  business  men  in  the  inland  provinces  as 
well. 

Even  the  agitation  for  a  better  winter  service  be- 
tween Prince  Edward  Island  is  not  a  purely  local  aflPair. 
A  wood  many  business  men  in  the  West,  as  well  as  those 
in  the  Maritime  Provinces,  are  very  much  interested. 
The  grievance  is  a  real  one.  Tt  is  years  since  Confedera- 
tion, and  to  most  men  who  have  given  any  considera- 
tion of  the  matter  the  conclusion  must  be  that  the 
winter  ferry  service  at  any  rate  between  Prince  Edward 
Island  and  the  mainland  is  neither  adequate  nor  up  to 
what  it  was  expected  it  would  be. 

The  Maritime  Board  of  Trade,  which  has  been  in 
existence  for  seventeen  years,  is  doing  splendid  service. 
The  character  of  the  men  who  yearly  attend  its  meet- 
ings is  indicative  of  the  influence  it  exercises,  not  only 
in  the  provincial  capitals  of  the  Maritime  Provinces, 
but  at  Ottawa  as  well. 

//  ive  weighed  our  words  before  we  spoke  we 
wouldn't  give  as  many  short  answers. 

A  Business-  At  times  when  trade  is  dull  it  is 

Getting  Factor  the  non-advertiser  that  finds  the 

greatest  difficulty  in  getting  busi- 
ness.  And  yet  it  is  not  an  uncommon  thing  to  see  busi- 
ness men  on  such  occasions  either  stop  advertising  alto- 
gether or^  reduce  it  to  very  small  proportions. 
Advertising  is  not  the  only  potent  factor  in  business, 
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But  that  it  is  a  potent  one  no  sane  man  will  deny.  Its 
influenee  is  life-giving,  and  it  natnrally  follows  that 
those  who  employ  it  have  an  advantage  over  those 
who  do  not.  If  there  is  any  time  when  this  advantage 
is  more  marked  it  is  when  business  is  the  hardest  to 
obtain. 

Here  is  a  merchant  who  does  not  believe  in  adver- 
tising. As  long  as  the  general  trade  of  tlie  country  is 
good  business  comes  to  him  without  m\ieh  effort.  With 
this  he  is  satisfied.  But  sooner  or  later  trade  generally 
becomes  quiet.  The  natural  consequence  is  keener 
competition. 

Those  who  do  good  advertising  naturally  attract 
the  most  business.  This  is  as  certain  as  that  night 
follows  day. 

Extravagance  in  advertising  is  probably  about  as 
unwise  as  extravagance  in  anything  else.  But  for  the 
attracting  of  business  there  is  no  factor  as  potent  as 
.iudicious  advertising,  and  particularly  when  competi- 
tion is  keen. 

A  badly  dressed  windorv  is  as  unsightly  as  a 
badly  dressed  immaii. 

The  Value  Quick  service  is  an  important 

of  Quick  rService.  factor  in  modern  business.  This 

is  an  impatient  age,  and  every- 
where people  want  rapid  and  at  the  same  time  efficient 
service.  The  railroad  company  that  furnishes  the 
quickest  service  to  its  patrons  is  the  one  that  gets  the 
business.  In  the  same  Avay  all  down  the  line  rapidity 
is  valued.  The  grocer  finds  this  to  be  true  in  his 
business. 

The  merchant  should  aim  to  be  able  to  serve  cus- 
tomers quickly.  There  is  a  double  value  to  this. 
Customers  appreciate  it,  and  it  also  allows  a  larger 
number  of  customers  to  be  handled  in  a  given  time. 
Many  mej-chants  by  the  introduction  of  a  little  system 
could  greatly  improve  their  service,  both  in  the  store 
and  in  the  matter  of  delivery. 

Quick  service  and  the  elimination  of  lost  time  with- 
out a  sacrifice  of  efficiency,  form  a  solid  foundation  for 
growth,  increased  profits,  and  siiccess  for  any  mer- 
chant, whatever  the  size  of  his  business.  Sometimes 
to  secure  it  reqiiires  the  expenditure  of  a  little  money 
for  the  necpssary  equipment,  but  no  progressive  mer- 
chant can  afford  to  withhold  the  service  that  the,  public 
demands. 

The  Fall  is  a  ^ood  time  to  fall  into  line  for 
newer  and  better  business  methods. 

Creating  Good  While  there  Avill  always  be  some 

Will  Value  difiFerence  of  opinion  regarding 

Avays  and  means  of  arriving  at 
the  value  of  the  s'ood  will  of  a  business  there  can 
scarcely  be  any  difference  of  opinion  in  regard  to  the 
fact  that  practically  every  legitimate  business  possesses 
a  good  will  of  some  kind  whether  its  value  be  large  or 
small. 

Even  though  he  may  have  no  intention  of  selling  his 
business,  every  merchant  desires  it  shall  possess  good 
will  value.  And  if  he  is  ambitious  he  will  strive  to 
build  up  a  business  whose  good  will  will  stand  high. 

It  is  now  generally  recognized  that  among  the  fac- 
tors that  go  toward  establishing  good  will  AJ-alue  ad- 
vertisipff  is  a  most  potent  factor.  True,  advertising 
alone  will  not  create  good  will  value.  There  must  be 
character,  for  example. 

In  spite  of  all  forces  and  factors  combined  the  store 
will  be  a  reflex  of  the  man  who  owns  or  manages  it. 


But  the  location  of  the  store  may  be  good,  the  mer- 
chandise in  stock  excellent,  the  selling  prices  moderate, 
the  windows  well  dressed,  and  the  merchant  a  man  of 
ability  and  integrity;  and  yet,  should  advertising  not 
have  been  regularly  employed,  these  facts  may  not  be 
known  to  but  a  relatively  small  number  of  people. 

The  very  purpose  for  which  a  thing  is  advertised  is 
to  make  it  better  known.  The  more  a  well-conducted 
store  or  a  Avell-raade  article  is  advertised  the  more 
does  it  become  established  in  the  mind  of  the  public. 
This  is  giving  it  good  will  value. 

The  office  of  advertising,  therefore,  is  to  create  good 
will  as  well  as  to  sell  goods. 

The  retail  store  salesman  who  has  not  at  least 
a  moderate  knowledge  of  period  furniture  is 
behind  the  times  even  though  he  be  an  octo- 
genarian 

Know  What  Men  who  are  exceedingly  careful 

You  Are  Sig-ning.  in  most  matters,  sometimes  lose 
their  sense  of  carefulness  when  it 
come-'  to  signing  documents.  They  will  put  their  signa- 
ture to  most  anything  that  is  set  before  them.  All  you 
have  to  do  is  to  say  "sign,"  and  they  get  busy  Avith 
the  pen  without  taking  time  to  look  over  what  they 
are  signing.  For  aught  they  know,  it  might  be  their 
own  d"ath  Avarrant.  Indeed  they  tell  a  story  of  a  man 
holding  an  important  position  in  a  large  commercial 
institution  who  had  the  very  bad  habit  of  heedlessly 
piitting  his  signature  to  anything  that  came  along.  One 
day  a  paper  was  placed  on  his  de.sk  and.  as  usual,  he 
signed  it  Avithout  reading.  That  night  the  boys  con- 
gregated pround  his  office  AA'ith  a  big  rope,  and  AA-hen 
he  inquired  AA^hat  they  Avanted.  they  presented  a  docu- 
ment signed  b^^  himself  agreeing  to  peacefully  alloAv 
the  boys  to  hang  him  on  the  main  street  at  sundoAA^n. 

It  Avas  a  good  ,ioke  and  probably  helped  to  cure  him 
of  the  habit,  but  unfortunately  there  are  many  cases 
AA'^hich  do  not  end  so  pleasantly.  Just  the  other  day 
a  case  came  to  light  where  a  dealer  had  carelessly 
signed  an  innocent  looking  document  as  to  the  relia- 
bility of  a  friend.  It  turned  out  to  be  a  security  for 
a  considerable  amount  of  money  AA^hich  the  dealer  in 
(|uestion  Avas  called  upon  to  pay. 

There  are  scores  of  instances  AA^here  men  have  been 
taken  into  camp  by  similar  lack  of  carefulness.  It  is 
high  time  that  business  men  discarded  this  careless 
sight-and-unseen  method  of  putting  their  signature  to 
papers.  AVhen  you  sign,  knoAV  what  you  sign.  It  is 
better  to  be  safe  than  sorry. 

Because  a  certain  business  method  was  good 
a  score  of  years  ago  it  does  not  folloni  that  it  is 
good  to-day.  Things  do  move''  in  the  furrii- 
ture  world,  and  it  is  only  those  who  make  an 
ef^ort  to  keep  up  with  the  procession  that  can 
avoid  getting  behind  the  times. 

Sacrificing  Profits  Not  a  fcAv  merchants  in  aiming 
for  Volume.  for  volume  of  business  forget 

about  profits,  that  important 
^)rd  needful  factor  in  every  successful  business.  They 
seem  to  think  that  as  long  as  they  secure  the  volume, 
that  profits  AA'ill  look  after  themselves.  Here  they  fool 
f  hemseh'es. 

Not  only  are  they  doing  a  great  deal  of  work  for 
.T  small  or  perhaps  no  return,  but  they  are  taking  trade 
AA'hich  their  brother  dealers  could  and  Avould  handle 
AA'ith  profit.  A  recent  visitor  to  our  office  complained 
of  such  a  dealer  in  his  toAvn,  folloAving  this  dog-in-the- 
manger  policy.    Just  for  the  mere  satisfaction  of  tak- 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


November,  1913 


ins:  the  trade  awav  from  the  other  grocers,  this  dealer 
seemed  willing  to  handle  it  without  a  sufficient  profit. 
He  was  not  inaking  any  money  himself,  and  he  was  pre- 
venting the  other  dealers  from  making  any. 

This  craze  for  a  big  volume  of  business  has  been  the 
downfall  of  not  a  few  merchants,  and  the  curse  of 
laany  others.  The  man  who  would  put  his  money 
into'a  farm  and  go  out  and  dig  just  for  the  mere  plea- 
sure of  digging  would  be  looked  upon  as  a  fool.  What 
is  to  be  said  of  the  mei-ehant  who  does  business  just  for 
the  sake  of  doing  it? 

It  is  a  commendable  thing  to  aim  for  big  business, 
and  every  ambitious  merchant  should,  but  in  accomp- 
lishing his  aim,  profits  should  not  be  sacrificed.  A  man 
is  in  business  to  make  money,  so  what  does  he  profit 
if  he  secures  more  trade  than  any  other  dealer  in 
town,  but  makes  nothing  on  it? 

More  time  given  to  real  work  and  less  to 
dreams  will  prove  the  most  profitable . 

Growling         -  .  To  sit  on  one's  haunches  and 

Will  Not  growl  about  the  evils  of  mail 

Help.  order    competition    will  not 

mend  matters.  On  the  con- 
trary it  will  only  aggravate  them. 

Except  in  possibly  certain  lines  the  country  mer- 
chant is  quite  competent  to  compete  with  the  mail 
order  houses.  His  goods  are  just  as  good  in  quality, 
and  he  is  as  a  rule  able  to  meet  the  catalogue  price. 
He  also  possesses  the  advantage  of  acquaintance  and 
ponrness  to  his  customers. 

Rnt  nil  these  things  avail  not  unless  he  makes  a 
po"+innons  and  systematic  effort  to  acquaint  the  public 
of  the  fact. 

Seed  sowing  for  business  is  seasonable  the 
year  round. 

Enthusiasm  As  a  business  asset  enthusiasm 

3,8  an  Asset.  among  employees  is  invahiable, 

simply  beeanse  in  dollars  and 
cent.^:  its  value  cannot  be  computed.  And  yet  there 
are  a  great  many  bnsiness  men  who  seem  tn  make  little 
itr  no  attempt  to  develop  it  among  the  staff  they  em- 
ploy. 

To  develop  enthusiasm  seems  to  be  an  ea.sv  matter 
for  some.  Thev  appear  to  have  been  born  with  a 
ticnlty  fo'-  indncin"'  it  anions  their  staffs.  Bnt  Avhile 
^here  are  many  to  tho  "manor  born."  +he  nnniiiring  of 
the  ri-^nltv  is  not  an  impossible  task:  and  the  extent 
+0  which  it  is  deve'or-pd  depends  largelv  npon  the  earn- 
i^stnpss  that  is  developed  and  the  will  power  that  is 
exerrj'sed. 

There  are  a  good  manv  men  who  intend  doin<r  this, 
•in'-l  that  -who  scarcelv  ever  a-^coniplrsh  anvthinq-  worth 
whil(  .  They  keep  putting  off  till  to-morrow  what  thev 
«honld  do  to-dav.  Tn  othpr  M'ords  thev  keen  defprrincr 
'he  pnttinsr  of  their  Avill  power  into  action. 

P.n1  before  will  power  can  avail  confidence  on  the 
part  of  thp  pnip^ovee  towards  the  employer  must  be 
developed.  Men  are  to  be  met  with  occasionaHv  who 
net  as  if  they  believed  that  confidence  came  from  the 
mak'tirr  of  vasne  promises  Avhich  thev  never  intend 
fo  fulfill,  regardinsr  rewards  and  benefits  that  Avill 
accrne  from  loval  and  faithful  services.  Tf  this  and 
that  is  done  increases  in  salarv  are  to  come.  Some- 
times partnerships  are  to  come  at  the  expiration  of  a 
certfiin  period. 

Dr-fentive  practices  like  these  may  for  a  time  produce 
enthnsiasm  and  vita^'-'c  effort  on  the  part  of  employees, 


hut  it  will  only  work  part  of  the  time.  Tt  will  not 
work  all  the  time.  And  then  confidence  disappears 
and  enthusiasm  goes  by  the  board. 

If  enthusiastic  and  honest  service  is  to  be  rendered 
none  other  than  the  seed  that  produces  it  must  be 
sown . 

He  is  a  wise  merchant  who  is  as  careful  about 
his  health  as  he  is  of  his  money  and  his  stock. 

Business  Men's  There   are   doubtless   a  good 

Savings.  many  men  in  busines.s  to-day 

Avho  wish  they  had  saved  more 
money  when  they  were  clerks  in  order  that  they  might 
to-day  have  had  more  capital  at  their  command.  And 
there  are  clerks  who,  after  many  years'  experience  be- 
hind the  counter,  would  be  merchants  to-day  where 
it  not  for  the  fact  that  they  had  not  cultivated  the 
habit  of  saving  in  their  earlv  days. 

Most  of  us  would  like  to  have  our  days  over  again. 
But  we  cannot  eat  our  cake  and  have  it.  What  is  past 
is  past.  And  it  is  easier  to  foretell  the  future  than  to 
bring  back  the  past.  But  the  experiences  of  others 
can  serve  as  warnings  to  others. 

There  is  no  clerk  whose  salary  is  so  small  that  he 
cannot  set  aside  a  certain  amount  each  week  on  sav- 
ing bank  account.  The  habit  of  saving  a  certain  fixed 
amount  weekly  does  not  of  necessity  become  a  pen- 
urious habit. 

Penuriousness  is  more  to  be  avoided  than  even  an 
extravagant  habit,  for  to  be  penurious  is  to  narrow 
and  warp  one's  life.  And  while  a  life  that  is  narrow 
and  warped  may  amass  money,  it  cannot,  in  its  truest 
sense,  be  termed  successful. 

To  be  a  successful  merchant  in  its  widest  and  best 
sense  is  to  be  a  successful  man. 

Money  makes  money.  And  the  best  thing  a  young 
man  can  do  when  he  has  a  hundred  or  so  dollars  at 
his  command  is  to  invest  it  in  some  security  that  will 
yield  him  a  fair  and  reasonably  sure  return. 

That  which  is  a  gamble  he  should  avoid,  at  any  rate 
until  he  has  amassed  such  a  large  sum  of  monev  that 
he  can  afford  to  take  a  chance  Avithout  seriously  im- 
pairing his  financial  standing. 

No  man  should  run  the  risk  of  losing  his  all  in  a 
speculative  ventiire,  no  matter  how  attractive  it  mav 
be. 

Avoid  those  sure  things  that  industrious  promoters 
are  so  zealously  offeriner  to  their  friends. 

There  are  so  many  tried  and  trusted  thinss  in  which 
the  man  with  small  savings  can  invest  that  there  is 
no  excuse  for  him  to  place  his  money  in  those  which 
are  chimerical. 


g  If  you  work  for  a  man,  in  heaven's  name  work  for  8 

5  him.    If  he  pays  wages  that  supply  you  your  hread  g 

S  and  butter,  work  for  him,  speak  well  of  him,  th^'nk  S 

B  well  of  him.  stand  by  him.  and  stand  by  the  institution  S 

3  he  represents.    I  think  if  I  worked  for  a  man,  I  would  g 

8  work  for  him.    I  would  not  work  for  him  a  part  of  S 

S  his  time,  but  all  of  his  time.     I  would  give  an  g 

S  undivided  service  or  none.   If  put  to  a  pinch,  an  ounce  S 

§  of  loyalty  is  worth  a  pound  of  cleverness.   If  you  must  8 

D  vilify,  condemn,  and  eternally  disparage,  why,  resign  g 

S  yonr  position,  and  when  you  are  outside,  damn  to  S 

S  your  heart's  content.   But,  I  pray  you,  so  long  as  you  8 

S  are  a  part  of  an  institution,  do  not  condemn  it.    Not  8 

S  that  you  will  injure  the  institution — not  that — but  S 

g  when  you  disparage  the  concern  of  which  you  are  S 

S  a  part,  you  disparage  yourself.  S 

§  ELBEET   HUBBARD.  § 


November,  1913 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


31 


Quality  Beds,  Limited,  Drop  the  Retailer 

They  Announce  They  W ill  Hereafter  Sell  Direct  to  the 
Consumer — Claim  They  Can  in  This  Way  Better  Serve 
the  People — Unjustifiable  Reflections  on  the  Retailer 


astoii- 
to  any 
prices 


letter  v\  (' 
tliey  pur- 


Tlie  Fiu'iiiture  World  is  in  receipt  of  a  letter  .jointly 
signed  by  fonr  of  the  six  fnrniture  dealers  in  Welland, 
Ont.,  in  whieli  a  protest  is  entered  agfiinst  an  adver- 
tisement of  (duality  l^eds,  Limited,  which  appeared  in 
a  recent  issne  of  a  local  newspaper.  A  c^py  of  the 
offending  advet-tisement  was  enclosed. 

Tn  this  advertisement  Qnality  IJeds  make  tlu 
ishing  annonncement  that  they  will  sell  direct 
consnnnn-  any  article  made  by  them  at  factors 
and  in  addition  pay  freight  to  destination. 

"We  positively  gnarantee."  i-eads  a  black  type  para- 
graph in  the  advertisement,  "that  every  article  will 
be  offered  at  strictly  factory  pi'ices,  which  will  iiu'an 
a  saving  of  from  25  to  40  per  cent,  to  all  purchasers." 

This  advertisement,  which  occiipied  a  fnll  page  in 
the  paper  in  which  it  ajipeared,  is  herewith  reproduced, 
although  in  a  very  mnch  reduced  size. 

As  the  six  retail  dealei's,  aecoi'ding  to  thf 
have  received,  have  in  stock  goods  which 
chased  from  Quality  Beds,  they  are  naturally  very 
much  annoyed.    Th(\v  believe  they  have  a  grievance. 
And  they  are  justified  in  their  belief. 

While  manufacturers  of  certain  lines  of  merchandis" 
have  before  this  gone  to  the  consumer  direct  Avith  the 
products  of  their  factory,  ignoring  the  retailer  alto- 
gether, we  caimot,  as  far  as  our  memory  serves  us,  re- 
call any  other  instance  in  which  it  was  done  in  the  same 
way  as  Quality  Beds  have  done  it. 

We  were  so  mystified  that  we  dt'cided  to  try  and 
secure  from  the  company  a  statement  in  regard  to  the 
matter  before  dealing  with  it  in  the  columns  of  The 
Fu.rniture  World.   This  statenaent  has  been  received. 

And  whih-  it  gives  an  explanation  of  the  company's 
extraordinary  action,  it  by  no  means  justifies  the  man- 
ner in  which  they  hav(>  gone  about  it. 

By  reading  their  statement,  which  is  reproduced  on 
this  page,  it  will  be  noticed  that  they  say  they  are 
actuated  (1)  by  a  desire  to  "render  a  service  to  the 
people";  (2)  that  the  "consumer  will  get  goods  fresh 
from  the  factory  instead  of  damaged  and  shopworn": 
(^)  that  there  are  dealers  in  the  furniture  trade  Avho 
are  weak  financially,  are  mere  profit  takers,  and  un- 
sound in  their  business  methods.  Some  of  them  even 
"sit  on  kegs  and  wait  for  something  to  turn  up." 

To  believe  they  can  "render  a  service  to  the  people 
of  Canada  in  supplying  beds,  springs  and  mattresses 
direct  from  the  factory"  is  laudable.  Tt  in  even  more 
than  that:  it  is  magnanimous.  Tt  will  help  to  solve  tin- 
hiph  cost  of  sleeping.  A  cut  of  25  to  40  per  cent  is  not 
to  be  "sneezed  at."  To  thosp  who  suffer  fvom  insomnia 
it  will  be  a  panacea.  Instead  of  sleeping  fitfully  they 
will  sleej)  soundly  for  the  eight  hours  which  nnnlical 
men  tell  us  is  necessary  to  our  well  being. 

Of  course  it  does  not  follow  that  Quality  Beds  will 
rest  moi-e  comfortably  than  before.  They  may  find  that 
the  cost  of  doing  business  under  the  new  way  may  be 
.somewhat  higher  than  under  the  old. 

Tt  is  to  be  regretted,  however,  that  in  their  anxiety 
to  "render  a  service  to  the  people  of  Canada"  that 
they  had  not  s,<ived  at  least  a  portion  of  their  magna- 
nimitv  for  the  retail  furniture  dealers  in  Canada  who 
have  theii-  goods  in  stock.  They  were  certainly  entitled 
to  some  consideration. 

Tt  is  scarcely  probable  that  any  retail  dealers  in 


Canada  v.i'ic  actuated  by  the  spii'it  of  magnanimity 
when  they  placed  orders  with  Quality  Beds  travelers. 
They  doubtless  did  so  because  they  believed  the  goods 
possessed  merit  ami  Avere,  therefore,  satisfactory  to 

l!,Ml(ll(>. 

Wha+evr  ^hviv  motive  may  have  been,  every  retail 
deah  r  in  the  ennnti'y  who  has  the  pi'oducts  of  Quality 
Beds  finds  himself  with  croods  in  stock  whose  value  has 


You  Never  Had  a  Buying 
Opportunity  Like  This 
Before 

Here  is  lh«  Proposition :  Yoo  may  purchase  any  article  made  by 
QHalily  Beds  Limited,  at 

FACTORY  PRICES 

For  This  Week  Only,  (ram  ^  ajn.  to  S  p.m.  each  day 


SECOND- 
THIRD-  Vr 
rODRTH- 


We  positively  guarantee  that  every  article  will  be  olfereo 
at  strictly  Factory  Prices,  which  will  mean  a  saving  ol 
from  25  to  id  per  cent,  to  all  purchasers. 

Our  Product,  which  we  offer  in  its 
entirety,  is  as  follows: 

Brass  Beds  Enamelled  Beds     Child's  Cribs 

Springs  Mattresses  Cots 

Extension  Couches  Divans  Costumers 


A  Word  About  Quality 

Beds  superior  lo  those  made  by  Qualily  Bedi  Limited  are  not  made  in  Cinida. 
Quality  has  ever  been  with  us  ihe  first  consideralion.  Our  Beds  are  the  very 
best  we  knew  how  to  make.  Every  Brass  Beo  i«  finished  with  Unality  Olaslo 
Lacquer.  You  may  e^en  burn  gasoline  on  it  and  it  never  leaves  a  shade  or 
mark.  This  bed  may  be  washed  with  soap  and  water,  but  do  not  try  thai 
operation  on  any  other  make  of  brass  bed. 

R«member  the  Sale  is  This  Week  Only 


QUALITY  BEDS  LIMITED 

Faclory  on  Eul  Main  SIrMt,  jusi  Eul  »l  G.T.R. 

WELLAND  ONT. 


been  depreciated  to  a  greater  or  less  extent  by  the 
direct-to-lhe-eonsnmer  policy  which  \he  company  have 
adopted. 

No  eonsnnier,  if  he  knows  it,  will  now  pay  a  retailei' 
\\  ha  I  he  believes  to  be  a  price  which  allows  the  latter  a 
profit  of  25  to  40  per  cent.,  when  he  can,  by  buying 
diroe*^  from  the  mamifactnrer,  save  that  amoiint  of 
money. 

To  scatter  broadcast  to  thf  eonsnmer  the  statenu'nt 
regai'ding  the  pi'ofits  of  the  retailei-  is  in  its  efifeet  both 
demoraHzijig  and  misleading. 

It  is  demoralizing  bocanse  it  tends  to  create  in  con- 
sumers a  desire  to  beat  down  the  price  of  every  piece 
of  furniture  they  buy. 

The  advertisement  of  Oualitv  Beds  cnconT-ages  them 
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DISCUSSION  BETTER  THAN  SUPPRESSION 

Tu  publishing  this  article  the  Canadian  Furniture 
World  has  no  desire  other  than  to  give  the  facts  of  a 
very  interesting  and  important  action  taken  by  a  Can- 
adian furniture  manufacturer. 

On  Friday,  Oct.  10,  the  letter  signed  by  the  furniture 
dealers  in  Welland  was  received,  tjualit.y  Beds,  Lim- 
ited, were  immediately  written  to  tor  their  side  of  the 
storv.  A  member  of  the  Furniture  World  staff  also  vis- 
ited" Welland  and  interviewed  Mr.  Hatt,  whose  reply, 
published  herewith,  came  promptly  and  without  reserva- 
tion. Mr.  Hatt  must  be  given  credit  for  having  the 
courage  of  ,  his  convictions. 

We^  understand  that  the  letter  signed  by  the  Wel- 
land furniture  dealers  was  sent  to  both  of  the  Canadian 
furniture  trade  papers. 

The  Canadian  Furniture  Worll  has  not  hesitated  to 
comply  with  the  request  of  the  Welland  furniture 
dealers  for  publicity  for  their  grievance. 

If  the  Furniture  World  bad  a  circulation  amongst 
the  general  public  we  migbt  be  unwilling  to  give 
Qu.ilitv  Beds,  Limited,  free  advertising  amongst  their 
new  clientele.  But  this  paper  is  read  only  by  furniture 
dealers  and  undertakers  and,  in  our  opinion,  every  one 
in  the  furniture  trade  is  interested  in  the  decision  of 
Quality  Beds,  Limited,  to  go  after  the  i-onsumers'  trade. 

The  opinions  of  readers  are  requested  on  the  sub- 
ject of  furniture  manufacturers  selling  to  consumers — 
and  of  furniture  dealers  giving  customers  letters  of  in- 
troduction to  furniture  manuiacturers  to  enable  the 
customers  to  buy  from  the  factory  at  wholesale  prices. 


to  do  SO,  for  its  inference  is  that  the  profits  of  the  re- 
tailer are  excessive. 

Were  the  consumer  conversant  with  all  the  intricate 
and  complex  factors  that  are  to  be  considered  by  the 
retail  dealer  in  determining  the  selling  price  such  an 
advertisement  as  that  of  Quality  Beds  might  not  do 
much  harm.   But  he  is  not  conversant  with  them. 

If,  for  example,  he  sees  the  retailer  offering  for  sale 
an  article  at  say  $1.25  that  which  he  has  been  told  cost 
the  latter  $1  at  the  factory,  he  at  once  jumps  to  the 
conclusion  that  he  is  making  a  profit  of  25  per  cent., 
when  as  a  matter  of  fact  he  may  be  actually  losing 
money. 

He  doesn't  realize  that  to  the  price  paid  at  the  fac- 
tory must  be  added  freight,  cost  of  doing  business  and 
the  profit  to  which  he  is  entitled. 

As  to  there  being  men  in  the  retail  furniture  business 
possessing  littlf  or  no  capital,  that  may  be  quite  true. 
But  this  is  by  no  means  peculiar  to  the  furniture  trade. 
It  is  to  be  foimd  in  all  lines  of  business.  But  there  are 
scores  upon  scores  of  large  and  successful  business 
enterprises  in  Canada,  manufacturing  as  v/ell  as 
retail,  that  had  their  origin  in  little  or  no  capital  in 
the  form  of  cash.  Their  capital  was  chiefly  composed 
of  integrity,  industry  and  skill.  And  the  late  J.  Pier- 
pont  Morgan  told  us  a  short  time  before  he  died  of  the 
value  of  these  as  a  credit  factor. 

But  all  this  aside.  Avhat  about  the  furniture  dealers 
whose  credit,  on  account  of  their  integrity  and  finan- 
cial resources,  stands  high?  Is  their  business  to  be 
made  to  sutf^r  because  of  the  few  whose  credit  is  poor 
.ind  who.  in  the  words  of  the  Quality  Beds  letter,  are 
so  lacking  in  enterprise  that  they  sit  "on  a  keg  in  the 
back  of  the  store  waitinjr  for  something  to  turn  up"? 

Two  wrongs  do  not  m.ake  a  right.  Quality  Beds  have, 
by  their  action,  added  another  Avrong  for  the  honest 
merchant,  for  whom  they  profess  to  have  such  respect. 

As  far  as  the  statement  is  concerned  "that  the  con- 
'■iMTier  will  get  goods  fresh  from  the  factory  instead  of 
damaged  and  shon-worn,"  that  is  a  statement  which 
demands  sor'p  r|ualifying. 


Quality  Beds.  Limited,  will  no  doubt  be  as  anxious, 
and  Avill  therefore  take  every  precaution  to  see  that 
goods  shipped  to  con.sumers  arrive  at  destination  in 
good  shape.  This  was  their  policy  when  they  shipped 
to  the  retailer,  and  they  will  doubtless  try  to  do  the 
same  thing  when  shipping  to  the  consumer. 

But  they  are  going  out  of  their  way  when  they  east 
reflection  on  the  retailer.  The  latter  is  just  as  anxious 
in  this  resp3et  as  the  manufacturer.  Every  up-to-date 
retailer  certainly  is.  And  then  as  far  as  being  shop- 
worn is  concerned,  it  is  possible  for  furniture  to  be  fac- 
tory-worn as  well  as  shop-worn. 

Quality  Beds,  Limited,  have  a  perfect  right  to  drop 
the  retail  trade  and  pick  up  the  consumer  trade  if  they 
feel  so  disposed. 

Personally  we  believe  that  in  the  furniture  trade,  the 
natural  and  most  efficient  distributor  of  the  products 
of  the  factory  is  the  retailer.  Quality  Beds  think  dif- 
ferently.  That,  however,  is  their  own  bxasiness.. 

What  we  take  particular  exception  to  is  the  V/'ay  in 
which  they  have  gone  about  it. 

They  should  have  had  at  least  some  regard  for  the 
welfare  of  those  in  the  retail  trade  who  had  been  their 
friends  and  customers. 

They  could  have  changed  their  system  of  doing 
business  in  order  that  a  minimum  of  damage  might  be 
done  the  retail  trade.  But  one  would  imagine  from 
the  character  of  their  advertisereent  and  the  tenor  of 
their  letter,  which  we  publish,  that  it  was  the  maximum, 
and  not  the  minimum,-  of  damage  that  they  sought 
to  inflict. 

To  say  the  least,  it  is  an  unfortunate  and  regrettable 
occurrence. 


CANADIAN  FURNITURE  IMPORTS 

According  to  the  Trade  and  Commerce  reports  Cana- 
da imported  in  April  last  furnititre  valued  at  $296,675, 
as  against  $201,856  in  April  a  year  ago.  Of  these 
imports  the  United  States  sent  us  $275,073  worth  as 
compared  with  $171,619  in  April,  1912. 


EXPLANATION  OF  QUALITY  BEDS,  LIMITED 

Mr.  W.  L.  Edmonfis,  Mng.  Editor.  Canadian 
Furniture  World,  Toronto,  Ont. 

Dear  Sir:  Your  esteemed  favor  of  the  lOth  received,  advis 
inp  tl;at  you  have  a  comn'aint  from  the  furniture  merchants 
of  Welland,  hacVed  up  with  a  document  signed  by  them  to 
the  purport  that  we  are  selling  our  goods  d'rect  to  the  con- 
sumer, which  method  the;\  claim  to  be  unfair  to  them,  as  retail 
furniture  dealers. 

You  state  that  you  are  going  to  publish  the  complaint,  and 
invite  us  to  make  any  stat,-=nicnt,  which  you  say  you  will  be 
glttd  to  publish  in  connection  with  the  article.  Our  state- 
ment IS  simply  this: 

"We  are  selling  our  goods  direct  to  the  consumer,  at  fac- 
tory wholesale  prices,  freight  paid,  money  back  if  goods  are 
not  satisfactory. 

"\Ve  believe  we  can  render  a  service  to  the  people  of  Can- 
ada, in  supplying  beds,  springs,  mattresses,  direct  from  the 
factory  to  the  consumer,  at  factory  wholesal.^  price.  This  will 
overcome  the  waste  and  loss  of  having  our  goods  pass  through 
the  middleman.  It  will  be  a  big  saving  to  the  consumer,  and 
more  than  this,  the  consumer  will  get  goods  fresh  from  the 
factory  instead  of  damaged  and  shopworn. 

"During  the  last  five  years  a  great  number  of  dealers  have 
undertaken  the  furniture  business,  with  little  or  no  canital, 
and  the  manufacturers  have  supplied  tliem  with  goods,  which 
couldn't  be  paid  for.  These  dealers  are  nothing  more  than 
profit  takors.  and  are  not  contributing  any  service  to  the  pub- 
lic: and  it  is  men  of  this  character  that  makj  goods  costly. 

"The  good  honest  merchant  who  works  hard  for  business  has 
to  pay  for  these  losses,  and  in  the  end  the  consumer  pays  it 
all.  We  are  cutting  out  all  ihis  stuff  and  ive  are  not  going 
to  keep  up  any  system  of  selling  which  is  an  elusion  and  a 
snare;  furthermore,  the  dealers  who  kick  the  hardest  against 
our  method,  you  will  find,  in  the  majority  of  cases,  to  be  the 
ones  who  stand  daily  in  the  doorwav.  or  sit.^  on  a  keg  in  the 
back  of  the  store  waiting  for  something  to  turn  up." 

Yours  truly, 
Quality   Beds,  Limited, 

H.  L.  Hatt,  Prei. 
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Planning  for  the  Christmas  Holiday  Trade 


BY  A.  B.  LEVER 


A GOOD  many  dealers  have  no  doubt  been 
thinking — and  thinking  a  great  deal — 
about  the  Christmas  holiday  trade. 
Possibly  there  are  many  who  have  not  yet 
given  much  tliought  to  the  matter. 

Others  may  not  have  given  it  even  a  passing 
thouglit.  The  number  of  such  may  be  few,  but 
there  is  always  to  be  found  in  all  lines  of  busi- 
ness men  who  are  merely  drifters.  They  never 
think  of  what  is  ahead  of  them,  and  eonse- 
(luenily  they  never  plan. 

Although  furniture  dealers  as  a  whole  are 
as  thoughtful,  progressive  and  energetic  as 
any  other  class  of  business  men,  the  fact  that 
all  are  not  so  warrants  our  drawing  attention 
to  the  subject  of  the  Christmas  holiday  trade. 

There  was  a  time  when  few  people  gave  much 
attention  to  furniture  in  connection  with  the 
Christmas  holiday  season.    That  day  is  past. 

It  is  now  recognized  that  there  are  a  multi- 
tude of  things  carried  by  the  average  furniture 
dealer  that  are  decidedly  appropriate  as  gifts. 

The  furniture  dealer,  therefore,  who  assays 
to  reap  bountifully  of  the  Christmas  holiday 
trade  has  not  an  unsympathetic  field  in  which 
to  operate. 

The  great  majority  of  people  are  already 
aware  of  the  suitability  of  furniture  for  gift 
purposes.  The  psychological  conditions  are, 
therefore,  favorable. 

But  of  little  use  are  favorable  psychological 
conditions  unless  systematic  efforts  are  made 
to  take  advantage  of  them. 

The  time  to  prepare  plans,  if  plans  have  not 
already  been  prepared,  is  now. 

If  any  new  and  special  lines  are  to  be  taken 
into  stock,  the  sooner  the  arrangements  are 
made  for  doing  so  the  better.  Those  who  are 
late  may  have  to  take  the  "leftovers."  That 
may  mean  that  they  will  be  compelled  to  play 
second  fiddle  to  those  who  are  more  progressive. 

But  the  securing  of  desirable  and  attractive 
lines  is  not  of  itself  sufficient.  It  may  be  pos- 
sible to  have  an  ideal  stock  and  yet  secure  a 
very  small  share  of  the  Christmas  holiday 
trade. 

There  must  be  right  selling  methods  as  well 
as  right  buying  methods. 

During  the  Christmas  holiday  season  most 
people  are  perplexed  in  regard  to  what  they 
shall  buy.  They  want  something,  but  they  do 
not  know  what  they  want. 

It  is  the  office  of  the  dealer  to  bring  befoi'e 
them  a  list  of  articles  from  which  they  may 
be  able  to  make  a  selection. 

There  are  no  mediums  through  which  he  can 
so  effectively  do  this  as  through  window  dis- 
plays and  advertising.  Without  these  the 
dealer  would  be  about  as  badly  handicapped 
as  would  a  bird  deprived  of  its  wings. 

By  the  wise  use  of  window  displays  and 


advertising  it  is  possible  to  accomplish  a  great 
deal. 

The  purpose  of  each  advertisement  and  each 
window  display  as  the  season  approaches 
should  be  to  suggest  what  to  buy  and  how  to 
buy. 

For  example,  with  a  display  of  articles  in 
the  window  might  be  arranged  attractive  cards 
suggesting  that  if  there  are  any  which  is 
beyond  the  price  of  an  individual,  members  of 
a  family  might  club  together  and  purchase  the 
sanui  for,  say  father  or  mother. 

Tlien  there  are  bedroom  suites  for  children, 
furnishings  for  father's  den,  fancy  pieces  of 
furniture  for  the  drawing-room,  knick-knacks 
for  mother's  sewing  room,  lounging  chairs  for 
father  or  brother,  gramophones. 

As  a  matter  of  fact  there  is  nothing  in  the 
furniture  store  (even  taking  in  the  stove  de- 
partment) which  cannot  be  turned  to  good 
account  during  the  (.Christmas  holiday  cam- 
paign. Practically  the  only  limitation  is  the 
skill  that  is  exercised  in  the  devising  of  ways 
and  means  in  bringing  the  fact  home  to  the 
public. 

In  all  campaigns  the  advertisements  should 
be  made  to  co-operate  with  the  window  dis- 
plays and  the  window  displays  with  the  adver- 
tising. In  some  instances  it  might  be  well  to 
supplement  newspaper  advertising  with  cir- 
culars and  booklets. 

Nothing  in  business  or  out  of  business  was 
ever  done  or  made  that  did  not  first  of  all  have 
its  origin  in  the  mind  of  someone.  Now  is  the 
time  to  get  the  mind  going.  And  don't  forget 
to  get  the  mind  of  the  salesmen  going  as  well. 

Where  there  is  no  meditation  there  can  be 
no  action,  and  where  there  is  no  action  there 
cannot  be  profitable  reaping  from  the  Christ- 
mas holiday  trade. 


Passing  Business  Thoughts 
By  W.  L.  E. 

//  is  dangerous  to  go  to  sleep  in  business  as  well  as 
at  the  switch. 


A  little  dose  of  advertising  helps  to  revive  dormant 
trade. 


Patience  is  a  business  as  well  as  a  religious  virtue. 


One  should  be  tactful  with  customers  as  well  as 
with  fish. 


Skilled  fishermen  do  not  confine  themselves  to  one 
kind  of  bait.  They  experiment  until  they  discover 
that  which  attracts  the  fish.  Skilled  dealers  do  the 
same  when  they  are  ^fishing"  for  customers. 
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View  of  furniture  section  of  R.  H.  Williams  &  Co.,  Kegina,  where  one  of  the  finest  displays  of  furniture  in  the  West  is  to  be  seen. 


Made-in-Canada  Furniture  Sale  Conducted  by  Regina  Store 

Proved  a  great  success — Twenty-page  advertisement  used  in  announcing  it — Win- 
dows also  put  to  good  use — A  short  sl^etch  of  the  progress  of  The  Glasgow  House 


MUCH  has  been  heard  in  recent  years  regarding 
the  featuring  in  Canada  of  made-in-Canada 
goods.  This  year  R.  H.  Williams  &  Sons,  who 
conniiet  "The  Glasgow  House,"  at  Regina, 
Sask.,  conceived  the  idea  of  running  a  "made-in-Can- 
ada" sale.  It  was  conducted  on  a  big  scale,  and  the 
general  magnitude  of  it  made  an  extremely  unique 
event.  It  resulted  in  publicity  for  the  firm  not  only  in 
Regina.  but  in  other  parts  of  the  West  as  well. 

Largest  Ad.  Ever  Run  by  Canadian  Store 

The  magnitude  of  the  manner  in  which  this  sale  was 
carried  on  is  demonstraled  by  the  fact  that  in  announc- 
ing it,  the  firm  ran  in  the  Regina  Leader  the  largest 
advertisem.ent  ever  run  by  a  retail  store  in  a  single  edi- 
tion of  any  newspaper  in  Canada.  Twenty  full  pages 
were  taken  up  in  the  one  issue.  They  were  run  all  in 
one  section,  and  in  this  way  the  extensive  size  of  the 
advertising  was  very  noticeable.  Across  the  top  of 
-^aeh  page  was  "Glasgow  House  Made-in-Canada 
Week." 

Manufacturers  Co-operated 

The  co-operation  of  manufacturers  was  secured  in 
making  the  event  a  big  affair.  In  nearly  every  case 
those  manufacturers  whose  goods  were  featured  were 
willing  to  assist.  About  a  page  and  three-ciuarters  was 
taken  up  by  the  general  announcement  of  the  firm,  and 
the  balance  of  the  20  pages  by  advertising  of  specific 
lines.  This  was  paid  for  by  those  firms  whose  goods 
were  advertised,  although  in  an  indirect  way — a  credit 
note  being  given  to  The  Glasgow  House  for  goods  to 
the  amount. 

Announcement  by  the  Firm 

The  general  announcement  made  by  the  firm  itself 
was  as  follows; 

"The  policy  of  this  store  is  to  give  preference  to  Can- 
adian made  goods.  We  believe  absolutely  in  building 
up  an  industrial  Canada.  In  line  with  this  policy  we 
have  decided  to  hold,  with  the  co-operation  of  a  repre- 
sentative manufacturer  in  each  line  of  goods  in  stock, 
an  exhibition  of  made-in-Canada  products  and  a  week's 
sale  of  these  products.  This  exhibition  and  sale  will 
be  held  next  week.    In  this  sale  every  department  in 


the  store  will  be  represented,  and  we  know  that  the 
exhibition  will  furnish  an  eloquent  demonstration  on 
the  variety  and  excellence  of  the  product  of  Canadian 
mill  and  factory.  The  manufacturers  Avhose  goods  are 
featured  in  the  exhibition  and  sale  and  Avhose  merits 
are  described  in  the  following  pages  of  this  advertise- 
ment (the  largest,  we  believe,  that  has  even  been  pub- 
lished by  any  retail  store  in  Canada)  have  been  care- 
fully selected  as  representative  of  Canada's  best.  We 
endorse  their  products  and  recommend  them  to  our 
customers  in  the  full  belief  that  they  are  thoroughly 
worthy  of  a  place  in  our  store — a  store  in  which  noth- 
ing but  the  best  is  ever,  knowingly,  offered  to  our 
patrons. " 

Used  Window  Display  Also 

Advertising  was  not  the  only  method  of  publicity 
used.  The  display  windows  were  also  taken  full  ad- 
vantage of,  and  here  also  each  window  was  devoted  to 
the  goods  of  one  firm.  The  ads.  appeared  on  the  Fri- 
day before  the  sale.  On  Monday  morning,  the  goods 
featured  in  the  advertising  were  shown  in  the  windows. 
The  interior  of  the  store  was  also  given  extra  atten- 
tion in  the  way  of  displa3\ 

The  sale  proved  a  great  success,  both  from  the  stand- 
point of  the  amount  of  goods  sold  and  also  the  general 
publicity  given  to  the  store.  C.  W.  Hansford  was  in 
charge  of  the  advertising,  Avhile  Andrew  W.  Murdison. 
the  display  manager,  was  i)i  charge  of  this  branch  of 
the  sale. 

Mr.  Williams  Came  from  Ontario 

R.  H.  Williams,  the  largest  stockholder  in  the  Glas- 
gow House  is  a  Canadian,  and  caine  from  Stayner,  Out. 
Like  many  other  old  timers  in  Regina  and  district,  he 
.iourneyed  to  Regina  from  Winnipeg,  via  the  ox-cart 
route  in  1881.  It  was  not  until  late  the  next  year  that 
the  steel  of  the  Canadian  Pacific  Railway  Company 
was  laid  to  Regina.  For  a  while  after  coming  to  Ke- 
gina, _Mr.  Williams  folloM^ed  his  old  line  of  business- 
building  and  contracting.  Regina  at  that  time  was 
mostly  spread  alor^g  South  Railway  Street,  and  passnn- 
gers  on  the  trains  could  easily  take  the  census  of  the 
coming  metropolis  while  passing  through. 


November,  1913  CANAUIAN  FUIJNITUKE  WORLD  AND  THE  UNDERTAKER. 


35 


The  Glasgow  House's  first  advertisement  appeared 
iu  the  Leader  in  1888,  in  which  the  public  were  in- 
formed that  the  business  so  long  carried  on  by  Alex. 
Sheppard  had  changed  hands  and  would  become 
known  as  the  "Glasgow  House."  Business  was  begun 
in  what  is  now  Kelly's  di-ug  store  on  South  Railway 
Street,  wherr  only  1,200  S(|nare  feet  of  floor  space  was 
available.  When  the  town  added  materially  to  its 
population,  a  larger  building  was  secured,  and  when 
it  had  bnddiMl  into  a  fair-si/ed  city,  the  Glasgow  House 
was  housed  in  the  present  building  immediately  oppo- 
site the  ei*^y  ball  square. 

Further  Extensions  Being  Made 

The  present  building  has  48,000  square  feet  of  floor 
space,  and  when  the  additions  now  being  made  are 
complete  it  will  have  a  floor  space  of  112,000  square 
feet.  Tn  addition  to  the  store  a  large  warehouse  is 
owned  by  the  firm,  giving  an  additional  15,000  square 
feet  of  floor  space  for  storage  purposes. 

Mr.  Williams  is  one  of  the  old-timers,  who  has  seen 
Regina  grew  from  a  struggling  town  to  a  thriving  city, 
and  has  taken  an  active  part  in  directing  the  city's 
growth.  For  a  number  of  years  he  was  an  alderman; 
then  urged  on  by  a  large  body  of  supporters,  consented 
to  contest  the  mayoralty  chair.  He  was  elected  by  a 
large  ma.iority,  having  occupied  the  mayor's  chair  for 
several  years.  He  retired  from  active  municipal  life 
at  the  end  of  1910.  but  nevertheless  shows  a  keen  in- 
terest in  all  mattei'S  of  civic  interest. 


New  Furniture  Stores 

J.  W.  Rifthai'dson,  iiardware  dealer  at  North  Bay, 
Out.,  is  completing  extensions  to  his  store,  making  it  in 
shape  like  the  letter  L,  preparatory  to  putting  in  a 
furniture  stock.  In  the  centre,  at  the  junction  of  the 
two  arms,  Avill  be  located  the  post  office,  while  in  the 
added  extension  will  be  established  the  furniture  de- 
p.^irtment. 

Mr.  Zoellner,  formerly  of  Mount  Forrest,  Ont.,  has 
opened  a  new  furniture  store  at  Prince  Albert,  Sask. 

C.  E.  Boomer  is  president  and  W.  J.  Boomer  is  man- 
ager of  the  House  Furnishing  Co.,  a  new  furniture  con- 
cern opening  at  Redcliffe,  Alta. 


FURNITURE  STORES  WANTED 

Openings  for  furniture  stores  are  said  to  exist  at 
Allan,  Cudworth,  Grandora,  Leney,  Meacham,  Talmage 
and  Young,  Sask.,  and  Beiseker,  Holden,  Edson,  Hux- 
ley. Mirror  and  Wabamun,  Alta.  The  secretary  of  the 
board  of  trade  at  each  of  these  places  is  seeking  inquiry. 


MR.  WEBER  BACK  FROM  EUROPE 

Mr.  E.  0.  Weber,  of  the  Waterloo  Furniture  Com- 
pany, is  back  from  Europe,  where  he  and  Mrs.  Weber, 
in  company  with  Dr.  Gordon  f Ralph  Connor)  and  Mrs. 
Gordon,  spent  a  most  interesting  A^aeation. 


(iruiip  of  Miidc-in-C'anacln  u  iiulovv  displays  in  Glasgow  House,  Kogina,  i.'Oiii;irisiiit.'  I  iirii.t  iii-c,  bods  ami  bedding',  and  oib  loUis  and  floor  co\  ciings. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


ANNIVERSARY  sales  are  a  big  feature  with  many 
stores,  and  usually  brings  considerable  business 
and  general  publicity.     In   the  Anniversary 
the  merchant  generally  goes  a  little  further  in 
offering  inducements  to  buyers  than  in  any  of  his 
other  sales,  as  this  sale  is  supposed  to  be  a  celebration 
of  the  store's  birthday. 

If  these  sales  are  made  of  real  importance,  people 
will  remember  them  from  year  to  year.  They  will  look 
forward  to  them  as  events  that  should  not  be  missed. 

One  dealer  Avho  has  made  a  strong  feature  of  his 
anniversary  sale  for  a  number  of  years  says,  in  regard 
to  it,  "This  place  is  a  town  of  about  1,200  population, 
and  having  a  large  country  trade  around  it,  we  find 
that  an  anniversary  sale  pulls  well.  In  order  to  make 
it  a  success  some  little  advertising  must  be  done,  but 
we  find  we  are  amply  repaid  in  the  trade  it  brings  us 
and  the  advertising  it  docs  for  our  own  store." 


SUGGEST  FURNITURE  FOR  CHRISTMAS 

The  methods  of  Canadian  furniture  vlealers  for  in- 
creasing sales  of  holiday  goods  might  be  improved  if 
they  start  in  right  now  to  bring  before  the  buying  pub- 
lic in  attractive  ways  the  knowledge  that  they  have 
useful;  sensible  and  lasting  items  that  are  suitable  for 
Christmas  and  holiday  gifts.  If  in  their  advertising 
and  window  displays  this  fact  is  brought  prominently 
forward  the  resultant  gain,  when  counted  up  at  the 
end  of  the  season,  will  surprise  and  delight  the  dealer 
who  has  hitherto  let  customers  of  their  own  free  will 
come  to  his  store  to  choose  their  gifts  rather  than  en- 
ticing and  i)iducing  trade  by  attractive  settings  and 
suggestions.  Try  it  this  season,  and  start  in  now,  when 
people's  thoughts  are  only  beginning  to  think  of 
Christmas. 


IS  NOT  KEEN  ON  PRICE  CARDS 

G.  Colgate,  furniture  dealer  at  St.  Catharines,  does 
not  believe  strongly  in  placing  price  cards  in  the  win- 
dow. He  recently  made  a  showing  of  a  beautiful 
though  expensive  mahogany  dining  suite  which,  he 
says,  if  he  had  put  a  price  card  on,  would  have  fright- 
ened the  people  away.  As  it  was,  prospective  customers 
entered  the  stoi-c,  asked  the  price  and,  finding  it  too 
high,  were  invited  to  look  at  something  else.  The  re- 
sult was  that  16  dining-room  suites  at  a  more  reason- 
able price  were  sold. 


WHY  NOT  A  "SUGGESTION  BOX?" 

There  is  a  certain  wholesale  house  in  Detroit,  and 
for  that  matter  there  may  be  several  of  them,  who 
have  pl.;iced  in  a  prominent  position,  a  "Suggestion 
Box."  in  which  may  be  dropped  any  written  suggestion 
by  anj'one  Avho  thinks  of  some  method  to  improve  ser- 
vice. This  concern  offers  a  dollar  for  every  suggestion 
that  is  adopted. 

^  This  works  out  well  and  has  been  the  means  of  several 
little  improvements  well  worth  undertaking.    But  it 


has  brought  out  one  big  improvement  that  does  not  ap- 
pear upon  the  surface.  That  is  the  development  of  the 
interest  upon  the  part  of  the  employees.  It  has  struck 
down  all  timidity  upon  their  part.  They  know  that 
their  suggestions  are  wanted.  They  feel  free  to  offer 
them,  and  they  do  offer  them  not  by  any  means  alone 
01]  account  of  the  money  reward  that  they  receive  in 
case  their  suggestions  are  considered  worthy  of  adop- 
tion. 


FALL  OPENING  FOR  FURNITURE 

The  Baldwin-Robinson  Co.,  furniture  dealers,  St. 
Thomas,  Ont.,  recently  conducted  a  fall  opening.  Their 
store  v/as  tastefullj^  decorated,  an  orchestra  was  in 
attendance,  and  refreshments  were  served.  Cards  Avere 
presented  every  visitor  on  entering  to  alloAV  of  them 
making  a  guess  in  the  guessing  competition.  Of  course 
the  holder  signed  name  and  address,  thus  helping  to 
make  and  build  up  tlio  firm's  mail  list.  The  prize  was 
a  bed,  spring  and  mattress  valued  at  $32. 


TAGS  THAT  ADVERTISE 

Every  bit  of  paper  that  leaves  a  store  to  come  under 
the  notice  of  cnstomers,  Avhatever  its  primary  purpose, 
should  advei'tise.  The  Hardware  Reporter  (St.  Loxiis) 
calls  attention  to  what  delivery-tags  can  do :  An  in- 
teresting example  of  the  advertising  value  of  tags  Avas 
tried  out  recently  by  a  hardAvare  concern  ordering  10 
M.  distinctive  tags.  The  firm  name  Avas  printed  on 
one  side  of  the  enlire  lot  and  on  the  reverse  side  a  dif- 
ferent article  for  sale  in  the  store  Avas  featured  in  every 
thousand,  i.e.,  the  first  thousand  bore  the  cut  of  a  Avell- 
knoAvn  .laAA'ii  moAA^er  AA'ith  description  and  jjrices,  the 
second  thousajid  a  coil  of  good  quality  garden  hose,  the 
third  a  patent  spring  lock,  etc.  The  experiment  was  a 
good  success  and  the  profit  from  the  direct  returns 
Avas  enough  to  pay  for  the  tags  three  or  four  times  over. 
In  this  instance  the  firm  got  its  tags  for  nothing  and 
made  a  tidv  little  sum  besides. 


THE  VALUE  OF  QUICK  SERVICE 

Quick  service  is  an  important  factor  in  modern  busi- 
ness This  is  an  impatient  age,  and  everyAA'here  people 
AA'ant  rapid  and  at  the  same  time  efficient  service.  The 
railroad  company  that  furnishes  the  quickest  service 
to  its  patrons  is  the  one  that  gets  the  business.  In  the 
same  Avay  all  doAvn  the  line  rapidity  is  valued.  The 
manufacturer  finds  this  to  be  true  in  his  business. 

He  should  aim  to  be  able  to  serA^e  customers  quickly. 
There  is  a  double  A'^alue  to  this.  Customers  appreciate 
it,  and  it  also  alloAA's  other  customers  to  be  handled 
quickly  when  orders  come  in.  The  introduction  of  a 
little  system  Avould  sometimes  greatly  improve  the 
service,  both  in  the  factory  and  in  the  matter  of 
delivery. 

Quick  serA'iee  and  the  elimination  of  lost  time  Avith- 
out  a  sacrifice  of  efficiency,  form  a  solid  foundation  for 
growth,  increased  profits,  and  success  for  any  merchant. 
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Inducing  Furniture  Sales 

Through  Exhibitions 

A  novelty  in  this  age  of  exliibitions  was  the  exposi- 
tion of  pei'iod  furniture  and  house  furnishings  made  by 
The  T.  Eaton  Co.,  Toronto,  during  the  first  week  in 
October.  It  was  the  first  exhibition  of  its  kind  in  Am- 
erica, and  it  eoutained  many  instructive  features  which 
might  well  be  adopted  by  furniture  d(\alers  throughout 
the  eountiy,  in  the  smaller  as  well  as  in  the  larger 
centres. 

The  whole  sixth  floor  of  that  firm's  new  furniture 
building  was  giveu  over  to  the  exhibition,  and  to  make 
the  people  come  out  in  greater  numbers  a  series  of  lec- 
tures on  the  "Art  of  Decoration"  was  given  at  stated 
hours  every  morning  and  afteinioon.  These  lectures  in 
themselves  were  decidedly  interesting,  not  only  to 
housekeepers,  but  to  dealers  as  well,  as  there  were 
many  telling  points  bi'ought  out  which  mean  much  to 
the  well-informed  salesman.  The  titles  of  the  lectures 
give  an  idea  of  their  scope — "Walls  and  Backgroimds, " 
"Carpets,"  "Printed  Linens,"  "Curtains  and  Light- 
ing," "Clocks,"  "Period  Furniture,"  the  "Woods  in 


Furniture,"  "House  Furnishings,"  "How  to  Furnish 
a  Flat,"  etc.  The  lectures  were  historical  and  prac- 
tical, and,  as  demcustrations  were  given  with  each  lec- 
ture, they  were  satisfactory  in  resultant  gains  as  well. 

Fot  those  who  preferred  to  view  the  exhibition  in 
comfort,  convenient  hours  were  set  apart  in  Avhieh  to 
visit  the  booths  ranged  round  the  sides  of  the  large 
hfill.  In  these  booths  were  set  out  in  tasteful  surround- 
ji!gs  th  '  fni'niture  and  fiiniisliings  of  the  long  ago,  just 
as  they  would  have  been  aiTanged  at  that  time.  The 
decorations  on  walls  and  floors  were  in  keeping,  the 
only  triodern  touch  being  the  electric  lighting  in  the 
old-fashioned  lamps  and  chandeliers.  A  touch  of 
reality,  too,  was  given  to  the  rooms  by  the  presence  of 
ladies  dressed  and  defjked  out  in  the  satins  and  bro- 
cades of  the  period  illustrated,  and  in  the  carpet  and 
rug  display  hall  a  number  of  Arabs  from  the  "Garden 
of  Allah"  company,  which  was  playing  at  a  local 
theatre,  lent  color  and  actuality  to  the  scene. 

The  periods  dcpict^'d  in  the  various  booths  Avere : 
Flemish,  Gothic,  Elizabethan,  Jacobean,  Carolean,  Wil- 
liam and  Mary,  (^ueen  Anne,  the  Louis,  CJhippendale, 
Adams  Bi'others,  Hepplewhite.  Shei'aton,  and  Modern 
Art. 


Booth  of  period  of  William  and  Mary, 
166i)-1714,  Simple  in  style.  Black  arid 
brown  walnut  and  softer  woods,  some 
oak,  too.  Distin.;uished  by  scallop- 
ings  at  bottom  of  pieces,  cup-lurned 
legs,  curved  braces,  dropped  handles. 
Chairs  upholstered  in  rich  brocades, 
velvets  and  damasks. 


Flemish  period,  850-1450,  Richly 
carved  tables  and  chairs  of  oak.  Her- 
aldic, leaf  antl  open-work  ilesigns. 
Twisted  turning  for  legs  and  supports. 
Seats  widened  towards  the  front. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


DISPLAYING  FURNITURE  FOR  CHRISTMAS 

The  furnished  room  in  the  window  is  having  a  vogue 
in  Canada  just  now — and  it  is  a  might.y  good  asset. 
If  the  suites  and  sijigle  items  shown  are  attractively  set 
out  M-ith  explanatory  and  price  cards,  all  showing  a 
Christmassy  flavor  there  will  be  more  furniture  bought 
for  Christmas  gifts  this  year  than  ever  before. 

The  family  reunion  at  Christmas  is  a  good  time  to 
give  a  pr'-ictical.  sensible  and  lasting  gift  from  the 
younger  mi'iiibi'rs  of  the  family  to  the  old  folks,  such  as 
furniture,  eitlior  individual  items  or  suites.  A  window 
display  of  upholstered  furniture — chairs  for  father's 
den,  rockers  or  work  chairs  for  mother,  fancy  chairs 
for  the  parlor,  or  other  individual  pieces  nicely  ar- 
ranged and  labelled  might  act  as  an  introduction  to  the 
Chris+mas  Avindow  display.  This  could  be  followed  by 
weidvly  window  trims  showing  suites  for  the  parlor,  the 
living-room,  the  dining-room,  the  bedroom,  that  spare 
room,  the  kitchen. 

Library  and  den  furniture,  with  desks  and  sectional 
bookcases  would  raal^e  a  nice  windoAV,  so  would  a  brass 
bed  display.  Pictures,  rugs  and  carpets  is  another  sug- 
gestion, with  a  shoAving  of  gramophones  and  music 
boxes  to  folloAv  up.    A  bedding  display  and  a  bed 


spring  display  should  prove  suggestive  at  the  eom- 
mencement  of  the  winter,  and  a  kitchen  cabinet  show- 
ing would  be  both  helpful  and  attractive. 


PERTINENT  QUESTIONS. 

Is  my  store  front  as  attractive  as  any  other  in  town? 

Do  I  trim  my  windows  every  week  and  keep  them 
looking  fresh  and  clean? 

Is  my  stock  kept  straight  and  in  order? 

Have  I  the  very  best  possible  arrangement  in  my 
store? 

Are  there  any  stickers  in  my  store  that  should  be 

sold  DOW? 


MISSION   OF  THE   SHOP  WINDOW. 

Awakening  in  the  observer  a  desire  for  possession,  is 
the  mission  of  the  window  trim.  If  it  does  not  do  that 
it  is  a  failure  be  it  ever  so  attractive  in  arrangement 
and  color  schemes.  There  are  many  displays  pleasing 
to  the  eye  but  which,  when  analyzed,  are  found  wanting 
in  the  quality  of  selling  force. 

That  is  the  point  around  which  skill  in  producing  im- 


CXKP  ET  CO 


Northern  Furnlt\ire  Co.,  She- 
boygan, W^is.,  display  of  enamel 
furniture.  "One  of  the  best 
windovA  s  we  ever  bad,"  said  the 
dealer  who  made  the  display. 
The  adjoining  window  contained 
a  Xorihern  fumed  oak  dining 
suite,  which  made  a  splendid 
contrast. 
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pressive  display  should  be  applied.  A  frank,  simple 
and  practical  trim  is  more  convincing  than  the  freakish 
variety.  Every  detail  of  every  display  should  be  work- 
ed out  with  deliberation  and  care  taken  at  all  times  to 
have  the  window  reflect  the  true  character  of  the  estab- 
lishment. 

EFFECTIVE  SHOW  WINDOW  ADVERTISING. 

While  every  window  display  is  an  advertisement, 
there  is  a  particular  cla.ss  of  displays  that  are  generally 
termed  advertising  windows  to  distinguish  them  from 
purely  merchandise  displays.  The  merchandise  win- 
dow "is  intended  to  make  direct  sales  of  the  goods 
shown,  whereas  the  purpose  of  the  advertising  window 
is  to  tell  a  story  and  impress  upon  the  mind  of  the 
beholder  sonui  salient  fact  concerning  the  merchan- 
dise displayed.  In  other  words,  there  must  be  an 
"idea"  in  the  advertising  windoAv. 

The  average  AvindoAv  dresser  for  the  retail  store  has 
little  practical  knowledge  of  purely  advertising  Avin- 
dows,  as  his  activities  are  confined  pretty  closely  to 
strictly  merchandise  displays,  but  the  time  will  come 
Avhen  "much  of  the  best  talent  in  the  window  trimmings 


manufacturer  who  has  given  window  advertising  a 
trial  and  dropped  it. 

The  truth  of  the  matter  is  that  all  advertising,  as 
it  is  done  to-day,  is  a  comparatively  new  thing.  And 
it  is  such  an  immense  force — its  returns  are  so  great — 
that  the  manufacturer  has  been  content  with  the  re- 
sults he  has  received  from  his  printed  publicity.  But 
competition  brings  about  the  necessity  of  more  eco- 
nomical methods  of  marketing  all  kinds  of  products, 
and  this  will  lead  to  the  increased  use  of  the  retailer's 
Avindows  by  the  manufacturer.  Eventually,  every  big 
maker  of  goods  that  are  distributed  through  retail 
stores  Avill  have  his  AAdndow-trimming  staff,  or  Avillhave 
AvindoAV  displays  for  the  retailer  planned  by  an  agency 
as  advertising  is  noAV  planned.  This  is  not  a  dream, 
but  a  reasonable  deduction,  based  upon  Avhat  has  al- 
ready been  done  in  this  line.  Competition  Avill  force 
manufacturers  to  install  AvindoAv  advertising  depart- 
ments. An  instance  of  this  may  be  cited  in  the  case 
of  the  big  talking  machine  companies.  One  of  these 
companies  established  a  windoAV  dressing  department 
and  placed  it  in  charge  of  a  man  Avho  thoroughly  un- 
derstood his  business.    Tn  a  short  time  this  company 


Bed  window  display  of  "  Ideal "  goods,  by  A.  H.  Keene,  of  Keeiie  Bros.,  London,  Ont.   "  W'e  did  good  business  with  it,"  said  Mr  Keene. 


field  Avill  be  enlisted  in  the  designing  and  installation 
of  ad\'ertising  AvindoAvs.  The  reason  is  simple — there's 
more  money  for  the  trimmer  in  advertising  AvindoAVs. 

Within  the  next  few  years  there  Avill  be  many  high 
salaried  positions  open  to  the  men  Avho  can  design  and 
construct  high-class  advertising  AvindoAV  displays  along 
original  and  effectiA^e  lines.  These  openings  Avill  come 
from  manufacturers  Avho  will  be  installing  AvindoAV  dis- 
play departments  to  co-operate  Avith  and  back  up  their 
national  advertising  campaign. 

The  possibilities  of  AvindoAv  advertising  for  the  man- 
ufacturer are  so  great  that  it  is  remarkable  that  more 
of  them  have  not  yet  made  a  systematic  effort  to  reap 
the  rich  harvest  that  aAvaits  the  tiller  of  this  fertile 
field.  The  shoAV  AvindoAV  is  the  most  direct  and  force- 
ful of  all  advertising  mediums  and  its  "circulation" 
is  enormous.  Furthermore,  the  retailers  are  Avilling 
to  meet  the  manufacturer  half  Avay  in  the  matter  of 
AvindoAv  display.  They  are  glad  to  alloAV  him  the  use 
of  AvindoAv  space  if  he  will  provide  them  with  the  right 
sort  of  displays. 

Although  the  number  is  increasing  rapidly,  there  are 
as  yet  comparatively  fcAV  manufacturers  Avho  make  any 
serious  effort  toAvard  co-operation  Avith  the  retailer  in 
displaying  their  products.  On  the  other  hand,  there 
are  some  fcAv  manufacturing  concerns  that  have  thor- 
oughly equipped  AA'indoA\'-dressing  departments  under 
the  direction  of  specialists.  It  is  a  significant  fact  that 
all  of  these  concerns  started  their  AvindoAV  advertising 
departments  in  a  very  small,  experimental  Avay.  usu- 
ally under  the  supervision  of  some  officer  of  tlie  con- 
cern, and  soon  grcAV  into  an  important  factor  of  the 
advertising  department.    We  have  yet  to  learn  of  a 


Avas  delivering  to  retailers  ready-made  windoAV  set- 
tings that  Avere  far  more  artistic  and  effective  than 
the  dealer  could  make  for  himself  (if  he  had  been  so 
inclined)  and  at  a  fraction  of  the  cost.  As  a  result 
practically  every  dealer  handling  this  particular  ma- 
chine had  ever-catching,  business-getting  AvindoAV  dis- 
plays that  made  direct  sales.  That  this  competition 
was  felt  by  the  rival  company  was  evidenced  by  the 
fact  that  they,  too.  after  a  short  time,  organized  a  win- 
doAV-trimming  department  along  the  same  lines. 


CHRISTMAS   WINDOW  DRESSING  CONTEST 

The  Furniture  World  takes  pleasure  in  announcing 
a  big  Christmas  window  dress-ng  contest  for  furniture 
dealers  and  their  clerks.  For  the  best  Christmas 
window  a  prize  of  $10  in  cash  Avill  he  given,  while 
a  tAvo  years"  subscription  will  be  given  for  each 
photograph  submitted  that  is  suitable  for  publication. 

Attractiveness,  originality  and  selling  power  will 
be  the  points  taken  into  consideration  in  judging  the 
displays.  For  this  reason  every  person  has  a  chance 
at  the  big  prize,  because  it  will  be  on  these  points 
and  not  on  the  size  of  the  window  that  displays  will 
be  judged. 

Decide  to  enter  your  Christmas  window  in  this 
contest  and  begin  now  to  plan  for  it.  When  you  have 
jour  best  window  in  shape,  have  it  photographed  and 
enter  it  in  the  race.  The  best  way  to  avoid  reflections 
in  photographs  is  to  make  the  exposure  at  night  and 
place  a  large  sheet  behind  the  camera  to  hide  the 
back  view. 

Windows  must  be  arranged  entirely  by  the  dealer 
or  members  of  his  staff,  and  photographs  entered  in 
this  competition  must  be  for  publication  exclusively 
in  The  Furniture  World. 
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Retail  Furniture  Advertising 


Discussions  oj 
Methods  and  Examples 
of  Topograph}) 


SOME  CURRENT  ADVERTISING 

By  A.  B.  Leoer  - 

Great  deal, of  the  advertising,  which  is  being  done 
this  iiionth  by  retail  furniture  dealers,  reminds  one 
that  the  tall  s^msou  is  here  and  that  winter  is  approach- 
ing. Tlic  advertising  is  of  a  nature  which  suggests 
eas'e  and  L-oiafort  of  the  public. 

The  advertisement  of  the  Adams  Co.,  of  Toronto, 
siiggests  a  snap  in  easy  chairs.  The  advertisement  is 
both  well  written  and  well  arranged  and  its  whole  tenor 
is  to  catch  the  men  or  women  who  are  looking  for  ease 
and  comfort  these  long  evenings.  It  is  what  might  be 
termed  "  an  .  appeal-to-the-heart"  advertising.  The 
original  was  -il'^  in.  by  9  in. 

The  advertisement  of  the  Hastings  Furniture  Co., 
Vancouver,  is  not  only  well  displayed,  but  is  likely  to 
attract  the  attention  of  a  good  many  housekeepers 
whose  cai'pers  and  rugs  need  replenishing  at  the  begin- 
ning of  the  fall  season.  It  is  to  all  intents  nnd  purposes 
seasonable.  The  advertisement  is  further  strengthened 
by  the  use  and  arrangement  of  prices.  The  original 
was  4.1;  2  in.  by  474  in. 

There  are  two  outstanding  things  about  the  Mickle- 
borough  advertisement:  First,  is  its  newsy  character; 
second,  the  good  judgment  that  is  used  in  arranging 
the  news.  It  might  well  serve  as  a  basis  for  not  only  ad- 
vertisements of  carpets  and  rugs,  but  for  almost  any 
other  line.  The  only  suggestion  I  would  make  is  that 
that  portion  of  the  advertisement  furnishing  the  list  of 
ca?'pets  and  rugs  and  prices  thereof  should  have  been  in- 
dented, say  half  an  inch,  on  either  side.  The  v\^hite 
space  at  the  sides  would  have  caused  the  advertise- 
ment to  stand  out  a  little  better.  I  think  the  two  rules 
in  the  centre  of  the  advertisement  should  have  been 
h'ft  out.  It  is  a  good  policy  always  to  leave  out  any- 
tliing  that  has  a  tendency  to  detract  from  the  main 
purpose  of  the  advertisement.  The  original  was  6%  in. 
by  10  in. 

The  advertisement,  "These  are  Roomy  Rockers,"  is 
from  a  departmental  store  advertisement,  and  serves 
to  show  the  attractive  way  in  which  a  small  advertise- 
ment can  be  made  up.  The  reading  matter  is  brief  and 
to  the  point  and  no  unnecessary  words  are  employed. 
Xote  how  the  white  .space  around  the  engraving  permits 
the  chair  to  stand  out  clear  from  the  rest  of  the  adver- 
ti.sement.    The  original  was  only  2y^  in.  by  4^9  in. 

The  ehiof  recommendation  in  regard  to  the  advertise- 
ment of  Moncton  Carpet  Co.  is  that  it  stands  out 
well.  If  s])ace  had  been  given  to  two  or  three  lines  for 
prices,  as  in  some  of  the  other  advertisements  which  are 
reproduced  in  this  group,  there  is  no  question,  in  my 
mi)Kl.  but  that  it  would  have  been  materially  improved. 
By  cutliiM.r  ant  some  of  the  wording  which  is  now  in  the 
advertisciin  iit,  this  could  have  been  accomplished  with- 
out eiilarging  the  snnec.    The  Drinters  ought  to  furnish 


a  little  better  and 


)e  for  the  name  of  the  firm. 


The  type  used  in  tliis  line  is  not  as  modern  as  that  used 
in  the  other  part  of  the  advertisement,  and  conse- 
quently does  not  stand  out  as  well  as  it  ought.  The 
original  was  4A^  in.  by  -V-V^  in. 

The  advertisement  of  the  Neilson  Furniture  Co.,  Cal- 
gary, is  one  of  the  best  in  the  group.   The  appeal  which 


is  made  to  the  esthetic  taste  at  the  beginning  of  the  ad- 
vertisement Avould  be  sure  to  at  once  attract  and  secure 
the  sympathy  of  the  average  housewife.  In  the  rest 
of  the  advertisement  the  effort  was  made,  in  clear 
language,  to  furnish  information  in  regard  to  the 
quality,  beauty  and  prices  of  the  articles  advertised. 
Mechanically,  the  advertisement  may  well  serve  as  the 
basis  for  almost  any  line  of  advertising.  Although  the 
advertisement  has  no  illustrations  it  is  nevertheless 
a  striking  one.   The  original  was  9  in.  by  7%  in- 

The  advertisement  of  Howard  Rogers,  the  original 
of  which  Avas  4^2  in.  by  3  in.,  is  another  of  the  kind 
whicli  makes  an  appeal  to  those  who  are  looking  for 
comfort  in  chairs. 

The  "Items  from  Our  Busy  Section"  is  from  a  de- 
partmental store  advertisemeiit.  It  is  a  little  crowded, 
but  is  of  a  newsy  description  and  it  is  for  that  reason 
I  am  reproducing  it. 

Th>^  advertisement  of  the  N.  S.  Furnishing  Co.  is  well 
written  and  well  displa.yed.  The  arrangement  of  prices 
is  excellent,  but  to  me,  the  strongest  feature  of  the  ad- 
vertiseroent  is  the  information  which  it  gives  in  regard 
to  the  styles  and  'effects  of  rugs  which  are  in  vogue  at 
this  time.  This  is  likely  to  excite  the  sympathy  of 
ladies  who  wish  to  be  up-to-date  in  their  styles  of  rugs. 
The  original  Avas  4i  j  in.  by  flVi  in. 


ADVERTISING  A  RETAIL  BUSINESS 

By  Charles  H.  Marshall 

_  We  all  have  something  to  sell,  merchandise,  informa- 
tion, experience,  ideas,  or  time,  and  if  Ave  folloAv  out 
the  latter  definition,  Ave  AA'ill  market  our  Avares  through 
the  avenue  of  attention,  and  secure  permanent  cus- 
tomers through  the  channel  of  heedfulness  and  Avatch- 
fulness. 

If  you  Avish  to  expand,  and  we  take  this  for  granted, 
you  no  doubt  realize  that  advertising  of  some  kind 
must  be  done.  Results  can  only  be  secured,  however, 
by  supplementing  that  advertisement  Avith  the  hardest 
kind  of  Avork,  close  application,  lots  of  common  sense 
and  eternal  vigilance.  If  anything  else  can  turn  the 
trick,  it  has  never  been  discovered,  to  my  knowledge. 
Every  action  by  you  as  an  officer  or  proprietor,  and 
so  on  through  your  entire  force,  is  advertising,  either 
for  good  or  bad.  Surely  no  business  man  Avould  knoAA'- 
ingly  do  anything  in  advertising  or  any  other  branch 
of  his  business  that  he  considered  diametrically  oppo- 
site to  Avhat  he  thought  to  be  good  business. 

We  all  know  that  no  legitimate  business  can  be  suc- 
cessful without  the  constant  accumulation  of  satisfied 
customers,  and,  in  my  opinion,  all  the  effort  or  money 
spent  in  advertising  is  nullified  unless  backed  up  by 
the  closest  attention  to  any  complaint,  be  it  fancied  or 
otherwise. 

To  secure  results  from  any  effort,  a  plan  must  be 
mapped  out.  Advertising  is  no  exception  to  this  rule ; 
therefore,  you  must  have  a  plan  of  campaign.  You 
would  not  think  of  trying  to  trade  in  any  merchandise 
unless  you  had  location,  stock  properly  arranged,  har- 
monious organization  and  good  service.    It  Avould  be 
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folly  to  invest  money  unless  you  had  determined  to 
give  all  these  items  your  attention,  and  you  must  not 
expect  to  receive  rewards  for  advertising  if  everything 
else  is  not  in  sympathy  with  it.  While  it  is  quite  pos- 
sible to  do  some  business  without  any  paid  announce- 
ments or  general  publicity  work,  depending  entirely 
upon  personal  impression  and  good  business  principles, 
it  is  just  as  true  that  judicious  advertising  will  act  as 
a  lubricant  and  help  build  up  that  business  more 
rapidly. 

Emerson  has  been  quoted  as  saying,  "If  you  write  a 
better  book,  or  preach  a  better  sermon,  or  build  a  bet- 
ter mousetrap  than  your  neighbor,  though  you  build 
your  home  in  the  Avoods.  the  world  will  make  a  beaten 
pathway  to  j'our  door."  This  is  doubtless  true,  but 
in  these  days  of  busy  commercial  activity  and  keen 
competition,  it  becomes  necessary  to  let  the  Avorld  know 
where  these  mousetraps  can  be  secured,  and  show  the 
public  the  quickest  and  easiest  route. 

We  have  all  had  experience  in  buying  in  other  stores. 
Then  why  not  pi'ofit  by  their  mistakes,  the  greatest  of 
which,  or  at  least  the  ones  Ave  notice  more  readily,  I 
think  you  Avill  agree  AA'ith  me,  is  the  lack  of  personality. 
What  a  tremendous  poAver  for  good  advertising  is  that 
quality  of  personality!  You  may  spend  all  kinds  of 
money  to  tell  the  public  what  a  good  felloAv  you  are, 
but  it  is  only  AAdien  Ave  meet  a  man  face  to  face  and 
get  to  knoAv  him  that  ^ye  are  capable  of  judging  his 
true  character  and  deciding  AA'hether  Ave  Avant  to  fre- 
quently meet  him.  "]\Iost  people  like  square  dealing 
and  appreciate  courteous  treatment.  When  a  man  tells 
you  a  thing  is  so,  and  you  find  it  to  be  so,  your  faith 


in  him  begins  to  groAv.  If  he  tells  you  time  after  time 
that  things  are  so,  and  you  always  find  the  measure 
of  his  promises  filled  right  up  to  the  brim,  in  time  you 
take  his  Avord  for  its  face  value."  This,  I  think,  is 
the  foundation  of  good  advertising,  and  Avithout  Avhieh 
no  business  can  prosper,  unless  it  has  back  of  it  this 
motive  poAver. 

Advertising  is  just  as  necessary  a  study  as  any  other 
branch  of  your  business.  Not  a  thing  apart,  but  a  part 
of  the  whole.  The  mere  fact  of  spending  money  in 
ncAA'spapers,  periodicals  or  other  means  of  circulation 
or  by  circulars,  booklets,  mail-cards,  etc.,  Avill  never 
get  you  results  unless  backed  up  by  the  best  kind  of 
store  management.  Whatever  publicity  you  advertise 
for,  be  sure  it  is  good,  because  those  things  are  only 
lasting  which  are  good.  This  is  a  natural  laAV,  and, 
as  Ave  know,  a  natural  laAv  can  not  be  evaded  without 
penalty. 

Therefore,  good  advertising,  for  the  merchant  Avith 
an  established  business,  means  spending  a  certain 
amount  of  his  earnings  for  truthful  publicity  Avork. 
depending  upon  the  groAvth  and  finxincial  condition  of 
his  business,  the  money  so  expended  to  be  regarded  in 
the  same  light  as  any  other  fixed  charge,  such  as  rent, 
salaries,  insurance,  depreciation  and  other  operating 
expenses,  and  its  direction  must  necessarily  come  under 
the  executive  head  of  your  business. 


A  piece  of  merchandise  Avithout  a  price  ticket  is  a 
dead,  meaningless  thing— -biit  Avith  one,  it  becomes  an 
ansAver  to  an  unasked  question. 


lAI  l^^■^s    is     Hn\lf     i  rRNlsRTN-G 


Here's  a  Great  Snap 
$y|_.95  To-morrow 

^         Will  Buy 

You  this  Cosy  Rocker 


The  Aduiu  Fiortitim  Co.,  Umitcd,  Gty  HaO  Squve. 


RUGS  THREADBARE? 


Then  buy  lor  the  on 


PARLOR  RUGS 


— TOU  wUl  (iod  il  a  ipleodid  in-.citire 
WiitoD,  whkb  will  lilt  tat  yura  ind  v 
  -^t  dellcaie,  toh.  ?ety. 


>  (hM 


ind  I. 


ported  by  ui  ind  obtiinjt:i 

6.9x9.0    S25.00|    90x12.0   S42.00 

  S34.0o|  I13>1J«    SeO.QO 

9,0xI0tf              S38.0o|  30*0(1    ,.  312,00 

yOMl20  ...  S16.00 

 CASH  OR  CREDIT  


HASTINGS  ^oT!Z^ 

Soccesiori  to  Wide  Awake  Furnilure  Co.  ! 
♦  I   BASTINGS  STREET    WEST  41., 


STORE  OPENS 
S  30  A.M. 


STORE  CLOSES 
6  P.M. 


New  Carpets  and  Rugs 
for  Fall  Season 

Vic  arc  (luilc  enthusiastic  oVer  our  slock?  of  RiifS.  Carpels  anj  Floor 
Coverings,  for  the  patterns  arc  the  best  we  ha^c  ever  shown.  The  colors  are 
rich  and  full  tonej  and  tof  lastintr  .ittractivcncss.  Within  the 
last  kw  days  vw;  have  retcivcd  several  consicnwcnls  of  new  eoods.  and  noi- 
wilhslandinglhe  heavy  inroad,  made  each  day  in  cur  assortments.  «e 
are  in  a  splendid  pasition  ta  look  after  your  needs. 


ivilh  S  border  to  match,  floral  and  convci 
ind  red  SI.  SI.25.  Si  3S  to  SI-65  yd. 
Iter  C«rpels.  S6  borders  to  match,  beautiful  Persian  designs,Sl.: 


BruM*ls  Carpeli.  body  ^^ 
lal  designs.in  fawns, gr 


3S1.75  yd 


WHu.  C.rp.1,  ncmcsl  fall  designs  in  fawn,  brown  and  green  %  bordci 
latch  §I.;5.  S2.C0  and  $2.75  yd 


Tapntry  C«rp«l.  includine  the 
ionai  and  medallion  designs, 


■Itbrated  Balmoral.  10  wire  in  floral,  CO 
fawns,  greens  and  red  SOC  to  SI  10. 
Riigiin  Tapestry.  Wool,  Union,  Scottish  Wool  Rugs,  Brussels  and  V( 
siies  4  fl6  inches  to  12  X  15  SWS  lo  S60. 

E»gli.fc.  Frindi  nil  Dtmnlit  Willoe  Rugi.  in  the  newest  of  designs  and  colo 
..  all  exclusive  patterns  in  all  wanted  sizes  SJO  to  S7S 
TempUloiii  Famoui  Willoi  Riiji.  fringed  in  legular  Oriental  slyle.  all  ue 
clly  impoiled  S3S  10  575 

Tr.pl.m  .  ..J  Cro,>.l,-.  (known  world  wide!  A.minsltr  Rugs,  in  all  il 
itv  sou  shades  o<  Indian  Reds,  Camel  Fjwns,  trighl  and  soil  gtcms  5 


oS30. 


All  that  i 

only  reliat 


w  in  Linolcuir  Floor  Covering  is  to  be  found  here, 
lakes.  NiviD..  Willi.mwGi.  Crrawirk  M.lin  are  here  in  abur 
largest  and  best  variety  of  Carpets,  Rugs  and  gene 
Ihis  city  we  claim  to  know  the  business  from  the  nrst 
laiphabe'i  an.1  our  ever  Incrcasine  business  justifies 


J.  MICKLEBOROGH.  LIMITED. 


■■St.  Thomiii  itit  Stort" 


Tkeie  Large  Roomy 
Rockers  $5.90 


r.o:.v  S5.»(l 


GOING  AT 
HALF  PRICE 

Choose  Your  Lace  Curtains 
and  Draperies  Now. 

We  havegalh«Ttd  uptorccid  linr*  cf  cuilelr* 
and  curtain  m»tcriftl-«ll  in  iood  cooditioD  aod  «f 
hi){h-cla)»  qualily—and  ate  offciing  lh«in  «l  about 
half  the  [«gulaT  pHce  to  dear  lh«m  out  quidJy 


Get  e 
effected. 


and  I 


Monctoii  Cafpet  &  Fufiure  Co. 


M.M  MAIN  SIRtET. 


Neilson  Furniture  Co.  Ltd. 

If  you  love  attractive  things  in  your  home—things  of  utility  and 
beauty,  yet  of  solid  worth  and  character—we  have  them  hfire 

Dining  Room  Suite  Oriental  Rugs 

Colonial  Dininej?oom  Suile-Madc  nl  Ihf  finest  mnl>..^-  The  Ecnuint  hanJ-maue  kind,  from  Persia.  Turkey  and 

CMnLntd  JtVlbc  m^^^^^  '  " '        '  ■'■       ■■■        57.00  up  975,00 

TaMff.  Euttct,  Chinf    Cabini'l,    (.    Ihnc.  .—n  ■■•»■         S.ir..nli,iii-i\c  h.i.  c  ili.  ^      I-    i  nor  of .  a  gdmine 

l-leic,  for  ™^  ,  .  9150.00         (""■"■il  lli,,i^>.^i,  i  ..i,ir.  l^..-.„'  pirlicufjr  ;pcci- 

because  tollctlors  of  (hc<c  mm  will  (ell  you  that  Ivro  pieces 

^  Comforters  and  Blankets  '"Sit, V:;  Z'l:':.  s,h neiuon-s 
: t'l'i'pep  .'dr'^hrrni",';-:  Ipt"-  i°  Dinnerware 

Etecn.  lotr,  6lue,  pink  jnj  inni-.  n     l.i.mi  .rur^  .,1  prices  colonnn,  makinf;  a  very  ridl  Md  attractive  desips.  Ditaiei 

from  95.75  i„  93S.OO        je,  (,( p,^,^,    ,  flS.OO 

Woollen  Bhnkels.  in  ishitc,  jftv  and  natural  colors.   We  Or.  in  open  Mock: 

hiDdlc  Ihc  licit  frr^idcs  ol  Scotch  Skcldon  and  Ummtrmoor        China  Cups  ind  Saucert  Per  doien  

Pl.inkeis  only     These  makes  are  every  pair    (tiiaranleed         Bread  Mid  Bullet  I'lale?.  Per  doien  91.00 

pure         and  are  rccogniicd  the  world  .  ver   4s   the  best         Dinner  Plates.  Per  doicn   92.10 

1 J  1.0  had  We  have  them  Iron.,  a  pair  ..  94.50  10  9IB.OO        Covered  Dishes,  Each   9115 


Enjoy 

Comfort  ^ 
Howard  Rogrers 

Conplele  hlotue  f^yatbr*       •       Km*  St,  Frpdcrlrton 


Tapestry  and  Velvet 
Rugs 


■-"   '••  S8.7.'i 

1^   11.90 

••    13.73  ■ 

I  HQVARRa  BKAVnFDl,  KFFSCn. 

~  -■  J20.fi0 

"   23,7,1 

~*   88.35 


The  N.  S.  FarDishiDg  Company,  ltd. 

n  ifl  BURDIOTOM  STBEET.  HALITM. 


Some  current  advertising  methods  and  sduiples  of  recent  advertising  appeariufc-  iu  C 
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STOVES  AND  HOUSE  FURNISHINGS 


Retailing  Gas  Stoves 

By  H.  H.  Beer,  Gurney  Foundry  Co.,  Toronto 

To  properly  and  successfully  run  a  gas  stove  business 
I  would  askVou  to  consider  the  points  that  are  vital 
and  absolutely  necessary.    These  I  Avill  call  essentials: 

Location  of  show  room. 

An  adequate  display  and  demonstration  floor. 
The  proper  line  and  variety. 

'An  adequate  sales  and  advertising  organization. 
Demonstrations. 

And  an  enthusiastic  knitting  together  of  all  these 
essenlii^ls. 

The  lirst  of  these,  location,  is  apparent  on  the  face 
of  it. 

Second,  by  display  I  mean  the  proper  placing  of 
goods  on  the  tloor,  see  that  they  are  kept  bright  and 
sliining,  provide  ample  rooni  for  customers,  arrange 
comfortable  chairs  for  the  tired  lady  to  rest.  Provide 
proper  lighting — of  course  we  all  know  that  artificial 
light  is  a  better  selling  medium  than  the  sun.  Look  at 
your  own  kitchen  range  in  the  afternoon  and  then  at 
night,  it  looks  $10.00  better  after  dinner,  especially  if 
the  dinner  has  been  a  good  one — and  I  might  say  that 


The  arrangement  of  goods  in  the  salesroom  is  important. 


properly  installed,  gas  gives  a  better  and  a  more  restful 
elTect  than  any  other  artificial  light.  Light  should 
bo  arranged  with  a  view  to  showing  the  inside  of  the 
rangf  as  well  as  the  outside.  Have  ample  space  to 
demonstrate  the  working  of  the  range,  showing  its  full 
efficiency  when  in  operation. 

Select  the  Best  Lines 

Third,  line  and  variety.  In  selecting  a  line,  it  is  well 
to  have  one  that  the  salesman  will  have  confidence  in, 
modern  in  get-np,  finished  attractively,  simple  in  con- 
struction. Of  course,  in  my  position  this  is  i-ather  a 
delicate  subject,  and  I  am  inclined  to  voice  the  words 
of  the  Scotchman  who,  when  asked  which  was  the  best 
whiskey,  said  that  it  was  all  good — the  only  difference 
being  that  some  was  a  little  better  than  others.  Any- 
how, get  the  best.  If  you  are  in  doubt  as  to  selection, 
and  wish  my  opinion,  I  should  be  only  too  glad  to  give 


it  privately.  As  to  A'ariety,  this  is  wln!re  many  err. 
Too  large  a  showing  of  styles  is  both  confusing  to  the 
customer  and  salesman,  and  any  retailer  who  endeavors 
to  follow  all  the  whims  and  vagaries  of  his  many  cus- 
tomers will  eventually  acqiiire  as  varied  an  assortment 
as  a  millinery  store,  which  will  have  to  be  disposed  of 
without  the  commensurate  profit  drived  from  said 
millinery.  Select  one  or  two  lines  and  stay  by  them. 
Solidly,  efficiency,  sanitary  cpialities,  together  Avith  an 
attractive  appearance  will  carry  the  day. 

Fourth,  advertising  and  an  adequate  sales  organiza- 
tion. About  advertising — a  large  paragraph  Avill  occur 
here  if  I  am  not  careful — it  is  the  subject  for  a  whole 
paper,  so  T  am  going  to  be  fragmentary  under  this  head- 
inij.  and  will  speak  of  newspaper  advertising  first,  for 
right  here  most  of  us  go  wrong.  White  space  costs 
money,  and  having  bought  it  most  of  us  feel  that  the 
subject  is  disposed  of.  but  if  we  sent  out  a  road  sales- 
man, Ave  Avnuld  get  the  right  kind  of  man  before  we 
advanced  travelling  expenses.  Copy  for  a  ncAvspaper 
copy  that  Avill  bring  people  to  your  salesroom  is  not 
easy  to  get.  I  want  to  say  right  here  that  an  ability  tlx 
talk  about  stoves  does  not  imply  an  abilily  to  Avrit«- 
an  ad.,  and  most  men  who  write  a  stove  ad.  could  no» 
sell  a  stove.  Get  a  real  advertising  man  to  make  your 
ni  wspaper  speeches  for  yow.  The  words  to  be  read  b'* 
.l.OOO  or  50,000  people  in  your  name  should  haA^e  Avortb- 
and  the  clever  arrangement  that  only  the  professions" 
ad.  Avriter  can  bring  to  pass.  T  am  not  going  to  try  to 
tell  you  the  difference  betAveen  a  good  ad.  and  a  bad 
one,  because  that  is  out  of  my  line;  but  I  asked  our 
ad.  man  to  select  a  good  ad.,  and  here  it  is.  Please  note 
the  characteristic  modesty  displayed  in  the  selection 
of  this  ad. 

Another  adA'ertisi)ig  scheme  is  the  use  of  euA'elope 
stuffers.  The  aA'erage  manufacturer  can  be  easily  re- 
duced to  compliance  Avith  the  proposition  that  he  should 
sunpH^  them  gratis,  and  thus  it  costs  nothing  but  the 
initiative.  Plan  all  this  adA^ertising  out  in  advance  of 
the  season,  AA-ith  a  regular  appropriation,  and  then  it 
Avill  be  done  and  Avell  done. 

Qualities  that  Make  Sales 

NoAV  let  us  analyze  the  things  that  go  to  make  any 
sales  force  efficient.  We  all  knoAv  them  Avell  enough — 
coui'tesy,  a  proper  telling  of  the  sales  story,  and  en- 
thusiasm. Take  that  first  heading.  "Courtesy."  How 
to  get  it  in  the  superlatiA'e  degree  in  your  sales  force, 
it  is  not  easy,  and  it  is  a  problem  that  is  up  to  you  to 
solve.  Do  you  allow  your  salesmen  meeting  a  customer 
to  select  their  OAvn  form  of  greeting — if  such  it  may  be 
called?  Go  out  yourself  and  make  any  purchase — a 
necktie,  let  us  say — and  A'isit  two  competing  stores:  in 
one  a  clerk  meets  you  Avith  that  hackneyed  insult. 
"Were  you  wanting  auA'thing?"  That  ahvays  makes 
me  feel  like  replying.  "Oh.  no  ;  I  am  an  escaped  lunatic, 
or  a  tax  collector."  And  Avhat  chance  has  that  place 
AAnth  the  competitor  across  the  way,  who  erects  me  AAdth 
a  bright  smale  and  "What  can  we  do  for  you?"  in  a 
tone  of  voice  that  implies  "if  you  even  want  to  borrow 
our  telephone,  you  are  welcome,"  and  if  that  chap  has 
clean  linen,  a  clean  shaA'-e  and  clean  shoes,  he  has  made 
a  great  start  anyhoAV.  In  SAvift's  and  the  National  Cash 
Register  Co.  they  send  home  any  office  employee  who 
turns  up  without  these  assets,  and  if  they  need  them 
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so  does  any  dealer.  There  are  lots  of  people  who  can  be 
weaned  from  electrieal  or  other  competition  Avithout 
argument,  just  a  liberal  use  of  that  splendid  lubricant, 
"Courtesy." 

Now,  about  that  secondly,  Ave  Avill  assume  that  a 
prospect  to  haA^e  been  suavely  greeted  by  a  Avell- 
groomed  representatiA^e  of  "Cook  Avith  Gas,"  conducted 
to  a  chair,  if  possible  in  front  of  a  range  (for  your  tired 


This 

Range  is 
Built 
For  Your 
Conveni- 


1  ence 


In  order  to  lighten  woman  s  work  in 
the  kitchen,  to  give  her  greater  :on- 
venience  incooking  —  this  Gurney-Oxford 
has  been  so  constructed  that  all  the 
burners  and  oven-linings  can  be  instantly 
removed  by  hand  and  thoroughly 
cl.-aned. 

The  all-one-piece  steel  lop  does  away 
with  loose  unsteady  shelves  and  gives  5 
larger  cooking  surface  each  way  and 
more  spacious  double  ovens  than  any 
other  range  of  its  kint* 

Its  unrivalled  workmanship  and 
staunch  construction  indicates  strength 
and  quality  which  will  never  deteriorate 

The  valves  and  pipes  are  connected 
m  an  exclusive  manner  of  our  own  de- 
sign which  absolutely  prevents  any 
leakage  of  gas 

There  can  be  no  burnt  fingers  from 
the  porcelain  handles  of  the  valves,  no 

WILDERS  UMITED 

290-292  St-  Cthcnnc  W 

N.  a  VAUQUETTE  UMITED 

471^77  St  C»lhenn«  t 


puffing,  exploding,  or  firing  back,  no 
rough  edges  m  the  ovens  to  scratch  the 
hand— everything  about  this  range  is 
perfectly  smooth,  sanitary,  and  con- 
venient. 

The  double  -  lined  oven  doors  are 
counterbalanced,  no  heat  can  escape, 
and  there  are  no  spnngs  to  get  out  of 
order 

The  system  of  double  circulation  for 
both  ovens  secures  quick  even  heat  and 
Insures  a  wonderful  economic  saving  o( 

gas. 

Call  upon  any  of  the  firms  mentioned 
below  and  investigate  for  yourself  the 
reasons  why  we  make  such  claims  for 
this  range 

You  will  be  conTinred  that  "Cooking 
with  Gas"  has  reached  the  limit  of 
household  economy  with  a  Gurney- 
Oxford 

ONTARIO  FURNITURE  CO. 

357-365  BU»ry 

JOHN  WATSON  &  CO 

4  us  St  C«tb«nDe  W  , 


<S5» 
«^ 

(is 


The  first  introduction  to  the  <toi  e--i  he  advertiscim  iit  lluit 
brings  the  buyer. 

woman  AA'on't  appreciate  stoA^e  logic),  and  that  you  are 
ready  for  the  battle.  It  has  cost  you  real  hard  iron  dol- 
lars for  ren1,  advertising,  and  other  things  to  arrange 
that  combination,  Avhat  is  to  be  said?  Going  to  leaA'e 
the  nature  of  that  message  to  a  medium-priced  sales- 
m.an?  You  have  got  to  partly,  but  you  can  help  a  lot. 
Let  us  glance  at  the  psychology  of  stove  selling.  It  is 
purely  a  question  of  OA^ercoming  some  one  major  diffi- 
culty in  the  buyer's  mind,  otherAvise  she  would  say, 
"Send  up  that  $35.00  stove,"  as  soon  as  she  Avas 
greeted ;  and  a  real  salesman  Avill  find  out  in  a  short 
Avhile  Avhf^ther  it  is  a  sense  of  pride,  economy  or  effi- 
ciency, Avhich,  when  appealed  to,  Avill  result  in  a  trip 
for  the  delivery  Avagon.  Take  any  article  on  your  floor, 
get  the  reasons  Avhy  it  is  best  from  a  A'oluble  m;inufac- 
turer's  representative,  and  prepare  three  selling  talks, 
using  srrne  of  the  features,  all  the  big  ones,  in  fact,  in 
each  of  lliem,  but  making  your  dominating  note  in  each 
case  strong  on  the  pedal  you  have  selected.  One  com- 
panj'  I  know  places  a  card  in  the  oven  of  every  I'ange. 
This  is  done  for  the  benefit  of  the  retail  salesman,  and 
here  is  the  {ammunition  for  your  talks.  The  other  side 
of  the  card  may  be  used  for  "Directions  for  Operat- 
ing," and  as  these  are  usually  kept,  the  consumer  is 
also  familiarized  Avith  the  good  points  of  the  range. 


If  pi'ide  is  evidcTitly  the  characteristic  to  be  titivated, 
a  remark  to  the  effect,  "We  feel  sure  that  this  Avill  suit 
yf>u,  Mrs.  B — ,  it  is  a  duplicate  of  one  we  supplied  to 
Ijady  Fitzbattleax,  and  A\ill  appeal  cA^en  more  strongly 
to  a  good  housekeeper  like  yourself."  No,  I  did  not  say 
to  haA^e  the  sales  force  Irish,  but  don't  overlook  these 
tactics  entirely  in  selling  to  ladies;  Tiffany  uses  them 
and  has  thriven  on  them.  The  make-up  of  the  other 
tAvo  selling  talks  is  self-evident,  but  every  statement 
made  about  the  goods  should  be  to  one  of  these  points, 
and  the  judicious  salesman  Avill  frequently  use  a  com- 
bination of  two  or  even  three  of  tliese  method  tallcs. 
The  convention  and  schooling  of  men  is  the  great  means 
fo!'  getting  such  machinery. 

Enthusiasm — the  touchstone  of  commerce — the  fire 
that  tui-ns  the  dull  talker  into  a  salesman- -the  motto 
over  the  desk  of  all  Eaton's  managers.  Hoav  to  get  it 
into  a  retail  sales  force.  You  all  knoAv  the  principal 
things,  a  fair  deal  from  the  company,  ensy  access  to 
the  boss  for  either  complaint  or  siiggeslion.  nnd  an  at- 
tentiA^e  hearing.  Modern  business  has  so  nHivcrsalized 
this  that  Ave  all  knoAV  it  is  essenti.il,  so  1  Jus!  mentioned 
it  as  the  fundamental.  Tlien  competition  among  sales- 
men. 

Encouragino-  the  Salesmen 

Here  is  a  thirdly.  Offer  a  rcAvard  for  extra  efforts 
and  get  it  to  the  salesmen  quick;  don't  Avait  until  the 
end  of  the  year.  Distant  consequences  don't  have  the 
result  in  these  times,  and  a  rcAvard  at  the  end  of  the 
year  has  about  the  same  effect  on  a  man's  mind  in  May 
as  eternal  punishment.  But  the  end  of  the  Aveek-  -that's 
differput.  Suppose  that  a'ou  offer  a  fraction  of  a  cent 
fortnightly  for  all  points  over  a  detenuined  quantity, 
representing  aA^erage  effort.  A  pat  on  the  back,  accom- 
panied by  a  small  cheque  extra,  just  breeds  enthusiasm, 
and  as  you  can  A^ary  A^our  point  rcAvards  as  your  stock 
varies,  it  helps  Avonderfully  AA'here  you  have  too  many 
of  anything. 

Of  all  means  employed  in  giA'ins'  publicity  to  goods, 
the  greatest  is  practical    demonstrations.     They  are 


Making  the  customer  comfortable  while  explaining  the  merits 
of  the  stove. 

greatly  in  vogue  Avith  all  large  departmental  stores. 
About  the  best  annual  fair  in  the  New  England  States 
is  conducted  in  the  IMeehanics  Building  in  Boston  every 
fall,  and  the  stove  demonstrations  carried  on  I  here  are 
A-ery  successful.  T  Avould  suggest  that  you  be  prepared 
to  give  the  prospective  customer  a  practical  demonstra- 
tion at  any  moment.  Have  yonr  show  room  so  arranged. 
T  personally  conducted   several    demonstrations  this 
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summer  under  diflicult  and  annoyinj,'  surroundings, 
some  oi'  them  very  ridiculous.  At  one  place  we  found 
that  it  would  be  impossible  to  make  connections  with 
the  cas  main — it  was  a  natural  gas  town- -and  at  the 
last  "moment  li;.,]  to  bring  the  gas  in  a  hose  laid  along 
the  main  sti  vd  lour  doors  away.  The  twists  and  turns 
nt-c^essary,  caused  several  leaks.  Th.^  gas  being  of  an 
extremely  obnoxious  variety,  made  itself  manifest  to 
an  alarming  degree  in  that  part  of  the  town;  and.  in- 
creditable  as  it  may  seem,  we  actually  sold  the  range 
to  a  near-by  neighbor,  who  came  in  to,  complain  that 
the  escaping  gas  was  driving  customers  from  his  store. 
Really,  yoii  know,  if  you  keep  busy  making  people 
aware  that  you  are  alive,  you  are  bound  to  do  some 
business,  even  if  you  are  a  nuisance. 

I  can  tell  you  what  it  is ;  there  is  nothing  so  attractive 
as  a  .smart-looking  lady  in  a  white  dress  and  white  cap, 
sleeves  rolled  up,  tending  to  the  multifarious  operations 


The  demonstration  is  an  especially  winning  method  ofudisplay 
and  salesmanship. 


of  baking  just  inside  the  store  door  or  in  a  2)osition 
easil.y  seen  by  the  passers-by  on  the  street.  Here  is 
something  that  attracts  more  than  a  passing  glance ; 
they  come  in,  that  is  the  main  object.  You  invite  them 
to  sample  some  of  the  baking  and  perhaps  a  cup  of  good 
coffee.  Place  them  in  a  comfortable  chair  and  then 
proceed  with  a  strong,  well-arranged  selling  talk.  Pos- 
sibly they  have  a  range,  but  rest  assured  that  you  have 
done  something:  you  have  given  a  suggestion  how  to 
do  things  a  JittiP  different.  They  will  always  remember 
that  it  was  shown  here. 

Practical  Demonstrations  Make  Sales 

Everything  counts  that  is  well  done.  I  have  never 
failed  in  making  some  few  sales  at  the  demonstrations 
that  we  hold.  They  should  not  be  less  than  a  week, 
with  special  attention  paid  to  the  essentials  necessary 
to  make  your  demonstration  a  success,  such  as  adver- 
tising before  aiul  during  the  time  of  demonstrating, 
both  in  the  daily  paper  and  by  dodgers  distributed 
from  door  to  door  in  the  town  or  city,  ads.  in  the  street 
cars,  elaborate  display  of  cards  for  your  show  window, 
and  nicely  arranged  tables  with  cups  and  saucers, 
pl^-nly  of  room  and  a  comfortable  seat.  There  really  is 
.something  mighty  attractive  to  us  all  in  seeing  nicely- 
cooked  food  turned  out  of  the  oven,  before  our  eyes,  by 
an  attractive  demonstrator. 

,  My  lastly,  is  an  enthusiastic  knitting  together  of 
these  essentials.  I  am  just  going  to  mention  it  and  say 


little  about  it,  for  it  is  a  big  man's  job,  the  most  impor- 
tant element  in  the  work  of  any  general  or  depart- 
mental manager.  It  seems  to  me  that  in  the  develop- 
m.ent  of  two  qualities  in  the  medium  grade  man,  to  turn 
him  into  a  high  grade  man,  the  first  is  best  stated  by 
quoting  a  motto,  from  Elbert  Hubbard — he  has  it  over 
the  door  of  his  workshop  at  East  Aurora:  "As  for  the 
habit  of  getting  ready  for  a  quick  scoot  for  the  door 
when  the  whistle  bloAVS,  this  does  not  mean  for  you  a 
raise:  Work  as  if  you  owned  the  place  and  perhaps  you 
may."  The  other  is  harmony,  team-work,  co-operation, 
without  it  any  business  is  a  nightmare  and  no  lasting 
results  can  be  accomplished.  Now  to  preach  these 
things  and  to  drill  in  the  elements  covered  in  sales- 
department  organization,  the  convention  is  vitally  im- 
portant. A  convention  always  does  either  a  lot  of  good 
or  a  iot  of  harm.  If  one  does  not  organize  for  it,  it  may 
b-r-corae  the  clearing  house  for  all  the  discontent  and 
bile  in  the  organi.Tation,  or  if  the  department  or  general 
manager  gets  ready  and  recognizes  it  as  perhaps  the 
most  important  thing  he  has  to  look  after,  great  good 
can  be  accom.plished. 


DON'TS  FOR  THE  STOVE  MAN. 

Don't  attempt  to  carry  too  many  lines;  select  a  good 
one  and  stick  to  it. 

Don't  guarantee  a  small  stove  to  do  the  work  of  a 
large  one. 

Don't  expect  a  stove  to  work  as  well  before  it  is 
liaid  for  as  after;  it  seldom  does. 

Don't  undertake  to  get  stoves  delivered  Avithout  suf- 
ficient help;  if  broken  in  handling  you  will  have  the 
expense  of  repairing  and  probably  a  dissatisfied  cus- 
tomer. 

Don't  urge  a  woman  to  buy  a  stove  she  does  not  like 
the  looks  of:  if  she  takes  it  it  will  never  be  perfectly 
satisfactory. 

Don't  trv  to  convince  a  prospective  purchaser  that 
he  or  she  is  prejudiced  for  or  against  any  particular 
kind  of  stove. 

Don't  forget  that,  as  the  seasons  change,  the  wants 
of  the  public  change:  and  arrange  samples  and  win- 
dows accordingly. 

Don't  forget  that  a  few  ashes  spread  over  the  top 
oven  plate  of  the  range  will  improve  its  baking. 

Don't  overlook  the  fact  that  a  stove  must  have  suf- 
ficient draft  to  Avork  satisfactorily,  and  that  the  chim- 
ney and  not  the  stove  must  furnish  the  draft. 

Don't  alloAv  stoves  to  be  taken  out  of  the  store  until 
they  are  looked  over  carefully;  filing  and  fitting  after 
a  stove  is  delivered  arouses  an  unpleasant  suspicion  in 
the  mind  of  the  houseAvife. 

Don't  forget  that  the  average  man  or  Avoman  is  more 
stupid  regarding  the  need's,  uses  and  general  make-up 
of  a  stove  than  upon  almost  any  other  subject. — -Metal 
Worker. 

S  THAT  SUPERIOR  AIR  8 

8  Weigh  well  the  qualifications  of  the  clerk  for  the  8 
O  position  you  Avish  him  to  fill.  "I  go  there  because  I  o 
«  like  to  trade  Avith  the  clerks, ' '  is  often  said  by  regular  8 
8  patrons  of  the  store.  After  all  it  is  the  knowing  of  g 
g  people  that  counts.  There  are  times  when  too  much  S 
g  talk  loses  customers,  but  more  often  the  "superior"  « 
8     air  of  dignified  silence  is  an  insult  to  the  buyer.  g 
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Beds  and  Bedding 


WESTERN  BEDDING  COMPANIES  AMALGAMATE 

The  Alaska  I^aeific  Ik'dding  Coiupaiiy,  which  i.s  build- 
ing a  factory  on  Eleventh  aveiiue  west,  Vancouver,  and 
the  B.C.  Bedding  &  Upholstering  Company  were 
amalgamated  into  ojie  company  recently,  and  will 
hereafter  operate  both  plants,  and  be  known  as  the 
Alaska  Manufncturing  Company. 

The  Alaska  Bedding  Company  has  two  plants  in  the 
East,  one  in  Wimiipeg,  and  one  in  Montreal.  J.  H. 
Parkhill  of  Winnipeg,  president  of  the  Alaska  Bedding 
Company,  v.iio  went  to  Vancouver  to  supervise  the 
construction  of  the  new  Alaska  Bedding  factory,  said 
that  both  factories  Avould  continue  to  work  at  the  same 
time,  as  the  demand  for  bedding  goods  was  largely 
on  the  increase  in  British  Columbia  and  woiild  even 
increase  more  in  a  few  years. 


THE  WEISGLASS  FIRM  TO  BUILD 

S.  Weisglass.  Ltd.,  Montreal,  are  making  arrange- 
ments to  build  a  fine,  modern,  iip-to-date  factory  build- 
ing, which  will  give  them  twice  the  tloor  .^pace  they 
occupy  in  thrir  present  biiilding.  The  firm  feel  forced 
to  do  this  owing  to  the  big  increase  in  their  business  of 
late. 

The  .site  has  not  definitely  been  decided  upon,  but  the 
principals  are  going  right  ahead  Avith  their  plans  and 
will  rush  the  building  once  they  start  operations. 

The  firm  have  of  late  added  about  75  new  designs  to 
their  manufactured  lines,  and  have  now  over  -300  dif- 
ferent designs  in  their  springs,  couches,  cabinet  beds, 
davenports  and  cribs. 

The  new  Weisglass  trade  mark,  which  is  tiieir  guar- 
antee to  the  dealer  of  absolute  satisfaction  has,  it  is 
said,  met  with  favor  among  the  trade,  the  "acid  proof" 
motto  being  especially  pleasing. 


FREE  BIOGRAPHICAL  GIFT  BOOK 

"Baby's  Childhood  Days"  is  the  title  of  a  beautiful 
little  booklet  which  the  Ideal  Bedding  Co.,  Toronto,  are 
sending  to  every  purchaser  of  one  of  their  cribs.  At- 
tached to  every  "Ideal"  crib  Avhich  leaves  the  factory 
is  a  return  tag  addressed  to  the  company,  on  the  back 
of  which  the  purchaser,  when  she  gets  her  crib  home 
fills  in  the  name  of  the  retailer  who  sold  the  crib,  ai 
description  of  same,  and  her  name  and  address.  The 
tag  is  then  dronped  in  a  post  box  and  brings  in  return  a 
free  copy  of  the  booklet,  which  is  one  of  Reilly  &  Brit- 
ton 's  best  blank  biographical  books.  Every  page  is 
illustrated  and  the  script  is  of  floral  design  with  blanks 
for  baby's  pictures  and  spaces  for  all  baby's  first  do- 
ings. Not  a  word  of  advertising  appears  in  the  book — 
it  is  a  eift  book  pure  and  simple,  and  one  that  will  be 
wanted  by  every  person  who  sees  it. 


HOW  TO  SELL  BED  SPRINGS 

A  strikingly  original  booklet  is  that  just  published 
by  The  Alaska  Feather  &  Down  Co.,  Montreal,  for  the 
use  of  dealers,  telling  them  "How  to  sell  a  'Banner' 
h^(\  spring"  This,  by  the  way,  is  the  title  of  the 
booklet.  Tn  shape  the  booklet  is  eliptie — an  exact 
counterpart  of  the  company's  trade  mark.   It  is  printed 


in  red  and  black.  Besides  the  brief  and  wise  "saws" 
interspersed  throughout  the  book,  the  story  of  how 
to  sell  a  "Banner"  bed  spring  is  told  lucidly  and  plain- 
ly from  the  introdiictory  of  "why,"  through  the  sys- 
tem of  selling  until  the  actual  transaction  is  made. 
Many  useful  and  helpful  hints  are  to  be  gleaned  from 
a  reading  of  the  booklet.  There  are  pointers  on  creat-  - 
ive  selling,  the  drawing  of  the  attention  of  the 
prospective  bu^yer,  imiireet  selling,  and  that  most 
essential  feature,  closing  the  sale.  Tbe  booklet  is 
a  "worth  while"  one,  and  the  dealer  who  reads  the 
first  introductory  ])ai'a graph  will  not  let  up  until  the 
end  of  the  story. 

The  advertising  department  of  the  company  are 
offering  their  service  without  charge  to  dealers  hand- 
ling Alaska-made  goods  either  in  the  writing  of 
circulars  or  in  the  preparation  of  advertisements. 


NEW  IRON  COSTUMIERS 

The  Ideal  Bedding  Co.,  in  addition  1o  their  brass  cos- 
tumiers, have  .just  brought  out  two  iron  designs — one 
round,  the  other  square-posted — identical  with  the  brass 
line.  These  iron  costumiers,  which  are  inexpensive, 
have  brass-tipped  ornaments,  which  give  them  a  nice 
finish. 


BEDDING  SALESMEN  PROMOTED 

J.  P.  Conway,  who  has  been  acting  as  special  repre- 
sentative in  Ontario  for  the  Ideal  Bedding  Co.,  making 
!n's  headquarters  at  Toronto,  has  been  transferred  to 
the  Montreal  district  and  is  covering  Quebec  and  the 


1 

Maritime  provinces  for  that  company.  L.  E.  Adams, 
in  addition  to  his  present  territory  in  Eastern  Ontario, 
is  also  looking  after  the  company's  interest  in  Peter- 
boro  and  Northumberland  Counties. 


BEDDING  NOTES 

The  fall  quarterly  conference  of  the  Ideal  Bedding 
Co.  is  to  take  place  at  the  Toronto  offices  on  Friday 
and  Saturday.  Oct.  31  and  Nov.  1.  All  the  Ontario  and 
Eastern  Canada  salesmen  will  be  present. 

A  double-decked  bed  with  mattresses  and  iron  frame, 
that  are  said  to  be  the  last  word  in  sanitation,  was 
placed  on  exhibition  at  the  Montreal  City  Hnll,  re- 
cently. This  Avas  a  sample  made  from  the  designs  of  A. 
Clievalier,  Montreal,  city  relief  officer,  and  it  is  pro- 
posed by  the  Board  of  Control  to  purchase  150  of  them 
for  the  Meurling  free  lodging  house,  Avhich  that  city  is 
having  buill  on  Champ  de  Mars  Street. 

The  Ideal  Bedding  Co.'s  "News-Bulletin"  for  Sep- 
teniber  made  a  feature  of  the  making  of  their  spiral 
springs,  Avith  illustration  of  the  machines  doing  the 
Avork.  It  also  featured  a  number  of  "Ideal"  window 
demonstrations.  The  October  number  describes  and  il- 
lustrates the  garnetting  of  the  mattress  filling,  a  very- 
interesting  process. 
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Picture  Framing 


RE-GILDING  PICTURE  FRAMES 

By  Ashmund  Kelly 

A  subscriber  asks  for  information  as  to  regilding 
chairs  and  picture  frames.  How  to  prepare ;  what  kind 
of  size  is  best  for  gold  and  metal  leaf?  What  lacquer 
for  finishing? 

These  questions  are  easy  to  ask  and  occupy  a  very 
small  space,  yet  to  answer  them  fully  would  require 
considerable  time,  space,  and  the  employment  of  much 
technical  language,  for  otherwise  the  work  when  done 
will  be  rather  poor.  A  fine  picture  frame,  gilded,  is  the 
result  of  much  labor  and  time,  and  cannot  be  done  in 
a  hurry,  unless  a  very  inditferent  job  will  satisfy. 

Taking  the  old  picture  frame,  saying  it  is  in  good 
condition  as  to  its  foundation,  only  the  gilding  being 
off  or  marred;  the  first  thing  to  do  is  to  clean  off  all 
dirt,  which  may  be  done  with  white  soap  and  water, 
doing  this  very  carefully  so  as  not  to  injure  the  under- 
coating  material,  which  is  built  up  of  glue  and  whiting, 
and  over  which  has  been  laid  many  coats  of  burnish 
size.  The  burnish  gold  size  used  by  the  frame  maker 
consists  of  such  materials  as  pipe  clay,  red  chalk,  black 
lead  or  plumbago,  suet  ai'd  bullock's  blood.  These 
ingredients  have  each  a  different  office  to  fulfill,  one 
helps  give  brilliancy  to  the  burnish,  another  to  the 
mellowness  and  smoothness,  and  so  on.  The  burnish 
size  made  from  these  is  about  like  soft  butter,  but  this 
has  to  be  thinned  down  somewhat  Avith  gold  size,  to 
about  the  consistency  of  cream.  It  is  made  barely 
warm  and  is  laid  on  very  carefully  with  a  soft  hair 
brush,  avoiding  all  laps  or  marks,  and  four  to  eight 
coats  are  applied,  each  coat  being  dry  before  the 
next  is  applied.  When  all  is  done  the  surface  is 
washed  with  clean  water  and  sponge,  and  any  slieht 
roughness  must  be  carefully  removed  by  rubbing.  Be- 
fore the  work  is  quite  dry  it  is  rubbed,  on  those  parts 
to  be  matt,  with  a  piece  of  woolen  cloth;  but  the  parts 
that  are  to  be  brilliant  have  another  coat  of  size 
applied. 

But  in  the  present  case,  with  the  old  picture  frame, 
etc.,_  after  cleaning  off,  making  smooth,  and  stopping 
all  imperfections,  we  would  apply  a  coat  of  oil  size, 
very  smoothly,  and  lay  the  gold  leaf  on  that.  The 
regular  gilder  takes  a  part  of  the  frame  at  a  time,  say 
a  certain  raised  part,  or  hollow,  and  lays  the  leaf  on 
that,  and  then  takes  an  adjoining  part,  and  so  on.  Each 
part  will  reouire  a  certain  width  of  leaf  to  cover,  as 
it  would  be  impossible  to  make  a  whole  leaf  bend 
perfectly  into  all  the  recesses  without  breaking  and 
making  bad  work. 

If  you_  have  no  familiarity  with  gilding,  then  you 
have  a  difficult  task,  as  it  is  no  small  job  for  a  novice 
to  lay  gold  leaf.  However,  by  using  the  so-called 
patent  leaf,  that  is  attached  slightly  to  the  paper,  vou 
can  get  along,  though  in  oil  size  gilding  of  this  kind 
It  IS  best  to  use  the  loose  leaf,  picking  it  up  with  the 
tip.  In  the  case  of  a  large  hollow,  as  in  some  frames, 
it  IS  best  to  lay  one  side  first,  then  the  other,  meeting 
in  the  middle  of  the  bottom  of  the  recess.  The  picture 
frame  gilder  has  a  basin  of  clear  water  bv  him  and 
some  camel  hair  pencils,  with  which  he  will  dampen 
the  surface  of  his  size  so  as  to  take  the  leaf,  and  he  will 
blow  down  on  the  leaf  to  cause  it  to  lie  flat  as  the  water 
IS  expelled  by  his  breath  from  beneath  it.  Lap  the 
pieces  of  leaf  about  one-eighth  of  an  inch.   After  all 


has  been  leafed  the  frame  is  laid  by  to  dry  to  a  certain 
degree  that  will  allow  of  its  taking  the  burnish  well, 
and  here  experience  again  comes  in.  Places  where  the 
leaf  failed  to  cover  must  be  carefully  patched.  When 
dry.  the  gilding  is  gently  rubbed  with  cotton,  but  the 
ordinary  raw  cotton  Avadding  Avill  not  do ;  get  a  spe- 
cially prepared  article. 

Burnishing  is  done  Avith  tools  of  various  forms,  made 
to  get  into  different  parts,  also  smooth  surfaces.  They 
are  commonly  called  agates,  being  of  some  form  of 
glass  or  perhaps  really  agate. 

Frames  dirty  Avith  fly  specks,  etc.,  may  be  made 
clean  by  washing  off  Avith  turpentine.  Water  with  a 
little  alcohol  in  it  is  also  good. 

If  it  is  desired  to  A^arnish  OA'er  the  burnished  gilt 
use  very  thin  Avliite  shellac  varnish.  This  is  the  lacquer 
inquired  about  by  the  subscriber. 

Johnson  &  Copping,  picture  frame  dealers,  IMontreal, 
have  dissolved  partnership,  and  are  succeeded  by  the 
Copping  Art  Store. 


GETTING  PICTURE  FRAME  ORDERS. 

House  cleaning  brings  AA'ith  it  a  demand  for  picture 
frames,  and  furniture  dealers  AA'ho  handle  this  class 
of  goods  should  make  it  a  point  to  push  this  line  at 
this  season  of  the  year.  The  fine  art  and  frame  de- 
partment of  the  Dominion  Photo  Supply  Co..  Limited, 
294  Tonge  St.,  Toronto,  sent  the  enclosed  circular  to 
houscAvives  all  over  that  city.  Names  and  addresses 
were  secured  from  the  citv  directory  and  each  cir- 
enlar  enclosed  in  a  separate  envelope  and  stamped. 
The  results  obtained  Avere  excellent.  The  letter  offers 
many  good  advertising  pointers.  Here  it  is: — 
Dear  Madam, — 

At  this  season  of  the  year,  Avhile  busA'  house 
cleaning  and  improA-ing  your  home,  you  Avill  doubt- 
less find  many  pictures  that  can  be  improved  by 
res-ilding.  or  better  still,  reframing  in  up-to-date 
stAdes.  And  there  may  be  many  places  on  the 
AvaHs  AA'here  a  fcAV  neAV  pictures  can  be  placed  to 
advantage,  adding  to  the  attractiA^eness  of  your 
home. 

Our  framing  department  is  equipped  Avith  the 
latest  poAver  machinery,  and  AA'ith  our  staff  of  ex- 
pert Avorkmen,  aa'C  are  in  a  position  to  turn  out 
the  finest  frames  at  a  much  loAver  price  than  our 
competitors. 

Over  300  stAies  of  high  grade  mouldings,  also  a 
laro-e  assortment  nf  square  and  oval  imported 
frames. 

We  ipA'ite  you  to  eal]  and  see  our  display.  Cood 
selection  to  ehonse  from. 

Parcels  called  for  and  delivered. 


AN  ENGLISH  TEST. 

G^od  adA'ertisiner,  of  conr'jp,  mems  mnf'h  more  than 
pnrchasing-  spaee  in  the  rio'ht  papers.  Here  is  an  ex- 
pe-ff's  te«^-  as  to  the  effi'^ioney  of  a  piece  of  "copy"— 

First^ — Dopc  it  look  well  ? 

Sppond — Will  it  attract  attention? 

Third— Is  it  truthful? 

Frmrth — Ts  it  conAnncins"? 

Fifth — ^Will  it  arouse  a  desire  to  buy? 

Sixth — Does  it  leave  at  least  one  good  point  unde^- 
eri^ied? 

He  uro-es  that  if  "cnny"  will  stand  that  test,  it  Avill 
brino-  results.  Advertisers  may  profit  by  considering 
his  ideas  in  relation  to  their  own  announcement. — Lon- 
don Furniture  Record. 
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SALESPEOPLE 


ORDERTAKING  VS.  SALEMANSHIP 

The  great  trouble  with  many  furniture  salesmen 
(and  men  and  Avomen  Avho  sell  other  lines,  too,)  is  that 
they  are  afraid  to  introduce  a  line  other  than  that  asked 
for.  They  think  that  if  they  do,  the  customer  Avill  get 
the  impression  that  something  is  being  forced  on  liim 
and  consider  and  salesman  "fresh."  This  is  a  Avrong 
idea.  The  good  salesman  can  introduce  goods  in  sucb 
a  manlier  that  the  customer  thinks  that  his  Avants  are 
being  thought  about  and  that  the  clerk  is  taking  a 
personal  interest  in  him. 

Coiistant  introduction  is  Avhat  creates  big  sales,  and 
big  sales  make  the  good  salesman.  Just  selling  a  person 
Avhat  they  come  in  and  ask  for  is  not  salesmanship. 
It  is  order  taking.  In  nine  cases  out  of  ten,  the  person 
has  his  or  her  mind  made  up  to  biay,  before  coming  into 
the  store,  and  the  sale  AA'ill  be  made  AAdthout  any  trouble, 
proA'iding  the  price  is  right. 

When  a  person  comes  in  and  buys  a  bedroom  set, 
make  a  driA^e  to  sell  the  chairs  that  go  AA'ith  it ;  otherAvise 
the  thrifty  may  conclude  to  use  the  old  ones.  Point 
out  hoAV  much  nicer  it  AA'Oiild  be  to  have  everything  to 
match,  and  that  the  older  chairs  can  be  used  to 
brighten  up  some  other  room  that  is  not  so  badly  in 
nepd  of  neAV  furniture. 

When  you  sell  a  bed,  AAdiy  not  sell  a  mattress  AAdth  it? 
Tn  most  cases,  the  customer  Avill  AA^ant  a  ncAV  mattress, 
'■nt  tlipre  are  cases  AA'here  an  old  one  Avill  be  made  to 
'1o  unless  forceful  salesmanship  is  brought  to  bear. 
Or,  it  ]nay  be  that  the  customer  has  seen  a  cheaper 
mattress  some  place  else.  Point  out  that,  although 
your  price  may  be  a  little  dearer,  it  Avill  be  cheaper  in 
the  long  run  on  account  of  its  better  quality.  A  com- 
forter might  be  introduced,  also,  in  a  sale  of  this  kind. 

As  long  as  a  man  is  content  to  Avork  like  a  machine 
and  make  every  sale  mechanically,  he  Avill  not  make  a 
.'•uccessful  salesman.  OonA'incing  a  person  they  need 
sometliiiig  theA-  thought  they  could  do  Avithout  is  sales- 
manship. Which  are  you,  a  salesman,  or  an  order- 
taker? 


SALESMEN  SHOULD  READ  TRADE  JOURNALS 

Of  n1l  meji.  salesmen  should  be  the  most  careful  and 
constant  readers  of  trade  iournnls.  They  should  not 
only  carefully  read  editorials.  cnnA-entions.  ucaa'^s,  etc., 
but  should  also  study  every  advertisement. 

-Most  successful  salesmen  hold  their  customers  by 
theii-  "persnnalitv."  They  are  Avell  ]-)osted  on  the 
"uestions  and  problems  of  the  hour.  They  knoAV  AA^here 
thp  goods  they  sell  are  made  and  the  names  of  the 
makers.  They  not  only  knoAV  their  OAvn  goods,  but 
othf^r  lines  as  Avell.  They  are  AA^alking  encA^clopedias  of 
information  and  they  can  intelligently  discuss  almost 
any  trade  nnestion.  All  merchants,  be  they  jobbers  or 
i-etailers.  knoAV  Avhat  a  pleasure  it  is  to  do  business  Avith 
such  salf'smf^n.  and  they  also  knoAv  Avhat  a  bore  it  is 
to  bny  from  some  of  the  "ignoramuses"  some  houses 
allow  to  "mis "-represent  them. 


have  been  made  of  quartered  rather  than  plain  oak. 
"That  Avould  increase  the  cost  a  dollai'."  said  the  manu- 
facturer. "Tliat's  all  right,"  returned  the  salesman. 
It  s  not  a  matter  of  price.  That  addition  Avould  help 
the  sales  at  the  extra  price."  "There  you  are,"  said 
the  manufacturer,  Avith  a  Aveary  smile;  "I  never 
brought  a  line  here  but  Smith  had  some  kick  on  it." 
The  hue  Avas  a  highly  popular  one,  and  on  it  in  iis 
entirety  neither  Smith  or  his  chief  could  have  had  any 
real  fault  to  find.  A  friend  nearby,  who  had  heard  the 
halt-.iestuig  remarks  Tiassed,  obserA^ed :  "It's  all  rio-ht 
Mr.  Manufacturer,  that's  wliat  Smith  is  for.  and'' he 
knows^what  his  trade  wants."  "You  are  right  all 
right  he  returned;  "he  has  put  some  good  things 
into  the  hno."  The  suggestions  of  salesmen  are  sought 
more  and  more  noAvadays  by  manufacturers  Avhen  mak- 
ing up  their  new  lines.  Often  the  travellers  visit  the 
factories  and  ha^-e  a  part  in  fashioning  the  ncAv  lines, 
and  in  the  furnituro  and  other  trades  congresses  of 
salesni'Mi  are  by  no  means  rare  events,  Avhen  the  pro- 
posed iKMv  linr.s  are  put  before  the  boys  and  they  go 
over  thnii.  oft«n  giving  the  designers  a  bad  attack  of 
indigestion.  But  Avith  it  all.  lines  are  produced  that 
are  mnch  better  suited  to  the  American  public  than 
wouid  otherAvise  be  possible.— Furniture  Trade  Review 


POOR  CLERKS  A  BAD  ASSET 

•  poorest  assets  a  retail  dealer  can  have 

IS  an  indifferent  salesman,"  writes  Tatler  in  New  York 
Furniture  World.  "This  applies  to  anv  business,  but 
It  applies  AA^ith  peculiar  force  to  a  retail  store  I  have 
been  in  stores  Avhere  the  clerks  would  scarcelv  AA-ait  on 
you.  U  one  a.sked  to  see  a  certain  line  of  goods  thev 
picked  out  a  few  samples  in  a  perfunctorv  wav  and 
let  thA  customer  go  out  rather  than  show  more  goods, 
ihe  pflPeot  IS  disastrous  in  the  case  of  women.  A  man 
wiU  pass  up  the  store  and  go  to  a  more  congenial  ))lace 
to  trade  AAathout  referring  again  to  the  incident 
Women  dLs^uss  thes.  matters  at  their  clubs  and  tea 
parhes  and  the  house  suffers.  Once  a  place  gets  the 
repiuation  of  having  insolent  or  unaccommodating 
clerks  then  it  begins  to  lose  trade.  Occasionally  a 
woiD.an_  IS  so  thoroughly  provoked  that  she  makes  a 
complaint,  but  more  often  she  Avill  leave  the  place  The 
Avoman  will,  however,  do  the  firm  injury  bv  discussing 
the  affair  with  her  friends  Avhenever  an  opportunitv 
arises.  If  traveling  men  followed  the  methods  often 
pracised  by  a  certain  type  of  retail  salesmen  thev 
Avould  soon  be  called  off  the  road  because  thev  couldn't 
sell  the  goods." 


THE  SALEMAN'S  KICK 

The  hf-ad  of  the  house  Avas  talking  Avith  his  New 
York  representative  at  one  of  the  exposition  buildings 
during  the  market  season,  and  the  salesman,  pointing 
to  a  part  of  one  of  the  samples,  suggested  that  it  should 


THE   STORE   SALESMAN'S  WIFE. 

Do  you  ever  think  of  the  women  behind  the  men 
Avhom  you  employ  in  your  store? 

For  every  married  man  and  for  many  unmarried  men 
at  work  for  you,  there  is  a  Avoraan  at  home  anxious  to 
have  that  man  do  his  best  and  get  ahead. 

These  home  Avomen  know  Avhat  their  men's  lives  are 

T^-  ^"^^^  ^"^"^  the  details  of  them  and  svm- 

pathize  AAHth  them.  They  want  their  husbands,  fathers 
or  brothers  to  do  better.  Thev  want  them  to  be  em- 
ployed where  there  is  a  chance  for  advancement 

Is  your  store  the  kind  to  enlist  the  svmpathizes  of 
those  women  at  home,  and  make  them  encourage  their 
men-folk  to  Avork  harder  for  the  business,  and  even  work 
for  It  themselves  in  their  indirect  but  valuable  way? 

For  everybody  connected  Avith  a  store  there  is  no- 
thing that  is  quit-  as  useful  as  the  trade  journal.  There 
is  nothing  else  "just  as  good  " 
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A  furniture  factory,  it  is  said,  will    be    built  at 

Fox  &  Reibel,  furniture  dealers,  Port  Arthur,  have 
dissolved  partnership. 

Machinery  is  being  installed  in  the  new  furniture  tac- 
torv  at  Tillsonburg,  Out.  ^  ,  ,    .  ^ 

J.  A.  Howden,  furniture  dealer,  Caledonia,  Ont.,  is 
succeeded  by  Moore  &  Epps. 

Considerable  damage  was  done  by  fire  recently  m 
Samuel  Gordon's  furniture  store  at  STontreal. 

-The  Stratford  Mfg.  Co.  filled  an  order  for  700  large 
lawn  seats,  which  were  used  at  the  recent  exhibition 
at  Toronto. 

A  ,t200,000  plant  for  the  manufacture  of  oil  consum- 
ing stoves  and  heaters  is  proposed  to  be  located  at 
Forest,  Ont. 

S.  Saunders,  Chesley,  Ont.,  has  been  appointed  man- 


Co.,  Halifax,  has  returned  home  from  an  extended 
visit  to  the  buying  centres  of  Canada  and  the  United 
States. 

"W.  S.  Lumgair,  furniture  dealer  at  Hamilton,  and 
his  daughter  narrowly  escaped  a  serious  accident  while 
ont  driving  recently.  A  runaway  horse  crashed  into 
their  buggy  and  demolished  it  a  moment  after  they  had 
jumped  to  safety. 

FIRE  DESTROYS  MATTRESS  FILLING 

Fire  destroyed  6.000  tons  of  marsh  hay  scattered 
over  an  area  of  eight  square  miles,  near  Bradford, 
Ont.,  early  in  October.  Incendiarism  is  suspected. 
The  flames  were  checked  only  Avhen  the  fire  reached 
the  water's  edge  at  the  Holland  River.  This  marsh 
hay  is  used  as  filling  in  some  grade  of  mattresses, 
much  of  it  in  the  past  having  been  used  by  Toronto, 
bedding  manufacturers.  The  crop  this  year  was  very 
heavy,  so  much  so  that  last  year's  nuotations  of  $16 
and  $18  a  ton  were  cut  in  half.  The  total  loss  is 
estimated  at  $60,000,  as  barns,  fences,  presses,  etc.,  in 
the  path  of  the  flames  were  destroyed. 


Exterior  of  George  Badger's  store  at  Niagara  Falls. 

ager  of  the  new  Gifford,  Farquharson,  Ltd.,  furniture 
factory  at  Stratford. 

The  Globe  Furniture  Co.,  Ltd.,  have  been  authorized 
by  provincial  charter  to  increase  their  capital  from 
$100,000  to  $200,000. 

Irvine  &  Gobeen,  hardware  and  furniture  dealers.  El- 
rose,  Sask.,  have  dissolved  partnership.  G.  A  Irvine  is 
continuing  the  business. 

Firth  Bros,  have  purchased  the  premises  of  the  J.  W. 
Drake  Furniture  Co.,  at  "Windsor,  Ont.,  and  will  occupy 
the  building  in  conjunction  with  them. 

W.  E.  Fales,  furniture  dealer  at  New  "Westminster, 
B.C.,  is  giving  up  business  and  is  selling  out  his  stock. 
He  has  been  in  the  trade  for  thirty  years. 

Mr.  Beechie,  who  was  late  with  J.  Oliver  &  Sons, 
Ltd.,  Ottawa,  as  foreman  in  the  machine  department, 
has  left  for  Toronto  to  take  another  position. 

Chas.  Frederick  Coryell,  youngest  son  of  the  presi- 
dent and  general  manager  of  the  Adams  Furniture  Co., 
Toronto.  Avas  married  recently  to  Miss  Frances  Hazel 
Dow. 

E.  A.  "Wilson,  manager  of  the  Nova  Scotia  Furniture 


NIAGARA  FALLS  FURNITURE  STORE 

A  glad  hand  for  all  "knights  of  the  grip"  has  George 
Badger,  the  genial  furniture  man  of  Niagara  Falls, 
Ont.  His  store,  wliich  is  44  x  75  feet,  has  a  floor  space 
of  over  8,000  square  feet.  There  are  two  furniture 
display  floors,  each  the  full  size  of  the  establishment, 
and  there  is  as  Avell  a  carpet  room,  42  x  36  feet  in  size. 
Mr,  Badger "«  dwelling  is  attaehed  to  the  store. 

There  is  an  elevator  in  the  store,  and  the  building  is 
electric-lighted  throughout.  Particular  attention  is 
paid  to  window  dressing,  and  the  displays  are  well 
spoken  of. 

Besides  Mr.  Badger  himself,  his  son.  T.  A.  Badger, 
looks  after  the  wants  of  intending  purchasers.  Mr. 
Badi^er  is  an  experienced  furniture  man.  He  has  been 
in  business  for  himself  for  twelve  years;  previous  to 
that  +ime  he  was  connected  with  Buckley  &  Co.,  also 
of  Niagara  Falls.  He  is  wpH  thought  of  and  highly 
respected  by  the  trad"^  representatives  who  call  upon 
him. 


ALASKA  BEDDING  CATALOGUE 

The  Ala.ska  Feather  &  Down  Co.,  Ltd..  Montreal, 
have  just  issued  a  forerunner  of  their  1914  catalogue, 
containing  a  number  of  selected  designs  of  the  newer 
and  more  popular  types  of  Alaska  brass  and  iron  beds. 
The  booklet,  which  contains  over  50  pages,  is  quite 
unique  in  shape,  being  eliptical,  like  the  trade  mark  of 
the  companv.  For  the  furniture  dealer  there  is  much 
commendable  and  interesting  matter,  both  illustrative 
and  descriptive  of  Alaska  bedding  goods. 


BERLIN  FURNITURE  EXHIBITION 

The  furniture  factories  of  Berlin  and  Waterloo  have 
definitely  decided  to  hold  the  annual  furniture  display 
of  Iheir  new  season's  productions  during  the  Aveek  com- 
mencing Januarv  12  ppxt.  Preparations  are  under 
way  to  make  this  exhibition  the  best  one  they  have 
-^ver  held. 


KENSINGTON  FURNITURE  CO.  TO  REBUILD 

St'-ps  are  beiner  taken  toward  the  reorganization  of 
the  Kensington  Furniture  Co.,  with  a  view  to  rebuild- 
in;?  the  plant  recenth^  destroyed  bv  fire  at  Goderich, 
Ont.  It  is  understood  that  Avhile  F.  G.  Eumball  will 
not  be  associated  with  the  new  company,  the  business 
will  be  continued  under  the  old  name. 
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POPULAR  FURNITURE  BUYER  DEAD 

A  well-known  furniture  dealer  passed  away  a  few 
days  ago  in  tlie  person  of  John  Harold  Broadfoot,  furni- 
ture hnyer  for  the  Robert  Simpson  Company,  Toronto, 
at  the  age  of  32  years.  His  death  look  place;  at  his 
home  at  143  College  Street,  and  was  caused  by  tyi^hoid 
fever  and  pneumonia,  from  which  he  had  been  sufifer- 
iner  for  three  weeks. 

Before  his  employment  by  the  Simpson  Company  he 
was  engaged  with  the  Canada  Furnitare  Company,  first 
in  their  Toronto  office  and  afterwards  for  two  years  in 
charge  of  the  Liverpool  office.  Later  he  had  charge  of 
the  Wingham.  Ont.,  factory.    Mr.  Broadfoot  was  un- 


Surrounded  bv  his  lootl.or,  brother  and  .sisters,  Mr.  Broadlootls 
seated  in  the  back-ground  on  the  upper  step  of  the  porth. 


married.  He  Avas  a  member  of  the  Lakeview  Golf  Club. 
Surviving  are  his  mother,  four  bi-others,  and  two  sisters. 

The  remains  Avere  forwarded  to  Seaforth  for  inter- 
ment on  Saturday,  Oct.  4.  the  funeral  procession  to  the 
railv.^ay  station  at  Toronto  being  large  and  thoroughly 
representative  of  the  Canadian  furniture  trade.  All 
the  managers  of  the  various  departments  of  the  Simp- 
son Company  attended,  and  representatives  from  prac- 
tically every  furniture  factory  in  Ontario,  and  many 
outside  concerns  as  well,  were  present. 


OPENINGS  FOR  FURNITURE  FACTORIES 

According  to  the  local  secretaries  of  the  boards  of 
trade  openings  exist  for  furniture  factories  at  Ft.  Wil- 
liam, Ont.;  Darmody,  Forgray,  Linstrom,  Melville, 
Rowletta  and  Stoney  Beach,  Sask;  Edmonton  and  To- 
field,  Alta.,  and  Port  Edward,  B.C. 


EARLY  ENGLISH  HAND-MADE  TAPESTRY 

In  the  early  English  periods  furniture  was  the  excuse 
and  vehicle  for  embroidery,  from  the  footstool  and 
loose  cushion  to  the  window  curtain  and  the  bed-hang- 
ings, remarks  an  exchange.  Our  ancestors  considered 
the  covering  of  furniture  as  important  as  the  cabinet 
work.  In  descriptions  of  individual  pieces,  the  cover- 
ino-s  are  freciuently  mentioned.  The  furniture  wuj! 
often  made  to'fit  the  embroidery.  It  Avas  the  fashion, 
or  spirit  of  the  age,  from  Elizabeth  to  Queen  Anne, 
for  ladies  of  the  court  to  do  needlework.  With  this 
encouragement,  the  mother  of  the  Engli.sh  family  con- 
sidered her  daughters'  accomi)lisliments  incomplete 
without  instructions  in  the  various  stitches  employed 


in  making  this  beautiful  and  lasting,  if  laborious,  can- 
vas tapestr3^  The  embroideries  used  for  furniture 
coverings  were  made  upon  canvas  by  the  use  of  a  group 
of  four  stitches,  tent,  cross,  Gobelin  and  Florentine. 
During  Elizabeth's  reign  the  class  of  embroidery  prac- 
tised with  certain  modifications  never  lost  its  popu- 
larity. In  France,  it  is  known  as  "petit  point,"  a  term 
for  which  there  is  no  satisfactory  equivalent  in  Eng- 
lish, though  "tent  stich"  is  the  usual  term.  This  little 
stitch  is  perhaps  the  most  beautiful  of  the  canvas 
group  and,  in  efPeet,  very  closely  resembled  tapestry, 
being  undoubtedly  influenced  by  the  loom  product  in 
.subject  and  coloring.  A  true  imitation  of  tapestry 
as  regards  the  petit  point  stitch,  which  was  used  to 
upholster  a  chest,  is  dated  1657  A.  D.,  one  of  the  few 
dated  pieces  in  existence.  In  their  desire  to  imitate 
the  tapestries  of  old  countries  before  the  establishment 
of  their  own  loom.s,  the  English  found  the  petit  point 
stitch  the  best  to  gain  the  desired  results,  and  many 
wall  hangings  were  made  in  this  delicate  and  laborious 
stitch.  The  earliest  works  Avere  the  petit  point  pictures 
done  in  silk  during  the  Stuart  period.  Knights  and 
ladies  dressed  in  the  elaborate  details  of  this  pictur- 
esque era  found  greatest  favor  as  subjects  for  these 
pictures.  Much  attention  Avas  given  to  the  emblematic 
meaning  of  certain  de\'ices  that  are  seen  in  the  Seven- 
teenth Century  designs,  as  the  caterpillar,  the  butterfly, 
the  rose,  the  lily,  the  tulip,  the  lion  and  the  leopard. 
The  taste  for  the  introduction  of  beasts  and  insects 
seems  to  have  been  a  marked  feature  of  1580  in  Eng- 
land. It  is  improbable  that  there  was  any  such  emble- 
matic meaning,  but  that  they  were  purely  decorative 
motives  of  a  sort  congenial  to  English  tastes. 


NEW  FOLDING  TABLE 

One  of  the  newest  featherAveight  folding  tables  is 
the  "New  Acme,"  by  Hourd  &  Company,  Limited,  Lon- 
don, Ont,  who  have  just  secured  control  of  the  Can- 
adian patents  for  this  ncAv  table.  It  is  being  introduced 
to  the  Canadian  trade  as  a  noAv  member  of  the  Hourd 
family  of  "Peerless  Folding  Tables,"  already  known 
to  the  trade.   This  newest  table  is  remarkable" for  neat 


and  quiet  elegance  of  appearance,  coinbined  with  sol- 
idity of  construction.  The  top  is  30  in.  square,  covered 
AA'ith  green  felt  or  leatherette,  and  Aveighing  only  ten  or 
elcA^en  pounds  it  should  be  popular  for  the  holiday 
trade.  The  company  hav^e  nuide  a  successful  specialty 
of  the  "Peerless"  folding  tables  for  many  years  past, 
and  their  output  in  this  line  is  A'ery  large.  They  are 
active  sellers,  one  or  more  filling  a  want  in  almost  every 
heme. 


W.  1.  Crombie,  manager  of  the  Alaska  Pacific  Bed- 
ding Co.,  VancouA'er,  is  making  a  first  tour  of  his  new 
territory.  From  Edmonton  he  is  going  to  Athabasca 
Landing,  then  to  Prince  George  and  back  down  the 
coast  to  Vancouver. 
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The  Furniture  Factory 


A  Department 

for  the 
Manufacturer 


REDUCING  INSURANCE  COSTS 

There  is  iu  Toronto  a  factory  where  furniture  is 
made.  The  building  is  really  divided  into  two  parts 
by  a  wall  with  a  wooden  door  on  one  end  of  it.  On 
one  side  of  the  partition  the  rough  cutting  and  car- 
pentry work  is  done  while  the  other  is  kept  for  finish- 


A  quartette  of  furniture  manufacturers  from  Stratford.  Reading 
from  left  to  riglit  they  are— W.  J.  Anderson,  Stratford  ( 'liair  Co., 
Limited  ;  H.  W.  Strudley,  Imperial  Rattan  Co.,  Limite'i  ;  G.  W. 
McLagan,  the  George  McLagan  Furniture  Co.,  Limited;  Cha.s. 
Moore,  Stratford  Manufacturing  Co.,  Limited.  They  were 
snapped  in  front  of  the  Algonquin  at  St.  Andrews  By-the-Sea 
when  there  with  the  C.M.A. 

ing,  painting,  varnishing,  etc.  The  side  where  most 
of  the  carpentry  work  is  done  is  valued  at  five  times 
as  much  as  the  other.  At  one  time  the  insurance  rate 
on  this  building  was  wholly  based  on  the  far  greater 
hazard  of  the  varnishing  department.  The  whole 
structure  was  insured  at  41/2  per  cent.,  the  rate  on  the 
dangerous  part.  This  was  the  case  because  the  door 
between  the  partition  was  not  a  fire  door. 

The  owner  of  the  building  heard  of  the  possible 
way  to  save  money  by  installing  safety  devices.  He 
bought  an  iron  door  at  a  cost  of  $18  and  substituted 
it  for  the  wooden  one  in  the  partition.  Following  that 
his  carpentry  department  was  insured  at  a  rate  of  ly^ 
per  cent,  while  the  other  half  of  the  building  alone 
remained  at  the  rate  of  4i/^  per  cent. 

With  that  iron  door  the  owner  realized  a  saving 
of  thousands  of  dollars  annually. 


treating  wood.  It  tells  of  furniture  made  from  lum- 
ber that  only  a  few  weeks  before  was  in  the  log.  This 
is  Avhat  it  snyn  of  a  dining  table  produced  by  a  local 
manufacturer  r 

"This  dining  table  is  designed  in  the  early  Queen 
Anne  style.  It  measures  4  ft.  6  in.  across,  and  extends 
7  ft.  6  in.  The  top,  legs,  and  sliders  are  of  Cuba  ma- 
hogany, the  top  has  been  built  up  of  yellow  pine, 
veneered  twice,  inside  and  outside.  The  mahogany 
used  in  this  table  was  cut  from  the  fresh  logs  in  April 
this  year,  and  was  fit  to  be  used  four  weeks  later.  Thie 
heavy  5-in.  timber  used  for  the  legs  was  quite  dry  in- 
side when  the  plank  was  cut.  The  sliders  inside  the 
table  are  proof  of  the  good  condition  of  the  timber,  as  a 
slight  warping  of  these  would  siDoil  the  running  of  them. 
The  timber  in  the  top  worked  up  a  beautifully  smooth 
surface  and  required  appreciably  less  polishing  than  un- 
processed wood.  The  table  is  stained  to  its  present 
color.  To  have  seasoned  the  wood  for  the  legs  in  the 
ordinary  way  Avould  have  taken  from  six  to  eight 
vears. ' ' 


SOME  OBSERVATIONS 

By  J.  E.  Driskell,  Ottawa 

1.  Mr.  Man,  you.  are  not  hired  for  love,  but  for  work. 
Produce  the  goods  and  demand  your  pay. 

2.  Abraham  Tvincoln  said:  "When  I  get  the  chance 
to  hit  slavery  I'll  hit  it  hard.  Employers,  mind  you 
have  no  relation  to  slavery  in  your  underpaid  em- 
ployees. 


'  POWELLIZED"  WOOD 

The  Furniture  Record.  London,  England,  describes 
at  length  what  it  calls  the  "Powellized"  process  of 


Mr.  J.  It.  sliaw,  of  tlie  Canada  Furniture  Manufacturer^  Limited, 
watchmg  the  antics  of  a  bowl  he  luid  just  delivered  on  the  green 
at  bt.  Andrews  By-the-Sea  while  there  with  the  CM.  A.lastmonth 
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3.  Plenty  of  grease  will  make  a  machine  run  smooth, 
but  don't  forget  the  elbow  grease. 

4.  To  boy  staining  in  the  bench  room:  "Is  this  the 
bench  room?"  "Yes,  sir!"  "Oh,  I  thought  it  was 
the  paint  shop !" 

5.  Never  put  off  till  to-morrow  what  can  be  done  to- 
day. 

6.  No  man  can  serve  two  masters.  Neither  can  two 
men  do  the  same  job. 

7.  What  are  you?  A  bench  hand?  Well,  what  are 
you  doing  with  that  machine  ? 

8  Clean  surroundings  for  your  workmen  is  neces- 
sary. 

9.  Do  you  advertise  your  goods?   If  not,  why  not? 

10.  Are  the  set  screws  on  your  machines  covered? 
Just  take  a  look  around.    You  may  save  trouble. 

11.  Where  do  you  work?  In  the  shipping  room? 
Well,  what  are  you  doing  in  the  bench  room? 


SANDING  OAK 

Oak,  whether  plain  or  quartered,  is  a  comparatively 
easy  wood  to  work  smooth,  writes  J.  C.  Taylor  in  Fur- 
niture  Manufacturer.  It  is  not  a  soft  wood,  but  what 
is  meant  is  that  oak  can  be  worked  on  the  planer  and 
get  a  smooth  finish  with  knives  that  are  a  little  dull. 
The  same  thing  is  ti'ue  in  working  it  with  saws.  When 


Two  items  of  new  suite  of  diners  being  made  by  The  Elmira  Furniture  Co. 


it  comes  to  gum  and  some  of  the  other  woods,  the  knives 
and  saws  must  be  perfectly  keen  to  give  good  results. 
Now,  when  it  comes  to  sanding,  it  is  the  other  way. 
You  may  sand  gum,  or  some  other  even-grained  wood, 
with  eomparativelj^  smooth  or  even  slick  sand  paper 
and  get  fair  results,  but  when  it  comes  to  sanding  oak, 
to  get  a  good  finish,  the  sand  paper  should  be  fresh  and 
sharp.  This  is  because  of  the  unevenness  in  the  texture 
of  the  wood.  If  it  is  plain  oak,  there  are  the  hard 
streak?  and  the  soft  streaks  of  the  annual  rings  of 
growth,  and  if  they  are  sanded  over  with  dull  paper, 
it  will  cut  down  into  the  soft  streaks  and  the  hard 
ridges  sticking  up  leaving  an  uneven  surface.  This 
might  he  all  right  for  a  certain  kind  of  finish,  but  where 
a  perfectly  smooth  face  is  wanted,  one  should  sand  oak 
with  a  sharp,  clean  paper.  If  it  is  rpiartered  oak,  it 
is  the  same  thing  in  a  different  way.  There  is  a  hard 
film  which  makes  the  splash  line  which  nothing  but 
sharp  paper  will  touch.  If  the  wood  is  sanded  over 
witli  dull  or  slick  paper,  it  will  simply  dig  down  be- 
tween the  splash  lines  and  leave  them  standing  up  in 


waves.  To  get  good  results,  you  should  not  only  have 
sharp  paper,  but  you  should  get  the  sanding  across  the 
grain  or  splash  line  to  reduce  the  tendency  to  cut  down 
the  soft  places  between. 


LUMBER  UNLOADING  LABOR-SAVING  DEVICE 

Occasionally  we  run  across  some  simple  little  thing 
that  makes  us  feel  like  kicking  ourselves  because  we 
had  not  thought  of  it  years  ago.  I  stumbled  on  one 
of  these  little  labor-savers  the  other  day.   I  had  some 


Music  box  record  cabinet  made  by  The  George 
3  J    Ci"'-     ■  ..  iMcLagan  Furniture  Co. 

business  with  the  supei  intendent  of  a  neighboring 
plant,  and  found  him  out  "m  the  yard,  where  some  men 
were  unloading  a  box  car  c  ?  lumber. 

The  men  had  a  contrivai  ce  attached  to  the  opening 
in  the  ear  that  was  doing  fully  half  of  the  heavy  work. 
It  was  made  of  two  pieces  of  wood,  2x4,  and  about 
15  in.  long;  in  the  side  of  each  piece  was  a  li/4-in.  hole. 
These  two  pieces  were  fastened  with  handserews,  one 
on  each  side  of  the  openinr^'  in  the  car.  A  roller  2  in. 
in  diameter,  with  the  endi  cut  down  to  1%  i^-  to  fit 


Hall  tree  made  by  The  George  McLagan 
 ]  f  ,  .  dJicui  o  Furniture  Co.  P----  " 

in  the  holes  in  the  side  pieces,  extended  across  the  car 
opening.  The  end  of  each  board  was  placed  on  this 
roller,  and,  instead  of  being  handed,  carried  or  lifted 
by  the  man  inside  the  car  to  the  man  outside,  it  was 
pushed  on  the  roller. 
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KEEP  THIN  KNIVES  KEEN 

Operators  will  find  tliat  there  is  no  economy  in  riui- 
ning  their  thin  knives  too  \(^nix  without  grinding.  Re- 
peated jointing  forms  a  heavy  heel  on  thin  knives  that 
not  only  prevents  the  best  surfacing  being  done,  but 
requires  so  much  gi'inding  to  keen  the  knives  that  alto- 
gether too  much  steel  is  wasted  in  the  operation. 
^  Considerable  tearing  out  and  generally  poor  work  is 
ascribable  to  too  much  heel.  No  dull  knife  can  do 
good  work,  even  though  there  is  tremendous  power 
back  of  it.  So  keep  your  thin  knives  keen,  even  though 
you  are  advised  occasionally  by  a  practical  man  that 
frequent  grinding  is  unnecessary. 

It  is  probably  as  well  to  say  right  here  that  to  keep 
thin  knives  keen,  except  imder  the  heaviest  work,  or 
work  on  gritty  or  hardwoods,  it  is  seldom  necessary 
to  grind  them  daily.  Probably  every  other  day  is 
frequent  enough. 

A  system  that  has  the  approval  of  the  best  informed 
men  is  to  grind  the  top  and  bottom  heads  on  alternate 
days.  Changes  of  side  and  profile  heads  will  have,  in 
everj^  case,  to  govern  the  frequency  of  grinding.  Good 
judgment  is  needed  in  the  care  of  thin  knives,  as  well 
as  in  any  operation  in  the  mill. — Berlin  Quality. 


EFFICIENCY  IN  WOOD  BENDING 

It  has  taken  longer  to  get  modern  efficiency  ideas 
introduced  into  the  work  of  steaming  and  bending 
wood  than  into  the  general  machining  and  working  of 
wood,  says  Furniture  Manufacturer.  But  we  are  now 
getting  improved  appliances  for  steaming  as  Avell  as 
for  bending,  and  these  things  are  well  worth  investigat- 
ing by  those  who  have  occasion  to  bend  wood  for  their 
work. 

Back  in  the  old  times  the  preparatory  process  for 
bending  wood  consisted  of  boiling  or  steaming  it  in 
some  woiiden  vat  or  open  tank.  These  methods,  while 
reasonably  effective  as  far  as  preparing  the  wood  for 
bending  is  concerned,  were  extravagantly  wasteful  of 
heat  energy.  The  per  cent,  of  efficiency  of  steaming  or 
boiling  was  really  very  low  and  much  more  of  the 
heat  was  wasted  through  radiation  than  was  consumed 
in  preparing  the  wood.  There  is  some  of  this  kind  of 
work  to-day,  quite  a  lot  of  it,  in  fact,  and  (|uite  a  lot 
too  much  of  it.  There  are  other  appliances  to  do  this 
work.  There  are  modern  steaming  retorts  made  of 
metal,  and  arranged  with  opening  and  closing  doors 
that  can  be  put  in  place  and  tightened  up  easily  so 
that  not  merely  live  steam  may  be  used,  but  actual 
steam  pressure  m.ay  be  applied  in  the  preparation  of 
wood  for  bending.  With  one  of  these  modern  retorts 
a  man  shoiild  be  able  to  steam  wood  without  using  any 
more  steam  than  was  actually  wasted  by.  the  older 
methods.  This  is  certainly  worth  something.  It  is  a 
great  step  in  the  matter  of  efficiency  in  this  Avork  and 
the  chances  are  that  it  v/ill  be  followed  by  still  other 
steps. 

For  example,  we  might  apply  Ihe  tireless  cooker  or 
the  thermos  idea  to  these  steaming  retorts  and  so 
thoroughly  insulati^  them  that  there  will  be  very  little 
loss  of  heat  through  radiation.  Given  a  retort  thorough- 
ly insulated  like  a  tireless  cooker  or  a  thermos  bottle, 
and  one  could  fill  it  with  wood  to  be  bent,  let  in  steani 
enough  to  raise  the  temperature  thoroughly  throughout 
the  wood  contents,  supply  enough  moisture  to  saturate 
it,  then  shut  it  up,  shut  the  steam  ofiP,  and  let  it  soak 
for  half  a  day  or  more.  The  result  should  be  the  roughly 
steamed  wood  in  good  shape  for  bending  at  the  exi)endi- 
ture  of  only  a  very  small  percentage  of  steam  energy 
as  Compared  with  what  has  been  used  in  the  past  for 
such  work. 


GIVING  CREDIT  WHERE  CREDIT  IS  DUE 

In  some  factories  rewards  are  given  to  workmen  for 
valuable  suggestions,  but  a  reward  in  a  tangible  form 
is  not  always  necessary.  A  workman  should  be  given 
ci'edit,  however,  for  anything  he  does  worth  while. 
Care  should  be  taken  how  it  is  done.  Fault-finding 
when  a  man  "falls  down"  on  a  job  Avill  never  help  him 
to  do  better  and  being  surprised  when  a  man  does  well, 
will  not  encourage  him  to  keep  doing  well.  Let  him 
know  that  he  did  well  but  expect  a  man  to  do  well  and 
he  will  do  better,  and  if  he  "falls  down"  take  him  into 
the  office  and  discuss  the  "ins"  and  "outs"  of  the  job 
as  man  to  man  and  the  result  will  be  surprising. 

The  writer  remembers  an  experience  back  in  the 
high  school  where  ihe  instructor  in  English  wrote  on 
a  composition — "Better  than  T  expected."  Had  he 
been  near  Avhen  the  compositions  were  distributed,  he 
might  have  had  the  j^leasure  of  removing  some  ink 
stains  from  his  fine  clothes.  On  the  composition  of  an- 
other boy  whose  grading  was  rather  low  he  wrote : 
"Just  what  T  expected."  Neither  of  these  remarks  was 
an  incentive  to  good  work. 

A  superintendent  or  foreman  of  a  factory  has  no 
right  to  have  in  his  employ  anyone  of  whose  work  he 
can  say:  "Just  what  I  expected,"  meaning  it  is  of  low 
([uality.  And,  if,  for  any  reason,  he  has  such  a  man,  it 
is  his  work  to  coach  the  workman  until  his  work  is 
graded  "good."  Then,  when  he  can  conscientiously 
grade  his  work  in  such  a  manner,  tell  him  he  is  doing 
just  what  you  expected  he  could  do. 

An  executive  may  think  that  in  a  premium  or  piece- 
work shop  the  monetary  reward  for  increased  produc- 
tion is  sufficient  credit.  That  is  not  so,  however.  In 
one  factory  visited  by  the  writer  the  foreman  of  one 
department  keeps  tab  on  the  output,  and  when  there  is 
a  rush  on  to  fill  a  certain  order,  he  knows  on  whom  he 
can  call  for  assistance.  Then  when  the  order  is  filled, 
he  doesn't  forget  to  go  around  and  inform  the  work- 
men that  the  order  was  shipped  on  time.  The  foreman 
loses  none  of  his  dignity,  but,  on  the  other  hand,  it 
gives  him  a  stronger  hold  on  the  men  in  his  department. 

By  all  means  give  credit  where  credit  is  due,  but  do 
not  inform  a  workman  that  his  work  is  "better  than  T 
expected. " 


ORGANIZATION  ON  GREAT  SCALE  INEVITABLE 

I  am  not  one  of  those  who  think  that  competition 
can  be  established  by  law  against  the  drift  of  a  world- 
wide economic  tendency ;  neither  am  I  one  of  those  who 
believe  that  business  done  upon  a  great  scale  by  a 
single  organization- — call  it  corporation  or  what  you 
will — is  necessarily  dangerous  to  the  liberties,  even  the 
economic  liberties,  of  a  great  people  like  our  own,  full 
of  intelligence,  and  of  indomitable  energy.  I  am  not 
afraid  of  anything  that  is  normal.  I  dare  say  we  shall 
never  return  to  the  old  order  of  individual  competi- 
tion, and  that  the  organization  of  business  upon  a 
great  scale  of  co-operation  is,  up  to  a  certain  point, 
itself  normal  and  inevitable. — WoodroAV  Wilson. 


GENUINE  REPRODUCTION  OF  AN  IMITATION 

"Do  you  mean  to  tell  me,"  said  the  prospective 
buyer  of  the  eager  dealer  in  household  articles,  "that 
this  is  a  genuine  piece  of  Heppehvhite  furniture?" 

"Well,"  answered  the  eager  but  honest  dealer,  "it 
is  a  genuine  reproduction  of  a  magnificent  imitation  of 
samples  that  are  supposed  to  be  gemaine  Heppel- 
whites !" 

His  candor  made  a  sale  for  him. — Cleveland  Plain 
Dealer. 


Undertakers'  Department 


Problems  affecting  the  Undertaliing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


Alberta  Funeral  Directors'  Convention 

Most  successful  yearly  gathering  so  far  held — Attendance 
not  large  owing  to  new  associations  in  British 
Columbia  and  Sasl^atcheWan 

The  seventh  annual  convention  of  Alberta  Funeral 
Directors'  and  Embalmers"  Association  was  held  in 
Nolan  Hall,  Calgary,  on  September  22,  23,  24  and  25 
last  The  register  showed  the  following  in  attendance 
at  the  opening  session  on  the  first  day : — 

J.  W.  Connt'lly,  Edmonton,  Alta. 

Mrs.  J.  W.  Connelly,  Edmonton,  Alta. 

Chas.  E.  Nancekivell,  Athabasca  Landing,  Alta. 

Harry  Lee,  Cardston,  Alta. 

F.  W.  Morton,  Wilkie,  Sask. 

Wm.  Jellis,  Ed.son.  Alta. 

H.  B.  Armstrong,  Calgary,  Alta. 

W.  G.  McArthur.  Tnnisfail,  Alta. 

H.  W.  Taylor,  S>outh  Edmonton,  Alta. 

S.  Wainwright,  South  Edmonton,  Alta. 

A.  M.  Shaver,  Calgary,  Alta. 

T.  A.  Cornett.  Hosmer,  B.C. 

C.  W.  Chase,  Strathmore,  Alta. 

W.  C,  Gooder,  Olds,  Alta. 

Jas.  A.  Reid,  Banff,  Alta. 

H.  Martin,  Maymont,  Sask. 

R.  C.  Foster.  Calgarv,  Alta. 

M.  Millard,  Calgary*  Alta. 

H.  G.  Stone,  Secy.,"  Red  Deer,  Alta. 

Prof.  Chas.  O'Dhonau,  C'incinnati. 

The  meeting  was  called  to  order  at  9  a.m.,  on  Mon- 
day,. Sept.  22nd.  Owing  to  the  small  number  present, 
it  was  decided  by  the  vote  of  the  meeting  to  pass  over 
the  first  day  by  having  informal  talks,  and  make  a 
start  at  business  on  Tuesday  morning.  This  Avas  done, 
and  Prof.  O'Dhonau,  of  the  Cincinnati  College  of  Em- 
balming, took  up  the  Avork  for  the  balance  of  the 
morning,  giving  an  introductory  outline  of  the  educa- 
tional work  to  come  before  the  members  attending  the 
convention,  Avith  some  advice  at  to  Iioav  to  get  the 
most  good  out  of  the  Avork. 

The  afternoon  was  devoted  to  a  demonstration  at 
Messrs.  Shaver,  Armstrong  &  McPherson's  parlor,  and 
the  (>vening  Avas  spent  in  the  chapel  of  the  same  firm, 
where  a  pleasant  time  was  spent  in  discussing  several 
matters  of  interest  to  the  members  present. 

SECOND  DAY'S  PROCEEDINGS 

The  morning  session  of  Tuesday,  September  23rd, 
was  called  to  oi-der  by  the  President,  J.  W.  Connelly, 
at  9.30  o'clock.  He  delivered  a  very  appropriate  ad- 
dress touchijig  upon  several  subjects  of  interest  to  the 
Association.  The  address  Avas  so  good  and  business- 
like that  it  Avill  appear  verbatim  in  the  next  issue  of 
The  Fui-niture  World  and  The  Undertaker. 

Thanking'  the  President 

At  the  conclusion  of  the  address  a  resolution  Avas 
put  to  tile  inecling  and  carried  unanimously  thanking 
the  president  for  his  able  presentation  of  the  ease  for 
the  Association. 


Secretary-Treasurer  H.  G.  Stone  then  gave  his  report 
for  the  past  twelve  months,  which  was  eminently  satis- 
factory.   It  also  will  appear  in  full  in  our  next  issue. 

Mr.  Stone  next  presented  the  report  of  the  treasiirer. 

Treasurer's  Statement 

Cash  Statement  as  of  Sept.  11th,  1913. 
Sept.  1,  1912.  RECEIPTS 

To  cash  balance  on  hand  in  bank  $399.33 

To  cash  balance  on  hand  in  bank   100.00 

To  membership  fees  and  dues   110.70 

To  dues    30.00 

To  donations    200.00 

$S40.03 

Sept.  5,  1912.  DISBURSEMENTS 

By  paid  Prof.  O'Dhonau  $275.00 

By  registration  fee,  Prov.  of  Alberta   1.00 

By  eoiiA'cntion  expenses — hall   5.00 

By  registrar  of  companies — Edmonton   1.00 

By  secretary's  alloAvanee    25.00 

By  printing  and  typcAvriting   25.75 

By  postage    4.00 

By    sundry    expen.ses — express,  stationery 

telephones,  floAvers,  etc    44.80 

Bj-  exchange  on  cheques    1.90 

Bv  balance— Tn  bank  $276 . 58 

On  hand   180.00  456.58 

$840.03 

Credentials  Committee 

Tlie  President  appointed  as  mcuilxTS  of  a  Committee 
on  Credentials  W.  S.  McArtliur  ai'd  W.  C.  Gooder.  The 
folloAving  Avas  their  report : — 

"We,  the  Credential  Committee,  lal^e  mncii  pleasure 


NEW  OFFICERS  FOR  1913-14 

The  following  are  the  elected  officers  for  the 
coming  year: 

Hon.  President — J.  W.  Connelly.  Edm.onto. 

President— W.  G.  McArthur,  Tnnisfail. 

First  Vice-President — B.  H.  Armstrong.  Cal- 
gary. 

Second  Vice-President — R.  C.  Foster,  Cal- 
gary. 

Secretary-Treasurer — H.  G.  Stone,  Red  Deer. 

Sergeant — W.  C.  Gooder,  Olds. 

Executive  Committee — The  above-named 
officers,  and  Messrs.  C.  W.  Chase,  Strathmore; 
Chas.  E.  Nancekivell,  Athabasca  Landing;  F. 
W.  Morton,  Wilkie,  Sask.;  H.  W.  Taylor, 
Edmonton. 

This  is  the  sixth  year  that  Mr.  Stone  has  been 
elected  to  the  office  of  Secretary-Treasurei-  of 
tile  A.ssociation. 
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A  PAPER  THAT 


Congratulations  from  a  Subscriber 

Editor  Canadian  Furniture  World 
and  The  Undertaker. 

"  Please  accept  my  congratulations  for 
the  excellent  report  your  journal  gave  of 
the  convention.  The  furniture  dealers 
and  funeral  directors  of  Ontario  are  in- 
deed fortunate  to  have  such  a  paper 
devoted  to  their  interests,  and  should 
give  it  their  most  hearty  support." 

J.  G.  Henry 
President  Canadian  Embalmers' 
Association. 

Sudburv,  Oct.  16. 


IS  APPRECIATED 


Brings  Results  to  Advertisers 

"You  are  publishing  a  splendid  paper, 
and  the  casket  manufacturers  will,  of 
course,  support  it.  Five  sales  of  our 
high  grade  oak  casket,  No.  511,  adver- 
tised in  your  September  and  October 
issues,  are  credited  to  the  ad.  in  your 
paper." 

Semmens  &  EvEL  Casket  Co. 
Hamilton,  Oct.  17. 


Show  your  appreciation  by  telling  our  Advertisers : 
"I  saw  it  in  The  Furniture  World  and  Undertaker." 


THE  GLOBE  CASKET 

CO. 

LONDON,  CANADA 

Manufacturers  of 

Solid  Oak  and  Mahogany  Caskets 
Cloth  and  Plush  Covered  Caskets 
Casket  Linings  and  Burial  Robes 
Casket  Hardware 
Undertakers'  Supplies 
Embalming  Fluids  and  Instruments 

Mail  and  Express  Orders  Receive  Careful  Attention 
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in  announcing  that  tlie  following  gentleincn  have  com- 
plied with  all  iiecessary  forms  and  paid  all  dues  and 
fees  which  would  entitle  them  to  become  members  of 
the  Alberta  Association. 

R.  O.  Jackson,  South  Edmonton. 

Jas.  A.  Reid,  Bantt". 

Harrj'  Lee,  Cardston. 

Wm.  Jellis,  Edson. 

Chas.  El.  Xancekivi'll,  Atbabaska  Landing. 
R  C.  Foster  Armstrong  (who  has  been  a  member  for 
some  years),  Calgary. 

Mrs.  J.  W.  Connelly,  Edmonton. 
Mark  Heath,  South  Edmonton. 

After  all  the  members  present  had  complied  with 
the  payment  of  annual  dues  for  the  year,  there  followed 
a  lecture  by  Prof.  O'Dhonau,  on  "Raising  and  Injecting 
all  the  Arteries  and  Veins."  After  this  there  was  a 
discussion  on  several  matters  of  interest  such  as  the 
Government  fee  for  the  burial  of  unknown  dead,  etc. 
This  was  gone  into  at  some  length,  Chas.  Nancekivell, 
of  Athabasca  Landing,  giving  some  of  his  experiences, 
showing  that  the  Association  should  try  in  the  near 
future  to  see  if  there  could  not  be  something  done  to 
have  the  matter  taken  to  the  Provincial  Gov- 
ernment, with  the  hope  of  better  arrange- 
ments being  made  in  this  connection.  A.  M. 
Shaver,  H.  G.  Stone  and  other  members  gave 
some  of  their  experiences  along  the  same  line,  taking 
up  the  subject  from  different  standpoints. 

The  Secretary  next  read  a  paper  entitled  "The  old- 
time  Undertaker,  or  The  Man  Under  the  Hat."  This 
was  received  with  considerable  applause. 

The  meeting  then  adjourned  until  1.30  p.m. 

TUESDAY  AFTERNOON  SESSION 

At  the  afternoon  meeting  several  of  the  members 
gave  those  present  a  very  pleasant  half  hour  with 
music,  instrumental  as  well  as  vocal,  there  being  several 
good  singers  amongst  the  members  present. 

Items  Nos.  1.  2  and  3  on  program  were  laid  over  so 
as  to  take  up  No.  4,  "Illustrated  Lecture  by  Prof. 
O'Dhonau,  on  "Securing  Cosmetic  Effect."  This  took 
up  the  time  of  the  nmeting  until  well  on  in  the  after- 
noon. 

Introduction  of  New  Members 

At  the  close  of  the  lecture,  some  new  members  were 
introduced  to  the  Association. 

The  Secretary  next  read  over  the  Embalmers'  Act 
so  as  to  open  up  a  discussion.  This  brought  up  several 
different  opinions  or  suggestions  from  the  different 
members. 

Mr.  Wainwright,  of  South  Edmonton,  thought  that 
the  Government  would  be  compelled  to  give  a  license 
to  everyone  who  was  in  business  at  the  time  the  Act 
would  come  in  force,  irresj^ective  of  any  qualifications. 
This  is  a  part  of  the  Act  that  Avill  come  entirely  into 
the  hands  of  the  P>oard  of  Embalmers  Avho  will  grant 
the  licenses. 

New  Business 

Under  this  order  of  business  came  up  the  question 
of  the  members  who  were  in  arrears.  Considerable 
discussion  occurred  over  this  and  many  suggestions 
were  made  as  to  a  remedy  for  the  trouble.  This  was 
finally  brought  to  a  satisfactory  conclusion  by  the 
following  motion: — 

"Moved  by  W.  G.  McArthur,  seconded  by  II.  B. 
Armstrong,  that  the  Seci-elaiy  send  notice  to  all  the 
membcfs  in  arrears  for  one  year  or  over  that  their 
dues  must  be  paid  on  or  before  November  1st,  1913, 
or  their  names  will  be  sent  into  the  Provincial  Secre- 
tary that  they  are  no  longei'  members  of  the  Alberta 


Association ;  the  filling  out  of  a  foot  note  to  be  left 
to  the  Secretary."  (Carried). 

Prof.  O'Dhonau  then  took  the  floor  and  kept  the 
members  interested  with  one  of  his  very  interesting 
illustrated  lectures  on  "The  Blood  Vessels."  At  the 
close,  the  meeting  adjourned  to  meet  at  the  parlors  of 
Shaver,  Armstrong  &  McPherson  at  8  p.m. 

TUESDAY  EVENING  SESSION 

Prof.  O'Dhonau  gave  another  of  his  series  of  lectures 
on  "Sanitation  Against  Disease,"  which  took  up  the 
entire  evening  until  9.30  o'clock,  when  the  meeting 
was  dismissed  to  give  the  members  who  were  wi'iting 
for  their  diplomas  a  chance  to  study  up  their  notes 
taken  during  the  two  lectures. 

'WEDNESDAY'S  DAILY  SESSIONS 

The  meeting  was  called  to  order  ioy  the  President 
and  the  mem.bers  were  given  an  opportunity  to  bring 
forward  any  unfinished  or  new  business.  Under  this 
head  a  Committee  composed  of  Messrs.  Armstrong, 
Foster  and  Millard  was  appointed  as  an  Entertainment 
Comriiittee  to  arrange  for  some  entertainment  for  the 
nniml>ers  of  the  Association  present  at  the  Convention. 
This  f'ommittee  arranged  for  a  trip  around  the  city 
of  Calgary,  in  the  city's  scenic  ear,  by  all  the  members 
and  their  wives,  the  trip  taking  place  that  afternoon. 

After  the  trip,  the  Professor  took  up  another  of  his 
illustrated  lectures  on  "Cavity  Injection;  Removing 
Blood,  and  Demi-surgery  in  Accident  Cases,"  which 
lasted  until  nearly  4  o'clock,  when  the  members 
adjourned  to  Shaver,  Armstrong  &  McPherson 's  for 
a  demonstration  on  casket  trimming  by  Mr.  McPherson. 

The  Entertainment  Committee  also  arranged  for  a 
night  at  the  Sherman  Grand  for  all  present. 

WEDNESDAY  EVENING  SESSION 

The  Wednesday  evening  session  was  held  at  the 
parlors  of  Hanison  &  Foster,  where  a  demonstration 
and  lecture  by  Prof.  O'Dhonau  was  given,  lasting  from 
7  until  9  o'clock,  when  the  meeting  adjourned. 

THURSDAY  MORNING,  SEPT.  25 

At  this  session  the  Auditing  Committee  brought  ii' 
the  following  report : — • 

"We,  the  undersigned,  beg  to  report  that  we  have 
carefully  audited  the  Secretary-Treasurer's  books  and 
examined  all  vouchers  connected  therewiiii  and  have 
found  them  correct. 

(Signed)  Auditing  Committee 

W.  G.  McArthur 
F.  W.  Morton." 

Other  Resolutions 

"Moved  by  Mr.  Jellis,  secondpd  by  Mr.  Morton,  that 
the  travellers  of  the  wholesale  firms  with  which  we  do 
business,  and  who  have  in  the  past  given  great  assisl;- 
anee  to  the  Association,  be  allowed  to  come  into  the 
Association  as  honorary  membei's  with  all  privileges 
except  voting  on  the  election  of  officers  or  holding  any 
office."  (Carried). 

"Moved  by  Mr.  McArthur,  seconded  by  Mr.  Tayloi-, 
that  Mr.  Millard  be  given  a  receipt  for  last  year's 
money  donated  as  a  member  of  this  Association." 
(Carried) . 

"Moved  by  H.  G.  Stone,  seconded  by  Mr.  Nancekivell, 
that  B.  H.  Armstrong  he  re-instated  by  paying  this 
year's  and  last  year's  dues."  (Carried). 

"Moved  by  Chas.  E.  Nancekivell,  seconded  by  F.  W. 
Morton,  that  our  Seeretary-Treasursr  be  allowed  or 
paid  the  sum  of  $100  as  remuneration  for  his  services 
for  the  current  year,  1913."  ((Carried). 

"Moved  by  Mr.  Jellis,  seconded  by  Mr.  Chase,  that 
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Evel  Quality 
Caskets 


538,  Solid  Plain  Oak  Casket.    Four  Coats  of  Varnish, 
Rubbed  and  Hand-Polished 

Plain  Design  21D00 

Half  Couch,  Swiss  Silk  Trimmings  "  28D30 

Full  Couch,  Swiss  Silk  Trimmings  "  39D50 

This  oak  Casket  was  originally  intro- 
duced by  us  to  meet  a  demand  made 
by  those  in  the  profession  just  be- 
ginning to  break  into  the  use  of  solid 
polished  caskets. 

Although  it  is  the  cheapest  solid  oak 
casket  made,  we  have  put  into  it  the 
usual  EVEL  QUALITY,  with  the 
result  that  it  is  finding  a  place  in  very 
many  of  the  best  show  rooms.  If  you 
stock  it  you  will  find  it  a  great  help 
toward  establishing  a  trade  for  the 
highest  class  of  work. 


Our  Quality  Line 

SoHd  Oak  and  Mahogany  Caskets 
Plush  and  Cloth  Covered  Caskets 
Westfield  Plate  Hardware 
Ladies'  Robes  and  Dresses  in  Latest 

Fashions 
Linings  in  Exclvsive  Designs  and 
General  Sundries. 


The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton,  Canada 
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Secretary-Treasurer  he  instructed  to  pay  al)  Ihe  ae- 
counts  of  the  Association  for  the  past  twelve  months." 
(Carried). 

"Moved  by  H.  G.  Stone,  seconded  by  Mr.  Chase,  that 
a  vote  of  thanlvs  he  tendered  the  Winnipei?  Casket  Co. 
for  their  donation  of  -^25,  and  the  other  firms  for  their 
letters  wisliinp;  the  Association  a  pleasant  lime  at  their 
convention  of  191)5.  Also  that  a  similar  vote  of  thanks 
be  tendered  the  British  Columbia  Association." 
(Carried). 

"Moved  by  H.  G.  Stone,  seconded  by  Mr.  Nancekivell, 
that  '.he  sum  of  -1^25  be  paid  Prof.  O'Dhonau  over  and 
above  the  amount  agreed  upon  in  return  for  his  services 
as  a  special  token  of  the  great  appreciation  of  his  work 
by  the  members  of  the  Association  present  at  the  coii- 
vcntifMi."  (Carried). 

"IMoved  by  Mr.  McArthur,  seconded  by  Mi-.  Foster, 
That  the  Secretary  be  instructed  to  secure  samples  of 
pins  for  the  Association."  (Carried). 

"IMoved  by  TMr.  Armstrong,  seconded  by  Mr.  Jellis, 


Gioiip  photo  of  delegates  at- 
tending annual  convention 
of  Alberta  Funeral  Directors 
at  Calgary. 


that  the  sum  of  $75  be  set  aside  for  the  use  of  the 
Entertainment  Committee."  (Carried). 

"Moved  by  P.  "W.  Morton,  seconded  by  Mr.  Nance- 
kivell, that  a  hearty  vote  of  thanks  be  tendered  to  the 
funeral  directors  of  Calgary  for  their  kindness  to  the 
outside  members  of  the  Association  during  the  Con- 
vention." (Carried). 

"Moved  by  Wm.  Jellis,  seconded  by  F.  "W.  Morton, 
that  the  Association  extend  a  hearty  vote  of  thanks  to 
the  past  President,  W.  G.  Connelly,  of  Edmonton,  and 
our  Secretaiy-Treasurer,  Mr.  Stone,  for  the  work  they 
have  done  in  the  ijast  year."  (Carried). 

Other  Business 

A  telegram  was  received  from  Mr.  Geo.  E.  Bowker, 
expressing  regrets  at  not  being  able  to  be  present,  and 
wishing  the  Association  a  most  successful  and  profit- 
able convention. 

The  Professor  gave  his  final  lecture  and  demonstra- 
tion at  10.30  o'clock,  which  took  up  the  balance  of 
the  morning  session. 

"Moved  by  Mr.  H,  G,  Stone,  seconded  by  Wm.  Jellis, 


that  the  next  place  of  meeling  of  this  Association  shall 
be  the  city  of  Calgary."  ((-arried). 

The  afternoon  was  (after  a  short  address  by  the 
Professor)  devoted  to  those  writing  on  their  examina- 
tion ;  the  examination  of  the  papers  of  those  who  wrote ; 
and  the  giving  ovit  of  the  diplomas.  This  closed  the 
Convention. 

NOTES  OF  THE  CONVENTION 

Several  new  naiues  were  before  Ihe  Credential  Com- 
mittee for  membership,  all  of  which  were  approved, 
thouti'h  not  able  to  be  present  at  this  Convention. 

The  members  who  received  diplomas  were  as  folh)\vs: 

IMrs.  J.  W.  Connellv,  Edmonton,  100  marks.  C.  E. 
Nanccl<ivel].  Athabasca  Landing,  99  marks;  C.  W. 
Chase.  Strathmore.  Alta.,  98  marks;  Wm.  Jellis,  Edson, 
Alta..  98  marks;  H.  C.  Lee,  Cardston,  Alta.,  98  marks; 
W.  C.  Gooder,  Olds,  Alta.,  94  marks;  H.  W.  Taylor, 
South  Edmonton,  Alta.,  90  marks. 

The  Entei'tainment  Committee  which  looked  after 


the  social  part  of  the  Convention  did  their  part  to  the 
entire  satisfaction  of  all  present,  and  a  standing  vote 
of  thanks  was  tendered  them  for  the  very  efficient  way 
in  which  they  carried  out  their  part  of  the  program. 
This  committee  was  composed  of  the  following: — B.H. 
Armstrong,  Chairman,  R.  C.  Foster,  M.  Millard,  all  of 
Calgary. 

Mr.  Armstrong,  in  responding  to  the  vote  of  thanks 
to  his  Committee,  stated  that  he  would  guarantee  to 
give  the  members  even  a  better  time  next  year,  and 
advised  every  one  that  possibly  could  to  be  sure  and 
come  to  the  1914  Convention  if  they  wanted  to  enjoy 
a  good  time  as  well  as  attending  the  business  part  of 
the  Convention.  Judging  from  the  applause,  it  is 
almost  certain  that  all  present  will  attend  the  1914 
Convention  and  try  and  assist  in  getting  as  large  an 
fTtlendance  as  possible.  All  present  ass(>rted  it  was 
tlM.  hest  convention  they  had  as  yet  attended,  and 
that  there  seemed  to  ho  a  better  understanding  all 
round  with  the  prosj)(>cts  that  the  Association  would 
make  better  progress  than  in  the  past. 

The  President  and  other  orflcers  spoke  very  encour- 
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Dominion  Casket  Co.,  Limited 


TIL        I  Day  No.  1020 

/  etepnones  : 

I  Nights  and  Sundays  No.  1069 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


No.  325 


The  above  shows  our  solid  quartered  oak  casket  made  entirely  from  selected  stock  and  thoroughly 
kiln  dried  by  the  most  improved  drying  s\  stem  in  the  Dominion.  The  finish  is  a  rubbed  and  pol- 
ished finish  such  as  is  being  used  on  the  best  pianos.  We  furnish  any  of  our  oak  caskets  with  the 
'  K"  panel  if  desired. 


No.  510 


No.  510  is  a  solid  plain  oak  with  same  finish  as  No.  525  and  subject  to  the  same  careful  work- 
manship as  our  other  goods.    This  is  a  much  better  case  than  usually  sold  in  this  grade. 

We  make  all  oaks  finished  in  light  or  dark  golden  and  early  English. 

This  grade  of  goods  will  please  you.    ^  Our  factory  is  open  day  and  night. 
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ag'ingly  of  the  future  of  the  Associ'uioii  and  the  work 
it  Avas  doing.  The  tinances  jf  the  A&yociatioji  wore  in 
good  shape  and  the  passing  of  the  Bmbahnei's'  Act  at 
the  present  sitting  of  the  Provincial  Government  would 
strengthen  the  hands  of  the  e.Kocutive  and  induce  luor  e 
funeral  directors  to  come  into  the  Association. 

The  Re.'^olntion  Committee  brought  in  a  resolution 
which  was  put  to  the  meeting  and  carried.  Resolved 
that  A.  M'.  Shaver,  who  has  for  many  years  tak(;u  a 
very  active  part  in  the  work  of  the  Association,  be 
made  an  honorarj^  member. 

This  was  done  owing  to  the  fact  that  Mr.  Shaver  has 
sold  out  his  business  in  Calgary  and  is  uncertain  as 
to  what  he  may  do  for  some  time.  The  members  wished 
to  let  Mr.  Shaver  knoAv  that  they  api)reciated  what 
he  had  done  in  the  past  for  tlie  Association.  Mr.  Shaver 
is  one  who  has  always  stood  up  for  a  higher  standard 
of  proficiency  in  the  profession  of  endialming  and 
funeral  directing.  The  paper  he  read  before  the  39 11 
Convention,  and  which  was  published  in  several 
.iournals  that  year,  entitled  "Twenty  Nays  and  Twenty 
Yeas."  would  give  those  who  had  the  pleasure  of 
I'.^ading  it  a  good  idea  of  the  kind  of  man  Mr.  Shaver 
We  could  all  wish  there  were  more  like  him  in  the 
profession. 

Letters  were  read  by  the  Secretary  wishing  the  Asso- 
ciation a  successful  convention,  etc.,  ptc,  from  the 
following  firms: — National  Casket  Co.,  Toronto;  Win- 
nipeg Casket  Co.,  Winnipeg;  Globe  Casket  C^o.,  London, 
Ont. ;  James  Elliott  &  Sons,  Prescott,Ont. ;  and  Semmens 
&  I]vel  Casket  Co.,  Hamilton,  Ont. 

The  Convention  voted  Prof.  Chas.  O'Dhonau  $2r)  in 
excess  of  the  sum  agreed  upon  for  his  lectures  and 
demonstrations,  so  that  the  Professor  should  know 
that  the  Association  appreciated  liis  efforts  towards 
making  our  Convention  the  success  it  was.  It  is  pos- 
sible we  may  see  the  Professor  with  us  another  year. 
He  is  surely  making  friends,  not  only  with  the  male 
members  of  the  Association,  but  also  the  wives  and 
lady  friends  of  the  married  members  as  v>'ell.  fAnd 
you  have  only  to  mention  cards  and  yoti  will  see  his 
ears  wiggle). 

Mr.  and  Mrs.  B.  H.  Armstrong,  of  Calgary,  enter- 
tained the  Professor  and  officers  of  the  Association, 
with  their  wives,  at  a  dinner,  followed  by  a  very 
enjoyable  card  party,  at  their  home.  Mr.  and  Mrs. 
Shaver  also  did  their  share  in  entertaining.  The  ladies 
of  the  party  had  no  cause  to  complain  this  year  of 
being  left  out  of  any  of  the  good  things  that  were  going, 
as  the  ears  of  Armstrong,  Shaver  and  Foster  were  more 
or  less  at  their  disposal  during  the  Convention,  and 
they  were,  along  with  the  members,  given  every  eh.-ince 
to  see  the  wonders  of  the  city  of  Calgary.  And  there 
were  some  to  see.  The  view  from  the  top  of  the  now 
Hudson  Bay  Co.'s  store  was  one  no  one  should  miss 
in  visiting  Calgary.  From  the  top  of  this  store  can 
be  got  one  of  the  best  views  of  the  Rocky  Mountains 
possible  to  obtain,  and  though  between  60  to  80  miles 
away,  one  would  think  that  the  distance  v.^as  not  over 
five  or  ten  miles.   But  distance  is  deceiving  out  there. 

The  growth  of  Calgary  has  been  something  wonder- 
ful in  the  last  few  years.  What  Calgary  will  be  ten 
years  from  now  it  is  hard  to  say.  The  spirit  of  thc^ 
West  is  something  to  make  an  Easterner  sit  up  and  take 
notice.  Thr  Western  cities  are  going  ahead  with  leaps 
and  bounds,  and  in  a  very  few  years  they  will  forge 
ahead  of  most  of  the  older  Eastern  cities. 

To  describe  all  the  different  points  of  intorest  and 
the  many  things  there  are  to  be  seen  by  those  visiting 
Calgary  would  take  up  too  much  space.  The  Calgary 
scenic  car  is  one  of  the  best  ways  of  viewing  the  city, 
and  the  conductor  in  charge  describes  the  different 


places  of  note  as  the  car  passes  them.  This  car  makes 
thi»  eomi)lete  circuit  of  the  3ity,  taking  one  hour  in 
making  the  ti-ip.  This  trip  was  taken  by  the  members 
of  the  Association  and  arraugr:d  for  by  the  Enti'it ain- 
ment  Committee  along  with  a  mglit  at  the  Sherman 
Grand,  one  of  the  finest  theatres  to  be  found  in  Western 
Canada,  or,  for  that  matter,  anywhere  in  Canada— and 
there  are  a  few  scattered  over  the  Dominion. 

This  coming  year  will  .?ee  Ihe  completion  of  a  number 
of  sky-scrapers  in  the  city  of  Calga;y,  second  to  nojie 
(either  for  style,  finish  or  uo-to-dateTiess)  to  be  fonnd 
in  any  city  in  the  Dominion.  It  is  owing  to  the  money 
stringency  of  the  present  year  that  these  buildings 
will  not  be  completed  during  1913,  but  we  are  all 
looking  for  things  to  brighten  up  befoi'e  next  STjriiig. 

Our  wholesale  manufacturers  do  not  know  what  they 
are  missing  in  not  attending  some  of  the  Avestei'n  con- 
ventions. They  may  wake  up  to  the  fact  some  day 
when  it  is  too  late  that  Western  Canada  is  a  conntry 
of  great  possibilities,  .and  the  market  they  have  here 
in  the  West  for  their  goods  is  one  well  worth  holding 
on  to.  The  spirit  of  the  West  may  step  in  here  some 
day  and  take  away  a  good  slice  of  their  business-  foi- 
there  is  no  telling  what  some  of  our  Western  manu- 
facturers may  yet  do  in  the  line  of  casket  manufactur- 
ing. There  have  been  several  attem^jts  made  already, 
though  not  entirely  successful,  to  show  what  is  possible. 
Anyway,  the  boys  w^ould  appreciate  a  visit  to  our  Con- 
vention of  any  or  all  of  the  Eastern  manufacturers,  and 
they  would  show  them,  something  of  the  spirit  of  this 
western  country,  saying  nothing  of  the  good  time  they 
would  have  while  there.  Anyway,  let  the  wholesalers 
make  a  note  of  this  and  arrange  to  come  out  to  the 
western  conventions  next  year. 

Through  the  courtesy  of  Shaver,  Armstrong  &  Mc- 
Pherson  and  Harrison  &  Foster,  (two  of  Calgary's 
leading  ftmeral  directors),  the  use  of  their  morgues 
was  turned  over  to  the  Convention  for  demonstration 
purposes. 

One  has  to  be  present  at  these  lectures  and  demon- 
strations to  appreciate  all  that  it  means  to  the  man  who 
intends  to  be  a  successful  embalmer  and  funeral 
director.  No  one  who  attends  only  one  or  two  con- 
ventions and  who,  up  to  that  time,  had  no  chance  of 
seeing  the  work  done  or  hearing  the  lectures  given  by 
the  different  professors,  can  judge  of  how  much  one 
can  learn  by  attending  regularly  the  conventions  held 
by  their  associations.  Many  men  to-day  throughout 
Western  Canada  have  been  set  upon  their  feet  and 
started  on  the  right  road  to  success  as  funeral  directors 
and  embalmers  by  the  diflPerent  associations  and  what 
they  have  learnod  while  attending  the  conventions. 

Mrs.  J.  W.  Connelly,  of  Edmonton,  who  this  year 
wrote  on  the  examinations  and  passed  with  full  honors, 
is  the  second  lady  embalmer  in  Alberta  and,  I  believe, 
the  first  member  to  get  the  full  number  of  marks  ob- 
tainable (100).  We  wish  Mrs.  Connelly  every  success 
and  congratulate  our  ex-President,  J.  W.  Connelly  in 
having  such  an  efficient  help-mate.  Why  not  more  of 
the  ladies  come  forward  and  try  their  hand,  for  cannot 
a  lady  do  a  great  many  things  in  connection  with  our 
profession  far  nicer  than  we  men  can?  Is  it  not  more 
in  keeping  to  have  a  lady  look  after  the  remains  Of 
females  and  small  children?  Is  not  their  touch  moi'e 
gentle  and  their  knowledge  greater  as  to  what  is 
wanted  than  what  we  men  posses* ?  Will  not  the  ser- 
vices of  a  lady  helper  be  ripi^reciated  in  tho  time  of 
trouble?  Just  put  your  own  self  there.  Would  you 
not  rather  a  lady  would  look  after  the  remains  of  your 
Avife.  daughter  or  baby  than  your  best  man  friend,  even 
if  he  is  an  embalmer?  Surely  you  would.  Then 
us  try  and  induce  more  ladies  to  t^ke  up  the  work. 
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IMPORTANT  ANNOUNCEMENT 

OW'INti  to  tlio  ever  increasing  demand  for  our  high  quahty  line  of  goods  in  Canada,  especially  within  the 
past  lew  months,  we  have  thus  increased  our  facilities  to  take  care  of  this  constant  growing  business 
and  are  pleased  to  announce  that  we  are  now  in  a  position  to  furnish  all  of  the  Canadian  undertakers 
with  our  qualitx-  line,  no  matter  where  they  may  be  located. 

KNOWING  WHO  to  buy  from  means  much  to  both  you  and  us,  and  knowing  where  to  buy  enables  you  to 
enjoy  goods  and  prices  not  carried  and  sold  by  every  undertaker  in  the  Dominion,  and  enables  you  to  enjoy 
better  caskets  at  substantial  savings. 

BUT  VOU  WILL  SAY— How  about  the  duty  on  your  goods?  In  reply  we  beg  to  say  that  you  need  not 
mind  this  part  of  the  sale  as  our  pr  ices  are  practically  all  2.)  ^  lower  than  the  concerns  you  now  buy  from  in 
Canada.    And  better  still,  our  goods  are  of  the  highest  possible  quality  and  workmanship. 

WE  HAV'E  ABSOLUTELY  the  largest  line  of  burial  caskets  and  variety  of  designs  at  lower  prices  than  any 
concern  you  have  ever  heard  of.  Over  three  hundred  artistic  designs  for  your  selection,  all  of  which  are 
money  saving  values. 

OUR  THREE  HUNDRED  PAGE  Catalogue  will  be  cheerfully  sent  you  with  all  chnrges  paid  upon  receipt 
of  your  request,  and  will  not  obligate  you  in  any  way.     We  will  leave  this  all  to  your  own  wise  judgment 
ACT  NOW.      Don't  delay.      Delays  pay  no  dividends.      Get  in  touch  with  the  high  grade  goods  of 
"  Michigan"  Production. 


Michigan  Casket  Company 

DETROIT      ::  MICHIGAN 


Makers  of  Good  Burial  Caskets. 


"  If  it  comes  from  the  "  Michigan ' '  it  must  be  right. 


The  Only 
Steel  Grave 
Vault  made 
in  Canada 


The  St.  Thomas 


Original,  Quick  Closing  End  Vault 

MANUFACTURED  BY 

The  St.  Thomas  MetaUic  Vault  Company,  Limited 

ST.  THOMAS,  ONTARIO 


November,  1913  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


61 


B.C.  Funeral  Directors 


The  second  finiiuiil  coiivetiliou  of  tlio  llritish  Col- 
uiiibia  Funeral  Directors'  Associ<'lioii  was  held  in  Vaii- 
conver  on  October  1.  '2  and  -i,  j'hoi;;  100  n)idertakers 
and  enibalmers  being-  ])resent. 

An  invocation  by  Rev.  R.  J.  AVilsou  opened  the  con- 
vention and  Mayor  Baxter  addressed  the  delegates  and 
welcomed  the  visitors  to  th.^  city.  This  welcome  was 
•responded  to  by  Hon.  President  Hayward.  A.  E.  Har- 
I'on,  president  of  the  British  Columbia  Funeral  Direc- 
tors' and  Embabners'  Association,  also  spoke  briefly. 

Committee  reports  and  rontiiu^  business  occupied  the 
first  i^art  of  the  afternoon  and  later  a  visit  was  i)aid  to 
Armstrong  &  Hotson 's  parlors.  In  the  eveiiing  the  dele- 
gates took  an  automobile  trip  to  New  Westminster. 

Practical  demonstrations  of  their  work  and  lectures 
Avere  given  morning  and  afternoon  by  Prof.  Chas. 
O'Dhonau.  (ff  Cincinnati,  Ohio,  and  by  several  of  the 
nioi'e  prominent  members  of  the  association,  and  in  the 
evening  the  pi-incipal  subject  of  the  addresses  was 
"Legislation." 

The  convention  closed  on  Friday,  Oct.  -3,  with  a  ban- 
quet at  the  Travelers  Hotel,  where  the  vai'ious  busi- 
ness sessions  had  been  held.  The  guests  to  the  num^ber 
of  100  pleasantly  spent  the  evening  list'i'ning  to  ad- 
dresses by  A.  E.  Harron,  the  retiring  president;  H.  H. 
Hotson.  the  new  president;  G.  H.  (xlass,  of  Jjondon, 
Ont.-  Prof.  Charles  O'Dhonau.  of  Cincinnati;  (1.  M. 
Brady  and  H.  W.  IMerkley,  of  "S^ancouver,  ami  0.  Mc- 
Pherson,  of  Armstrong.  B.C. 

Next  year's  convention  will  be  held  at  "^■^ancouver. 


Canadian  Embalmers'  Association 

According  to  good  authority  there  is  every  reason 
to  believe  that  the  Ontario  Government  will  in  the  near 
future  appoint  the  secretary  and  name  the  examining 
board  Avho  will  look  after  the  issuing  of  certificates 
and  diplomas  and  other  matters  of  interest  and  moment 
to  the  funeral  directors  of  Ontario. 

Thanks  from  the  President 

J.  G.  Henry  in  a  communication  to  The  Furniture 
World  and  The  Undertaker  says: — "I  wish  to  taike 
this  opportunity  of  thanking  the  members  of  the  Asso- 
ciation for  my  election  to  the  most  important  office 
in  the  gift  of  the  Association,  and  rissure  them  that 
T  will  do  every  thing  possible  to  prom.ote  their  interest, 
but  I  (|uite  realize  that  without  the  hearty  support  and 
co-operation  of  the  members  very  little  can  be  accomp- 
lished." 

Emhalmers'  Diplomas  Ready  Soon 

S-^cretary  Matthews,  of  the  Canadian  Embalraei's' 
Association,  states  that  the  diplomas  awarded  to  tln 
successful  candidates  who  passed  their  examinatiors 
at  the  recent  convention  school  session  will  be  ready 
for  distribution  in  two  weeks'  time.  They  are  at  pre- 
sent in  1he  hands  of  the  examiners  for  signature. 


CASKET  FACTORIES  WANTED 

The  secretaries  of  the  boards  of  trade  at  Ft.  William, 
Ont..  and  ^felville,  Rask..  are  asking  for  the  establish- 
meiit  of  casket  factories  at  both  places, 


Professional  Notes 

N.  L.  Bren  n;ui.  underlaker,  St.  John,  N.B.,  has  re- 
cently had  his  showrooms  and  office  remodelled. 

Tuttle  Bi'os.  contemjilate  building  new  undertaking 
parlors  and  oifices  at  Moncton,  N.B. 

John  Hilbert,  undertaker,  Nanaimo,  B.C.,  has  sold 
his  business  to  United  Undertakers,  Ltd.,  Vancouver, 
and  has  gone  to  the  latter  city  to  conduct  one  of  the 
branch  parlors  for  that  conceim. 

A  new  coach  house  is  being  built  by  Geo.  A.  Cham- 
berJand,  undertaker,  at  St.  John.  N.B, 

Brady  and  Haii'is'  ambulance  was  struck  by  a  street 
car  near  Sussex  Street,  Ottawa,  when  rushing  to  a  call, 
and  Frank  McClintock.  who  Avas  on  the  box  Avith  the 
driver.  Avas  injui-ed  about  the  head. 


LOCATIONS  FOR  UNDERTAKERS 

There  are  said  to  be  locations  for  undertakers  at 
Grandora  and  IMelville.  Sask.,  and  Edson,  Holden,  Hux- 
ley, Mirror  arid  Wabanuin.  Alta. 


FACE  LOTION 

Formaila  given  by  Prof.  Hohenschuh.  (To  make  one 
pint). 

Glycerine    1  oz. 

Alcohol    3  oz. 

Acetic  acid   Vo  oz. 

Water    llVo  oz.  • 

Soak  cotton  and  j^at  on  parts  very  gently.  When 
you  are  through  Avith  endialmir.g.  anoint  the  lips  AA'ith 
vaseline,  also  in  the  posli-ils.  Put  the  vaseline  on  the 
end  of  a  toothpick  and  put  the  vaseline  into  the  inner 
corner  of  the  eye.  Leave  on  about  twelve  hours  and 
wipe  off.  You  Avill  be  surprised  at  the  results.  Pre- 
vents parts  from  drying  because  it  is  a  mineral  fat. 


MARITIME  FUNERAL  DIRECTORS' 
OFFICERS 

President— F.  W.  Wallace.  Sussex.  N.B. 
Vice-Pres.,  N.  B.— Arthur  M.  Maher,  Chatham, 
N.  B. 

Viee-Pres.,  P.  E.  I.— G.  D.  Wright.  Charlotte- 

toAvn.  P.  E.  J. 
Vice-Pres.,  N.  S.— J.  C.  B.  Oliver,  Truro,  N.  S. 
Secretary-Treas.— A.  B.  Lauder,  Hillsboro,  N.B. 
Sers'eant-at-Arms- — J.  A.  Logan,  Shubenacadie, 

N^  S. 

Chaplain- -D.  A.  Jonah,  Petitcodiac.  N.  B. 
Chaperone — Mrs.  F.  W.  Wallace,  Sussex,  N.  B. 

New  Brunswick  Association  Officers 

President — D.  A.  Jonah. 
1st  Vice-President — A.  M.  Maher. 
2nd  Vice-President— F.  L.  Tuttle. 
Secj'etary-Treasurer — F.  W.  Wallace. 
Chaplain — N.  Lewis  Brennan. 
Sergeant-at-Arms — W.  E.  Campbell. 

Officers  of  The  Nova  Scotia  F.  D.  A. 

President  —Cecil  E.  Zinck. 
Vice-President — E.  C.  McLelien. 
Secretary-Treasurer — Joseph  S.  Spencer. 
Chaplain- J.  C.  B.  Oliver. 
Sergeanl-at-Arms — J.  E.  Borden. 
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Some  Day  DIOXIN  will  be  Used  by  Practic- 
ally  Every  Good  Undertaker 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN  and 

why  YOU  Should  use  it! 


It  is  interesting-  to  talk  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KXOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  res  It  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  ils  deserts  ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


The  Springfield  Metallic  Casket  CoV 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caske/s,  together  with  the  great  variety  of  styles,  is  proven  by  the 
uniform  satisfaction  among  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 


DARK  STATUARY  BRONZE  finUh 
ANTIQUE  SILVER  finbh 


Telegraph  word  "WASHINGTON" 
"  "IMPERIAL" 


The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

Also  extensive  manufacturers  of  Heavjy  Steel  Grave  Vaults,  six  styles  in  all,  the  New  "Major"  Light  Weight  Steel 
Shtpptng  Vault,  Metallic  Inner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardware,  a  large 
and  varied  line  of  Casket  Hardware  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 
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The  Management  of  Funerals 

Address  delivered  before  late  convention  at  Toronto  of 
Canadian  Embalmers'  Association  by  W.  H. 
Mclntyre,  St.  Catharines,  Ont. 

•'It  seems  not  Ions  uso  siiici'  1  f;Ul<<il  llie  funeral  din-dors  cif  this 
prcvince  together  and  assist. m1  in  forniiii^  tliis  organization.  'J'wcnty- 
nine  years  have  passed:  ^nal  iuipnivoment  in  funeial  managcTiirnl  has 
beeTi  accomplisliod ;  liidilen  possiljilities  have  been  opened  up  tliat  wen- 
not.  thouglit  possible  tliirty  years  ago.  Probably  from  long  experience 
and  practical  knowledge  of  every  branch  of  funeral  managenuiil,  exti-nd- 
ing  over  tifty  years  and  more,"  I  may  have  been  selected  to  talk  to 
you.  and  sav  something  that  nia>  interest  you.  I  lulicve  in  sliowing 
ray  devotion"  to  my  calling  by  upholding  and  defending  it  and  try  to 
awaken  a  keener  interest  in  yonr  work,  as  we  profit  by  the  e.vperience 
of  others,  always  learning  s<'nuthing. 

"Prior  to  the  formation  of  these  organizations,  funeral  management 
was  crudclv  done  in  comparison  with  the  service  given  onr  patrons 
to-day.  As  we  are  living  in  an  age  of  progress  we  must  .idvance  or 
deteriorate:  we  cannot  stand  still.  Our  highest  aim  should  he  lo  keej) 
pace  with  advanced  edncation.il  reiiuirements  and  should  ad.jusi  oiirselv.  s 
to  meet  the  exacting  demands  made  by  a  criticizing  public.  As  a  rule 
we  all  think  our  own  method  of  funeral  raanagem;>nt  the  correct  way. 
While  it  is  impossible  to  lay  down  any  set  rules  in  conducting  funerals, 
as  circumstances  and  surrounding  conditions  make  it  ini]iossible  to 
follow  tin  same  lines  in  <':ich  case:  •e^■ery  refi  rm  was  onre  ;i  private 
opinion;'    'the  world  exists  tor  the  e<I\u-ation   of  each  individual.' 

"If  yen  are  of  a  progressive  turn  you  ,,hmild  not  hesitate  to  break 
away  from  old  formalities.  l'i'ol.a)>ly  no  line  of  business  has  improved 
incre  than  funeral  managenu'nt,  and  we  should  continue  the  work 
ijy  elevating  it  in  the  eyes  of  all  vho  may  scrutinize  it.  We  owe  it 
to  our  patrons  and  the  public  generally  that   we  should  be  educated 


The  dean  of  the  Canadian  profes.sion  and  father  of 
the  Canadian  Association,  J.  B.  Mclntyre  whose 
adiUess  was  one  of  the  features  of  the  convention. 


in  all  that  pertains  to  the  professional  duties  of  a  funeral  director. 
An  element  of  success  is  that  you  understand  your  business  The 
opening  up  of  new  sciences  in  the  preservation  of  the  huu  an  dead,  which 
enable  us  to  in-eserve  the  life-like  features  even  whilst  locked  in  death  s 
cold  embrace  is  an  evidence  that  we  have  iniproveil  (oir  slanding  during 
the  past  few  years.  We  should  continue  to  do  eur  work  better  every 
year,  and  witli  reverence  and  solemnity  lay  away  in  their  last  resting 
places  with  tenderness  and  sympathy  the  dear  forms  of  the  human 
dead  entrusted  to  our  care. 

Embalming  in  Scientific  Manner 

"Embalming  and  sanitation  have  come  in  favor  with  the  public, 
and  thus  a  new  era  has  dawned,  reriuiring  us  to  perform  our  duty 
in  a  most  scientific  manner.  By  the  proper  care  of  the  dead,  we  protect 
the  living.  With  a  view  to  laying  the  foundation  for  future  demands 
upon  us,  we  .should  try  to  l<eep  abr"ast  of  public  sentiment.  We  have 
reached  a  point  v.'herein  pride  and  ambition  in  our  calling  should  pnmipt 
us  to  meet  the  requirements  and  ideas  of  the  most  refined  taste.  Our 
knowledge  is  extremely  limited  compared  with  what  it  will  be,  but  it 
is  infinitely  great,  compared  with  what  it  was  a  few_  years  ago.  Many 
radical  changes  have  taken  place,  new  ideas  governing  the  burial  and 
transportation  of  the  dead  under  a  regulated  license  system.  These 
advanced  changes  meet  wi*h  the  approval  of  the  progressive  funeral 
director,  and  the  human  dead  can  now  be  preserved  either  for  transporta- 
tion or  ii'termeiil  at  the  convenieni-e  of  the  bereaved  friends.  These 
changes  have  been  brought  about  through  the  policy  of  organization  by 
those  who  have  labored  s(p  faithfully  to  advance  the  standard  of  education 
of  the  funeral  director.  The  work  done  has  been  of  a  high  order  and 
has  been  of  great  value  and  interest. 

"There  is  no  more  iniiiortant  work-  than  that  of  which  we  are 
called  upon  to  perform.  The  public,  exacting  at  all  times,  have  become 
more  and  more  so  each  day,  and  calls  for  the  best  service.  It  is  worthy 
of  note  that  progressive  funeral  directors  have  forged  ahead  in  the 
march  of  progress,  and  have  reached  a  high  standard  of  proficiency 
by  their  energy  and  enterprise.  The  standard  cannot  be  placed  too 
high.  While  there  is  always  considerable  of  the  personal  quality 
in  success,  you  should  lemembor  your  reputation  is  the  most  important 


part  of  your  capital,  and  you  should  take  good  care  of  it  by  winning 
(Uiblie  confidence.  Maintain  the  dignity  and  honor  of  your  calling 
at  all  times.  As  you  are  called  at  a  time  when  there  is  sadness  in  the 
household,  do  your  duly  (piietly  without  any  display  of  superior 
kiiiiwlodge.  cairy  out  the  wishes  of  tht)  family,  the  fewer  words  you 
have  the  bi'tter.  Do  your  work  at  all  times  with  a  tenderness  and 
fiecomir.g  diirnity,  relieve  the  family  from  all  care  and  anxiety  concerning 
the-  details  of  the  olisecpiies,  form  all  your  plans  with  rapidity,  avoiding 
confusion,   embarassmeiit   or  dela^'. 

"Nothing  elevTies  you  in  your  funeral  management  as  attention  to 
ull  details,  ])ersonnI  sn))er\  ision.  and  i)unrfn:il  fulfilment  of  all  orders, 
l-'ui-nish  everything  tlie  I. est.  Th.'  matter  of  I'xpense  must  be  regul.ited 
Ijy  your  patrons.     If  rei|uire  a  high  pi-ieeil  funeral  you  must  demand 

and  expect  to  rr'ceive  a  fair  coin)>ensatiini    lov  services  rendered.  There 
is  nothing  too  good   for  the  dead.     'I'o   sell    ;;iio(l   goods  you  must  keep 
llii'iu   in   stock.     Sell   yonr  natrons  what   tlie\    ein   pay   for — you  'v.. 
fault   if  you  do  not   give  those   ordering   a    funeral   some   knowledge  of 
the   expense.      It    is    a    niisial:e   to    sell    high-priced   goods   to    iieojile  in 
noor  circiirnst.ances.      Keep   >onr   stock   clean   and   in   presentable  shape. 
I'av  atti'iilion  to  onalily  ef  the  goods  you  handle.     Cheap  goi  ds  indicate 
a   i''ieap  man.     (iood  _  (inality  shows  taste  and  refinement.     Not   even  the 
poori'sl    man    is  looking   for   cheap  work.     If  you  place   a  low  estimate 
on  your  services  yon  are  the  one  that  sufifers.     Never  misre)ires"nt  your 
goods.      _\\\    fnneial    i.ills   should   be   itemized.     Make   detijiite  rhai-es 
and   's'lvr  oienioi  a  iiduui   at    time  of  order.     })o  not  resort  ■■ 
as  olTei'ing  a  pnrc.lnser  ef  a  cotfin  or  casket  a   robe  cv 
services   free.     If  you   place   a  low   estimate   on   your   goods   you  are 
the  one  that  suffflfers. 

Keeping  in  Touch 

No  business  man  will  succeed  who  gives  away  his  goods  or  services. 
\  man  who  works  and  thinks,  keeps  in  touch"  with  the  tastes  of  the 
peoiile,  and  endeavors  to  kindle  a  '(iesire  for  something  more  than 
ordinary,  developing  some  original  ideas  along  modern  lines,  with  the 
intention  of  giving  his  patrons  all  the  help  possible,  deserves  success 
and  will  have  it.  A  man's  reputation  is  his  safeemard.  If  vou  have 
confidence  in  yourself  and  do  things  with  all  yonr  he.art  vini  n"'av  bniM 
up  n  business  and  yen  will  learn  things  through  actual  experience  that 
you  will  never  find  out  in  any  other  way.  You  will  find  humanity  is 
ready  and  willing  to  be  led.  If  you  evidence  tact,  depth  of  resource, 
and  are  diplomatic  you  can  lead  the  people.  Have  faith  in  yourself, 
set  your  standard  high,  and  be  ready  and  qualified  to  take  care  of 
all  calls  that  come  to  you  with  the  utmost  promntitude. 

"Be  able  to  meet  your  patrons  with  confidence.  You  must  ever 
remember  gentleness  of  nature  gives  you  a  sense  of  power,  a  sunny 
temperament  means  much  in  winning  favor.  The  man  who  can  originate 
and  work  out  now  ideas  in  funeral  management  is  a  progressive  man. 
and  he  is  generally  the  prosperous  man,  who  is  quoted  as  authority  in 
the  community  in  which  he  resides.  Use  few  words  in  your  conversation 
with  the  family,  and  let  them  be  with  studied  refinement  of  expression. 
In  the  execution  of  your  iirofessional  dxities  give  such  service  as  will 
blend  harmoniously  with  the  surroundings  of  your  patrons. 

"T  believe  all  engaged  in  funeral  management  wish  to  do  the  right 
thing,  but  through  carelessness  some  of  the  indifferent  ones  drift  along, 
giving  no  thought  to  the  practical  working  out  ef  things  consist-»nt  with 
their  solemn  duties.  I  cann()t  sa^'  too  much  regarding  your  nersonal 
appearance.  You  should  always  be  appropriately  attired.  All  your 
aiipliances  and  enuipment  should  be  kept  clean  and  in  good  order. 
Your  place  of  business  should  I^e  neat  and  chaste.  It  is  not  consider'  -i 
good  taste  to  invite  those  who  go  to  the  house  of  mourning  at  the 
time  of  the  funeral  to  view  the  remains.  The  custom  of  exposing  the 
dead  in  the  church  wiiere  religious  services  are  held  is  becomies 
obsolete  and  should  be  disccmraged  by  the  funeral  director.  Never 
disnlay  flowers  in  the  funeral  procession.  The  better  way  is  to  have 
them  removed  to  the  grave  side.  Place  lining  in  all  graves  and  cover 
loose  earth  with  a  mantle.  In  every  case  have  the  family  retire  before 
the  grave  "s  fiUed. 

Too  Many  Cheap  Casltets 

"I  regret  to  sav  there  are  too  many  cheap,  low-priced  caskets  made 
and  sold.  The  fault  lies  with  the  funeral  directors  in  purchasing  these 
goods.  Low-priced  caskets  mean  lower  standards  in  quality  of  goods 
and  service.  Do  not  bo  too  covetous,  you  are  always  in  tlw.  u''i>- 
eye.  Your  every  day  walk  in  life  should  be  such  as  to  win  the 
respect  of  the  people  in  the  community  where  you  live.  Y(ui  should 
have  no  fear  in  comnarison  with  others.  Do  not  criticize  or  speak- 
unkindly  of  your  opposition,  give  more  of  the  helping  hand  and  less 
of  the  stabbing  tongue.  "See  no  evil,  hear  no  evil,  speak  no  evil,"  of 
anyone.  Never  mi"d  what  your  onposition  may  say  or  do.  act  your 
part  wtll.  The  public  will  decide  if  you  are  worthy  of  their  confidence 
and  natronage. 

"Caring  for  the  dead  is  a  sacred  office,  handle  those  placed  in  your 
care  with  gentleness  and  kindness.  Your  business  is  largely  what  you 
make  it.  You  should  possess  tact  to  be  a  successful  leader.  Let  all 
your  plans  be  definite.  There  is  an  agitation  for  more  simplicity  in 
the  burial  of  the  human  dead,  which,  we  must  admit,  is  desirable. 
T  nredict  within  a  very  few  years  the  ma.ioritv  of  the  funerals  will  be 
private,  the  familv  only  attending  the  obsequies.  Personally.  I  favor 
private  funerals.  Have  the  clergy  simplify  the  religious  service: 
discourage  Sunday  funerals. 

"The  "burial  of  the  dead  is  too  sacred  to  be  taken  advantage  of  for 
advertisinsr  purnoses.  do  not  advertise  in  yonr  local  papers,  or  on  bill 
beards  with  glaring  cuts  of  caskets  and  hearses  quoting  prices,  A 
modest  card  in  your  local  press  is  all  that  is  necessary.  The  (]uestion 
of  buying  goods  is  a  personal  matter  with  each  one  of  us.  T  have 
found  in  my  experience  honest  goods  are  always  saleable  and  are 
worth  what  a  reputable  funeral  director  asks  for  them.  You  are 
relinouishing  your  best  interests  by  using  caskets  made  of  soft  wood, 
covered  w'th  cheap  cloth.  Do  not  be  a  party  to  an  imposition  on  the 
peonle  by  using  a  low  grade  of  stock  of  inferior  quality.  From  a  sense 
of  honor  and  right  I  do  not  purchase  these  inferior  goods.  It  is  not 
difficult  to  educate  the  people  to  use  a  good  article.     State  plainly  the 


Owing  to  the  great  pvessni'<'  on  our  eoluinn.s 
this  month  we  have  been  compelled  to  hold  over 
for  a  month  the  addresses  deliverr-d  at  the  Al- 
Vn,ipp.)i  Diroetocs'  Convention,  as  also 
those  delivered  by  Professors  "Oodge  and  Cran- 
dal]  at  the  recent  Toronto  convention. 
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quality  of  the  goods  furnished  and  you  will  enjoy  larger  rewards  and 
merit  increased  confidence  in  the  community  you  serve. 

Raising  Profession  to  High  Level 

"Remarljat.le  results  n.av  be  achieved  by  educating  your  patrons 
to  use  8  higher  grade  of  goods,  and  by  tact  and  good  taste  on  your 
Dart  vou  can  raise  vonr^elf  as  well  as  your  sacred  calling  to  a  high 
Dosition  WIi'lp  t!u>' j..' -nlr  as  a  rvile  select  the  funeral  director  whom 
thev  think  will  snv.  Hum  best,  they  e.^pect  the  highest  class  of 
service  with  nion-  vi,„.,|i,itv  and  less  frills.  Human  nature  loviiub 
desires  to  t:iv.>  to  its  dt^ad  reverent  and  appropriate  interment. 

•Trv  fo'ilo  vour  woik  better  than  anyone  else  could.  Compare  notes 
with  vinir  brother  funeral  directors.  Remember  changes  are  continually 
taking  place.  Communication  of  ideas  broadens  the  mind  and  creates 
a   desire  to   improve  your  methods  and   surroundings  ^ 

"In  closinsr  let  me  ask  where  are  our  Canadian  license  boards; 
Where  ar.  our  licensed  embalmers?  It  is  time  some  definite  action 
was  takes  to  secure  legislation.  Are  we  less  intelligent  or  less  progressive 
than  our  brother  funeral  directors  in  the  United  States  I  saj 
decidedly  no.  Then  why  should  we  remain  inactive  in  securing 
legislation  appointing  a  'board  of  examiners  with  power  to  grant 
license  to  all  nualified  funeral  directors.  The  duty  of  the  hour  demands 
united  action  in  every  funeral  director  of  the  province.  I  hope  we 
shall  be  able  to  raise  to  that  higher  conception  of  right  which  will 
lead  us  to  bear  one  another's  burdens  without  any  of  the  petty 
jealousies  of  the  past.  It  is  only  by  mutual  respect  and  a  firm  union 
of  forces  that  we  mav  hope  to  succeed  in  reaching  the  goal  we  are 
aitnine  to  reach.  The  day  will  come  when  we  shall  be  compelled  by 
law  to  protect  the  health  of  the  community  as  well  as  to  properly 
dispose  of  the  human  dead.  . 

"I  would  suggest  that  more  respectlul  language  be  used  id  our 
conversation.  The  word  '.iob'  is  used  too  frequently-  If  you  are 
ref'^rring  to  your  services,  say  interments,  calls,  burials;  the  same 
nia^  be  said  regarding  the  word  "Truck,"  substitute  the  word  car  or 
carriage,  which  is  more  appropriate.  As  we  improve  ourselves  and 
elevate  our  calling  we  educate  and  improve  the  tastes  of  the  people." 


OFF  THE  ROAD;  INTO  THE  PROFESSION 

G.  E.  Niehol,  who  has  represented  A.  J.  H.  Eekardt  's 
National  Casket  Co.  in  the  Maritime  iirovinees,  is  retir- 
ing from  the  road  to  go  into  partnership  in  the  un- 
dertaldng  profession  with  James  Ross,  at  New  Glas- 
gow, N.S.  Mr.  Nichol  is  one  of  the  best  known  and 
best  liked  men  on  the  road  in  Eastern  Canada  and 
while  his  visits  will  be  missed,  he  has  the  best  wishes 
of  all  his  many  friends.  Mr.  Eckardt  says  he  is  one  of 
the  best  representatives  ever  in  the  employ  of  his  com- 
Danv. 


LEADING  TORONTO  UNDERTAKER  DEAD 

The  death  took  place  on  Friday,  Oct.  17,  of  E.  J.  Hum- 
phrey, one  of  Toronto's  best  known  undertakers.  He 
had  two  business  premises,  at  407  Queen  Street  West 
and  510  Spadina  Avenue,  at  the  latter  place  where  he 
resided.  He  had  been  thirty-five  years  in  the  profes- 
sion in  Toronto. 

The  deceased  belonged  to  a  large  number  of  societies, 
including  the  Masonic,  the  Orange,  Independent  Order 
of  Oddfellows,  Ca,nadiah  Order  of  Oddfellows, 
the  Independent  Order  of  Foresters,  Knights  Tera- 
]-lar.  Home  Circle,  Sons  of  England  and  Maccabees. 
In  politics  Mr.  Humhrey  was  a  Conservative  and  in 


Church  matters  was  connected  with  Queen  Street 
Methodist  for  tAventy-five  years. 

He  was  fifty-nine  years  of  age  and  was  bom  in 
Wliitby,  whore  he  resided  for  twenty-five  years,  before 


The  Late  E.  J.  Humphrey 

coming  to  Toronto.  He  is  survived  by  his  wife  and  four 
of  a  family,  one  son  and  three  daughters. 

The  funeral  took  place  on  Monday  afternoon,  and 
was  very  largely  a  I  tended  by  members  of  the  profes- 
sion in  Toronto.  Six  of  his  brothers  w'ere  the  pall 
bearers. 


Alex.  T.  Davidson,  Lucknow,  Ont.,  one  of  the  oldest 
undertakers  in  Canada,  died  at  that  place  of  heart 
failure  on  October  23.  He  bad  been  a  funeral  director 
for  33  vears. 


New  ambulance  just  installed  by 
H.  N.  Brien,  funeral  director, 
Sherbrooke,  Que.  Purchased  from 
A.  B.  Greer,  London. 
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AUTOPSY  BODIES 

By  N.  I.  Timeson 

We  use  the  word  body  instead  of  cadaver,  because  it 
is  better  known  to  the  modern  embalmer  or  new  be- 
ginner. Autopsies  are  often  held  in  council  for  sur- 
geons and  physician.  Autopsies  on  bodies  killed  in 
railroad  accidents  are  not  always  held  by  the  coroner 
or  his  physician,  but  if  this  should  be  the  ease,  and  the 
neck  is  severed  from  the  body,  it  may  be  carefully  put 
together  witli  a  solution  of  sawdust,  plaster  of  paris,  a 
small  quantity  of  liquid  glass  and  some  rye  or  wheat 
flour;  this  will  keep  the  plaster  of  paris  from  hardening 
too  quickly,  so  you  can  form  a  perfect  mould  to  the 
neck.  This  will  also  apply  to  dislocated  limbs.  If  the 
body  is  torn  and  mutilated  so  it  lets  out  the  stomach 
and  intestines,  these  parts  can  be  carefully  aspirated 
and  then  packed  with  sawdust  and  good  fluid,  or 
washed  with  a  sponge,  and  a  quantity  of  plaster  of 
paris,  which  makes  a  perfect  compound.  I  prefer  this 
method  to  compounds  made  by  the  manufacturer,  al- 
though all  manufacturers  make  good  compounds. 

Autopsies  held  by  surgeons  differ,  some  may  be  held 
for  experience,  say  an  abscess  of  the  brain.  After  the 
brain  is  removed  by  the  surgeon,  instead  of  cutting  the 
skull  so  as  to  almost  remove  the  nose,  which  is  very 
often  done  and  makes  it  very  hard  for  the  embalmer, 
if  the  embalmer  could  ask  the  surgeon  to  cut  high  up  and 
form  a  little  V  on  each  side  of  the  skull,  this  would 
keep  the  skull  from  moving  and  prevent  any  stitches 
from  shoAving.  If  the  skull  is  the  only  part  dissected 
by  the  surgeon,  the  carotid  artery  can  be  carefully  in- 
jected down  by  the  use  of  gravity. 

It  has  been  said,  as  the  experience  of  different  em- 
balmers,  that  by  carefully  injecting  hot  fluids  you  will 
not  have  to  draAV  any  blood,  either  by  aspirating  or  the 
use  of  the  draining  tube.  Judgment  should  be  used 
by  all  embamlers.  Good  judgment  means  success  to  all 
embalmers  and  men  of  the  profession. 

Autopsies  for  cancers  by  surgeons  are  sometimes 
more  difficult  than  others  for  the  embalmer;  these  are 
very  difficult  subjects.  The  Avriter  has  often  obstruc- 
tions in  different  arteries.  Each  brachial  artery  can 
also  be  injected.  I  mean  by  this  to  inject  the  arms 
downward  and  also  to  take  the  femoral  artery  in 
each  leg. 

The  body  can  be  successfully  treated  by  the  use  of  a 
sponge  for  outer  application.  Parts  of  the  body  that 
the  embalmer  may  be  in  doubt  of  can  be  treated  by 
hypodermic  injections.  If  the  body  is  to  be  treated  in 
the  morgue,  the  use  of  the  sheet  saturated  Avith  fluid 
and  covered  with  a  rubber  blanket  makes  a  perfect 
embalmed  body,  which  ought  to  keep  a  long  time. 

T  agree  with  Brother  Baldwin  that  no  one  method 
can  be  followed  as  no  two  embalmers  or  demonstratoi's 
work  alike,  no  two  fluids  are  made  alike,  and  no  two 
chemists  think  alike.  Every  fluid  man  thinks  his  fluid 
is  the  best. 

Autopsy  eases  can  be  made  very  beautiful  by  the  use 
of  different  wax,  that  is,  where  the  face  is  disfigured. 
Stitches  may  be  covered  by  plaster  of  paris  and  liquid 
glass,  and  other  paints  may  be  added.  This  method 
may  be  used  by  the  modern  American  embalmer,  which 
is  far  superior  to  the  Egyptian  method,  and  where  I 
lack,  others  of  the  association  may  inform  you. 


"mortuaries"  in  Austria  and  Germany  for  fifty  years. 
We  do  not  doubt  it;  but  have  they  been  "waiting 
mortuaries,"  with  little  bells  by  which  the  live-dead 
can  call  up  their  friends,  and  other  the  like  parapher- 
nalia for  the  awakening?  Mr.  Williamson  quotes  from 
a  book  the  statement  that  someone  has  "collected  in 
Germany  fourteen  cases  of  apparent  death  followed  by 
return  to  life  in  mortuaries."  That  may  mean  little 
or  nothing.  Men,  and  women  too,  are  often  picked 
up  in  the  streets  apparently  dead,  who  after  a  little 
kindly  treatment  come  round  again.  The  question  of 
moment  is,  were  they  given  up  as  dead,  and  did  they 
ring  up  the  authorities  by  means  of  the  mortuary  tin- 
tinabulura,  saying: 

Give  me  a  drink,  0  kindly  mortal, 
And  then  please  ope  your  deadly  portal; 
And  please  don't  let  the  stuff  be  weak, 
For  this  'ere  place  is  very  bleak — 
Too  bleak  for  one  poor  chortle. 

"Merry  Maids,"  Scene  1. 

All  these  stories  of  revival  on  the  point  of  burial 
have  very  little  weight  with  us.  Of  course,  such 
happenings  will  happen — occasionally.  And,  of  course, 
there  are  cases  when  it  is  hard  to  say  whether  life  is 
extinct  or  not;  all  the  more  reason  for  relations  and 
friends  to  be  careful  and  give  no  orders  for  burial 
until  putrefactive  decomposition  has  taken  place,  and 
to  accept  no  certificate  of  death  except  when  the  certi- 
fying physician  has  seen  the  subject  and  personally 
verified  the  fact  of  death.  They  should  see  also  that 
they  get  a  perfectly  honest  physician.  Some  are  not; 
They  are  simply  "on  the  make."  We  had  an  instance 
of  one  of  the  sort  a  few  days  ago.  He  sent  the  other 
day  for  a  poor  woman  to  go  to  his  surgery.  When 
there  he  told  her  it  was  time  her  little  boy  was  vaccin- 
ated. She  told  him  she  and  her  husband  had  decided 
not  to  have  him  vaccinated  because  a  brother  had  been 
vaccinated,  and  from  vaccination  had  contracted 
eczema,  and  had  suffered  from  it  all  his  life.  The 
doctor  replied:  "All  right!  We  shall  be  having  an 
outbreak  of  smallpox,  and  then  you'll  find  it  out." 
His  parting  shot  was :  "  T  wish  an  epidemic  of  smallpox 
would  break  out !  It  would  serve  some  of  you  people 
right."  We  have  these  medical  men  too  much  with 
us  already;  and  waiting  mortuaries  would  mean  a  lot 
more  of  them — highly  salaried. — London  Undertakers' 
Journal. 


DEATH  OF  GEO.  E.  BEDSON 

Mr.  George  PI  Bedson,  funeral  director,  173  College 
Street,  Toronto,  died  at  his  residence  on  Oct.  23.  De- 
ceased was  in  his  58th  year,  and  had  b^en  engaged  in 
the  undertaking  profession  for  28  years.  He  was  bom 
in  Quebec,  and  came  to  Toronto  when  eight  years  of 
age 


CONSIDERING  BURIALS-ALIVE  IN  ENGLAND 

We  print  on  another  page  a  letter  by  Mr.  J.  R. 
Williamson  on  "Burial  Alive,"  urging  his  propaganda 
for  "waiting  mortuaries."  He  tells  us  there  have  been 


SHIPPED  THE  REMAINS  BY  PARCEL  POST 

The  remains  of  a  woman  were  recently  shipped  by 
Parcel  Post  from  Pasadena,  California.  This  is  prob- 
ably the  first  time  the  parcel  post  in  any  country  was 
used  for  such  a  purpose.  As,  however,  the  remains  had 
been  cremated  b(>fore  being  posted  at  the  Pasadena 
ofMce,  the  task  was  not  a  difficult  one. 

Those  who  wish  to  have  their  remains  delivered  by 
parcel  post  to  distant  points  will  have  to  leave  instruc- 
tions to  have  them  first  of  all  turned  into  ashes. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Barrie — 
.Smith,  G.  G.  &  Co. 

Bowmanville 
Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford— 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboconk 
Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon 

Sproul,  William 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 
Deyman,  L.  &  Son. 

Fenwick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haiieybury — 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepwcrth — ■ 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 

Lakefleld — 

Hendren,  Geo.  0. 

Little  Current — 
Sims,  J.  G. 

Markdale— 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

OakwOOd — (Mariposa  Station 

G.T.R.)  Wilmot  F.  Webster 
Ohsweken — 

Johnson,  F.  L 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O  'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury- 
Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Bur  al  Co. 

Head    Office,    359  Yonge 

St.;  Branch,  407  Queen  St. 

W.   Private  ambulance. 
Stone,  Daniel  (formerly  H. 

Stone  &  Son),  82  Bloor  St. 

West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo 

Klipper     Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 
Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadoretie,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Job. 


NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  G.  W. 

Woodstock- 
Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona^ 

Eraser,  D.  &  Co. 
Halifax — 

Suow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Campbell  &  Campbell. 
Vincent  &  MePherson. 

Swan  River — 
PauU,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Jliiin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 

Saskatoon— 

Young,  A.  E. 


Kamsack — 

Russell,  G.  E.  1 
Lanigan — 

Robertson,  Wn 
Moose  Jaw 

Broadfoot  Bros. 
Rush  Lake— 

Eriesen,  John  in.. 

Prince  Albert- 
Howard,  A.  C. 
Hadley,  C.  L. 

Regina — 

Speers,  George 

Semans — 

Haygarth,  Jas. 

Welwyn — ■ 

Leavens,  Merritt. 

Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  63.1 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in    Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TlViE 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  moneji  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Coiborne  Street,  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadicin  Furniture  World  and  the  Undertaker 


ARTS  AND  CEAFTS  FURNITURE 
Geo.      Mcl.agiii      Furniture  Co., 

Stratford. 
John  C.  -Viundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     II.     \V.    J  oliiis-ilanville 

Co.,  Toi'onto. 

BABY  CARRIAGES. 
G-i<''ron   illg.   Co..  Toronto. 

AWNINGS 
Stamco,  Limited,  Saskatoon,  Saslc. 

'..i^NT  WOOD  FURNITURE. 
JcUn  C.  Mundtll  &  Co.,  Klora. 
J.  &  J.  Kohn.  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel    Furniture    Co.,  Hanover. 
Geo.      Mcl>agan      Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Kensinyion  I'urniture  Co.,  Goder- 
ich. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      Mcl.agan      Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Peppier   Bros.,  Hanover. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Ohesley. 
Ideal   Bedding  Co..  Toronto. 
Quality    Beds,    Limited,  Welland, 
Ontario. 

Stamco,  Limited,  Saskatoon,  Sask. 
Sliiiiliird  Bed  Co.,  Stratford,  Ont. 
S.  Weisglass,  Ltd.,  Montreal,  Que. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Knechtel    Furniture    Co.,  Hanover. 

BED  SPRINGS. 

Knechtel  Furniture  Co.,  Hanover. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &  Piatt   Spring   Bed  Co., 

Windsor. 
Tdenl  Bedding  Co..  Toronto. 
Stainco.  Limited.  Saskatoon,  Sask 
S.  Weisgiass,  Ltd.,  Montreal,  Que. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Bell   Furniture   Co.,  Southampton, 

Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 
l-ippert   Furniture   Co.,  Berlin. 
BED  ROOM  SUITES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Kensington  Furniture  Co.,  Goder 
ich. 

Knechtel   Furniture   Co.,  Hanover. 

Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
CARD  AND  DEN  TABLES. 

Geo.  McLagan  Furniture  Co.. 
Stratford. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
CAMP  FURNITURE. 

Stratford    Mfg.   Co.,  Stratford. 

Ideal  Bedding  Co..  Toronto. 

CELLARETTES. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
CHAIRS  AND  ROCKERS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Baetz  Bros.,  Berlin. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

Canadian  Rattan  Chair  Co.,  Vic- 
toriaville. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 

luipci'ial    FuriHlure    Co.,  Turonlo. 

Lippert  Furniture  Co.,  Berlin. 

Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHESTERFIELDS. 

Imperial   Furniture   Co.,  Toronto. 
CHIFFONIERS. 

Bell  Furniture  Co.,  Southampton. 
Ontario. 


Knechtel   Furniture   Co.,  Hanover. 

Meaford   Mfg.   Co.,   Meaford,  Ont. 

isiiaiiuid   ^.^iiair  Co.,  airuliurd. 

Victoriaville  Jr'uruilure  Co.,  Victor- 
lUTille,  Que. 

CHINA  CABINETS. 

Bell    Furniture    Co.,  Southampton, 
Ontario 

Peppier   Bros.,  Hanover. 

Knechtel   li'urniture    Co.,  Hanover. 

Geo.  McLagau  Furniture  Co., 
Stratford. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Stamco,  Limited,  Saskatoon.  Sask. 

COUCHES. 
J.  P.  Albrough  &  Co.,  Ingez-soU. 
Ellis   Furniture   Co.,  ingersoll. 
Gold     Medal     Furniture     Co.,  To- 
ronto. 

Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 
S.  Weisgiass,  Ltd.,  Montreal,  Que. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  C  o.,  Toronto 
Stamco,  Limited,  Saskatoon,  Sask. 

CRADLES. 

Knechtel    Furniture    Co.,  Hanover. 

CRIBS  (Brass  and  Iron) 
Ideal   Bedding   Co.,  Toruuio. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 
Stamco,  Limited,  Saskatoon,  Sask. 
S.  Weisglass,  Ltd.,  Montreal,  Que. 

CUSHIONS. 
Stamco,  Limited,  Saskatoon,  Sask. 

DAVENPORT  BEDS. 
Montreal   Upholstering  Co.,  Mont- 
real, Que. 
Imperial   Kattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DEN  FURNITURE 
Elmira  Furniture  Co,  Elmira,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

DIVANETTES. 
Lippert  Furniture  Co.,  Berlin. 
DESKS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Eliuira  Interior  Woodwork  Co., 
Elmira. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DINING  SUITES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Knecliiel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Peppier  Bros  ,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

DINNER  WAGONS. 
Geo.      McLagau      Furniture  Co., 

Stratford. 
Peppier  Bros.,  Hanover. 

DRESSERS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Kneciuel   Furniture   Co.,  Hanover. 

Slrattord   Ciiair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Meaford  Mig.  Co.,  Meaford,  Ont. 
EXTENSION  TABLES. 

Bell  B^urniture  Co.,  Southampton, 
Ontario. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin. 

Meaford  Mfg.  Co.,  Meaford,  Ont. 
FILING  DEVICES. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Stratford  -Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  ilfg.  Co.,  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  HARDWARE 
Stratford  Brass  Co.,  Stratford,  Ont. 


HALL  SEATS  AND  MIRRORS. 
Geo.      Mcijagaa      iruruiiuru  Co., 

Stratlord. 
Meaford   Mfg.  Co.,   Meaford,  Ont. 

HaIA,  XRE±.a. 
Geo.      McLagan      turuilure  Co., 
Stratlord. 

HAMMO-COUCHES. 
Ideal  Bcaaiui?  Co.,  Toruuio. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
V  iclur.uviiic    Cliair    Mig.    Co.,  Vie- 
loriaville.  Que. 

IRONING    BOARDS  AND 
DRYERS. 
Stratford   Mfg.   Co.,  Stratford. 

JARDINIERE  STANDS. 

Elmira  Furniture  Co,  Elmira,  Ont. 

Lluia  iuriiiiure  Co.,  Elora. 

Geo.      Alci^atau      i^uruiiure  Co., 
Stratford. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 
KiTCtlEN  CABINETS. 

Hamilton  Ideal  Mfg.  Co.,  Hamilton. 

Knechtel     Kitchen     Cabinet  Co., 
Ltd.,  Hanover,  Ont. 

KITCHEN  TABLES. 

Knechtel   Furniture   Co.,  Hanover. 

Victoriaville  i'urniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 

Meaford   ^.llg.   Co.,   Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratlord    Mig.    Co.,  Stratford. 

LIBRARY  TABLES. 
Bell   Furniture   Co.,  Southampton, 

Ontario. 
Pepplur  Uros.,  Hanover. 
Elmira  i'uruiture  Co,  Elmira,  Ont. 
Geo.      Mci^agau      k  uruiiure  Uo., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

Luxury  chairs. 

Lippert   Furniture   Co.,  Berlin. 

MATTRESSES. 

Berlin  Bedding  Co..  Toronto. 
Gold    Meuai    Furniture    Co.,  To- 
ronto. 

McKellar  Bedding   Co.,   Fort  Wil- 
liam. Ont. 

Stamco,  Limited,  Saskatoon,  Sask. 

OiuiiUard   ijiuuiiig   Co.,  lorouio. 

Antiseptic  Bedding  Co.,  Toronto. 

ideal   Ueddiug   bo..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 

Meaford  Mfg.  Co.,  Meaford,  Ont. 

MISSION  FURNITUEE. 
Ellis  Furn  '.ure  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Kattan  Co.,  Stratford. 
Knechtel   Fuiiiiture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Knechtel     Kitchen     Cabinet  Co., 

Ltd.,  Hanover,  Ont. 

OFFICE  CHAIRS. 

Bell   Furniture   Co.,  Southampton, 
Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   i'uruiture    Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  ( W.  Craig). 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

PARK  SEATS. 
Stratford   Mig.   Co.,  Stratford. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co.,  Ingersoll. 
Elmira     Interior     Woodwork  Co., 
Elmira. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
Waterloo  B'uruiture  Co.,  Waterloo. 

PARLOR  SUITES. 
Elmira    Interior    Woodwork  Co., 
Elmira. 

Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold     Medal    Furniture    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Eliiia   Fuiii.iiire   Co.,  Kluni. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Kueclilel    Furuiiure    Co.,  Uauuver. 
Peppier  Bros.,  Hanover. 


PEDESTALS. 

Peppier   Bros.,  Hanover. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

PILLOWS. 

Stamco,  Limited,  Saskatoon.  Sask. 
Toronto  ^  eaiiier   ii  Liuwu  Co  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS 
Tarbox  Mfg.  Co.,  Toronto. 

RATTAN  FURNITUEE. 
Imperial  Itattau  Co.,  iSlrailord 
Canadian    Katlun    Chair   Co.,  Vic- 

ioriaville.  Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture   Co.,  Ingersoll. 
Knechtel    Furniture    Co..  Hanover 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

SCHOOL  FURNITURE. 
Bell   iurnituie   Co.,  Southampton, 
Ontario. 

SIDEBOARDS. 

Knechtel    Furniture    Co.,  Hanover. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 

biraliord  Chair  Co.,  SiralforU. 

^  „    ^  TABLES. 

Bell  Furniture  Co.,  Southampton, 
Ontario.  ^  ' 

Elora  t  uiniture  Co.,  Elora 

Kiirchtel  Furniture   Co.,  Hanover 

John  C.  Mundell  &  Co.,  Elora 

Orillia   Furniture  Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.  Victor- 
iaville, Que. 

TABOURETTES. 

Elora  Furniture  Co.,  Elora 
Kensington   Furniture  Co.,'  Goder- 
ich. 

TELEPHONE  STANDS. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
TENTS 

Stamco,  Limited,  Saskatoon,  Sask. 

TYPEWRITER  DESKS. 
Elmira     Interior     Woodwork  Co 
Elmira.  " 
UPHOLSTERERS'  SUPPLIES 
•'^."•■niture   Co..  Ingersoll. 
Gold     Medal    Furniture     Co  To- 
ronto. ' 

UPHOLSTERED  FURNITUEE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll 
Imperial  Rattan  Co.,  Stratford 
Imperial  Furniture  Co.,  Toronto' 
John  C.  Mundell  &  Co.,  Elora 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co  To 
ronto.  ■' 
VACUUM  CLEANEES. 
Onward  Mfe.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial  Rattan  Co.,  Stratford 
Stratford   Mfg.  Co..  Stratford. 

WAEDEOBES. 
Knechtel  Furniture  Co.,  Hanover 
Meaford  Mfg.  Co.,   Meaford,  Ont 
Stratford  Chair  Co.,  Stratford. 

FACTORY  SUPPLIES 

CLAMPS. 
Batavia  Clanip   Co.,  Batavia,  N.Y. 

i  UENITUEE  SHOES. 
Onward  Mfg.   Co.,  Berlin. 

DEY  KILNS. 
Morton  Dry  Kiln  Co  ,  Chicago 

GLUE    JOINTING  MACJHINES. 
Canadian    Linderman    Co.,  Wood- 
stock. 

NAILS 

P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

PLATING 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

RIVETS  AND  SCREWS 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
♦iwn,    N.  J. 

STERILIZED  HAIR. 
Griffin  Curled   Hair  Co.,  Toronto. 

TRUCKS. 
W.   I.   Kemp  Co.,  Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jnmieson  *  Co.,  Montreal 
Anlt      Wiborg,  Toronto. 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  k  Co..  Toronto. 

WASHERS 
P.  L.  Robertson  Mfg.  Co.,  Milto*, 
Ontario. 
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St  rat  fend  Brass  Co  18 
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Stratford  Chair  Co  70 

St.  Thomas  Metallic  Vault  Co  60 


Vietoriaville  Chair  Co  17 

Victoriaville  Furniture  Co   11 

W 

Walter  &  Co..  B  24 

Waterloo  Furniture  Co   .  5 

Weisglass,  S.,  Limited   8-9 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — Good  furniture  and  undertaking  business  in  thriving 
manufacturing  town.  Large  country  trade.  Good  reasons  for  sell- 
ing. Easy  terms  for  quick  sale.  Apply  Box.  122. ,  Canadian  Furni- 
ture World  and  The  Undertaker,  32  Colborne  St.,  Toronto,  Ont. 

AGENT  WANTED— By  manufacturer  of  high  grade  line  of  gas 
ranges.  Splendid  opportunity  for  commission  man  in  toui  h  with 
housefurnishing  trade  in  Ontario.  Address  "  Baxter,"  Furniture 
World,  Toronto.  ■  13/11/1 

REPRESENTATIVE  WANTED— By  American  furniture  manufac- 
turer of  dining  and  bedroom  suites.  Splendid  line  on  commission 
basis  for  salesman  with  good  connection  in  Ontario  or  Western 
Canada.    Write  "Crescent,"  Furniture  World,  Toronto.  13/11/1 


WHEN  YOU  WANT  TO 
SELL  YOUR  BUSINESS 

You  want  to  get  the  best  possible  offer.  The  more 
possible  buyers  you  get  in  touch  with  the  better 
chance  you  have  of  making  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  CANADIAN 
FURNITURE  WORLD  are  read  every  month 
by  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 


Is  Yours  a  Growing  Store? 


Butidinc  n 
I'urujturc 
Business 


Here  are  ideas  which 
win  help  it  grow  faster. 
Here  are  suggestions  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloth  bound  book  of  205  pages,  every  one  of  which 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  in  easy  narrative  style  as  the  story  of  "Bobby 
Burton,  Successful  Furniture  Dealer,"  the  book  is  neither 
fiction,  theory  or  dry  preachment.  The  incidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  here  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  to  start  people  talking 
about  your  store. 

Every  man  wtio  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  find  something  worth  while  in  this  book. 

Postpaid,  $1.00. 

The  Commercial  Press,  Ltd. 

PuHishers  of  The  Canadian  Furniture  World  and  The  Undertaker 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescolt,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  U.S.A 


Nove- 


mber, 1913 
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The 

Western  Casket  Co. 

Limited 

Winnipeg       -  Man. 


A  new  and  up-to-date  supply 
house  will  be  open  to  receive 
your  esteemed  orders  on  or 
about  1st  day  of  December. 

Yours  Truly 

G.  S.  THOMPSON 
A.  W.  ROBINSON 
G.  H.  LAWRENCE 

Comer 

Emil^  St.  and 
Bannatune  Ave. 
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Kellaric  Mattresses 


See  the 

Laced 

Opening 


It  Helps 
You  Sell 
Quickly 


Makes 


Will  be  in  Bigger  Demand  than 
Ever  during  the  Holiday  Season 

Is  your  stock  complete  enough  to  cope  with  this  big 
demand  ?  Remember,  you  cannot  afford  to  disappoint 
your  customers ;  they  want  Kellaric  Mattresses  because 
in  them  are  embodied  all  those  features  which  are 
conducive  to  comfort,  sanitation  and  economy, 
and  no  substitute  will  meet  with  their  approval. 

The  MODEL  BOX  SPRING,  the  HAIR-IN-COTTON  and 
the  COMMON  SENSE  Mattresses  are  three  of  our  other 
popular  priced  Hnes  which  are  sure  to  move  exceptionally 
fast  during  the  holidays. 

Don't  wait  until  some  other  man  has  cashed  in  on 
your  profits ;  get  your  orders  in  now  as,  although  our 
service  either  to  east  or  west  is  exceptionally  rapid, 
the  phenomenal  demand  for  our  products  at  this  time 
of  the  year  is  likely  to  tax  us  to  the  limit. 

SO  DON'T  DELAY-PLACE  YOUR  ORDERS  NOW 

The  McKellar  Bedding  Co,,  Limited, 

Fort  William,  Ontario 
Eastern  Branch:  BERLIN  BEDDING  CO.,  LIMITED,  31  Front  St.  E.,  Toronto 


November. 
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Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  lieoii  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirements  of  any  case. 
Write  us  for  catalogue  No.  20  and 
prices,  if  interested. 

Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking'  Business,  Ir)  our 
Classified  Payes.  The  Canadian  Furniture  World 
and  The  Undertaker  is  read  by  practically  every 
furniture  merchant  and  undertaker  in  Canada 
ever\-  month. 


The  Toronto  Feather  &  Down  Co. 


LIMITED 


ManufacluTcrs  of  PILLOWS,  DOWN  AND 
COTTON  FILLED  COMFORTERS,  CUSHIONS 


IVrite  for  price-list 
and  calalogue 


35  Britain  St.,  Toronto 


IMPERIAL  FURNITURE  CO. 

Manufacturers  oj 

Turkish  Rockers,  Leather  Upholstered  Couches 
High  Grade  English  Chairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


Tiv  the  Waterloo  Spring  Co.  for 
Upholstei iiig  Springs.  Made  of 
best  spring  wire  on  market. 

Sold  Wholesale  and  Retail 

Waterloo  Spring  Co. 

Waterloo,  Ont. 


Short  Reach  Clamp 

For  Drawer  and  Table  Tops 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Adams  &  Raymond 
Vieneer  Co.  ^ 

In  dian  apoli  s,    i  n  di  an  a 
^MANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 


C/RCASS/A/V 
An  ERIC  AN 


WALNUT 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  X  27  inches;  Height  of  Truck  — MJ  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel— 65  inches  diameter;  M  inch  Steel  Axle, 
turned  ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platforms 
hardwood.  Weight.  1 30  lbs. 


Write  Us  for 
Prices 

W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


BUY 

Upholstery  Springs 
That  "Stand  Up 

OurTempered  Furniture  Springs  will 
outlast  almost  any  piece  of  uphol- 
stered furniture.  They  are  built  to 
"stand  up"  indefinitely. 


JAMES  STEELE,  LIMITED 

GUELPH  ONTARIO 
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No  More  Beautiful  or  Useful  Gift 
Than  an  Imperial  Rattan  Chair 

It  would  delight  the  heart  of  any  woman  to  be  the  re- 
cipient of  such  a  dainty  yet  thoroughly  practical  gift. 
And  that's  just  what  the  economical  husband  will  choose 
for  his  wife  ;  something  that  is  not  only  irresistible  to  the 
aesthetic  senses,  but  will  always  be  a  useful  adjunct  to  the 
household  equipment. 

You  should  have  your  stock  complete  both 
r   of  Imperial  Rattan  and  Upholstered  Fur- 

niture in  time  to  attend  the  needs  of  your 
customers. 

Order  through  the  Stratford  Shipping  Combination  and 
get  reduced  rates  on  carload  lots. 

Imperial  Rattan  Co.,  Limited 

STRATFORD      :;  ONTARIO 


These  two  Stratford 
Chairs  will  Sell  Well 
During  the  Holidays 


And  the  dealer  who  gets 
them  on  his  floors  early  is  the 
man  who  is  g'oing  to  make 
the  most  profits  out  of  them. 

These  two  Rockers  are 
but  samples  of"  Ihc  fast  sell- 
ing lines  in  Library  and  Den 
Chairs  we  manufacture,  and 
it  will  pay  you  to  get  a  line 
on  our  other  saleable  patterns 
at  the  earliest  opportunity. 

Stratford  offers  reduced 
rates  on  carload  lots. 


StratfordXhair  Co.,  Limited 

CCJBF  SlvSTRATFORD,  ONTARIO 
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EAUTY  AND  PRACTICAL  UTILITY  are  exemplified  in  Gunn  Sectional  Bookcases- 
These  features  make  them  particularly  suitable  as  Christmas  Gifts,  and  many  dealers  will  be 
making  big  money  selling  them  during  this  coming  Holiday  Season. 

But  don't  put  off  ordering  another  minute — each  minute's  delay 
costs  you  that  minute'*  lost  profit 


The  GEORGE  McLAGAN  FURNITURE  CO. 


STRATFORD 


ONTARIO 


CANADA 


LIMITED 
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Fireside  Lines 


John  C.  Mundell  &  Co., 
Elora,  Ontario 


At  this  season  you  figure  on  adding  to  your  stock 
Chairs  and  Rockers  suitable  for  use  around  the  fireside 
during  the  long  evenings  of  winter.  Prominent  among 
these  are  Morris  Chairs,  Morris  Rockers,  Fireside 
Chairs,  Den  and  Cosy  Corner  Chairs — Upholstered 
Chairs  of  all  kinds. 

Make  a  mental  note  of  our  big  variety  of  Morris 
Chairs  and  Cosy  Chairs  and  Rockers  of  all  descrip- 
tions. You  want  new  designs — pieces  that  are 
striking  and  different — we  have  them. 

Write  us  for  Blue  Prints 


JOHN  C.  MUNDELL  &  CO. 

ELORA,  ONT. 


Buy  your  Bedding  by  the  "Red 
Cross"  in  1914  as  in  the  Past 


nnHE  year  1913  is  fast  drawing  to  a  close  and  we 
wish  to  tender  to  the  trade  our  sincerest  wishes  for  a 
Merry  Christmas  and  a  Happy  and  Prosperous  New 
Year. 

The  same  High  Standard  of  Workmanship,  the  same 
Hygienic  Principles  which  controlled  the  manufacture  of 
our  Bedding  and  Pillows  in  1913  will  always  be  main- 
tained. This  insures  steady  profits  to  the  dealer  and  a  full 
measure  of  satisfaction  to  his  customers. 


The  Antiseptic  Bedding  Company 

187-9  Parliament  Street 
TORONTO  ::  ONTARIO 
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TRADE  MARK 


"IDEAL"  FOLDING  BEDS 

Seeing  is  Believing! 

The  Ideal  Folding  Bed  has  only  to  be  shown  to  attract  attention. 

If  you  will  have  us  send  you  one  for  demonstration  purposes  op  to 
put  in  your  window,  you  will  find  it  sells  itself. 

Its  four  great  features  are  : 

1.  It  is  easy  to  operate. 

2.  It  cannot  close  up  of  itself. 

3.  Is  a  great  space  saver. 

4.  Moderate  priced. 

ASK  FOR  CIRCULARS  DESCRIBING  THIS  SPECIALTY. 

^v^^  IDEAL  BEDDING  C°um,teo 

2-24  JEFFERSON  AVENUE       -  TORONTO 


TRADEMARK 

■  n      #t  I 

I  u  km. 

BECPSTEREO 
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To  all  of  you 
we  send  our 
Sincerestgood 
wishes  for  a 
Merne 
Christmas 

and  a 

Prosperous, 

Care-free 
New  Year 


n 


S.  Weisglass,  Limited 

MONTREAL 
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Made  Acid  Proof 


by  exclusive  process 

This  feature  in  Weisglass 
Beds,  although  important  even 
by  itself,  is  only  one  of  the 
many  splendid  selling  points 
with  which  these  Beds  abound. 
The  finish  lasts — not  for  days 
but  for  years. 


Th en,  look  at 
the  designs,-  the 
strong ,  simple 
lines  of  the  bed 
shown  in  the  cat 
always  please. 
And  this  is  only 
one  of  a  great 
many  Weisglass 
designs  just  as 
popular. 


TRADE 


This 

Protects  You 
and  Your 
Customers 


S.  Weisglass, 

1620  Clarke  St.,  Montreal 


Limited 
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laric  Mattresses 


See  the 

Laced 

Opening 


It  Helps 
You  Sell 
Quickly 


Makes  Sleeptime  Slee 


Will  be  in  Bigger  Demand  than 
Ever  during  the  Holiday  Season 

Is  your  stock  complete  enough  to  cope  with  this  big 
demand  ?  Remember,  you  cannot  afford  to  disappoint 
your  customers ;  they  want  Kellaric  Mattresses  because 
in  them  are  embodied  all  those  features  which  are 
conducive  to  comfort,  sanitation  and  economy, 
and  no  substitute  will  meet  with  their  approval. 

The  MODEL  BOX  SPRING,  the  HAIR-IN-COTTON  and 
the  COMMON  SENSE  Mattresses  are  three  of  our  other 
popular  priced  lines  which  are  sure  to  move  exceptionally 
fast  during  the  holidays. 

Don't  wait  until  some  other  man  has  cashed  in  on 
your  profits ;  get  your  orders  in  now  as,  although  our 
service  either  to  east  or  west  is  exceptionally  rapid, 
the  phenomenal  demand  for  our  products  at  this  time 
of  the  year  is  likely  to  tax  us  to  the  limit. 

SO  DON'T  DELAY-PLACE  YOUR  ORDERS  NOW 

The  McKellar  Bedding  Co.,  Limited, 

Fort  William,  Ontario 
Eastern  Branch:  BERLIN  BEDDING  CO.,  LIMITED,  31  Front  St.  E.,  Toronto 
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January 
12th 
to 

17th 
1913 


BERLIN 
WATERLOO 
FURNITURE 
EXHIBITION 


Don't 
Forget 
the 
Dates 


This  year's  Exhibition  will  not  only  give  the  furniture  dealers  an 
exceptional  opportunity  of  judicious  buying  but  will  enable  them  to 
get  a  line  on  the  various  new  features  that  will  be  shortly  introduced 
in  Berlin  and  Waterloo  made  furniture. 

Factories  and  permanent  show  rooms  will  be  thrown  open  to  visiting 
furniture  buyers,  allowing  them  to  obtain  a  greater  technical  know- 
ledge of  the  various  lines  manufactured  in  Canada's  greatest 
Furniture  Centre. 

THESE  MANUFACTURERS  INVITE  YOU 


D.  Hibner  Furniture  Co.,  Limited 

Berlin 

Wunder  Furniture  Mfg.,  Co.,  Limited 

Berlin 

Waterloo  Furniture  Co.  ... 

Waterloo 

Baetz  Bros.  &  Co.  .... 

Berlin 

Waterloo 

Lippert  Furniture  Co.,  Limited 

Berlin 

Berlin  Interior  Hardwood  Co.,  Limited 

Berlin 

Berlin  Furniture  Co.,  Linited 

Berlin 

Geo.  J.  Lippert  Table  Co.,  Limited 

Berlin 

H.  Krug  Furniture  Co.,  Limited 

Berlin 

Quality  Mattress  Co.  ... 

Berlin 

Onward  Manufacturing  Co. 

Berlin 

Berlin  Table  Mfg.,  Co.,  Limited 

Berlin 

Woeller,  Bolduc  &  Co.  ... 

Waterloo 

Geo.  H.  Hachborn  &  Co.  ... 

Berlin 

Snyder  Bros.  Upholstering  Co.,  Limited 

Waterloo 

Berlin  Plate  Glass  &  Mirror  Co. 

Berlin 

Exhibits  will  also  be  made  by  a  number  of  out-of-town  furniture 
manufacturers  in  the  large  Furniture  Exhibition  Building  in  Berlin 


For  information  write : 


J.  P.  Scully,  Secretary,  Berlin,  Ontario 
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You  are  cordially  invited  to  visit  us  at  the  Waterloo-Berlin 
Exhibition,  Jan.  12  to  17,  1914,  and  see  our  large  display  of 


Living  Room,  Den,  Library  and  Parlor 

Furniture 


Snyder  Bros.  Upholstering  Company,  Ltd. 

Waterloo    :  Ontario 
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Of  couTse  We  ll  see  You  at  Out 

Factory  Showrooms  in  January 

W7HEN  IN  BERLIN  DURING  THE 

VV    Berlin- Waterloo  Exhibition,  you  should 
not  rail  to  give  us  a  call  at  our  factory.  Uur 
complete  line  will  be  on  exhibition  in  our  show- 
rooms, and  if  you  want  to  get  a  line  on  the  finest 
showing  of 

DINING  ROOM  FURNITURE 

COMPLETE  SUITES  IN  OAK  AND  SOLID  MAHOGANY 
PARLOR  AND  LIBRARY  TABLES        PARLOR  SUITES 

SECTIONAL  BOOKCASES 

you  have  ever  seen,  you  cannot  afford  to  pass 
up  this  opportunity. 

In  addition  to  our  regular  line  will  be  seen  many 
new  saleable  features  which  will  make  many  sales 
for  you  during  1914. 

SO  WE'LL  LOOK  FORWARD  TO  SEEING  YOU  THERE 

^^-D.  HIBNER  FURNITURE  CL^ed 

BERLIN,  ONTARIO 
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Brighten  Your  Stock  [ 


For  the  Holidays 

WITH  A  SELECTION  FROM  THE 

KRUG  LINE 


Library  Tables,  Writing  Tables,  Parlor  Tables, 
Hall  Chairs,  Footstools,  Dining  Chairs,  Daven- 
port Sofas,  Morris  Chairs,  Couches,  Rockers  and 
Chairs,  Reception  Chairs,  Parlor  Furniture. 
Office,  Side,  Arm,  Rotary  Chairs  and  Settees. 


Designed  and  built  with  a  care  that  seems  to  be 
just  a  Httle  more  than  necessary,  but  at  prices 
that  are  well  within  the  moderate  limit. 

Our  new  Supplement  will  be  mailed  in  a  few  days 

The  H.  Krug  Furniture  Co.,  Limited 

BERLIN,  ONTARIO 


December,  1913 
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YES!      Latest  Beauties 

WILL  BE  "AT  HOME"  DURING  THE 

RERUN -WATERLOO 

FURNITURE  EXHIBITION 

JANUARY  12th  to  17th,  1914 

COME  AND  "HAVE  A  LOOK" 

AT  OUR 

DEN,  LIVING,  and  DRAWING 

ROOM  UNE 

IN  OUR 

PERMANENT  FACTORY  SHOWROOMS 

SURE,  YOU'RE  WELCOME 


The  Waterloo  Furniture  Company,  Limited 

WATERLOO      ::  ONTARIO 
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The  Lippert 

Handy  Leaf  and  Equalizer  Tables 


The  extra  leaves  are  hinged 
for  folding,  and  stored  out 
of  sight  in  a  well  under  the 
top  of  the  table. 


The  top  of  the  table  is  al- 
ways exactly  centred  or 
"  equalized "  over  the 
pedestal. 


Patent  Pending  on  both  Features 


See  them  at  the  Berlin- Waterloo  Exhibition 

January  12-17,  1914 


Slides  do  not 
become  stiff 


Centre  pedestal  made  in 
both  round  and  square 
patterns. 

Two  sizes,  45  X  45  ins 
X  feet,  or  48  x  48 
ins.  X  7  feet. 


This  line  opens  the  way 
for  the  dealer  to  the 
sale  of  other  lines. 

Get  familiar  with  it. 


Geo.  J.  Lippert  Table  Company,  Limited 

BERLIN      ::  ONTARIO 
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A  Feast  of  Rest  for  Your 
Customers  This  Christmas 


A  Chair 
that  is 
Vastly 

Different 
to 

Anything 
yet 
Made 


Absolutely 
Automatic 

and 
Free  from 

All 

Complicated 
Mechanism 


THE  HEMCO  CHAIR 


Comfort  and  Convenience  are  the  two  out. 
standing  features  of  "Hemco"  Chairs,  and 
you  are  missing  an  excellent  opportunity  ot 
making  big  profits  if  you  don't  get  a  display 
of  them  on  your  floors  for  your  Xmas 
Trade. 


The  "Hemco"  automatically  returns  to  its 
most  graceful  position  when  not  in  use  and 
adds  dignity  and  orderliness  to  any  room. 
Cannot  fly  back  unexpectedly  when  person 
rises  Made  in  Canada  ;  protected  by  pat- 
ents and  fully  guaranteed. 


YOR  SHOULD  SEE  OUR  1914  LINE  OF  FINE 
FURNITURE   AT  THE   BERLIN  -  WATERLOO 
EXHIBITION  NEXT  JANUARY 


The  Lippert  Furniture  Company,  Limited 

BERLIN      ::  ONTARIO 
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PERFECTION 

THE  KEYNOTE 


'~r'0  the  furniture  dealer  of  discrimina- 
tion,  the  saleable  qualities  of  our  furni- 
ture are  self-evident.  We  have  made  it 
our  business  to  see  that  no  piece  of  furni- 
ture leaves  our  factory  that  is  not  uniformly 
■accurate  in  construction,  attractive  in  design 
and  finish. 

Results  have  proven  to  us  that  our  aim  at 
perfection   is  as  true 
as  it  is  humanly  pos- 
sible to  make  it. 


THESE  ILLUSTRATIONS 

are  taken  from  one  of  our  popular  Bedroom 
Suites.  It's  characteristic  of  the  entire  line. 
See  the  attractive  display  at  our  factory 
show  rooms. 


We'll  be  looking  out  for  you  at  the 
Berlin- Water  loo  Furniture  Exhibi- 
tion, Jan.  12  to  17,  1914. 


No.  9  Somnoe 

Mahogany  and  American  Walnut 


No  9  t  Dresser 

Mahogany  a  nd  American  Walnut 


BERLIN  FURNITURE 

COMPANY,  LIMITED 


BERLIN 


ONTARIO 


FACTORY  OPPOSITE  G.T.R.  DEPOT 


Mahogany  and  American  Walnut 


December,  1913 
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BAETZ  BROTHERS  &  CO. 

BERLIN  ONTARIO 

Specializing  in  Chairs 

What  does  this  mean  to  you, 
Mr.  Retailer  ? 

It  means  not  only  that 

In  our  desire  to  make  good  chairs,  we  have  a  factory  that  is 
especially  equipped  for  that  purpose  ; 

Or  that,  buying  our  materials  especially  for  chair-making,  we 
secure  better  materials  at  the  lowest  prices,  of  which  you  get  the 
benefit ; 

Or  that  our  workingmen  are  experts  in  their  line, 

But  it  means  that 

our  whole  thought,  energy,  ability  and  ingenuity  is  bent  in  the 
one  direction — 

To  Make  Good  Chairs 

COMFORTABLE,  CORRECTLY  DESIGNED.  WELL 
MADE.  PROPERLY  FINISHED  CHAIRS 


Our  line  will  be  on  exhibition  at  the  Berlin- 
Waterloo  Exhibition,  at  our  Factory,  from  Janu- 
ary 12th  to  17th,  1914. 
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Wunder  Furniture  Mfg.  Co. 


Berlin,  Ontario 


Limited 


It's  the  Line  for 
You 


No  228  Hall  Rack.    Select  Quartered  Oak,  any 
finish.   British  Bevel  Mirror  18x40. 

Hall  Racks  and  Mirrors 

in  a  variety  of  styles  and  patterns. 

Parlor  Suites  and  Odd 
Pieces 

in  a  vast  assortment  of  designs  and  made  in  the 
popular  woods. 


We  earnestly  seek  the  attention  of  the  discriminat- 
ing buyer  and  dealer  who  will  appreciate  the 

Prices  and  Quality   of  the  Wunder  Line 


Exhibit  at  our  factory  280  Victoria  St. 

Wunder  Furniture  Mfg.  Co. 

Berlin,  Ontario  Limited 


These  Two  Lines  will 
be  Demonstrated  at 
the  Berlin- Waterloo 
Exhibition. 


The"  EUREKA" 
Vacuum 
Cleaner 


A  small,  sturdy  and  highly 
efficient  cleaner.  Simply  op- 
erated and  absolutely  guaran- 
teed to  give  the  user  satis- 
faction. 


Retail  price  only  $45.00 

Write  for  Agency 


It  will  pay  YOU  to 
give  us  a  call 


For  Wood  Farnituue 


Onward 
Sliding  Furni- 
ture Shoes 

Latest  and  most  success- 
ful improvement  on  old 
style  wheel  casters.  Made 
with  Glass  Base  and 
Mott  Metal  Base.  All 
styles  and  sizes. 


IVe  also  manufacture 
"Universal"  Slides 
for  furniture 

Write  for  our  circular  and  discounts 

Onward  Mfg.  Co. 

BERLIN,  ONTARIO 


December,  1913 
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Quality  Mattresses 

PLEASE  PARTICULAR  BUYERS 


The  Reason  Why 


will  be  plain  when  you  see  them  at 
BERLIN  -  WATERLOO  EXHIBITION 


We  cordially  invite  you  to  inspect  these  lines  during  the  Exhibition 

Our  Hair  and  Cotton       So  Pleasant  Felt 
Quality  Felt      Superior  Felt 
Perfect  Upholstered  Box  Spring 

AH  these  are  built  in  different  grades  of  Pure  White  Layer  Felt,  attractive  coverings,  and  sell  at  right  prices 


Our  Motto : 

QUALITY 
NEAT,  CLEAN 
WORKMANSHIP 


By  the  men  who 
know 


Durable 
Comfortable 
Sanitary 
Mattresse*  assured 


We  make  nothing 
but  mattresses 


QUAUTY  FELTS,  MADE  IN  ONE  OR  TWO  PIECES 

QUALITY  MATTRESSES  tJLTZr'. 

Each  mattress  is  equipped  with  handle  straps,  are  labeled  at  corner  telling  style, 
how  and  from  what  they  are  built,  with  a  retail  price.  These  points  enable  you 
to  make  quick  sales  and  a  good  profit  for  1914.    Send  for  Pri  e  List. 

Our  PERFECT  (Upholstered  Box  Spring) 

are  filling  the  beds  of  many  large  hotels  in  Canada,  giving  good  results. 


Fads 


The  frame  is  constructed  with  select  hardwood,  has  8 1  b  ack  Japan  springs,  well  crossed  tied; 
over  this  white  duck  is  tacked,  and  then  I  5  lbs.  of  White  Layer  Felt,  over  which  an  attractive 
strong  cover  is  put.    Every  spring  is  guaranteed.    Send  for  Price  List. 


Our  New  Factory,  when  completed  in  January,  will  be  one  of 
the  finest  and  most  up-to  date  Mattress  Factories  in  Canada 


QUALITY  MATTRESS  CO. 


Berlin,  Waterloo 
Ontario 
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Office,  School  and  Church  Furniture 


YOU  cannot  afford  to 
miss  seeing  our  dis- 
play at  the 

Berlin-Waterloo 
Furniture 
Exhibition 

Our  Full  Line 

Will 
Be  Exhibited 

No.  149— Flat  top  Scanitary  desk,  60  x  34  inches,  selected  quartered  oak  in 
golden  oak  or  early  English. 

January  is  just  the  right  time  to  make  your  selections  for  191  4,  and  the  exhibition  offers 
you  an  excellent  opportunity  to  get  personally  acquainted  with  our  FULL  Line. 

JOHN  B.  SNIDER    :     Waterloo,  Ontario 


SEE  THE  KREINER  LINE! 

When  visiting  the  BERLIN-WATERLOO  FURNITURE  EXHIBITION, 
January  12-17,  1914,  you  should  see  our  showing  of 

Den  Furniture 
Library  and  Parlor  Tables 
Desks  and  Bookcases 

We  have  so  many  attractive,  quick-selling  lines  that  are  sure  to  interest  you, 
and  you  cannot  afford  to  overlook  them.  We  are  constantly  adding  new 
winners.    Give  us  a  call. 

BERLIN    /  KREINER  &  CO.  Ontario 


l)ecember,  1913 
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High  Class  Fittings  and  Furniture 

OUR  FULL  LINE  WILL  BE  EXHIBITED 

AT  THE 

BERLIN-WATERLOO  EXHIBITION 

JANUARY,  1914 


We  have  a  most  comprehen- 
sive line  of  worth  w^hile  fur- 
niture for 

Banks,  Offices 

Churches 
and  Theatres 

and  the  designs  are  of  the 
newest  and  most  up-to-date 


By  spending  a  part  of  your  time  with  us  during  the  exhibition  you  can  acquaint 
yourself  with  our  entire  line  and  thus  make  your  selections  in  good  time  to  meet 
the  early  season's  rush. 


Berlin  Interior  Hardwood  Company,  Limited 

BERLIN  CANADA 
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No.  202— Top  48x48 


See  our  Automatic  Table  Tops 

at  the  FURNITURE  EXHIBITION 


Berlin 
Extension 
Tables 


Attractiveness,  convenience,  and  reason- 
able prices  are  accountable  for  their 
phenomenal  sales-creative  ability. 

Each  Table  fitted  with  an  AUTOMATIC  TOP 
a  feature  in  itself  that  makes  many  sales. 


Your  visit  to  Berlin  will  not  be  complete  unless  you  call  and  see  our  showing  of 

1914  Trade  Winners 


Berlin  Table  Mfg.  Co. 


BERLIN 

ONTARIO 


Geo.  H.  Hachborn 


Geo.  H.  Hachborn  &  Co. 


Chas.  Adloff 


See  Our  1914  Line  at  the  Exhibition 


NEVER,  at  any  time  during  our  business  career  have  we  had  such  a  strong 
line  of  saleable  furniture  as  we  have  at  present.    We  have  recently  made  many 

new  additions  to  our  line 


and  dealers  who  do  busi- 
ness with  us  during  the 
coming  year  will  find  ours 
an  EVEN  MORE  PRO- 
FITABLE PROPOSI- 
TION, than  it  was  in  the 


1 


No,  620— Genuine  Leather— quarter  cut  oak  frame — 
full  28  inches  wide.  A  very  saleable  article  carry" 
ing  a  good  margin  of  profit. 


past. 


GEO.  H.  HACHBORN  &  CO.,  Berlin,  Ont. 
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You  Cannot  Afford  to  Miss 
Our  Exhibition  in  January 

At  the  Berlin  -  Waterloo  Furniture  Exhibition  our  Hne 
will  be  very  complete,  with  many  new  and  saleable 
patterns.     Discriminating  buyers  will  be  interested  in  our 

PARLOR  FURNITURE  (Frames  or  Upholstered) 

FANCY  TABLES      FANCY  CHAIRS 

LIBRARY  and  LIVING  ROOM  CHAIRS  and  TABLES 

and  DINING  CHAIRS 


Samples  of  our 
Upholstered  Line 


These  will  he 
Fast  Sellers 


Make  up  your  mind  now  to  attend  the  Berlin- Waterloo 
Furniture  Exhibition,  January   12th  to  17th,  1914, 
and  to  inspect  our  line  at  that  time 

Woeller,  Bolduc  &  Company 


WATERLOO 


Manufacturers  and 
Wholesale  Upholsterers 


ONTARIO 
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Berlin  Plate  Glass  &  Mirror  Co, 


Manufacturers  of  and  Dealers  in 

PLAIN  and  BEVELLED  MIRROR  PLATES 
Importers  of  POLISHED  PLATE 

Plate  Glass  supplied  for  Store  Fronts,  Shelf  Work 
and  Polished  Edges  a  Specialty 

Resilvering  Done  for  the  Trade — Write  Us 


Berlin      :       Ontario       :  Canada 


aillllllllllllllllllllllllllilillllllllllllllllllllllllllllll^  l|l|||i|i|i|||ll:|i|||||:i:lllllillll|ii:MII|lll'!ij;illllllilll!lli:illllin!l^^ 


The  Embodiment  of  Comfort, 
Beauty  and  Strength 

The  illustration  is  a  good  one,  but  it 
fails  to  give  you  a  full  conception 
of  the  great  attractiveness  of  this 
chair.  Like  our  various  other  lines  in 

English  Upholstered  Lounge 
Chairs  and  Chesterfields 

It  combines  Comfort,  Beauty  and 
Strength  so  irresistibly,  that  it  in- 
stantly compels  sales.  You  should 
have  a  few  on  your  floors  for  the 
Holiday  Trade. 

ORDER  NOW 

A.  J.  SCAFE  &  COMPANY    ::  fff"^ 
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Introducing 


The 


Nagrella 

Kitchen 
Cabinet 


The  NAGRELLA  is  the  very  last 
word  in  Kitchen  Cabinet  con- 
struction. It  embodies  all  the 
good  points  of  other  cabinets  with 
a  number  of  improvements  de- 
vised especially  for  the  Nagrella. 

Then  it  is  priced  so  that  the  dealer 
can  sell  again  at  a  moderate  figure 
and  yet  reap  a  handsome  profit. 


NAGRELLA  Kitchen  Cabinets 

Are  superb  examples  of  household  construction  work,  pleasing 
to  the  eye,  strong  and  durable,  and  the  acme  of  convenience — 
points  that  will  be  appreciated  at  sight  by  the  housewife,  mak- 
ing sales  very  easy  as  well  as  profitable. 

Write  at  once  for  special  dealer's  proposition  that  we 
are  offering  for  a  limited  time  only. 

The  Nagrella  Mfg.  Company 

HAMILTON,  ONTARIO 
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Classic  Furniture  Limited 

Stratford's  Newest  Furniture  Factory 


An  entirely  new  firm  making  an 
entirely  new  and  up-to-date  line  of 
high  grade 

Bedroom  Furniture 

in  Circassian  Walnut,  Mahogany, 
Quartered  Gum  and  Quartered  Oak 

A  FULL  assortment  of  our  line  will  be 
on  display  at  the  Stratford  Furniture 
Exhibition.  This  will  add  to  the  interest 
and  value  of  the  Exhibition,  as  dealers  are 
anxious  to  learn  and  to  see  the  latest  and 
best  in  Furniture. 


Remember  the  Date,  January  12-24,  1914 
And  be  SURE  and  see  our  EXHIBIT 


CLASSIC  FURNITURE  LIMITED 

STRATFORD      :  ONTARIO 
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Making  TABLE-SLIDES  is 
a  Specialty  Business 

For  more  than  TWENTY-FIVE  YEARS  we  have 
made  TABLE  SLIDES  exclusively. 
Our  Factory  is  equipped  with  Special  Machinery 
which  enables  us  to  make  SLIDES, — BETTER  and 
CHEAPER  than  the  furniture  manufacturer. 


Canadian  Table  makers  are  rapidly 
adopting  WABASH  SLIDES 

I>  rThey  ELIMINATE  SLIDE  TROUBLES 

DeCa.US6\Are  CHEAPER  and  BETTER 


Reduced  Costs  | 
Increased  Out-put  [ 


BY  USING 

WABASH 

SLIDES 


Made  by 

B.  WALTER  &  CO. 

Wabash,  Ind. 

Tha  Largttt  EXCLUSIVE  TABLE-SLIDE  Manufacturer* 

in  America 

ESTABUSHED-1887 


Every  Up-to-date  Housewife  is  a 

Live  Prospect 
For  These 
Covers 


Every  woman 
in  your  town 
knows  that  the 
ordinary  silence 
cloth  will  NOT 
protect  the  pol- 
ished top  of  her 
diningf  table 
against  hot  dish- 
es. 


JM  ASBESTOS 

TABLE  COVERS  AND  MATS 

afford  better  protection  against  heat  than  any  other.  They  are 
also  the  most  durable.  They  invariably  give  satisfactory  service. 
The  line  of  J-M  Asbestos  Table  Covers  and  Mats  is  so  complete 
that  you  can  cater  to  all  pocketbooks.  And  you  won't  have  to 
tie  up  a  lot  of  money  in  stock,  as  our  branch  right  near  you  will 
fill  rush  orders  in  any  quantity,  without  delay.  Our  prices  to 
the  trade  are  so  low  that  you  can  undersell  competitors  besides 
giving  your  customers  better  value  than  they  can  get  in  any 
other  make  of  cover.  Write  nearest  branch  to-day  for  booklet 
and  our  special  dealer  proposition. 

THE  CANADIAN 
H.  W.  JOHNS-MANVILLE  CO.,  Limited 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 

1970 


Are  you  using 

Anglo  Rubbing  and  PoBshing  Varnish? 

This  is  one  of  our  most  recent  productions,  produced  after  years  of 
experimenting  and  testing.  Made  to  rub  in  twenty-four  hours,  two 
days  and  three  days.  Works  very  free  and  easy.  Polishes  with  a 
beautiful  finish. 

We  are  the  largest  manufacturers  in  the  world  of 
Graining  Colors,  etc. 

Are  you  using  A.  &  W.  materials  ?    If  not,  we  are  both  losing  money. 

The  Ault  &  Wiborg  Co.,  of  Canada 


MONTREAL 


VARNISH  WORKS 
TORONTO 


LIMITED 


WINNIPEG 
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DEALERS  IN 


Mattress  Makers'  and  Upholsterers'  Supplies 


Samples  and  Prices  on  Application 


Head  Office  and  Factory 

Bloor  St.  and  St.  Helen's  Ave. 

Toronto 


Branch  Office  and  Warehouse 

252  St.  James  Street 

Montreal 


THE  NEW  ACME 

(Canadian  patent  pending) 

Feacherweiglit  Folding  Table,  one  of  our  well  known  "PEER- 
LESS FAMILY,"  shown  open  and  folded  by  the  electro.  A  New 
Folding  Uerice  takes  the  place  of  braces  on  this  table,  a  feature 
all  will  appreciate,  and  other  new  features.  Green  felt  or  leather- 
ette top.  $3.00  per  dozen  less  for  this  new  table  than  formerly 
charged  for  the  original  ACME  ;  the  new  one  a  better  table. 

Our  travelers  are  out  with  models,  if  they  do  not  reach  you  in 
time  order  say  half  a  dozen  or  more  a.ssorted  finishes  as  samples 
at  once.  The  newest  and  best  tabic  on  the  continent.  A  post  card 
will  -DO  IT  NOW." 

HOURD  &  COMPANY,  Limited 

WHOLESALE  FURNITURE  MANUFACTURERS 
LONDON,  CANADA 

Sole  Canadian  Licensees  and  Manufacturers 


READ  THIS  ISSUE  FROM 
COVER  TO  COVER 

Then  you  will  agree  that  this  Paper 
is  worth  ten  times  the  price. 

$1.00  December  next  year 
Send  your  Subscription  in  tO'day 

THE  COMMERCIAL  PRESS,  LIMITED 

32  Colborne  Street,  Toronto 


"STORE  MANAGEMENT  COMPLETE" 

272  Page.        ONL  Y  ONE  DOLLAR      i3  Chapters 

Tells  all  about  the  management  of  a 
Store,  so  that  not  only  the  greatest 
sales  but  the  largest  profit  may  be 
realized. — By  Frank  Farrington. 

COMMERCIAL  PRESS,  Ltd.,  32  Colborne  St  ^Toronto, 
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Great  Revolution! 

FURNITURE    DEALERS   AS   MANTEL  SELLERS 


\Y /ITH  the  advent  of  Electric  Grates 
a  mantel  can  be  placed  in  Any 
House 

No  Chimney  required 
No  Tiling  necessary 

Comfort — Happiness — Low  Cost 

These  grates  24  x  30,  3  burner,  or  30  x  30, 
with  4  burners,  made  with  or  without  summer- 
fronts,  can  be  run  at  very  low  cost  as  regards 
current— c/ieaper  than  coal. 

We  can  furnish  tiles,  coal 
or  gas  grates  if  required 


^OW,  FURNITURE  DEALERS 

seize  the  greatest  opportunity  of  increasing 
sales  that  has  presented  itself  in  years.  No 
trouble  for  you  more  than  furniture.  Electric 
grates  wired  with  house  wiring.  All  ready  to 
connect. 

Have  one  or  two  for  your  Christmas 
Display  Windows  and  be  up-to-date. 
They  will  cause  more  talk  in  your 
town  than  anything  you  can  get,  and 
more  profitable  sales  than  any  piece  of 
furniture. 

Of  course  do  not  forget  that  our  Flat  Top  Desks 
are  among  the  best  on  the  market 

Send  To-day  for  Catalogue  and  Description  and  Prices 


The  Elmira  Interior  Woodwork  Co, 


ELMIRA 


ONTARIO 
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A\^SIT  TO 

1319 

May  Revolutionize 

Your  Business 


A  visit  to  1319  in  January  will  enable  you  to  see  all  the  new  features  of  the  greatest 
and  best  furniture  lines  in  the  world.  You  will  also  be  doubly  repaid  for  your  visit 
by  the  NEW  IDEAS  you'll  get — the  new  plans  you'll  hear— the  latest  selling  stunts 
you'll  have  explained  to  you  and  the  new  supply  of  vigor  and  vim  that  you'll  carry 
away  with  you  from  the  world's  greatest  furniture  market.  Association  with 
thousands  of  other  live  dealers  from  all  over  the  world  will  give  you  so  many  new 
things  to  think  about  that  you'll  go  home  with  a  trunk  full  of  new  ideas  that  may 
revolutionize  your  business,  put  things  on  a  new  and  more  profitable  basis  and  give 
you  just  the  "pep"  you  needed  to  administer  the  "knockout  punch"  to  that  com- 
petitor who  has  been  putting  it  "all  over"  you  for  so  long — 

And  you'll  buy,  too — you  can't  help  it.    Come  on — we'll  be  glad  to  see  you  ! 

ALL  THE  LARGEST  FURNITURE  MANUFACTURERS  EXHIBIT 
AT  THE  "BIG  BUILDING" 

1319  Michigan  Ave.,  Chicago 
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Take  Advantage  of  This  Opportunity 


It  will  be  a  personal  gain  to  every  Furni- 
ture Dealer  to  visit  our  booth  at  the  To- 
ronto Furniture  Exhibition,  January  12-24. 
We  will  show  a  complete  line  of 


Davenports,  Divanettes,  Chair  Beds, 
Couches,  Etc.,  Etc. 

Our  1914  line  will  be  stronger  than  ever, 
and  this  is  the  right  opportunity  for  you 
to  get  a  first  hand  knowledge  of  it. 

So  clinch  this  opportunity  now 


The  Kindel  Bed  Co.,  Limited,  Toronto,  Canada 


CHRISTMAS  GIFTS  FOR  CHILDREN 


Show  Kohn's  Imported 
BENTWOOD  FURNITURE 

FOR  HIGH  CLASS 
HOLIDAY  TRADE 


No.  1542 


No.  1545 


No.  1518  F 


Make  YOUR  store  Holiday  Headquarters.     Provide  suit- 
able gifts  for  the  time  when  character  counts  more  than 
cost.      Investigate   now — be  ready  when  the  demanc 
comes. 


Kohn^s  Imported  Bentwood  Furniture 

Beautiful  and  durable.  Of  tough  Austrian  Beechwood  with  steel  screw 
leg  joints.  Complete  range  of  styles  and  grades,  including  children's 
and  dolls'  furniture. 


V 

C.  F.  W. 


Catalog  Free. 


Mail  this  Coupon  y^' 


J.  &  J.  Kohn 
Toronto 


JACOB  &  JOSEF  KOHN,  of  VIENNA 


TORONTO— 215-19  Victoria  St. 
NEW  YORK— 110-112  Wert  27th  St. 


/ 

/ 

^  Name 

CHICAGO— 1410-18  So.  Wabash  Ave.  Address 
SEATTLE— 418  Maritime  Building 

V 


'/     Send  us  your  com- 
plete catalog. 
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HRISTMAS  1913 

VERY  NEAR  . 
UPHOLSTERED  FURNITURE 
ELLIS  QUALITY  . 


The  goods  the  people  want  and  so  do  you  to  increase  your  Xmas  trade. 
Place  orders  early  to  ensure  prompt  dehvery. 

THE  ELLIS  FURNITURE  COMPANY 

INGERSOLL      -  ONTARIO 


fiiiiiiii 


We  are  now  produc- 
ing elegant  results  in 

Goat  Grain 

effects  from  large 
Spready  Steer  Leather. 
Finish  sun  and  water 
proof. 


The 


Lackawanna  Leather  Co 

Hackettstown,  N.J. 


Is  Yours  a  Growing  Store? 


Here  are  ideas  which 
will  help  it  grow  faster. 
Here  are  suggestioris  for 
the  young  man  starting 
in  business  in  Northwest 
Canada,  as  well  as  for  the 
dealer  with  an  estab- 
lished trade. 

BUILDING 
A  FURNITURE 
BUSINESS 


is  a  cloUi  bound  book  of  205  pages,  every_ one  of  jvhjch 
contains  helpful  hints  for  the  furniture  dealer.  Though 
written  ia  easy  narrative  style,  as- the^tory  of  "Bobby 
Burton, -Successful  Furniture  Dealer,'^. +he  book  is  neither 
fiction,  theory  or  dry  preachmeiil.-'T^hei'ricidents,  plans 
and  experiences  are  woven  together  from  actual  practice 
in  widely  separated  localities. 

If  your  trade  is  in  a  rut  you  will  find  liere  a  suggestion  for  a  new 
sales  plan,  a  new  advertisement  or  something  lo  start  people  talkiug 
about  your  store. 

Every  man  who  is  looking  for  new  ideas  in  furniture  merchandise 
and  methods  will  flhd  something'worth  While  in  tBis"book. 

Postpaid,  $1.00.  -  - 

The  Commercial  Rcess;  Ltd.  - :  v 
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Seasonable  Greetings  to  the  Trade 


''IVeis''  Slide  Door 
Sectional  Bool^cases 


IT'S  NOT  TOO  LATE  TO 

1  get  a  supply  of  "  Weis  "  Slide 
Door  Sectional  Bookcases  on  your 
floors  ready  for  the  Holiday  Trade. 
But  you  must  get  your  orders  in 
quickly  or  you  will  lose  many 
good  sales. 

"Weis"  Slide  Door  Sectional 
Bookcases  embody  every  modern 
convenience,  and  their  external 
appearance  lends  an  additional 
attractiveness  to  any  library  in 
which  they  are  installed. 

They  are  particularly  suitable  as  Holi- 
day gifts,  and  the  economic  organization 
of  our  factory  enables  us  to  set  prices 
upon  them  which  put  them  within  reach 
of  the  great  majority  of  your  customers. 


Knechtel  Furniture  Co, 

Limited 
HANOVER      ::  ONTARIO 
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GREETINGS! 

LET  US  turn  our  heads  away  from  business  for  a  brief  period  to 
exchange  the  season's  greetings.    We  wish  to  convey  through 
the  medium  of  this  magazine  our  sincerest  wishes  for  a  Merry 
Christmas  and  a  Prosperous  New  Year  to  all  those  of  the  Furniture 
Trade  with  whom  it  is  our  good  fortune  to  do  business. 


Just  a  Sample 
of  the 
distinctive 
character  of  our 
Den  and 
Library 
Furniture 


We  also 
manufacture  a 
Large  Line 
of  Diners 
Rockers 
Chairs  and 
Library  Tables 


No.  93  DAVENPORT 


expect  to  see  You  in  Toronto 


Our  full  line  will  be  shown  at  the  Toronto  Furniture  Ex- 
hibition, January  1  2-24,  and  we  take  this  opportunity  of 
extending  a  cordial  welcome  to  you  to  see  our  display  there. 

We  have  several  new  features  for  1914  that  merit 
your  inspection,  and  you'll  certainly  be  passing  up  an 
opportunity  if  you  fail  to  visit  us. 


Elmira  Furniture  Company,  Limited 

ELMIRA      ::  CANADA 
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SEVEN  MEN  TO  THREE 


i 


Three  Men  Now  Do  the  Work  of  Seven 

In  the  Knechtel  Furniture  Company's  plant  at  Hanover,  Ont.  Two  years  ago,  viz.  on  the 
25th  day  of  October,  1911,  the  day  our  six  foot  Linderman  machine  arrived  in  Hanover, 
there  were  seven  men  employed  in  the  glue  room.  During  the  year  1912,  they  greatly 
increased  their  output,  so  that  if  they  had  not  had  a  Linderman  machine  there  would, 
undoubtedly,  have  been  nine  or  more  men  employed  in  glueing  up.  Yet  during  that 
period  the  Linderman  machine  did  their  work,  saving  four  men  besides  making  vast 
savings  in  lumber  and  glue. 

A  Linderman  machine  cuts  in  half  the  men  employed  in  the  ripping  department,  as  it  is 
only  necessary  to  rip  out  defects,  and  it  is  not  necessary  to  straighten  the  edges  of  lum- 
ber or  to  size  the  various  panels. 

The  Linderman  machine  does  away  entirely  with  trimming  each  top  and  panel  in  the 
finishing  department,  making  a  further  saving  in  labor  and  lumber.  By  visiting  your  own  finish- 
ing department  and  standing  by  the  trim  saw,  you  will  find  that  each  top  or  panel  has 
an  edging  waste  of  from  ]/%  in.  to  }i  in.,  all  of  which  is  saved  by  the  Linderman  method. 
There  are  other  economies  about  which  we  can  tell  you.    Stnd  for  our  Catalogue. 

The  best  way  to  make  money  i»  by  saving  it.     Write  at. 


//  ////// ' 


''  ■  ''l/Jl/H  ^' 


Canadian  Linderman  Company,  Ltd. 

Muskegon,  Mich.    —  Works  at]—    Woodstock,  Ont. 
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Jamieson's 

"50" 

FLAT  VARNISH 

I 


A  Varnish 
that  won't  show 
Brush  Marks  and  which 
gives  the  rubbed  effect 
to  perfection — a  most 
convenient  and  satis- 
factory flat 
finish 

R.  C.  Jamieson  &  Co. 

LIMITED 
ESTABLISHED  1858 
Owning  and  operating  P.  D.  Dods  &  Co.,  Limited 

MONTREAL         -         -  VANCOUVER 


Our  Line  for  1914  will  be  Shown  at 
\   The  Toronto  Furniture  Exhibition 

iv'K  ■■■ 

■  \  We  cordially  invite  you  to  look  over  our  line  at  the  Toronto 

Furniture  Exhibition  in  January.  We  will  be  showing 
many  exclusive  features  in  high  grade  and  medium  priced- 

Upholstered  Furniture 

You  should  not  neglect  this  opportunity  of  getting  a  first- 
hand knowledge  of  the  best  line  of  ready  selling  Uphol- 
stered Goods  on  the  market.    Don't  fail  to  visit  us. 

IMPERIAL  FURNITURE  COMPANY 


QUEEN  ST.  WEST 


TORONTO 
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"Standard  Beds" 


Built  for,  and  within  the  reach  of,  the  vast 
majority  of  Canadian  wage-earners,  these 

beds  supply  what  is  the  largest  individual  class  of 
"demand"  in  Canada.  This  is  why  the  profits  on 
sales  of  '*  Standard  "  Beds  come  early  and  often. 

The  Standard  Bedstead  Co. 

Limited 
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ROBERTSON 


SOCKET 
HEAD 


Wood  Screws 


See 
^  That 
Square 
Hole 


P«t.  Feb.e2,  1909 


THIS  IS  A  REAL  WOOD  SCREW 

It  is  driven  by  a  simple  square  bit,  and  is  the  only  one  of  its  type  on 
the  market. 

Driver  fits  snugly  into  the  square  hole  and  positively  cannot  slip 
and  cut  the  fingers,  or  disfigure  costly  furniture  or  woodwork.  It  is 
driven  with  less  exertion.  No  ragged  slots  after  driving.  Saves  time, 
labor,  money  and  material.    We  make  the  drivers  in  all  suitable  styles. 

Drivers  sent  free  with  first  order.    Write  for  catalogue  and  prices. 

P.  L.  Robertson  Mfg.  Co.,  Limited 

MILTON  ONTARIO 


No.  230 


'Xmas  Greetings 

We  wish  you,  our  many  customers  and  friends,  the 
Season's  Greetings.  We  hope  to  continue  to  merit 
your  patronage  during  the  coming  year  by  selling  you 
what  we  have  always  sold  you:- 

THE  VERY  BEST  IN  UPHOLSTERED  FURNITURE 

Send  for  blue-prints  and  prices 

J.  P.  ALBROUGH  &  CO. 

MAKERS  OF 

Quality  Couches  and  Easy  Chairs 
INGERSOLL  CANADA 


If  you  Want  to  Buy   or  Sell  a  Retail  Business  Try  the 
Want  Ad  page  of  this  paper  for  Quick  Results 
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Last  Minute  Gift  Suggestions 

The  absolute  cosiness  and  comfort  of 

"  Canada  "  Upholstery  make  each  piece  an  ideal 
Christmas  Gift.  We  are  in  a  position  to  supply 
last  minute  orders  promptly  and  accurately. 

Have  you  your  copy  of  our 
New  Catalog  ? 


The  Canada  Mattress  Mfg.  Company 

Victoriaville,  Que. 
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To  One  and  All  a  Merry  Xmas  and 
a  Happy,  Prosperous  1914 


]\ /T  AY  this  Christmas  bring 
^  joy  to  you  and  yours, 
and  may  the  coming  year 
cement  the  friendship  that 
now  exists  between  us,  and 
bring  us  an  even  greater  share 
of  your  business. 


Stratford  Bed  Co. 

Stratford,  Ont. 


You^U  Be 
Too  Late 

To  get  your  full  snare 
of  the  Profits  the  Holi- 
day Season  is  holding 
out  to  you  if  you  don't 
get  your  I  supply  of 

STRATFORD 


FOLDING  CHAIRS 

right  now.  Stratford  Folding  Chairs  are 
generally  recognized  to  be  the  most  reliable 
on  the  market,  and  they  make  sales  easy  that 
would  otherwise  be  impossible  to  negotiate. 

Stratford  Mfg.  Co.,  Limited 

STRATFORD     ::  ONTARIO 


The  Season^ s 
G  reetings 


With  Christmas  right  upon  us,  it  behooves 
us  to  take  our  hats  off  to  the  trade  and  to 
wish  you  all  the  compliments  of  the  season. 

The  coming  year  will  find  us  just  as  cap- 
able of  lookmg  after  your  requirements  m 

Brass  Furniture 
Trimmings 

and  if  it's  at  all  possible  to  give  you  even 
better  service  than  before,  we  shall  leave 
no  stone  unturned  in  our  efforts  to  do  so. 

iVe  manufacture  from  the  cheapest 
to  the  highest  grade 

Stratford  Brass  Co.,  Ltd. 

Stratford    :  Ontario 
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The  Purse  Strings 

are  loose.  Will  You 
get  Your  Share  ? 

'  I  'HE  holiday  season  will  soon  be  with 
us  now;  is   your  stock  complete 
enough  to  take  care  of  the  increased  busi- 
ness that  is  sure  to  come  your  way? 

If  not  you  cannot  do  better  than  make 
your  selections  from  the  distinctive  line  of 

PEPPLER 
FURNITURE 

The  many  exclusive  designs  in  extension 
tables  we  manufacture,  offer  you  a  wide 
range  from  which  to  make  your  selection 
in  this  line  and  nothing  is  more  acceptable 
to  the  housewife  than  an  extension  table 
which  makes  for  real  convenience  and 
lends  an  additional  charm  to  the  dining 
room. 

These  attractive  tables,  Nos.  310 
311,  640  and  670,  will  sell  well 
this  Xmas,  and  it's  none  too  soon 
for  you  to  get  a  display  of  them 
on  your  floors. 

Peppier  Bros.,  Limited 

HANOVER,  ONTARIO 
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The  Gold  Medal  line 

We  extend  a  cordial  welcome  to  all  those 
engaged  in  the  retail  furniture  trade  to 
come  and  see  our  exhibit  at  Toronto. 

Built  For  Those  Who  Appreciate  Luxurious  Chairs 

at  Reasonable  Prices 


No.  685.    Deep  Spring  Edge  Seat,  Silk    Floss  No  684.    Hard  Edge,  Deep  Spring  Seat,  Pillow 

Cushion,  Pillow  Spring  Back.  Spring  Back. 


Parlor  Furniture,  Couches  and  Easy  Chairs,  Felt  and  Mixed 
Matresses,  Upholstered  Box  Springs. 

Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Head  Office  and  Factory:  TORONTO,  ONT. 
Factories  also  at:  UXBRIDGE,  MONTREAL,  and  WINNIPEG 
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The  Gold  Medal  Line 

Will  be  on  view  at  the  Great  Furniture 
Exhibition  to  be  held  at  Exhibition  Park 
in  January,  1914. 

Illustrated  Are  Some  of  Our  New  Easy  Chairs 


No.  686.    Deep  Spring  Edge  Seat,  Silk  Floss  No.  687.    Spring  Seat.    Quarter  Cut  Oak. 

Cushion.    Pillow  Spring  Back. 


Manufacturers  of     Imperial"  Steel  Couches. 
HERCULES'*  Bed  springs.      Importers  and  Jobbers  of  Furniture 
Coverings  and  Upholstered  Supplies. 


Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Head  Office  and  Factory:  TORONTO,  ONT. 
Factories  also  at :  UXBRIDGE,  MONTREAL  and  WINNIPEG 
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Our  First  Christmas  Greetings 
To  the  Canadian  Furniture  Trade 

WE  take  the  opportunity — the  first  one  we  have  ever 
had — to  exchange  Christmas  Greetings  with  the 
Trade.  Although  we  have  been  in  business  but  a  brief 
period,  the  numerous  friends  we  have  made  among 
Retailers  is  an  excellent  testimony  to  the  desirability  of 
our  line  of 

Furniture 

This  is  deeply  gratifying  to  us,  and  will  be  a  great 
incentive  to  us  to  increase  the  popularity  of  our  line  during 
the  coming  year. 

Our  designs  are  both  new  and  up-to-date,  and  you  should 
not  fail  to  see  them  at  the 

Toronto  Furniture  Exhibition,  January  12-24 


We  desire  to  state  that  we  have  absolutely  no  connection 
with  another  furniture  concern  in  Welland  who  are  ship- 
ping direct  to  the  consumer.  We  appreciate  the  splendid 
support  given  us  by  the  furniture  trade  since  our  establish- 
ment a  few  months  ago,  and  assure  the  trade  that  "  we  do 
not  ship  direct.  " 


Quality  Furniture  Makers,  Limited 

"  Upholstered  Furniture  of  the  Better  Class  " 

WELLAND  CANADA 


Upholstered 
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Awaiting  Your  Inspection 


extend  to  the  Furniture  Trade  a  hearty  invitation  to 
see  our  showing  of  high  grade  furniture  at  the  Toronto 
Furniture  Exhibition,  January  1  2-24,  1914. 


We  manufacture  a  complete  line  of 

Bedroom  Furniture 

Circassian  Walnut,  Mahogany 
Quartered  Oak  and  Gum  Finishes 

Parlor  and  Library  Tables,  Parlor  and  Music 
Cabinets,  Writing  Desks  and  Wardrobes 

You  should  not  fail  to  see  our  display 


E  take  this  opportunity  of  wishing 
you  the  Season's  Greetings  and 
hope  that  the  year  1914  will  bring  you 
additional  Happiness  and  Prosperity. 


Malcolm  &  Souter  Furniture  Co. 


Hamilton 


Ontario 


Limited 
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Special 
Attention 


kWING  to  iucreased  business  we  have 
found  it  necessary  to  move  to  larger 
and  better  equipped  premises,  and  we 
now  invite  buyers  to  visit  us  in  our  new 
and  up-to-date  quarters.  Our  present 
factory  affords  greater  facilities  for  turn- 
ing out  more  and  better  goods,  and  in 
our  show  room  is  a  full  range  of  Upholstered  Furniture,  including: — Dining  Room  Chairs,  Den 
Sets,  Library  Sets  in  Leather,  Divanettes. 


Duofolds, 
Pullman 
Davenports 

and 

Couches 


WE  specialize  in  the  manufac- 
ture of  these  three  latter 
lines  and  have  earned  the  repu- 
tation of  turning  out  the  most 
rapid  selling  and  profitable  Duo- 
folds,  Pullmans  and  Couches  on 
the  market.  You  should  try  a 
few  on  your  floors  and  watch  them 
move  quickly. 


NOTE. — Our  new  catalogue  will  he  ready  shortly  and  will  he  sent  free 
to  any  address  on  application.     Write  for  it  now. 

The  Montreal  Upholstering  Company 

Wholesale  Manufacturers  of  Upholstered  Goods 

161M613  Clarke  Street  -  -  MONTREAL 
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January  Furniture  Exhibition 

Mark  the  Dates 

Toronto,  January  12th  to  24th,  1914 


Over  112,000  Already 
Square  Feet  -^'■Vr'-;.^,,,^^^  f>>"»ns 

Floor  Space  Over  80,000 


Government,  Transportation  and  Horticultural  Buildings 

Intensely  Interesting  Furniture  Exhibits 

These  three  large  and  airy  buildings  have  been  secured. 
Abundance  of  light  will  make  inspection  of  the  different 
displays  a  pleasure  while  your  comfort  is  assured  in  sufficiency 
of  heat  and  ventilation.  Situated  close  together,  progress 
from  one  building  to  another  may  be  made  without  contact 
with  the  weather.  Street  car  accommodation  from  any 
section  of  the  city  to  the  grounds  may  be  had  by  securing 
a  transfer  to  Dufferin  Street  from  King. 

The  spacious  W.  C.  T.  U.  dining  halls  in  the  basement 
of  the  Government  building  will  be  open  during  the  day. 
Meals  will  be  served  without  necessitating  a  journey 
up  town. 

See  the  next  issue  of  The  Furniture  World 
for  a  complete  list  of  exhibitors. 

You  can't  af^ford  to  miss  the  Toronto  Furniture  Show 

Canadian  National  Exhibition  Association 

Temporary  Address — 163  Dufferin  St.,  Toronto,  Ont. 

COMMITTEE  IN  CHARGE 

J.  C.  Mundell.  J.  C.  Mundell  &  Co.,  Elora,  Ont.  Geo.  L.  Gardiner,  Ideal  Bedding  Co.,  Lim'ted,  Toronto,  Ont. 

James  Malcolm,  Andrew  Malcolm  Furniture  Co.,  Limited,  H.  D.  Lanz,  Toionto  Furniture  Co.,  Limite ' ,  Toronto,  Ont. 

Kincardine,  Ont.  J.  W.  Abbott,  Kindel  Bed  Co.   Limited,  Toronto,  Ont. 
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Retailers'  Conference  It  is  to  be  hoped  that  during 
at  Exhibitions.  one  or  more  of  the  furniture 

exhibitions  which  are  to  be 
held  in  January  next,  an  effort  will  be  made  to  set 
apart  some  specified  time  when  the  different  interests 
in  the  trade — manufacturers,  travellers  and  retailers 
— can  get  together  and  discuss  concrete  matters  affect- 
ing the  general  welfare  of  the  furniture  business. 

The  want  of  it  was  distinctly  felt  in  Berlin  when 
the  last  exhibition  was  being  held  there. 

No  one  was  to  blame  for  provision  not  having  been 
made,  for  the  simple  fact  that  no  one  probably  thought 
of  the  idea  until  groups  got  together  in  hotel  corridors 
at  night  and  discussed  matters  appertaining  to  the 
trade. 

Unfortunately  the  retail  furniture  dealers  have  no 
organization,  but  that  should  not  be  an  insurmountable 
obstacle.  All  that  needs  to  be  done  in  the  meantime 
is  for  the  manufacturers  Avho  are  promoting  the  exhi- 
bitions to  set  apart  a  suitable  time  during  which  the 
representatives  of  the  different  branches  of  the  furni- 
ture business  can  be  brought  together — even  though  it 
only  be  for  a  round  table  talk. 

The  time  and  place  might  also  be  suitable  for  launch- 
ing a  retail  furniture  dealers'  association. 

Think  over  it. 

Give  attentio7i  to  your  -wivdow  displays  and 
cusiomerz  will  give  attention  to  your  store. 

Gift  Departments  He  who  in  the  furniture  trade 
for  the  Holiday  Trade,   would  secure  a  share  of  the 

Christmas  holiday  business, 
must  make  a  special  effort  to  do  so. 

Probably  one  of  the  best  ways  of  doing  this  is  to 
first  of  all  fix  up  a  gift  department,  selecting  for  that 
department  such  lines  as  may  be  considered  the  best 
sellers  during  the  holiday  season. 

The  next  move  should  be  to  run  a  series  of  attractive 
window  dis[)lays  illustrative  of  the  lines  that  are  suit- 
able for  holiday  gifts.  These  displays  should  be 
changed  at  least  once  a  week ;  in  the  larger  towns  and 
eitie.s,  oftener. 

Don't  try  to  crowd  every  line  into  one  display,  It 
will  confuse. 


The  next  thing  on  the  programme  should  be  a 
judicious  use  of  jirinters'  ink  in  the  way  of  pointed 
advertisements  in  local  newspapers.  If  in  addition  to 
this,  personal  letters  and  circulars  and  illustrated 
folders  are  sent  out,  so  much  the  better. 

A  little  extra  efl'ort  will  always  produce  a  little 
better  result. 

Christmas  holiday  trade  without  advertising 
would  be  like  an  automobile  minus  a  fourth 
wheel. 

A  Selling"  It  is  the  dealer  who  does  some- 

Scheme  that  thing  in  a  way  different  from 

Worked.  that  of   his   competitor  that 

bulks  largest  in  the  public  eye. 
A  dealer  in  a  western  town  recently  conceived  the 
idea  of  offering  prizes  to  adults  and  children  who 
could  collect  and  bring  to  his  store  within  a  given 
time  the  largest  number  of  the  firm's  advertisements, 
new  or  old. 

The  first  prize  was  a  bookcase  with  desk  section. 
The  others  were  dolls  running  in  value  from  $6.50  down. 
While  the  contest  was  on,  these  prizes  were  displayed 
in  one  of  the  windows  of  the  store,  and  attracted  a 
great  deal  of  attention. 

Another  window  was  set  apart  for  displaying  the 
bundles  of  ads  which  were  brought  in  day  after  day. 
In  this  window  were  cards,  one  of  which  read:  "It 
pays  to  read  our  ads.  You  may  not  get  a  prize,  but 
you  always  get  a  bargain."  Still  another  read: 
"Watch  the  pile  grow." 

Such  a  contest  could  probably  only  be  carried  on 
successfully  in  a  town  in  which  one  or  more  daily 
papers  are  published.  At  the  same  time,  however, 
resourceful  dealers  may  be  able  to  api^ly  the  scheme 
in  some  way,  even  should  they  be  without  a  local 
daily  paper. 

A  resourceful  man  is  usually  able  to  find  a  way  when 
he  has  the  will  to  do  so. 

One  thing  a  scheme  like  this  does,  and  that  is  to 
advertise  the  firms  advertising. 

More  can  be  learned  i?t  one  day  from  a  furni- 
ture exhibitio?i  than  can  be  acquired  in  any 
other  way  in  a  year. 


An  Injudicious 
Dealer. 


When     a     manufacturer  is 
caught  selling  direct  to  a  con- 
sumer the  average  furniture 
dealer  usually  enters  a  protest.    It  is  only  right  that 
he  should  do  so. 

But  once  in  aAvhile  The  Furniture  World  learns  of 
cases  in  which  a  retailer  is  a  participant  in  the  un- 
businesslike practice. 

We  came  across  a  case  quite  recently  which  proves 
this.  In  ihis  particular  instance  the  dealer  had  given 
the  head  of  a  faioily  who  had  been  residing  in  his 
locality  fa  summer  resort")  an  order  on  a  furniture 
factoiy  located  in  his  (the  summer  resident's)  home 
town. 

It  was  a  very  kindly  thing  for  him  to  do,  particu- 
larly as  the  summer  resident  had  purchased  from  him 
(inite  a  little  cottage  furniture  during  the  season. 

But  it  was  hardly  kindly  to  the  furniture  dealers 
who  did  business  in  the  summer  resident's  home  town. 
As  a  matter  of  fact  it  was  decidedly  unkindly.  It  was 
taking  business  away  from  them. 

But  the  evil  did  not  end  there.  It  furthermore 
started,  in  all  probability,  the  consumer  on  a  way  of 
buying  that  it  is  safe  to  say  he  will  follow  every  time 
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he  possibly  can  when  be  needs  a  new  line  of  furnitui'e, 
whether  it  be  a  drawing-room  suite  or  a  kitchen  table. 

Possiblj'  this  particular  dealer  did  not  realize  the 
import  of  his  action,  but  whether  he  did  or  not,  the 
action  was  none  the  less  injudicioiis. 

The  f^irnihire  dealer  has  as  much  right  to  a 
share  of  the  Christmas  holiday  trade  as  any 
other  dealer.  It  unll  ?iot,  however,  come 
unless  it  is  called. 

Furniture  It  is  better  to  prevent  dissatis- 

Inspection  faction  than  to  have  a  thou- 

Before  sand  and  one  ways  of  mollify- 

Delivery.  ing  a  customer  after  trouble 

has  arisen.  In  practice  this 
fact  is  realized  by  a  good  many  furniture  dealers. 

The  trouble  with  a  piece  of  furniture  is  that  if  some 
defect  should  be  discovered  aft^r  it  has  been  delivered 
it  cannot  be  put  in  the  purchaser's  pocket  and  re- 
turned to  the  dealer  for  inspection  and  correction. 

In  some  instances  customers  have  been  known  to 
bear  with  the  defect  i)i  a  piece  of  fiirniture  rather  than 
be  put  to  the  inconvenience  of  returning  it  or  employ- 
ing someone  to  come  in  and  repair  it  on  the  spot. 

But  they  never  forget  to  mark  it  up  against  the 
dealer  from  whom  the  fiirinture  was  purchased. 

Many  dealers  make  it  a  rule  not  to  deliver  a  piece  of 
furniture  until  it  has  been  thoroughly  examined.  But 
occasionally  dealers  are  discovered  who  are  not  as 
particular  in  tliis  respect  as  they  should  be.  The  result 
is  that  now  and  then  they  get  into  bad  odor  with 
customers. 

Sometimes  the  casters  do  not  fit  well  or  are  not  all 
alike.  In  other  instances  the  sides  of  beds  do  not  fit 
well  into  their  sockets.  Bad  fitting  drawers  is  also 
another  occasional  cause  of  complain. 

If  a  system  of  inspection  was  emj>loyed  in  the  store 
practically  all  complaints  of  this  kind  would  be  pre- 
vented. If  a  complaint  did  occasionally  come  in,  the 
system  of  inspection,  if  as  complete  as  it  should  be, 
Avould  enable  the  proprietor  to  discover  if  a  proper 
examination  had  been  made  before  delivery  was  made. 

Every  dealer  is  quite  capable  of  working  out  a  sys- 
tem- of  inspection  that  will  comply  Avith  the  require- 
ments of  his  own  business  if  he  will  only  undertake  the 
task  of  doing  so. 

Confidence  is  such  an  important  factor  in  the  furni- 
ture trade  that  no  dealer  can  atTord  to  overlook  any 
detail  in  his  business  that  may  endanger  it. 

.Santa  Clans  doesn't  add  much  to  the  bank 
account  of  dealers  who  make  little  or  no  effort 
to  cater  to  the  Christmas  holiday  trade. 

Confer  with  The  value  of  staff  conferences  is 

the  Clerks.  gradually  becoming  more  widely 

recognized.  Among  manufactur- 
ing and  wholesale  establishments  there  are  to  be  found 
but  few  who  do  not  hold  them  periodically.  The  largest 
and  most  successful  would  feel  that  the  machinery  of 
their  organization  had  slipped  a  cog  or  two  if  they  were 
to  alloAv  the  time  to  pass  without  holding  their  regular 
conference. 

If  these  conferences  are  not  actually  as  breath  to 
the  business  body  they  are  certainly  great  sources  of 
inspiration. 

Those  who  participate  in  conferences  of  this  kind 
learn  not  only  how  difficulties  have,  been  overcome  and 
how  sales  have  been  made,  but  new  ideas  are  revealed 
and  plans  developed. 


If  these  conferences  are  a  good  thing  for  the  large 
business  enterprises  they  ought  to  be  equally  so  for  the 
organizations  in  the  retail  store. 

The  Wise  Man  said  that  "in  multitude  of  counsellors 
there  is  safety."  It  does  not  require  much  of  a  stretch 
of  thp  imagination  to  apply  the  principle  therein  enun- 
ciated to  business  affairs.  The  more  heads  that  are 
brought  together  in  consultation  in  regard  to  business 
methods  the  more  ideas  will  there  be  brought  out  and 
the  greater  wisdom  will  ther-i  be  manifested. 

When  staff  conferences  are  to  be  held,  everyone  who 
is  to  participate  comes  prepared  to  reveal  a  difficulty 
or  advance  an  idea,  the  discussion  of  which  cannot  but 
be  in  the  general  interest  of  the  business.  Even  if  the 
business  is  so  small  that  only  one  clerk  is  employed,  a 
conference  at  regular  periods  will  be  found  beneficial. 
Let  it  be  out  of  business  hours,  when  outside  influences 
are  unlikely  to  obtrude.  Around  the  dinner  or  supper 
table  is  not  a  bad  place  to  meet.  A  meal  helps  to  banish 
diffidence  and  loosen  the  tongue. 

With  the  Christmas  holiday  season  approaching  the 
time  for  beginning  conferences  of  this  kind  would  be 
most  opportune. 

Nearly  all  clerks  have  ideas  on  window  dressing,  ad- 
vertising and  storekeeping  methods  generally.  Encour- 
age them  to  express  them.  Those  who  apparently 
haven't  any  ideas  should  be  incited  t.)  cultiA^ate  them. 
Prepare  beforehand  pointed  questions  for  their  con- 
sideration. 

Do  not  confine  the  conferences  to  clerks.  Take  in 
employees  of  all  kinds.  Even  the  message  boy  may 
have  discovered  a  loose  screw  somewhere  in  the  organ- 
ization. And  even  \f  he  has  not  discovered  aiiy  loose 
ones  he  may  possibly  know  where  a  screw  might  be 
with  advantage  put  in. 

In  multitude  of  counsellors  there  is  wisdom,  ideas 
and  possibilities  unthought  of. 

Retailers  who  ignore  furniture  exhibitions 
miss  great  opportunities  for  securing  a  liberal 
education . 


Special  Sales 
Limited  by  Law, 


In    Denmark    merchants  are 
precluded  from  holding  more 
than  two  clearing  sales  a  year, 
except  in  certain  oases,  such  as  failures,  for  example. 

Its  object  is  to  put  a  stop  to  the  itinerant  bankrupt 
stock  merchant  who,  in  that  country,  as  well  as  in 
Canada,  works  much  evil  to  the  regular  local  dealer. 

It  is  possible,  however,  that  the  cure  may  be  worse 
than  the  disease. 

As  long  as  a  regular  merchant  conducts  his  special 
sales  on  legitimate  and  honest  lines  he  should  be  at 
liberty  to  do  so.  It  will  be  soon  enough  for  the  law 
to  interfere  when  there  is  manifest  misrepresentation 
or  when  dishonest  methods  are  employed. 

Whenever  a  law,  good  and  all  as  its  intent  may  be, 
trespasses  upon  the  liberty  of  the  people  in  the  fol- 
loAving  of  their  rightful  vocations  it  is  far  better  that 
it  should  not  exist  at  all. 

People  in  Canada  who  are  inclined  to  squint  at  the 
hnsiness  laws  of  Germany,  Denmark  and  other  contin- 
ental Enropean  countries,  would  do  well  to  bear  these 
facts  in  mind. 

I  would  we  were  all  of  one  mind  and  one 
mind  Jgood. 

—Shakespeare. 
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Eliminating  the  Retail  Furniture  Dealer 


THE  action  of  Quality  Beds,  Limited,  in 
eliminating  the  retail  furniture  dealer 
from  tlieir  method  of  distribution  may 
have  a  nine-days'  interest  for  those  in  the  trade, 
but.  outside  those  in  Welland  and  its  vicinity, 
it  is  not  likely  to  cause  much  perturbation. 

Economically,  it  is  unsound,  and  consequently 
is  not  likely  to  become  general  among  furniture 
manufacturers. 

Manufacturing  has  been  defined  as  "the 
transformation  of  a  given  product  into  new 
commodities." 

.  Quality  Beds  have  arrogated  to  themselves 
the  function  of  retailing  as  well  as  that  of  manu- 
facturing. This  may  be  possible  in  certain 
commodities  whieli  can  be  conveniently  dis- 
tributed through  the  mails.  But  brass  beds  and 
mattresses  cannot  be  so  distributed,  and  the 
Postmaster-General,  in  framing  the  regulations 
for  the  parcel  post  system,  which  he  has  prom- 
ised for  early  in  the  New  Year,  is  as  likely  to 
provide  for  the  mailing  of  elephants  as  he  is  the 
articles  which  Quality  Beds  and  other  furniture 
manufacturers  turn  out  of  their  factories. 

A  local  trade  Quality  Beds  may  be  able  to  do, 
but  it  seems  to  us  the  wider  the  ramifications 
they  attempt  the  more  difficult  of  accomplish- 
ment Avill  it  be. 

The  wider  the  distribution  desired  the 
greater  is  the  need  of  the  retailer's  assistance 
and  co-operation. 

Manufacturers  who  have  eliminated  the  or- 
dinary retailer  from  their  method  of  distribu- 
tion have  created  a  retail  distribution  organiza- 
tion of  their  own.  In  other  words,  they  have 
established  a  chain  of  retail  stores  reaching  far 
and  Avide.  Such  stores  as  these  are  to  be  found 
in  Great  Britain,  the  United  States  and  Canada. 
But  that  is  not  shipping  from  the  factory  direct 
to  consumer,  as  Quality  Beds  propose  to  do.  It 
is  recognizing  in  a  most  substantial  way  the 
strong  position  the  retailer  occupies  as  a  factor 
in  the  distribution  of  factory  products. 

In  the  furniture  trade  the  natural  order  of 
distribution  is  from  manufacturer  to  retailer 
and  from  retailer  to  consumer.  To  attempt  to 
eliminate  the  intermediary  factor  is  to  attempt 
the  unnatural. 

If  by  the  process  of  eliminating  the  retailer 
the  cost  of  distribution  could  be  cut  down  in 
order  that  the  consumer  might  secure  his  furni- 
ture at  a  lower  price  the  poor  retailer,  in  the 
martyr  spirit,  would  have  to  "grin  and  bear 
it,"  and  look  for  a  line  of  business  in  which  he 
could  engage  without  being  accounted  an  evil 
instead  of  a  blessing. 

But  eliminating  the  retailer  does  not  reduce 
the  cost  of  distribution.  It  increases  it.  It  is 
true  the  retailer  gets  a  profit  on  the  furniture 
he  buys  from  the  manufacturer  and  sells  to  the 
con.sumer.  But  the  cost  of  getting  small  ship- 
ments from  factory  to    individual  consumers 


would  be  much  heavier  than  to  retailers  direct. 
The  latter  buy  in  quantities ;  the  former  in  small 
lots.  Then  it  also  follows  that  with  a  multi- 
plicity of  small  accounts  must  also  come  a 
higher  percentage  of  accounting  costs. 

A  manufacturer  cannot  do  a  retail  business 
at  manufacturer's  cost. 

Still  another  thing  to  be  borne  in  mind  is  the 
eft'ect  the  elimination  of  the  retailer  has  upon 
capital.  The  longer  stock  is  kept  on  hand, 
whether  it  be  in  the  factory  or  in  the  store,  the 
greater  is  the  strain  upon  capital.  It  is  for  that 
reason  that  quick  turnover  of  stock  at  a  mod- 
erate profit  is  more  desirable  than  slow  turn- 
over at  a  large  profit.  Everj^  time  the  retailer 
takes  a  line  of  goods  into  stock  he  is  to  that 
extent  relieving  the  manufacturer  on  his  cap- 
ital account.  In  oth?r  words,  the  burden  of 
capital  is  transferred  from  the  shoulders  of  the 
manufa(?turer  to  those  of  the  retailer. 

A  eompanjr  manufacturing  a  line  of  goods 
like  that  of  Quality  Beds  may  be  able  to  extend 
its  selling  organization  through  the  distribu- 
tion of  catalogues.  But,  taking  furniture  gen- 
erally, there  are  few  consumers  who  Avill  care  to 
buy  through  catalogues. 

The  average  person  bnying  a  suite  of  furni- 
tui'e  Avants  to  see  it  on  Ihe  floor  of  a  store  or 
show  room.  Some  women  would  just  as  soon 
think  of  buying  a  stylish  hat  from  an  illustrated 
advertisement  as  a  suite  of  furnitiare  from  a 
catalogue. 

Business,  to  be  carried  on  scientifically  must 
be  carried  on  co-operatively.  This  is  the  i^rin- 
ciple  that  characterizes  all  large  manufacturing 
plants.  One  group  of  men  or  one  department 
does  one  thing,  another  does  something  else, 
and  so  on  until  the  product  passes  out  at  the 
shipping  door  finished  and  ready  for  the 
market. 

In  the  distribution  of  furniture  the  co-opera- 
tion of  the  retailer  is  necessary.  The  retailer 
is  the  final  step  in  distribution.  He  is  close  to 
th!>  consumer.  He  meets  him  face  to  face, 
shakes  his  hand,  leads  him  about  the  floor  of 
his  store  and  by  the  influence  of  his  personality 
often  itiduces  him  to  buy  furniture  which  he 
did  not  enter  the  store  for  the  purpose  of  pur- 
chasing. 

No  manufacturer  can  successfully  sell  his 
products  by  machinery.  Personality  is  too 
sti'ong  a  factor  to  be  eliminated.  Furniture 
manufacturers  who  assay  to  leave  the  retailer 
out  of  consideration  in  their  plan  of  distribution 
are  eliminating  personality,  unless  in  their  plan 
they  in  some  way  provide  for  the  influence  of 
the  human  factor. 

Men  who  live  iinto  themselves  in  business  are 
no  more  likely  to  make  a  success  of  it  than  are 
those  who  in  the  social  affairs  of  life  attempt 
to  do  so. 
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New  Era  in  Canadian  Furniture  Exhibitions 


Educational  Furniture    exhibitions  in 

Value  of  Furni-  Canada  are  becoming  more 
ture  Exhibitions,  and  more  important  sim- 
ply becaiise  the  furniture 
manufacturing  industry  is  gradually  expanding 
and  assuming  a  higlier  place  in  the  industrial 
life  of  the  Dominion. 

There  are  in  Canada  172  establishments  mak- 
ing furniture,  whose  output,  according  to  the 
census  of  1911,  was  valued  at  $12,369,366,  an 
increase  of  over  $3, 365, 000,  compared  with  the 
statistics  of  1906.  This  is  an  increase  of  about 
37  per  cent,  in  the  output  of  the  furniture  fac- 
tories of  Canada  in  the  five-year  period. 

But  it  is  not  alone  in  its  statistical  relation- 
ship that  the  furniture  industry  of  Canada  has 
developed.  Its  development  has  been  just  as 
marked  in  regard  to  style  and  quality. 

The  residt  of  this  development  is  that  the 
furniture  manufacturing  industry  of  Canada  is 
gradually  becoming  more  self-contained.  Fur- 
niture dealers  still  go  abroad  for  certain  lines, 
but  there  is  not  now  the  same  necessity  for  do- 
ing so  as  there  formerly  was.  In  medium- 
priced  furniture  pai-ticularly  the  manufacturers 
of  Canada  are  as  a  rule  turning  out  an  ex- 
tremely nice  line  of  goods.  One  could  scarcely 
wish  for  anything  better. 

It  is  true  our  imports  of  furniture  are  in- 
creasing. During  the  last  fiscal  vear  they 
aggregated  $2,853,247,  of  which  "  $2,753,568 
worth  were  from  the  United  States.  During 
the  fiscal  year  ending  March  31,  1912,  the  total 
from  all  countries  was  but  $1,750,698.  But  that 
does  not  alter  the  fact  that  the  home  manufac- 
turers are  gradually  absorbing  a  larger  propor- 
tion of  the  home  trade. 

And  they  w'ill  absorb  more  as  they  put  forth 
efforts  to  impress  the  retail  trade  and  the  pub- 
lic with  the  merits  of  the  Canadian-made 
article. 

Value  for  Those  To  visit  a  furniture  exhibi- 
Who  Have  Eyes  tion  with  one's  eyes  and 
to  See.  ears  open  is  to  obtain  a  lib- 

eral education.  During  the 
next  furniture  exhibition  period  the  facilities 
for  securing  this  liberal  education  will  be 
greater  than  ever. 

"We  h.ave  reached  a  period  when  furniture 
exhibitions  in  Canada  will  make  a  decided  for- 
ward movement. 

A  marked  advance  was  made  in  January  of 
last  year  by  the  exhibitions  in  Berlin,  Water- 
loo and  Stratford. 

If  the  arrangements  which  are  now  being 
made  for  the  exhibitions  in  January  next  meet 
with  the  success  to  which  they  are  entitled  it 
may  be  taken  for  granted  they  will  be  better 
than  those  held  in  January  last.  One  thing 
may  be  taken  for  granted,  and  that  is  that  with 
experience  will  come  better  facilities. 

If  the  Weather  Clerk  is  only  more  amenable 


to  reason  than  he  was  when  the  exhibitions 
were  held  at  the  beginning  of  the  present  year 
we  need  have  no  fear  for  the  success  of  the 
coming  exhibitions  in  the  three  Ontario  towns, 
which  have  done  the  pio:''eer  work  in  the  way 
of  furniture  exhibitions. 

But  in  addition  to  the  exhibitions  in  Strat- 
ford, Berlin  and  Waterloo,  there  will  also  be 
an  exhibition  at  Toronto,  the  use  of  three  build- 
ings at  the  Industrial  Association's  grounds 
having  been  secured  for  the  purpose.  The 
promoters  of  the  exhibition  to  be  held  in  Toron- 
to have  been  at  work  upon  the  scheme  for  some 
months,  and  they  are  assured  of  a  representa- 
tive display  of  Canadian-made  furniture. 

A  Great  With  all  these  exhibi- 

Opportunity.  tions   open   for  their 

inspection  the  dealers 
of  Canada  have  certainly  an  advantage  of 
gathering  information  such  as  they  never  pos- 
sessed in  the  same  degree  before. 

It  may  well  be  sail  that  the  exhibitions 
which  are  to  be  held  at  the  above  enumerated 
points  in  January  next  will  mark  an  era  in  the 
historj^  of  the  furniture  industry — an  era  of 
distinct  advancement. 

With  all  places  at  which  exhibitions  are  to  be 
held  within  a  two  or  three  hours'  ride  of  each 
other,  retail  dealers  ought  to  find  no  difficulty 
in  visiting  each. 

No  one  exhibition  will  possess  either  all  the 
merits  or  all  the  individualism  of  makes  and 
styles  of  furniture. 

There  will  be  displays  at  each  which  will  not 
be  duplicated  at  any  other. 

The  consequence  of  not  visiting  all  may  be 
the  mis.sing  of  a  line  to  see  which  might  be  of 
the  utmost  importance. 

And  then  the  benefits  that  accrue  from  visit- 
ing a  furniture  exhibition  are  not  confined  to 
the  information  that  may  be  obtained  about 
the  lines  that  are  displayed.  There  is  the 
human  interest  side  to  be  considered.  There 
are  the  possible  acquaintanceships  to  be  made 
with  heads  of  manufacturing  firms,  with  tra- 
vellers and  with  fellow  retailers  who,  from  one 
end  of  the  Dominion  to  the  other,  foregather  at 
furniture  exhibitions. 

Railway  fares  and  hotel  bills  may  be  saved 
by  remaining  away,  but  the  amount  thus  saved 
will  reimburse  no  dealer  for  that  which  he  will 
lose  by  non-attendanc 

As  a  matter  of  fact  Avide-awake  furniture 
dealers  have  discovered  that  the  money  spent 
in  visiting  a  furniture  exhibition  is  an  invest- 
ment, not  an  expenditure. 

At  Toronto  the  dealer  will  have  the  privil- 
ege of  seeing  a  grouped  exhibition.  At  Berlin, 
Waterloo  and  Stratford  he  will  have  the  privil- 
ege of  seeing  a  display  in  each  factory  and  the 
process  of  manufacturing  of  various  descrip- 
tions of  furniture. 
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The  1914  Canadian  Furniture  Exhibitions 

Great  preparations  under  way  to  make  the  January  displays  the  most  attrac- 
tive groupings  ever  brought  together  in  Canada— Berlin-Waterloo,  Strat- 
ford and  Toronto  in  the  field  this  year— Enthusiasm  the  keynote  of  success. 

BERLIN-WATERLOO  EXHIBITION 


The  enthusiasm  manifested  by  the  furniture  manu- 
facturers of  Berlin  and  Waterloo  in  regard  to  the  big 
furniture  exhibition  to  be  held  in  the  twin  cities  next 
January  is  catching,  and  as  time  goes  by  the  numbers 
of  manufacturers  interesting  themselves  in  making  the 
exhibition  a  success  is  increasing.  All  of  the  twenty 
odd 'factories  of  Berlin  and  Waterloo  will  make  dis- 
plays, and  a  number  of  outsiders  have  contracted  for 
space  in  the  exhibition  hall. 

Secretary  J.  P.  Scully  is  a  busy  man  these  days, 
licking  the  many  details  into  shape.  At  a  recent  meet- 
ing of  the  manufacturers'  exhibitors'  committee  a 
number  of  proposals  put  forward  by  the  members  were 
considered  and  a  definite  line  of  action  laid  down 
which  will  make  the  1914  furniture  exhibition  at  Berlin 
the  greatest  ever. 

As  last  year,  E.  0.  AVeber,  of  the  Waterloo  Furniture 
Co.,  has  been  elected  chairman  of  the  committee  having 
the  exhibition  arrangements  in  charge,  and  he  will  be 
assisted  by  C.  A.  Richardson,  Berlin  Furniture  Co. ; 
H.  M.  Snyder,  Snyder  Bros.;  H.  Lippert,  Lippert 
Furniture  Co. ;  R.  Krug,  Krug  Bros. ;  M.  Bramley,  J.  B. 
Snyder  &  Co.  This  committee  has  power  to  add  to 
their  number  and  they  intend  taking  into  their  counsel 
all  their  brother  manufacturers  of  both  Waterloo  and 
Berlin. 

The  date  of  the  exhibition  is  set  for  the  week  begin- 
ning Monday,  January  17  next,  and  it  would  be  well 
for  all  furniture  dealers  and  buyers  to  wait  for  this 
exhibition,  and  see  the  newest  things  before  deciding 
what  they  will  do. 

The  displays  of  goods  made  by  outside  factories  will 
be  laid  out  and  shown  in  the  old  Williams,  Greene  & 
Rome  building,  a  fine  large  structure  near  the  heart 
of  the  city,  convenient  for  visitors  to  Berlin.  This 
building  will  give  a  larger  area  of  floor  space  than 


last  year's  exhibition  hall,  and,  besides,  is  well  lighted 
and  heated. 

A  number  of  out-of-town  factories  in  Western 
Ontario  have  already  signified  their  intention  of  show- 
ing at  Berlin  next  January,  but  no  list  has  been  issued 
as  yet.  This  will  be  ])ublished  in  the  next  issue  of  The 
Furniture  World. 

Space  in  the  Exhibition  Hall  is  offered  at  a  very 
lov>^  price — two  cents  a  foot  only  being  asked.  Manu- 
facturers from  outside  points  desiring  to  exhibit  at 
Berlin  should  make  early  application  for  space,  so  as 
to  make  certain  of  the  choicest  location.  A  number  of 
casket  manufacturers  will  exhibit  this  year  at  Berlin, 
and  they,  too,  are  offered  space  in  the  Exhibition  Hall 
at  the  low  rate.  So  many  furniture  dealers  in  the 
smaller  centres  being  engaged  in  the  undertaking  busi- 
ness as  well,  it  was  thought  fit  to  give  the  casket  makers 
a  chance  to  get  into  touch  with  their  customers. 

All  the  furniture  factories  of  Berlin  and  Waterloo 
will  make  exhibits  of  their  goods  in  their  own  show- 
rooms at  their  factories,  though  some  of  them  will  show 
their  new  lines  at  the  exhibition  hall. 

The  arrangements  of  a  year  ago  will  be  greatly  im- 
proved, and  while  the  best  features  of  last  January's 
exhibition  will  be  retained,  the  whole  Avork  of  visiting 
the  exhibition  hall  and  factories  will  be  put  on  a  more 
sj^stematic  basis. 

The  entertainment  committee  is  at  work  devising 
ways  and  means  to  interest  and  amuse  the  visiting 
furniture  retailers,  and  when  they  submit  their  report 
it  will  no  doubt  be  comprehensive  and  give  promise 
of  good  things  in  store. 

A  German  supper  and  smoking  concert  will  be  held 
in  the  Exhibition  Hall  on  Thursday  evening,  January 
20.  Mr.  Weber,  chairman  of  the  Exhibition  Committee, 
will  preside  at  this  function,  and  a  feature  will  be  made 
of  a  series  of  short,  snappy  speeches  by  men  in  the 


Berlin- Waterloo  furniture  exhibition 
hall,  where  the  out-of-town  displays 
will  be  made.  Near  centre  of  city, 
plenty  of  light,  well  heated,  nicely 
located,  lots  of  room. 
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trade,  on  topics  of  interest  to  furniture  men.  The 
municipal  officials  and  Members  of  Parliament  will 
not  do  the  speaking  this  year. 

The  great  advantage  in  visiting  a  furniture  exhibi- 
tion at  a  centre  like  Berlin-Waterloo  is  the  salesman- 
ship opportunities  offered.  There  it  is  possible  for  the 
retailer,  buyer  or  clerk  to  see  the  goods  in  the  actual 
process  of  making — the  kind  of  material  used,  how  the 

S  Now  is  the  accepted  time,  now  is  the  proper  time,  S 
8  to  make  np  your  mind  to  visit  the  Stratford,  Berlin,  8 
8     Waterloo  and  Toronto  furniture  exhibitions.  S 


item  looks  in  construction,  the  kind  of  finish,  etc.  The 
visitor,  too,  sees  the  factory  and  the  men  who  make 
and  are  behind  the  goods,  and  because  of  this  is  enabled 
to  handle  his  customers  in  a  thoroughly  efficient  man- 
ner, knowing,  as  he  does,  all  the  telling  points  about 
the  furniture  line  he  is  handling.  A  visit  to  Berlin 
is  thus  a  strong  course  in  salesmanship. 

The  various  Berlin  and  Waterloo  furniture  factories 
■will  have  many  lines  of  new  goods  to  show,  and  prac- 
tically all  the  goods  displayed  in  the  exhibition  hall 
will  have  at  least  one  or  moro  new  features 

The  visiting  of  the  factories  and  exhibition  hall  will 
be  made  as  convenient  as  possible,  a  number  of  car- 
riages being  reserved  for  members  of  the  furniture 
trade  visiting  the  Berlin  exhibition.  These  vehicles 
Avill  follow  definite  routes,  allowing  visitors  time  to  see 
through  any  particular  factories  and  resume  their  calls 
by  taking  following  carriages  covering  the  same  route. 

The  Hespeler  Furniture  Co..  Hespeler,  Ont.,  have 
during  the  year  added  a  new  showroom  to  their  plant, 
and  will  make  a  display  of  their  varied  lines  there 
during  the  whole  inonth  of  January. 

Both  Berlin  and  Waterloo  are  preparing  to  put  on 
their  best  dress  dTii'ing  the  week  of  the  exhibition,  and 
visitors  to  the  twin  cities  at  that  time  will  see  two  of 
the  liveliest  towns  in  Westeim  Ontario  at  their  best. 

Furniture  manufacturing  is  the  industrial  base  on 
which  these  two  cities  are  built,  and  any  person  con- 
nected with  the  trade  is  recognized  as  an  honored  guest 
by  the  citizens  of  Berlin  and  Waterloo  who  visit  the 
twins  at  that  time. 

If  going  to  market  or  merely  taking  a  week  ofT  to  see 
things,  be  sure  to  put  on  your  calendar  "Berlin-Water- 
loo, January  17,  1914." 

STRATFORD  EXHIBITION 

The  dates  for  the  1914  annual  furniture  exhibition 
at  Stratford  have  been  set  for  next  January.  Opening 
on  the  12th  of  that  month  the  exhibition  will  continue 
for  two  weeks,  closing  on  January  24th. 

Since  the  exhibition  last  January  three  new  factories 
have  been  added  to  the  furniture  industry  in  Stratford, 
and  the  lines  of  these  new  factories  will  be  added  to 
the  list  of  goods  displayed  at  the  exhibition.  These 
new  factories  are  the  Stratford  Bed  Co.,  The  Fanpihar- 
son-GifPord  Co..  and  The  Classic  Furniture  Co. 

The  Stratford  exhibitors  have  secured  the  new  build- 
ing of  The  Farfpiharson-Gilford  Co. — A  large  brick, 
four-storey  structure,  close  to  the  station,  the  town  and 
the  factory  district — -for  the  coming  exhibition,  and 
every  one  of  the  factories  in  the  classic  city  is  putting 
forth  its  best  efforts  to  make  the  1914  display  the  great- 
est success  in  the  history  of  the  fui'iiiture  trade  in 
Stratford,  and  the  finest  showing  of  furniture  ever  seen 
in  Canada. 


The  list  of  exhibitors  who  will  show  is  made  up  of: — 

George  McLagan  Furniture  Co.,  Ltd. 

Stratford  (Jhair  Co.,  Ltd. 

The  Imperial  Rattan  Co.,  Ltd. 

The  Globe  Wernicke  Co.,  Ltd. 

Stratford  Desks  (^o.,  Ltd. 

The  Stratford  Mfg.  Co.,  Ltd. 

Stratford  Bed  Co. 

The  Farquharson-Gifford  Co.,  Ltd. 

The  Classic  Furniture  Co.,  Ltd. 

Stratford  Brass  Co. 

Frame  &  Hay  Fence  Co. 

By  the  way  the  committee  is  working  there  is  no 
question  at  all  of  the  exhibition  being  an  unqualified 
success. 

The  committee  having  the  matter  of  the  1914  exhibi- 
tion in  hand  are  further  ahead  than  they  were  at  this 
time  a  year  ago  for  the  present  year's  show,  and  while 
they  have  enlarged  the  scope  of  the  exhibition,  the 
added  prograjn  necessary  is  being  well  looked  after. 

The  proximity  to  Berlin — one  hour's  ride  on  the 
train — helps  both  Sti-atford  and  Berlin  in  their  exhibi- 
tions, making  it  possible  and  convenient  for  members 
of  the  trade  to  visit  nearly  35  factories,  besides  the 
exhibit  of  new  goods  in  the  exhibition  halls  in  both 
centres. 

For  progressive  furniture  dealers  this  latter  should 
greatly  help  in  stimulating  buyers  to  make  certain  of 
visiting  these  shows,  and  as  many  dealers  take  stock 
just  at  the  beginning  of  the  year,  they  will  be  in  posi- 
tion to  know  their  requirements  for  1914  in  the  matter 
of  purchasing. 

While  the  social  and  amusement  side  of  the  exhibi- 
tion will  not  be  neglected,  the  business  features  are 
the  strong  attraction.  So  don't  neglect  to  take  in  the 
Stratford  furniture  exhibition  when  visiting  the  furni- 
ture centres  of  Western  Ontario  in  January.  More 
details  of  the  arrangements  will  be  announced  next 
month. 

TORONTO  EXHIBITION 

The  Canadian  Furniture  Exhibition  Association, 
recently  organized,  are  planning  to  hold  a  two-weeks' 
display  of  Canadian-made  furniture  at  Toronto,  and 
have  secured  for  this  purpose,  at  a  very  low  rental, 
the  use  from  that  city  of  three  of  the  largest  buildings 
on  the  Toronto  Exhibition  grounds.  The  committee  in 
charge  have  circularized  the  manufacturers,  asking 
their  co-operation,  and  the  amount  of  success  achieved 
depends  a  great  deal  on  how  the  manufacturing  inter- 
ests lend  their  assistance. 

The  committee  in  charge  of  this  exhibition  state  in 
their  circular  that  it  must  be  realized  that  furniture 
exhibitions  in  Canada  have  come  to  stay,  instancing 

8  It  will  pay  you  better  to  go  without  a  new  suit  of  8 
8  clothes  than  to  miss  the  furniture  exhibitions  which  8 
8     are  to  be  held  in  January  next.  g 

the  marked  success  and  increasing  attendance  from 
year  to  year  of  the  exhibitions  at  Berlin  and  Stratford. 
Regarding  Toronto's  claims  for  a  furniture  exhibition 
they  point  out  that  city's  advantages. 

These  for  the  dealer  are  that  Toronto  "is  more 
centi-al ;  it  has  the  accommodation;  it  has  the  enter- 
tainment and  recreation  necessary  in  these  streinious 
days;  it  enables  the  buyer  to  transact  other  business  at 
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the  same  time  :  and  because  of  these  that  it  will  warrant 
a  lai-ger  attendance." 

For  the  manufacturer  the  committee  point  out  these 
adA'antages:  "Good  spacious  buildings  to  display 
goods ;  all  exhibitions  practically  under  one  roof,  there- 
by ensuring  the  attendance  of  every  buyer  present; 
samples  after  exhibition  will  not  have  to  be  packed  up 
and  returned,  but  can  be  left  with  local  customer." 

The  three  buildings  selected  for  the  exhibition  are 
the  Government,  Transportation  and  Horticultural 
structures,  which  should  give  ample  space  for  all  manu- 
facturers willing  to  exhibit.  The  exhibition  is  not  to 
be  a  money-maker,  the  promoters  devoting  all  their 
time  and  attention  gratis,  and  bearing  all  expenses  in 
connection  with  the  matter  so  far  themselves.  A 
nominal  charge  of  three  dollars  per  hundred  square 
feet  is  being  made  exhibitors,  to  cover  use  of  buildings, 
heating,  general  lighting,  insurance,  watchman  and 
fireman  .service ;  but  divisions,  partitions  and  special 
lighting  must  be  supplied  by  exhibitors  themselves. 

There  is  a  railway  siding  within  a  hundred  yards  of 
the  buildings,  making  the  cartage  question  a  simple 
one.  So  far  eighteen  manufacturers  have  signified 
their  intention  to  exhibit. 

Among  the  possibilities  in  the  way  of  further  ar- 
rangements are  a  direct  street  car  service  to  the 
grounds;  and  a  dining  hall  where  meals  will  be  served 
at  a  nominal  price,  thus  enabling  buyers  to  spend  the 
entire  day  in  the  buildings  with  the  manufacturers. 

The  proposed  dates  for  the  exhibition  are  from  Janu- 
ary 12  to  24,  and  the  members  of  the  committee  of  the 
Canadian  Furniture  Exhitibition  Association  having 
the  matter  in  hand  are  J.  C.  Mundell,  J.  C.  Mundell  & 
Co.,  Flora;  James  Malcolm,  Andrew  Malcolm  Furni- 
ture Co.,  Ltd.,  Kincardine;  Geo.  L.  Gardiner,  Ideal 
Bedding  Co.,  Ltd.,  Toronto;  H.  D.  Lanz,  Toronto  Furni- 
ture Co.,  Ltd.,  Toronto ;  and  J.  W.  Abbott,  Kindel  Bed 
Co.,  Ltd.,  Toronto.  The  temporary  otfices  of  the  asso- 
ciation are  at  163  Duff'erin  street,  Toronto. 

D.  L.  Shafer,  manufacturer  of  bedroom  boxes,  cabin- 
ets, etc.,  St.  Thomas,  Ont.,  will  make  an  exhibit  of  his 
goods  at  the  Toronto  Furniture  Exhibition  in  January. 


Closing  the  Books 

What  percentage  of  your  sales  is  your  net  profit 
on  each  department  this  year?  Has  your  stock  in- 
creased or  decreased  during  1913?  For  the  amount  of 
capital  involved  are  you  doing  sufficient  business?  Is  the 
percentage  of  net  profit  sufificient? 

These  are  pertinent  questions  which  every  merchant 
should  ask  when  his  annual  statement  is  being  criti- 
cized, as  steps  can  usually  be  taken  to  stop  a  leak 
before  it  is  too  late. 

The  annual  statement  of  a  certain  Canadian  mer- 
chant who  closes  his  books  about  the  end  of  the  yeatr 
appears  somewhat  as  follows,  arranging  the  most 
realizable  assets  first  in  order: 

ANNUAL  STATEMENT 
Assets 

Cash  on  hand  and  in  bank   $  750 

Accounts  receivable    2,800 

Stock  on  hand   16100 

Unearned  and  prepaid  items   400 

Sundry  stocks  of  supplies,  etc   150 

E(iuipment  and  furnishings   900  $21,100 

Liabilities 

Accounts  and  bills  payable   4,835 

Capital -account    $11,500 

Profit  for  year                        4,765  16,265  21,100 


With  a  capital  involved  of  $11,500  at  the  first  of 
the  year,  a  business  of  $33,860  has  been  done,  which 
would  indicate  a  turnover  of  capital  three  times  a 
year.  If  this  can  be  done,  and  a  fair  profit  made  on 
the  turnover,  guarding  against  losses  which  eat  into 
the  profits,  the  business  is  in  a  very  satisfactory  con- 
dition. 

Some  merchants  turn  over  their  capital  four  times 
a  year,  but  as  a  rule,  they  work  on  smaller  margins, 
and  this  will  not  work  out  in  most  businesses. 

Percentages 

Dept.  A— Salaries   $1,500  or  36 . 9  p.c.  of  gross  profit 

Expenses  .  . .     650  or  16  p.c.     of  gross  profit 
Prop.  gen.  exp.  400  or  9 . 84  p.c.  of  gross  profit 
Oross  Profit  $4,065 

Dept.  B— Salaries  .  . .  .$2,800  or  41 .8  p.c.  of  gross  profit 
Expenses  . .  .  1,000  or  14 . 9  p.c.  of  gross  profit 
Prop.  gen.  exp.  600  or  8 . 95  p.c.  of  gross  profit 
Gross  profit   .$6,700 

Dept.  C— Salaries   . .  .  $2,600  or  37 . 14  p.c.  of  gross  profit 
Expenses  . .  1,200  or  17 . 14  p.c.  of  gross  profit 
Prop.  gen.  exp.  400  or  5 . 71  p.c.  of  gross  profit 
Gross  Profit   $7,000 

By  comparing  the  percentages  of  each  expense  item 
with  the  gross  profit  of  each  department  you  will 
notice  that  the  result  is  fairly  satisfactory. 

In  the  case  of  department  "A"  there  was  sold 
$8,560  worth  of  goods  with  a  net  profit  of  $1,515,  6r 
17.7  per  cent. 

In  department  "B"  there  was  sold  $12,300  worth  of 
goods  with  a  net  profit  of  $2,300,  or  18.7  per  cent. 

In  department  ''C"  there  was  sold  $13,000  worth  of 
goods  with  a  net  profit  of  $2,800,  or  21.5  per  cent. 

The  latter  department  shows  the  highest  percentage 
of  net  profit  and  the  lowest  percentage  of  expenses. 
Besides,  the  sales  of  department  "C"  are  the  largest 
in  the  store. 

Sometimes  a  department  will  show  big  sales,  but 
the  expenses  are  so  large  as  to  wipe  out  all  the  gross 
profit.  Then,  again,  the  sales  may  be  small,  but  the 
margin  of  gross  profit  so  large  as  to  take  care  of  all 
expenses  and  still  show  a  good  net  profit. 

A  good  deal  depends  upon  the  nature  of  the  goods, 
the  class  of  help  employed,  the  location  in  the  store 
and  the  space  occiipied. 

If  a  department  should  show  a  loss,  several  things 
must  be  considered: 

Is  it  possible  to  reduce  the  expenses? 

Is  it  possible  to  increase  the  selling  prices? 

Is  it  possible  to  increase  the  volume  of  sales  without 
materially  increasing  the  expenses  so  as  to  make  a 
greater  gross  profit? 

If  none  of  these  things  are  possible,  is  this  depart- 
ment necessary  or  helpful  to  the  busines  in  general, 
and  should  it,  for  that  reason,  be  continued? 


Don't  let  this  talk  about  the  retailer  being  an  unne- 
cessary factor  in  distribution  disturb  your  sleep  o' 
nights.^  Go  right  on  making  yourself  so  useful  to  voui' 
trade  that  they  wouldn't  know  how  to  get  along  with- 
out vou. 


The  money  that  is  invested  in  visiting  a  furniture 
back         IS  like  hread  cast  upon  the  waters— it  comes 
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Collins'  Course  in  Show  Card  Writing 


First  of  a  series  of  articles 
specially  prepared  for  this 
journal. 


Opportunity  to  We  have  just  completed  arrange- 

Master  Card  ments  for  a  series  of  articles  on 

Writing.  show  and  window  card  writing. 

The  man  who  will  prepare  them 
is  one  of  the  most  competent  card  writers  in  Canada, 
and  each  article  will  give  a  lesson  in  the  art  which  is 
now  becoming  so  important  in  every  up-to-date  store. 

Even  those  who  are  fairly  proficient  in  the  art  of 
card  writing  will  find  the  series  helpful,  for  in  card 
writing,  as  in  nearly  everything  else,  no  one  has 
reached  the  point  beyond  which  it  is  not  possible  to 
make  further  advancement. 

To  clerks  the  art  of  card  writing  opens  up  a  field  of 
practically  iinlimited  possibilities. 

The  first  of  the  series  begins  with  this  issue,  and  we 
would  strongly  recommend  that  they  be  carefully 
studied  by  employers  and  employees  alike. 

Those  who  have  not  yet  acquired  facility  in  card 
writing  should  diligentlj'^  apply  themselves  to  the  task 
of  working  out  the  instructions  contained  in  each 
article. 

As  these  series  will  run  for  some  time  everyone  who 
follows  the  course  of  instructions  laid  down  will  soon 
have  acquired  a  fair  measure  of  proficiency. 

The  lessons  will  be  so  plain  and  simple  that  the  ver- 
iest tyro  will  be  able  to  follow  them. 

*    *  * 

The  marvelous  strides  made  in  advertising  in  the 
past  few  years  have  created  a  tremendous  demand  for 
letterers  and  show  card  writers.  That  show  cards  have 
become  a  potential  factor  in  all  retail  stores  is  now 
generally  conceded  by  all  progressive  and  up-to-date 
business  men.  For  windoM'  displays  they  lend  an  air 
of  completeness  akin  to  the  finishing  touches  an 
artist  completes  his  picture  with.   They  are  capable  of 


Fig.  1.— Actual  -size  of  brushes  required. 


saying  "much  in  little,"  and  silently  saying  it  all  the 
time  they  are  on  display.  In  fact  many  merchants 
recognize  show  cards  to  be  as  important  a  part  of  their 
business  as  their  newspaper  advertising  or  the  hiring 
of  proper  help. 

There  are  many  people  who  possess  enough  of  the 


necessary  talent  to  become  very  proficient  in  this  most 
interesting,  fascinating  and  remunerative  art,  if  they 
had  the  opportunity  to  obtain  instruction.  The  demand 
for  good  show  card  writers  far  exceeds  the  supply.  The 
young  man  who  can  letter  and  write  a  neat  and  attract- 
ive show  card  and  price  ticket,  is  not  only  in  a  position 


Fig.  2.— Spread  of  the  brush. 


to  secure  and  hold  a  situation,  but  will  be  able  to  com- 
mand a  better  salary  than  if  he  lacked  these  (jualifica- 
tions. 

This  course  will  give  a  series  of  lessons  so  plain  and 
understandable  that  beginners  will  have  little  difficulty 
in  making  rapid  progress  right  from  the  start.  The 
aim  will  be  the  greatest  possible  advancement  with  the 
least  possible  effort.  The  clerk  or  student  in  card 
writing  has  not  an  abundance  of  time  at  his  disposal, 
therefore  it  is  important  that  the  most  rapid  progress 
be  made.  So  this  course  is  designed  to  assist  the 
student  to  become  proficient  in  the  work  in  the  most 
rapid  manner,  for  "Time  is  the  essence  of  a  card 
writer's  success,"  to  paraphrase  a  legal  sentence. 

Material  Needed 

There  is  little  material  needed  for  beginners,  even 
though  we  shall  aim  to  get  them  started  as  soon  as 
possible  with  actual  work.  For  practice  work  procure 
some  sheets  of  manilJa  wrapping  paper  or  blank  news- 
paper; a  ruler;  pencil  and  good  rubber.  You  will 
require  two  or  three  red  sable  brushes  that  will  work 
nice  and  flat.  These  brushes  are  sized  by  numbers, 
but  unfortunately  there  is  no  standard  and  no  two 
makers  number  of  size  their  brushes  the  same.  You 
will  need  them  to  work  from  one-sixteenth  of  an  inch 
in  width  to  half  or  five-eighths  of  an  inch.  With  a 
little  practice  you  will  be  able  to  manipiTlate  a  brush 
to  work  at  various  widths.  For  example,  the  brush 
with  which  you  can  do  a  %  in.  stroke  you  will  be  able 
to  do  a  Vi  in.  stroke.  Figure  1  shows  the  actual  size 
brushes  you  will  need.    These  will  guide  you  in  mak- 
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Plate  7.— Plain  block  capitals  and  numerals.  How  strokiDg  is  done. 


ing  your  selection.  Do  not  buy  cheap  brushes.  The 
expensive  brushes  work  the  best  and  most  rapidly, 
wear  the  longest,  give  the  best  all  round  satisfaction, 
and  are  by  far  the  cheapest  m  the  end. 

Making  the  Colors 

All  the  colors  you  will  need  for  awhile  is  black.  You 
can  make  a  splendid  jet  black  color  that  dries  quickly, 
flows  freely,  and  leaves  an  intensely  flat,  black  surface. 
Take  shellac,  4  oz. ;  borax  2  oz. ;  water  one  quart,  and 
boil  till  disolved.  Add  2  oz.  gum  Arabic  disolved  in 
hot  water.  (3  or  4  oz.  of  liquid  mucilage  will  answer). 
Add  lamp  black,  about  2  oz.,  and  dissolve  about  a  half 
package  of  black  dye  according  to  directions  on  the 
package,  and  stir  it  into  the  mixture.  Boil  this  for  five 
minutes  and  strain  through  a  coarse  cloth  when  suffi- 
ciently cool  to  handle. 

Styles  of  Letters 

It  is  important  that  the  styles  of  letters  show  card 
writers  should  use  should  be  thoss^  that  can  be  easily 
and  quickly  made,  as  this  v/ill  xijsure  rapidity.  The 
beginner  is  too  liable  to  make  too  fancy  letters  and 
too  fancy  cards.  It  must  be  remembered  that  the 
cards  most  in  demand  to-day  are  those  plain  in  char- 
acter, that  can  be  read  at  a  glance.  They  should  be 
lacking  in  fussiness,  for  the  main  object  of  a  card  is 
to  make  an  announcement.  If  the  card  is  made  too 
artistic,  or  fussy,  or  over  elaborate  in  design,  then  the 
attention  is  detracted  from  the  main  object  of  the  card 
— the  announcement — to  that  of  the  artisticness. 


The  styles  of  letters  shown  in  Plates  7  and  8  are  ex- 
ceptionally good  for  practice  work.  It  can  be  said 
that  these  two  styles  are  the  foundation  of  all  other 
alphabets  or  styles  of  letters.  Any  fancy  letters  used 
are  but  embelishments  of  these.  Capital  letters  are 
known  as  "upper  case,"  and  small  letters  as  "lower 
case."  Names  of  letters  or  different  styles  of  alphabets 
are  hard  to  determine,  as  authorities  differ  on  this 
matter.  However,  the  name  of  a  letter  is  not  so  import- 
ant as  its  proper  formation.  Plate  No.  7  is  called  by 
some,  the  Egyptian  type;  by  others,  the  "Plain  Block." 

For  practice,  take  your  scribbler  or  other  plain  piece 
of  paper,  and  rule  top  and  bottom  lines  about  %  of  an 
inch  apart.  Then  make  the  alphabet  with  single  strokes 
of  your  lead  pencil.  This  is  to  familiarize  yourself 
with  the  formation  of  the  letters.  After  you  are  quite 
sure  of  the  formation,  try  to  make  them  Avith  your 
brush.  Rule  upper  and  lower  lines  about  three  inches 
apart  on  your  manilla  or  other  paper.  Lay  out  roughly, 
with  single  strokes  of  the  load  pencil,  the  letters  you 
wish  to  make.  DO  NOT  la.y  the  letters  out  carefully 
with  the  pencil.  Merely  a  suggestion  of  the  shape. 
The  letters  of  Plates  7  and  8  were  all  made  with  the 
brush  without  one  stroke  of  a  pencil  lay-out,  except  the 
upper  and  lower  ruled  lines.  Take  your  widest  brush 
and  after  dipping  into  the  color  spread  it  out  well, 
as  shown  in  Fig.  2,  turning  it  gently  back  and  forth 
as  you  press  it  down.  This  will  make  it  stay  in  a 
"spread"  shape  or  flat,  which  is  necessary  for  good 
work.  After  dipping  your  brusli  in  color  ahvays  flatten 
or  smooth  it  out  on  a  piece  of  cardboard.    Note  this 
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Plate  8.— Lower  case  alphabet  plain  letters. 
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piece  of  board  in  Fig.  ?>.  Turn  one  edge  of  this  card 
up  about  34  of  an  inch,  and  cut  two  or  three  V-shaped 
notches  in  it  to  lay  the  brushes  in  when  not  in  use. 
This  prevents  them  from  rolling  over  your  work  or 
onto  the  floor.  The  top  of  your  work  table  should 
be  about  level  with  the  bottom  of  your  elbows  Avhen 
you  are  steated  at  woi-k.  This  gives  you  great  freedom 
with  your  arms.  Now  take  the  brush  in  your  hand,  as 
shown  in  Fig.  3,  and  proceed  to  make  the  letters  you 
have  roughly  laid  out  with  the  pencil.  Note  the  arrow 
marks  on  the  alphabets  of  Plates  7  and  These  are 
numbered  in  the  order  the  strokes  are  to  be  made.  A 
quick  movement  is  best  in  making  the  strokes  as  it  not 


Fig.  3.— Materials  and  how  to  begin  work. 


only  gives  you  speed,  but  you  Avill  learn  to  make  a 
straighter  line  than  if  you  made  the  movement  slowly. 
These  letters  were  all  made  with  one  stroke  of  the 
brush.  For  letters  of  this  size,  rest  your  brush  hand 
on  the  other  one,  as  shown  in  Fig.  3.  This  position  has 
many  advantages.  It  gives  j^ou  great  freedom  of  move- 
ment. It  also  raises  j^our  brush  the  proper  height  from 
your  work,  which  is  very  important  in  working  large 
letters.  Practise  these  letters  in  Plates  7  and  8  until 
you  are  very  familiar  with  their  construction. 

Never  leave  your  brushes  for  any  length  of  time 
after  using  without  thoroughly  cleaning.  Do  this  with 
clear,  cold  water  by  shaking  them  in  it  and  drying 
with  a  cloth. 


Want  Legislation  to  Facilitate 
Collection  of  Debts 

THE  Retail  Merchants'  Association  of  Alberta,  have 
petitioned  the  Legislature  of  Alberta  for  legis- 
lation in  that  province  to  make  it  easier  for 
merchants  to  collect  money,  where  judgment  has  been 
given  and  remains  unsatisfied. 

Legislation  is  asked  for,  making  it  possible  for  any 
party  having  an  unsatisfied  judgment  against  any 
person  in  the  province,  to  obtain  from  the  clerk  of 
the  District  Court  a  subpoena  to  be  served  upon  such 
person  requiring  him  to  appear  before  the  judge  of 
the  court,  to  answer  such  things  and  to  produce  such 
books  or  documents  as  requested  ;  the  defendant  to 
bo  examined  upon  oath  touching  the  property  belong- 
ing to  him,  or  alleged  to  belong  to  him,  the  circum- 
stances under  which  he  contracted  the  debt,  and  as 


to  the  means  and  expectation  he  then  had,  and  the 
property  and  means  he  still  has  of  discharging  the 
debt,  'rhe  costs  of  such  summons  and  all  proceedings 
thereunder  shall  be  in  the  discretion  of  the  judge. 

To  Reduce  Debt  by  Weekly  or  Monthly  Payment 

It  is  further  asked  that  if  upon  such  enquiry  it 
appears  that  the  defendant,  debtor,  or  other  person 
ordered  to  pay  is  in  receipt  of  a  salary  or  wages  suffi- 
cient for  the  support  of  himself  and  his  family,  and 
also  to  allow  a  weekly  or  monthly  payment  to  be  made 
out  of  such  salary  or  wages,  to  the  plaintiff  or  other 
person  having  the  said  order  for  payment,  or  if  it 
appears  that  the  defendant  has  a  trade  or  a  calling 
which  would  enable  him  to  earn  money  sufficient  for 
the  above  purposes,  then  the  judge  may  make  an  order 
directing  the  defendant  to  pay  to  the  plaintiff  such 
weekly  or  monthly  'jum  as  the  said  judge  may  see  fit, 
and  may  in  such  order  authorize  the  plaintiff  to  give 
notice,  in  the  form  of  Schedule  "A"  hereto  set  forth, 
to  any  pei'son,  whether  then  known  to  the  plaintiff  or 
not,  by  whom  the  defendant  is  or  may  thereafter  be 
employed,  requiring  the  employer  to  deduct  either 
weekly  or  monthly  from  the  wages  or  salary 
of  the  defendant  such  weekly  or  monthly  sum 
as  the  said  judge  has  so  ordered  the  defend- 
ant to  pay,  and  upon  receipt  of  such  notices 
from  the  plaintiff,  together  with  a  copy  of  the  said 
orde^-,  the  said  employer  shall  withhold  the  said  sum, 
weekly  or  monthly,  from  the  money  earned  by  the 
defendant,  and  pay  the  same  to  the  plaintiff. 

Schedule  "A"  mentioned  above  served  upon  the 
employer  reads  as  follows : 

In  accordance  with  the  terms  of  an  order  of  this 
Court,  a  copy  of  which  is  hereto  attached,  you  are 
notified  that  you  must  withhold  from  the  above-named 
defendant  and  pay  the  the  above-named  plaintiff  the 

sum  of  $  each  week  or  month  hereafter,  out  of  the 

wages  or  salary  of  the  defendant  until  the  sum  of 

$  ,  owing  by  the  defendant  to  the  plaintiff,  is  fully 

paid  and  satisfied. 

You  are  also  required  to  make  and  mail  prepaid  and 
registered  to  the  undersigned  a  statement  showing: 

(a)  The  weekly  or  monthly  salary  or  wages  of  the 
defendant. 

(b)  The  times  when  the  same  is  payable. 

(c)  The  amount  now  earned  by  and  unpaid  to  the 
defendant. 


NEW  CHAMBER  FURNITURE  FACTORY 

Classic  Furniture,  Ltd.,  Stratford,  Ont.,  is  the  latest 
furniture  manufacturing  plant  to  be  established  in  the 
"Classic  City."  They  have  just  opened  their  factory 
in  the  old  Orr  building,  where  they  will  turn  out  good, 
medium  and  better  grades  of  chamber  furniture. 


NO  CONNECTION  WHATSOEVER. 

The  management  of  Quality  Furniture 
Makers,  Ltd.,  Welland,  Ont.,  wish  the  trade  to 
understand  through  The  Furniture  World  that 
they  have  no  connection  whatsoever  with  an- 
other concern,  also  of  Welland,  who  are  ship- 
ping direct  to  consumers.  Quality  Furniture 
Makers  is  an  entirely  separate  company;  they 
never  have  and  do  not  intend  to  sell  direct  to 
the  consumer.  They  prefer  the  present  mode 
of  business  through  the  retail  furniture  dealers, 
and  they  intend  to  continue  this  policy. 
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Features  of  Furniture  Department  of  New  Calgary  Store 

That  department  of  new  two-million  dollar  store  of  Hudson  Bay  Com- 
pany at  Calgary  is  an  extenswe  one,  with  good  fixtures  and  display. 


THERE  was  opened  in  Calgary,  Alta.,  in  August 
of  this  year  what  is  said  to  be  the  largest  mer- 
cantile house  in  the  Canadian  West.    It  is  the 
new   Calgary   establishment  of  the  Hudson's 
Bay  Company,  the  cost  of  the  building  and  contents  of 
which  total  iip  to  a  sum  of  two  million  dollars. 

There  are  many  new  and  novel  features  to  this  new 
big  .store.  Everything  possible  has  been  done  to  pro- 
vide conveniences  for  customers,  to  assist  the  sales 
force  in  their  work,  to  facilitate  the  carrying  on  of 
work  with  the  greatest  rapidity  and  correctness,  and 
to  display  and  present  goods  in  such  a  way  as  to  induce 
purchasers,  and  to  please  customers  in  a  manner  that 
will  bring  them  back  again. 

Conveniences  for  Patrons 

"Meet  me  at  the  rendezvous"  is  the  official  slogan 
of  the  new  store.  The  rendezvous  feature  is  a  big  one, 
meaning  the  conveniences  of  post  office,  telegraph  office, 
railroad  and  steamship  ticket  office,  express  office,  cir- 
culating library,  reading  room,  telephone  office  and 
bank,  all  in  one.  Speaking  of  this  feature  in  their 
advertising  the  company  say: 

"It's  something  to  be  able  to  meet  your  friends. 


get  just  as  good  accommodations  and  services  at  the 
rendezvous  as  you  could  get  at  the  head  office." 

36  Huge  Show  Windows 

Including  those  in  the  vestibules  there  are  36  huge 
show  windoAvs,  each  with  a  depth  of  eight  feet.  Four- 
teen of  these  windows  face  First  street  west,  and  the 
remaining  22  present  an  almost  unbroken  front  of 
heavy  plate  glass  along  Seventh  avenue.  Their  back- 
ground is  of  solid  mahogany,  while  the  floors,  covered 
with  the  best  quality  of  green  felt,  are  of  pine  with  a 
mahogany  border. 

The  lighting  of  the  show  windows,  and  in  fact,  the 
lighting  of  the  whole  store,  is  another  feature.  In  the 
illumination  of  the  show  windows  Tungsten  lamps, 
hundreds  in  number,  with  poke  bonnet  steel  reflectors, 
have  been  used,  and  while  the  lighting  effects  are 
perfect,  the  lamps  are  almsot  hidden. 

Whole  Floor  for  Furniture 

On  the  fourth  floor  is  the  furniture  department, 
where  medium  and  high  class  furniture  is  displayed 
very  jileasingly.    It   is   on   this   floor   that   all  the 


Furniture  department  of  Hudson 
Bay  Co.'s  department  store  at 
Calgary.  One  whole  tloor  is  de- 
voted to  furniture  items. 


write  your  letters,  take  a  little  rest,  meet  your  business 
acquaintances,  send  your  telegrams  or  cables,  buy  your 
transportation,  or  get  a  good  book  from  an  up-to-date 
circulating  library,  at  a  place  as  sumptuously 
furnished  and  as  centrally  located  as  the  ren- 
dezvous. And  it  doesn't  cost  you  a  cent  to 
use  the  rendezvous.  There  are  no  charges  for  having 
your  mail  addressed  there,  or  for  using  the  reading 
room,  or  the  writing  desks.  No  charge  for  the  papers 
or  the  magazines,  and  no  extra  charge  for  tickets,  or 
telegrams,  or  anything  else.  You  can  get  a  railroad 
or  steamship  ticket  there  just  as  cheaply  as  you  can 
at  the  head  office  of  the  transportation  companies,  and 


"period"  furniture  is  found:  the  Chippendale,  the 
Louis  XV.  and  Louis  XVI.,  the  Empire  and  the  rest. 
Stepi)ing  from  the  elevator  a  surprise  awaits  the  visitor. 
It  is  nothing  less  than  an  eight-roomed  cottage,  built 
inside  the  big  store.  Everything  is  complete,  even  to 
the  doors  and  windows.  It  is  like  stepping  from  the 
big  store  into  a  private  home.  And  what  a  home ! 
It  is  a  model  of  what  a  home  should  be.  Built  entirely 
by  the  house  furnishings  staff  of  the  Hudson's  Bay, 
this  eight-roomed  house  is  furnished  as  a  house  should 
be  furnished.  It  is  an  object  lesson  in  house  furnishing, 
and  it  is  an  innovation  that  will  cause  a  sensation  and 
a  sense  of  pleasure  to  all  who  view  it. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


HARVEST  FESTIVAL  SALE 

By  D.  H.  Bissell,  Toronto 

Bedell's  second  annual  Harvest  Festival  Sale,  like 
the  first,  proved  that  the  public  were  extremely  inter- 
ested in  all  the  features  connected  vpith  same.  There 
are  harvest  sales  and  harvest  sales,  but  nothing  (piite 
as  outstanding  in  newness  of  ideas,  and  as  pleasing  to 
both  firm,  customers,  public  and  friends  as  this  one 
proved  .  The  following  are  some  of  the  features.  Prizes 
were  given  to  boys  and  girls  for  vegetable  growing, 
domestic  science,  contests  of  fruit  preserving  for  girls, 
and  manual  training  and  Avoodwork  for  boys.  Age 
limit  in  contests,  sixteen  years  and  under.  The  seed 
for  contest  was  supplied  in  many  cases  to  the  children 
in  the  spring — corn,  beets,  carrots,  etc.  It  cost  nothing 
to  enter,  and  earefare  was  supplied  to  all. 

It  is  needless  to  say  that  the  mothers  and  fathers  of 
the  children  were  also  very  much  interested  in  same 
for  they  felt  that  the  firm  were  encouraging  the  boys 
and  girls  along  the  right  line.  Prizes  in  furniture  were 
awarded.  As  a  matter  of  fact  every  boy  and  girl  re- 
ceived a  letter  telling  them  that  the  judges  awarded 
them  a  special  prize  of  merit.  These  personal  letters 
pleased  the  children  very  much,  and  they  were  proud 
of  their  prizes.  A  nicely  bound  book  by  standard  English 
authors  was  given,  and  thought  as  much  of  as  though 
it  were  a  capital  prize. 

There  were  hundreds  of  entries.  The  main  floor  of 
the  store  was  given  up  for  Exhibition,  and  the  windows 
were  nicely  decorated  in  keeping  with  the  show.  Spe- 
cial invitations  were  extended  to  all  school  children  to 
come  to  the  store  to  see  the  Exhibition,  hear  the  music, 
and  get  a  promissory  note  on  Santa  Clans,  redeemable 
Christmas  week.  Can  you  imagine  the  interest  this 
aroused  all  over  the  city,  in  the  schools  and  homes? 
In  other  words  the  Bedell's  Furniture  Co.,  Ltd.,  had 
hundreds  of  agents  singing  their  praises,  and  children 
do  not  forget  kindness.  Expert  judges  were  employed, 
of  course,  and  every  detail  connected  with  the  sale 
received  special  attention. 

What  does  a  sale  of  this  nature  do  for  the' firm?  It 
gets  the  people  talking,  old  and  young,  making  them 
more  familiar  with  the  name.  More  than  that,  it  brings 
them  to  the  store  and  they  become  acquainted.  A  small 
army  of  boys  and  girls  will  do  wonders.  Although 
they  are  only  sixteen  years  old  now,  in  many  cases  five 
years  hence  they  are  husbands  and  wives.  What's  the 
ansAver?  They  will  not  forget  Bedell's  when  they 
furnish  their  home. 


on  December  24.  Tlie  one  with  most  votes  wins  the 
piano.  Already  this  idea  has  brought  quite  a  lot  of 
customers  to  tbe  store. 


COMPETING  FOR  $400  PIANO 

The  Big  4  Furniture  Co.,  Calgary,  are  running  a 
rather  novel  competition  for  a  $400  piano  just  now. 
Two  hundred  young  ladies  are  to  be  given  tickets,  and 
they  have  to  try  to  persuade  their  friends  to  buy  at 
this  store.  For  every  cent's  worth  of  goods  that  are 
bought,  one  vote  is  given,  but  certain  of  the  tickets 
are  valued  at  five  votes  for  a  cent.  The  girls  themselves 
don't  know  how  many  votes  their  tickets  are  good 
for.    The  competition  opened  on  October  1  and  closes 


MAKING  DIVIDERS  FOR  FURNITURE  DISPLAY 

Every  dealer  has  a  lot  of  crating  material  available 
from  which  he  can  construct  good  screens  to  be  used 
in  dividing  groups  of  furniture,  so  that  the  customer's 
.•itlention  can  be  concentrated  on  one  suit,  or  group, 
tluis  avoiding  confusion  when  inspecting  different 
styles,  finishes,  etc.  The  diagrams  shown  herewith  are 
self-explanatory,  the  dimensions  given  being  those 
which  have  been  found  most  suitable  for  the  average 
store.  The  slotted  brackets  which  rest  on  the  floor 
are  preferably  of  hardwood,  but  the  frames  should  be 


The  completed  dividing  frame. 

light  of  weight,  so  that  they  can  be  easily  handled. 
They  should  not  be  nailed  into  the  brackets,  but  simply 
set  into  the  slots,  these  being  sawed  to  make  a  snug 
fit.  If  the  screens  show  a  tendency  to  sag  at  the  top, 
a  small  screw-hook  and  eye  at  the  top  will  hold  the 
adjoining  partitions  together. 

The  covering  is  either  of  painted  burlap  or  stout 
factory  cotton  stretched  tightly  and  given  a  few  coats 
of  neutral  color,  preferably  Alabastine  or  other  flat 
wash.  The  screens  should  be  opacpie,  of  course.  Art 
wall  paper  stretched  neatly  over  these  screens  makes 
an  extremely  serviceable  background  for  goods  dis- 
played in  the  window,  and  has  the  advantage  of  allow- 
ing the  dealer  to  use  an  infinite  variety  of  color  schemes 
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to  set  off  the  diffei-ent  finishes  he  wishes  to  show  in 
the  ^Yiudow. 

Save  your  crating  stuff  and  burlap  and  make  screens 
of  them. — Northern  Furniture. 


POSTING  UP  THE  BARGAINS 

On  a  brick  pillar  facing  the  doorway  in  the  retail 
store  of  ]\Iavtin.  Finlayson  &  Mather,  at  Vancouver,  is 
a  bulletin  board  covered  Avith  green  denim,  on  which 
is  pasted  daily  the  advertisements  from  the  local 
papers,  giving  a  list  of  the  bargains  and  special  offer- 
ings for  the  day.   It  serves  as  a  reminder  to  customers, 


The  necessary  parts  of  dividing  frame. 


and  has  induced  sales  when  the  articles  marked  up  at 
special  prices  have  been  sold,  not  because  they  were 
wanted  immediately,  but  because  the  price  was  attrac- 
tive enough  to  make  the  sale  for  a  future  contingency. 


SIMPLE  WAY  OF  FIXING  SELLING  PRICE 

A  cost  accountant  gives  an  exchange  the  following 
simple  method  he  employs  in  fixing  selling  price. 

"For  many  years,"  he  said,  "I  have  been  interested 
in  cost  accounting,  and  have  read  everything  I  could 
find  on  the  subject,  and  while  there  is  a  great  deal 
published,  the  ambiguous  language  and  mystic  cal- 
culation have  been  more  or  less  puzzling  to  a  layman. 
The  present  problem  to  be  solved  has  been  the  selling 
price.  I  have  evolved  a  calculation  which  I  will  clothe 
in  the  most  simple  language,  and  which  may  be  used 
by  either  wholesaler  or  retailer. 


"After  finding  the  prime  cost  of  an  article,  which 
every  manufacturer  must  do  by  his  own  system,  and 
every  retailer  will  have  by  adding  freight  to  cost  of 
article,  as  invoiced,  this  simple  example  in  arithmetic 
will  give  the  selling  price. 

"When  cost  and  percentage  of  profit  wanted  is 
given,  add  percentage  of  profit  wanted  to  cost  of  doing 
business,  subtract  sum  of  same  from  100  per  cent, 
and  divide  cost  price  by  result,  which  will  give  you 
selling  price. 

"Example — If  an  article  costs  $22,  and  you  wish  to 
make  10  per  cent,  profit,  you  know  from  previous 
experience  it  costs  20  per  cent,  of  your  sales  to  do 
business,  add 

10  per  cent,  profits  to 

20  per  cent,  costs  of  doing  business 

30  per  cent.. 
100  per  cent. 
30  per  cent,  cost 

70  per  cent./22.000 


31.43 

making  your  selling  price  $31.43,  or  $9.43  above  cost. 

"This  is  correct  and  simple,  and  any  change  in 
amount  of  profit  wanted,  or  cost  of  doing  business  to 
suit  individual  cases,  can  be  correctly  arrived  at  by 
changing  the  amounts  of  10  per  cent,  and  20  per  cent, 
as  used  in  this  example." 


YELLOW  STREAK  SALE 

When  you  speak  of  the  yellow  in  a  person  you  mean 
some  one  of  the  qualities  in  his  makeup  that  keeps 
him  from  being  what  he  ought  to  be. 

A  Minnesota  merchant,  though,  made  a  very  novel 
use  of  the  term  "Yellow  Streak"  by  hanging  a  sale  on 
it.  He  printed  his  Store  Paper  on  yellow  paper  and 
used  the  term  Yellow  Streak  Sale  many  times. 

In  an  explanatory  article  he  says : 

There  will  be  no  yellow  streak  in  the  quality  of 
the  goods  offered  at  this  sale. 

The  yellow  streak  will  be  found  in  the  price 
only.    Prices  will  be  decidedly  yellow. 

In  other  words,  thej^  will  be  weak. 

So  weak,  in  fact,  that  they  cannot  hurt  the 
slimmest  wallet. 

Then  at  intervals  through  the  paper  he  had  expres- 
sions like  this : 

Nothing  yellow  but  the  prices.  Only  the  prices 
are  yellow. 

This  is  a  yellow  streak  sale  and  the  goods  will 
go  like  a  j^ellow  streak. 

The  idea  pulled,  and  there  was  a  great  deal  doing 
in  that  store  while  the  sale  was  in  progress. 

He  sent  out  his  Store  Paper  in  white  envelopes 
which  had  yellow  streaks  printed  upon  them. 

The  people  of  that  vicinity  certainly  knew  there 
was  something  yellow  going  on  at  that  store  and  that 
nothing  but  the  prices  were  yellow. 


BLACKBOARDS  FOR  BUYERS. 

The  buyer  for  a  large  store  uses  a  blackboard  as  a 
reminder  in  his  daily  business.  This  blackboard  stands 
on  an  easel  behind  his  desk  and  within  easy  reach.  Its 
value  is  much  greater  than  tha't  of  the  ordinary  kind 
of  want  book  because  of  its  position,  the  size  of  the 
writing  and  its  advantage  of  easy  reference  system. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


GOOD  AND  BAD  WINDOW  DISPLAYS. 

By  C.  A.  Netzhammer 

Wheu  a  person  enters  your  shop  to  buy  an  every- 
day article,  made  by  numerous  manufacturers,  and 
has  an  open  mind,  he  probably  will  buy  the  article 
he  sees  advertised  then  and  there.  A  shop  crammed 
full  of  advertising  matter  advertises  not  all,  but  none, 
there  being  too  much  for  the  eye  to  take  note  of, 
giving  only  a  confused  general  impression,  useless  to 
the  advertiser  and  shopkeeper.  So  don't  crowd  your 
shop  or  window. 

Careful  preparation  in  window-dressing,  as  in  most 
other  things,  is  half  the  work.  The  first  thing  you 
will  have  to  consider  is  the  nature  of  your  display — 
whether  it  is  to  be  a  special  or  a  stocky  show.  Let 
us  suppose  it  is  to  be  the  latter.  There  has  been 
received  a  new  lot  of  furniture  of  a  new  design,  and  a 
display  is  wanted  to  represent  the  line.  The  boss  tells 
you  he  wants  this  class  of  merchandise  in  the  win- 
dow, and  it  is  left  to  you  to  do  the  rest.  You  may 
show  as  many  pieces  as  you  see  fit. 

First  consider  your  window;  its  size,  shape,  and  just 
how  your  display  is  to  be  laid  out.  One  way  to  plan 
a  show  is  to  draAV  a  diagram  on  paper  and  carefully 
work  it  out  much  like  an  architect  designs  a  room. 
This  enables  you  to  select  all  your  pieces,  send  a  list 
to  the  stock  clerk,  have  them  cleaned  and  polished. 


and  it  is  then  a  matter  of  simply  removing  the  old 
display  and  setting  the  goods  in  their  place  according 
to  your  diagram.  Another  method  that  is  as  much 
pursued  is  to  add  gradually  to  the  window,  planning 
as  you  build,  until  it  is  completely  furnished. 

If  the  show-window  is  of  a  small  size  you  may  de- 
cide to  lay  out  a  little  private  office,  or  if  of  a  consid- 
erable size  you  can  arrange  for  the  reproduction  of  a 
general  office  or  a  working-room  The  window  having 
been  laid  out,  the  next  step  is  to  choose  the  pieces 
out  of  stock — all  the  same  design,  the  same  wood  and 
finish  as  the  purchaser  would  be  likely  to  select  if  he 
equipped  a  complete  office. 

If  your  layout  as  you  had  it  in  mind  or  on  paper 
does  not  look  quite  right,  move  the  goods  about  until 
they  are  arranged  to  your  satisfaction  and  as  nearly 
like  a  real  office  as  it  is  possible  to  place  them. 

The  plan  of  the  window  is  now  complete.  Choose 
whatever  accessories  are  needed  until  the  display  is 
perfect.  The  more  faithful  the  detail,  the  better  the 
display. 

The  time  your  window  is  closed  to  the  public  is 
valuable  advertising  lost,  and  the  difference  between 
keeping  the  curtain  down  for  two  or  three  hours,  and 
keeping  it  down  for  a  day,  will  be  appreciated  by 
any  merchant.  The  trimmer  who  goes  into  his  win- 
dow fully  prepared,  and  knoAving  what  he  is  going  to 
do,  can  raise  his  curtain  in  a  small  fraction  of  the 


1 


Window  display  of  tireless  cool  ers,  suggesting  to  th"  housewife  a  new,  cool  way  of  cooking  a  meal.  The  background  is  covered  with  light 
colored  crei)c  paper,  as  also  are  the  sides,  and  on  them  are  hung  display  Cards.  A  bUlidle  of  lil'eW0Q(i  stands  iu  9UC  corner,  labelled  "the  Old 
yfa,y,"  while  tiie  wowan  is  showing  "  the  new  way," 
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TJ  NIQUE  display  of 
den  furniture  made 
by  the  Elmira  Furniture 
Co.  last  month  at  "Made 
in  Elmira"  Exhibition  in 
that  town  to  celebrate 
turning  on  of  Hydro-Elec- 
tric power.  Two  furnish- 
ed rooms  were  displayed 
by  the  company — mahog- 
any parlor  goods  and  a 
fumed  oak  den.  The  ex- 
hibition was  very  success- 
ful, large  crowds  attend- 
ing from  Guelph,  Berlin, 
and  other  nearbj^  cities 
and  towns. 


time  required  by  the  man  who  takes  his  goods  into 
the  window  and  then  decides  how  he  is  to  arrange 
them. 

Window-trinmiing  of  the  highest  type  is  largely  a 
matter  of  taking  pains  and  looking  after  the  little 
things,  for  it  is  careful  attention  to  little  things  that 
makes  perfection.  Never  be  satisfied  with  an  etfeet 
that  is  "fairly  good."  If  a  corner  is  not  exactly  as 
it  should  be,  work  with  it  until  you  get  it  exactly 
right — do  not  leave  it  until  thoronghly  satisfied  it  can 
not  be  improved  upon.  You  do  yourself  an  injustice 
when  you  turn  out  imperfect  work.  By  doing  a  thing 
right  at  first  it  is  much  easier  to  do  it  right  the  next 
time. 


WINDOWS  THAT  STAY  CLEAN 

Once  a  window  is  jiroperly  cleaned  and  polished 
(don't  forget  the  polish),  it  will  stay  clean  a  long  time, 
unless  rain  and  dust  come  on  it  together. 

Let  the  one  person  clean  your  Avindows  all  the  time. 
It  is  not  everybody's  job;  and  if  you  try  to  make  it 
so,  your  wdndows  will  be  no  better  than  anybody 
else's.  The  inside  windows  should  be  washed  with 
tepid  water  and  chamois  leather — no  soap  or  powder 
of  any  kind.  Wipe  this  off  dry  with  chamois,  and 
polish  with  cheesecloth.  The  outside  is  cleaned  with 
the  following  mixture : 

1  oz.  pulverized  whiting, 
1  oz.  grain  alcohol, 
1  oz.  liquid  ammonia, 
1  pint  water. 

Apply  with  a  soft  cloth,  after  having  sprayed  the 
window  to  remove  surface  dirt.  When  this  preparation 
is  allowed  to  dry,  and  is  then  rubbed  off  Avith  a  polish- 
ing motion,  the  surface  of  the  Avindow  will  be  extreme- 
ly brilliant,  and  it  will  remain  so  far  longer  than  when 
washed  in  the  ordinary  way. 

If  the  window  has  become  badly  scratched,  a  filler 
should  be  applied,  consisting  of  an  ounce  of  white  wax 
dissolved  in  a  pint  of  pure  turpentine.  This  fills  the 
cracks  or  scratches,  and  prevents  dirt  lodging  there. 


WINDOW  AND  PRICE  CARDS. 

WindoAV  cards  are  of  much  importance  to  most  dis- 
plays. With  them  attent'on  is  called  to  new  pieces  of 
merchandise,  special  sales,  special  offers,  new  lioes, 


part  descriptions  and.  in  fact,  they  can  make  a  win- 
doAv  virtually  talk. 

Price  cards,  generally  speaking,  are  just  as  impor- 
tant, although  care  should  be  exercised  in  using  them 
on  high-priced  merchandise.  It  is  quite  impossible  to 
display  all  the  selling  arguments,  together  with  each 
article  in  the  window.  An  article  high-priced  may 
frighten  your  prospective  customer  away;  while  other- 
Avise  you  may  have  landed  him  Avith  a  fcAV  conA'incing 
arguments  had  he  not  seen  the  price  previously. 


LET  THERE  BE  LIGHT 

W^indoAA^-dressing  exjicrts  often  forget  that  their 
efforts  Avill  be  discounted  unless  an  abundance  of 
light,  both  in  daytime  ami  evening,  is  alloAved  to  fall 
on  the  goods  shoAvn.  ]\Iakers  of  lamps,  reflectors  and 
other  illuminating  devices  haA^e  brought  night  illumin- 
ating to  a  high  state  of  perfection,  but  the  job  of  bring- 
ing daylight  into  the  AvindoAv  devoh^es  on  the  AvindoAV 
dresser.  He  must  get  his  light  from  outside  the  Avin- 
dow,  and  there  should  be  nothing  b\it  clear  glass  be- 
tAveen  the  goods  displayed  and  the  daylight. 

Deflorations.  AvindoAv  trims,  placards,  signs,  etc., 
must  be  handled  cautiously,  so  as  not  to  interfere  AA'ith 
the  transmission  of  light  to  the  interior  of  the  shoAv 
AvindoAv.  "1  haA'e  seen  a  small  placard  pasted  on  the 
inside  of  a  shoAV  AAdndoAv  Avhich  completely  obscured 
the  vicAv  of  the  most  interesting  articles  displayed." 
says  a  Avriter  in  Northern  Furniture.  "This  placard 
was  on  a  line  Avith  the  eyes  of  persons  passing  the  store, 
and  if  they  c:lanced  in  that  direction,  only  the  placard 
Avas  visible." 

ShoAV  cards  and  trims  are  absolutely  necessary.  They 
are  strong  selling  factors,  and  Avill  do  the  Avork  if  they 
are  not  alloAved  to  stand  in  the  Avay  of  the  goods  you 
are  trying  to  sell. 

After  you  haA-e  arranged  your  AvindoAV  to  your  satis- 
faction. Avalk  up  and  doAvn  past  the  store  Iavo  or  three 
times,  and  see  if  you  have  put  up  anything  that  con- 
ceals a  clear  vicAv  of  the  goods.  If  so,  put  it  in  the 
background  or  remove  it  altogether. 


The  capital  stock  of  the  Gibbard  Furniture  Co.  of 
Napanee.  Limi+ed.  Nananee,  Ont.,  has  been  increased 
from  $30,000  to  $200,000  by  the  creation  of  1,700  shares 
of  new  stock  at  $100  each. 
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I  j  CHRISTMAS 

I  Window  Dressing 

I !  CONTEST 


yHE  FURNITURE  WORLD  takes  pleasure  in  announcing  a 
big  Christmas  window  dressing  contest  for  dealers  and  their  clerks. 
Decide  to  enter  your  window  m  this  contest  and  begin  now  to  plan 
for  it.  When  you  have  your  best  window  in  shape  have  it  photo- 
graphed and  enter  it  in  the  race.  ...... 


For  the  Best 
Window 


$10 


in  cash  will 
be  given 


Two  years  subscription  to  The  Furniture  World 
given  for  each  photograph  suitable  for  publication. 

IN  CASE  YOU  ARE  ALREADY  A  SUBSCRIBE'R  TO  THE  FURNITURE 
WORLD  YOUR  SUBSCRIPTION  WILL  BE  EXTENDED  FO'R  TWO  YEARS 


Attractiveness,  Originality  and 
Selling  Power 

will  be  the  points  taken  into  consideration 
in  judging  the  displays  and  not  the  size  of 
the  window.  Thus  every  one  has  a  chance 
for  the  big  prize,  no  matter  what  the  size 
of  their  window  or  store  may  be.  Windows 
must  be  arranged  by  the  dealer  or  members 
of  his  staff,  and  photographs  must  be  sub- 
mitted exclusively  to  The  Furniture  World. 
Photographs  must  be  mailed  before  Decem- 
ber 31.  Give  description  of  window  in  send- 
ing photograph. 


Decide  to  Enter  the 
Contest 

Decide  now  to  enter  the  contest  and  begin 
to  plan  for  a  Christmas  display  that  will  sur- 
pass all  previous  efforts.  It  will  mean 
more  business  and  larger  profits  for  the 
store,  for  good  display  always  results  in  in- 
creased sales,  particularly  around  the 
Christmas  season.  See  that  the  photo- 
grapher gets  a  good  picture.  The  best  way 
to  avoid  reflections  is  to  have  the  exposure 
made  at  night,  and  to  place  a  large  sheet 
behind  the  camera  to  hide  the  back  view. 


ADDRESS : 

Editor:  THE  FURNITURE  WORLD 

32  COLBORNE  STREET.  TORONTO 


|.iiiiiimii 
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Furniture  Advertising  for  the  Christmas  Holiday  Season 

Its  necessity  in  order  that  the  best  results  may  be  obtained — 
Reproduction  of  a  group  of  retail  advertisements  which  had  ap- 
peared in  Canadian  newspapers — Some  useful  advertising  hints 

BY  A.  B.  LEVER 


The  suitability  of  furniture  for  Christmas  gifts  is 
now  pretty  generally  recognized  by  the  buying  public. 
But  there  is  none  the  less  need,  however,  for  the  dealer 
to  advertise.  He  who  does  not  advertise  will  certainly 
not  get  all  out  of  the  season's  trade  that  he  otherwise 
would. 

People  may  even  think  that  a  piece  of  furniture 
would  make  an  acceptable  gift  and  yet  not  buy  it.  As 
a  matter  of  fact,  it  needs  to  be  kept  before  the  public 
in  order  that  they  may  not  overlook  or  forget  that 
which  the  furniture  store  has  to  ot¥er. 

In  the  present  issue  of  the  Furniture  World  I  am 
reproducing  the  advertisements  of  half  a  dozen  retail 
dealers  in  the  hope  that  they  may  suggest  to  other 
dealers  something  that  will  assist  them  in  the  prepara- 
tion of  their  copy.  Most  of  them  are  not  directly  what 
may  be  termed  Christmas  advertisements,  but  they  all 
deal  with  lines  which  are  suitable  as  holiday  gifts. 

The  advertisement  of  Bragers,  Vancouver,  is  well  bal- 
anced, is  simple  in  construction  and  of  a  newsy  char- 
acter. The  prices  are  well  brought  out  and  no  mistake 
was  made  in  confining  the  subject  of  the  ad.  to  one  line 
of  furniture.  In  an  advertisement  of  4^/4  by  6  inches, 
such  as  this,  it  is  as  a  rule  wise  not  to  cover  too  manyi 
lines. 

As  a  real  selling  advertisement  the  palm  must  of 
course  be  given  to  that  of  the  Lewis  Furniture  Com- 
pany, Limited.  A^ancouver.  But  the  size  of  the  adver- 
tisement, 15yo  by  11  inches,  gives  them  scope  for  doing 
this.  Here  are  shown  with  prices  about  a  score  of 
articles  from  children's  kindergarten  sets  to  dining- 
room,  suites  that  are  suitable  for  holiday  gifts.  This 
is  the  strong  and  commendable  feature  of  the  ad.  This 
ad.,  by  implication  at  any  rate,  suggests  the  advis- 
ability of  using  as  large  space  as  possible  when  adver- 
tising holiday  gifts  in  order  that  all  classes  of  buyers 
may  be  interested.  As  the  season  advances  nearer  to 
its  climax  this  becomes  particularly  necessary,  and 


when  the  advertising  is  in  country  weeklies  it  becomes 
decidedly  so. 

Quilts  make  a  very  suitable  holiday  gift.  An  adver- 
tisement such  as  that  of  the  Hastings  Furniture  Co., 
Vancouver,  is  decidedly  appropriate  during  the  holi- 
day season,  and  particularly  when  it  is  arranged  in 
sxich  a  way  as  that  reproduced  in  the  accompanying 
group.  To  surround  the  reading  matter  with  plenty 
of  white  space  was  a  wise  thing  to  do.  The  other  ad- 
vertisement of  the  same  firm  is  even  stronger.  It  is  not 
only  well  written,  but  it  is  artistic  and  yet  at  the  same 
time  simple.  Writing  desks  are  a  good  line  to  adver- 
tise during  the  holiday  season.  Both  ads.  were  about 
4%  by  6  inches. 

The  advertisements  of  Wright's,  Limited,  Sydney, 
is  another  example  of  sensible  advertising,  both  in  its 
subject  matter  and  in  its  arrangement.  In  an  adver- 
tisement of  this  class  it  is  usually  a  good  thing  to  indent 
the  table  containing  list  of  prices.  It  ensures  their 
standing  out  more  clearly.  This  ad.  was  also  4%  by  6 
inches. 

The  rocker  advertisement  of  Lemont  &  Sons,  Lim- 
ited, Fredericton,  N.B.,  is  an  all-round  good  one.  Not 
only  is  it  well  balanced,  but  it  is  well  Avritten.  The, 
opening  statement  is  a  happy  one.  That  the  "The 
Rocker  is  Everybody's  Chair"  no  one  Avill  dispute.  The 
next  sentence,  "'Nearly  every  member  of  the  family 
loves  a  rocking  chair,"  backs  up  the  first  statement, 
This  advertisement  was  4^/4  by  inches. 

The  third  advertisement  of  the  Hastings  Company 
is  reproduced  for  the  purpose  of  pointing  out  the  fact 
that  reading  lamps  are  a  particularly  good  line  to  bring 
into  the  limelight  during  the  holiday  season.  It  is  well 
if  possible  to  accompany  ads.  of  this  description  Avith 
an  engraving,  but  the  deficiency  in  this  particular  has 
been  Avell  made  up  for  by  the  manner  in  which  the  ad.  is 
arranged.   It  could  scarcely  miss  the  eye  of  the  reader. 

Sei^  next  page  for  group  of  reproduced  advertise- 
ments. 


Exceptional  Values 
in  Cheffoniers 

TSiIs  Week  Only. 


We  Lave 
to  cl. 


mber  of  fiami,!e  Chef 
;  of  each  kind)  that  we  intcn.; 
at  the  following  prii-  s  — 

$9.4£ 


Hire  and 
only  '  (B'Tf 


our  Xm.is  stock  0 
i  to  choose  wbal  they  want  now.      We  will  ir 
rp  it  for  you  Free  until  required,  Remembci 


Pbone 
1372 


BRAGER'S 


Cofl|lE!e  Rcfls  fBTili^rs 


Open 
EveniDgs 


.  I39&  143  A~ -[lYLF.  ST.    ti*  ti  146  BARRINGTON  ST. 


Baby  Carriage  Robes 
If s  Time  to  Oet  One 


sarj  II  deprive  llie  HlOe  one  of  th«  fresh  air  dUriDK  tbc  rold  weather  Whw 
EDUgred  up  ta  one  of  these  robes  be  U  cure  U>  be  warm  cmd' -TOmfortablo 


Teddy  Bear  Eniii 


I  30  ins..lijio(]  niUi  fine 
ribhLrii  bhje  and  pink  2.70 

,   ire-'HSi=  3.15 

Lamb's  Wool   Siir  lO  ins  h\  2'.  ins  back  i-  iineJ 

s'rjrr:^ ;;;r  4.05 
*™S'^Ef"H:'H3^-'  4.95 

WRIGHT'S  LIMITED 

Furniture  and  Carpets 


THE  ROCKER 

/s  Everybody's  Chair 


Nearly  every  member 
of  the  family  loves  a 
Rocking  Chair.  It's  eas- 
ily the  most  popular  chair 
in  the  house. 

And  Lemont's.is  the 
place  where  you  can  Ret 
any  kind  of  a  Rocker  that 
you  wish  and  at  the  right 
price. 

Oak  Roll-Seat  Rocker,  with  Quartered  Oak 
Back  Slats,  Golden  finish.  A  ve.-y  strong  and 
comfortable  Rocker,  Just  like  the  picture 
shown.    Price  $3.60 


LENIONT  &  SQ^S,  Ltd. 

AGENTS  FOR  HOOSIER  KITCHEN  CABINETS 


Tbeae  and  iUHstratjone  on  nextpage  arc  samples  of  Christmas  lioUaay  advertising  p4t  gut  by  Canadian  furniture  dealers  during  last  year's  campaign, 
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The  Lewis  Purniture  Co.^  Ltd. 


298    MAIN    STREET.  WHNISIPEO 


QUILTS 

If  yeu  haven't  m^de  up  yoar  mind  a* 
to  what  you  want  in  a  quilt,  look  in 
our  window  If  you  want  some  par- 
•icular  shade.  look  in  our  window.  If 
you  want  a  McUatock  ventilated 
quilt — the  best  in  the  world — if  you 
wtat  something  less  ejrpeasive.  but 
nevcTthele**  durible  and  warm— look 
in  the  window.  Just  hon*  much  you 
enjoy  your  rest  these  coid  nights  hw 
much  to  do  with  your  quilt.  Warm 
without  weight,  they  induce  sound 
^leep     Prices  from  S30  lo  $1.60 

CASH  OR  CREDIT 

Hastings  Furniture 
Co.  Limited 


Suec«vort  I 
Company 


'  Wide  Awake  FumituM 
♦I  HASTINGS  ST; 


Writing  Desks  of  Cnaracter 

Brim  full  o£  h,.ndy  little  l.^bor-savmc  devices  foi  lijhicnins 
Ihc  burden  of  istier-wriring  Bmll  in  siu7dy  fashion  3o  that 
19  years  to  come  you  will  continue  to  know  them  like  an  old 
friend  In  the  old  mission  style  you  love  so  weP  or  in  lact 
in  any  design  or  finish  best  calculated  to  fit  with  your  scheme 
of  things. 

$1 1  to  $50 

A  Full  Line  o(  the  Famous  Macey  Sectioiia:  Bookcases 
CASH  OR  CREDIT. 

Hastings  Furniture  Co.  Ltd. 


:  HASTINGS  SIREliT  WEST 


For  C»sy  Evenings 

xYt  ki-.a  ol  ,ighi  rcflci-d  in  the 
room  is  of  ihe  Rrealcit  imporlsnce 
We  have  added  3  line  of 

READING  LANPS 


tnicicd  <ii>  to  shed  |u:i  ilic  proper 
iiphi  on  book  or  room,  bras:;  and  ma- 
hOR3nv  construction  The  shades  in- 
elude  those  of  silk  and  hand-painiid 


CASH  OK  CREDIT 

Hastings  Furniture 
Co.  Limited 

Successors  to  Wide  Awake  Funiitute 
Company  41  HASTiNGo  iil 


FINDING  THE  TICKETS 

A  novel  advertising  scheme  was  tried  with  success 
in  the  furniture  department  of  the  GlasgoAv  House, 
Rpgina,  recently.  Tickets  with  numbers  on  them  were 
hidden  ahont  the  department,  and  customers  were  al- 
lov/ed  to  search  for  the  tickets.  The  finders  of  tickets 
with  certain  numbers  on  them  Avere  given  prices  of 
certain  articles  oF  furniture. 


REAL  ADVERTISING  IS  NEWS. 

The  successful  merchants  of  to-day  place  their  faith 
in  honest,  commonsense,  persistent  publicity.  They 
know  that  advertising  is  simply  news — news  of  mer- 


chandise, and  prices,  and  store  service,  and  so  on.  And 
the  advertiser  who  gives  the  people  the  news  they 
want  to  read  has  the  only  sort  of  power  over  pocket- 
books  that  is  fundamentally  soiuid. — Jerome  P.  Fleish- 
man, in  the  Baltimore  "Sun." 


Robert  B.  Peppers,  manager  of  the  R.  H.  Williams 
furniture  warehoitse,  Regina,  Sask.,  was  married  in 
Moose  -TaAV  recently  to  Miss  Marion  Thirlwall. 

The  Big  4  Furniture  Co.,  on  Eighth  avenue  east, 
Cf>]gary,  Alta.,  are  moving  into  new  and  larger 
premises  next  door  to  their  old  stand,  W.  S.  Love  is 
the  manager. 
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Beds  and  Bedding 


MATTRESSES  AS  RAFTS 

A  large  firm  in  Paris,  France,  is  hard  at  work  just 
now  carrying  out  a  big  order  for  a  new  patent  mat- 
tress, which  is  said  to  be  unsinkabbi.  This  raft-like 
bedding  is  filled  with  a  vegetable  material  which  is  not 
only  light  and  soft  and  snpple,  but  can  not  sink.  Each 
of  "these  new  mattresses  will,  therefore,  constitute  an 
admirable  little  raft  in  the  ease  of  shipwreck.  As 
every  passenger  must  have  a  mattress  while  on  board 
skip,'-it  is  held  that  this  new  invention  should  be  inval- 
uable as  performing  the  double  duty  of  supporting  him 
in  his  slumbers,  and,  if  need  be,  of  bearing  him  on  the 
surface  of  tlie  sea.  It  is  stated  that  several  large  ship- 
ping companies  have  decided  to  replace  the  bedding  on 
Iheir  vessels  by  mattresses  of  the  new  type. 


"Classic,"  is  a  wire  spring  of  high  quality  standard, 
both  in  material  used  and  in  workmanship  of  construc- 
tion. The  springs  are  tested  and  guaranteed.  No.  1  is 
a  fine  Hartford  weave,  ribbed  with  side  wires,  and  has 
extra  heavy  frame;  No.  4  has  a  heavy  rope  edge,  and 
is  of  triple  weave;  No.  9  is  double  weave,  Avith  rope 
edge.  No.  2  has  a  fine  lock  weave  and  is  ribbed  with 
side  wires;  No.  3  is  a  triple  weave  spring;  No.  12  a 
double  weave.  These  are  a  few  of  their  bed  springs. 
They  also  make  cots ;  and  in  shipping  to  the  West  com- 
bine with  the  Stratford  furniture  factories  in  getting 
low  freight  rates  for  ear  combinations. 


STILL  FILLING  ORDERS 

The  factory  of  the  Ontario  Spring  Bed  &  Mattress 
Co.,  Ltd.,  located  at  90  York  street,  London,  Ont.,  was 
partially  destroyed  by  fire  of  unknown  origin  in  the 


NEW  ALASKA  BED  CATALOGUE 

The  Alaska  Feather  and  Down  Co.,  Ltd.,  Montreal 
and  Winnipeg,  have  published  a  forerunner  of  their 
1914  catalogue,  containing  a  number  of  selected  designs 
of  the  newer  and  more  popular  types  of  Alaska  brass 
and  iron  beds.  It  is  a  catalogue  of  some  55  pages,  of 
novel  shape,  in  eliptical  form  of  the  company's  trade 
mark.  Printed  only  in  black  the  illustrations  and 
letterpress  shoAv  up  remarkably  Avell,  the  paper  being 
coated  and  pebbled  of  superior  quality.  Besides  the 
beds,  all  of  Avhich  are  equipped  with  Alaska  ball  bear- 
ing castors  for   easy   moving  about,   the  catalogue 


Novel  window  display 
of  beds  and  bedding  made 
by  the  F.  C.  Burroug-hes 
Company,  Toronto.  They 
labelledthe  display,  'Beds 
— from  the  pig  iron  to 
the  finished  product,'  and 
a  glance  at  the  illustra- 
tion will  show  the  raw 
materials  and  beds  in  a 
semi-manufactured  con- 
dition . 


night  of  Oct.  27th,  the  loss  being  about  $25,000.  The 
fire  started  near  an  elevator  shaft  in  the  rear  of  tbe 
Avest  AA'ing  and  gutted  the  AA'ood-AA^orking  shop  and  other 
fl'orkrooms,  but  it  did  not  reach  the  large  front  ware- 
■  rooms,  foundry  or  the  offices.  The  stock  in  the  burned 
portions  AA'as  a  total  loss,  and  the  machinery  and  build- 
ing, partial-covered  by  insurance. 

The  firm  have  e(juipped  temporary  premises  pending 
the  re-erection  of  the  btirned  structures,  and  have  sent 
out  a  circular  letter  notifying  each  of  their  numerous 
custojners  throughout  Canada  that  they  are  prepared 
to  take  care  of  orders,  in  the  meantime,  as  usual. 


NEW  MATTRESS  FACTORY  FOR  BERLIN 

A.  G.  Sehreiter,  the  retail  furniture  dealer  of  Berlin, 
Ont.,  has  started  a  mattress  and  bedding  manufactur- 
ing plant  under  the  name  of  the  Sehreiter  Bedding  Co., 
in  the  old  Berlin  Bedding  Company's  old  plant  at 
P)erlin.  A.  A.  Sehreiter  is  managing  the  business,  and 
he  hopes  to  extend  the  trade  throughout  the  Dominion. 


CLASSIC  WOVEN  WIRE  BED  SPRINGS 

The  Frame  &  Hay  Fence  Co.,  Ltd.,  Stratford,  Ont., 
in  their  latest  catalogue  call  attention  to  their  bed 
spring  business,    Their  line,  Avhich  they  name  th§ 


describes  a  number  of  the  company's  felt  and  health 
mattresses,  pilloAvs  and  bedding  specialties,  steel 
couches  and  various  spring  lines. 


BEDDING  NOTES 

The  stock  in  the  Montreal  warehouse  of  the  Ives 
Modern  Bedstead  Co.,  Cornwall,  Ont.,  AA'as  damaged  by 
fire  recently.    Full  insurance  Avas  carried. 

Mr.  James  Gardner,  father  of  Mr.  George  Gardner, 
manager  of  the  Ideal  Bedding  Co.,  Limited,  Toronto, 
died  on  October  28th,  aged  61. 

On  the  ground  of  alleged  infringement  of  their 
patent  for  the  manufacture  of  spring  beds,  the  Gold 
Medal  Furniture  Manufacturing  Co.,  Ltd.,  are  claim- 
ing $20,000  damages  from  the  HaydAvell  Manufacturing 
Company. 

S  T.  H.  and  W.  T.  Francis,  Halifax,  write:  "The  Fur-  8 
8  niture  World  is  an  excellent  publication,  full  of  valu-  8 
S  able  information  to  everybody  in  the  trade,  and  merits  « 
S  the  support  of  all  handling  furniture.  We  enclose  a  Q 
8  dollar  to  pay  for  subscription  and  consider  it  a  dollar  8 
S     well  spent."  8 
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Stoves  &  Housefurnishings 


HIGH  GRADE  VS.  LOW  PRICED  STOVES 

In  a  recent  issue  of  an  American  trade  paper  a  large 
stove  manufacturer  made  the  statement  that  stove 
makers  in  the  United  States  labored  under  six  de- 
lusions.   These  were: 

(1)  That  more  stoves  can  be  sold  at  low  prices 
than  at  standard  prices. 

(2)  That  the  large  volume  of  demand  is  for  low- 
priced  stoves. 

(3)  That  the  purchasers  of  stoves  do  not  appre- 
ciate quality. 

(4)  That  consumers  buy  on  price. 

(5)  That  it  is  necessary  for  the  stove  manufacturer 
to  "Sleet  competition." 

(6)  That  the  great  majority  of  consumers  cannot 
afford  to  buy  high-grade  stoves. 

To  find  out  if  Canadian  manufacturers  were  under 
tlipse  same  inijiressions,  tlic  World  sent  a  letter  to 
several  of  them,  asking  their  opinion.  Several  replies 
were  received,  but  they  Avere  all  along  the  same  line 
— that  Canadian  makers  do  not  think  this  Avay — so 
only  a  couple  are  reproduced. 

The  following  is  the  opinion  of  E.  Holt  Gurney, 
sales  manager  of  the  Gurney  Foundry  Co.,  Ltd.,  To- 
ronto : 

(1)  We  are  certainly  not  laboring  under  this  de- 
lusion. Most  of  our  trade  is  in  a  high  class  of  goods, 
and  if  a  manufacturer  sells  more  cheap  than  good 
stoves,  he  has  only  himself  or  his  sales  department 
to  blame. 

(2)  This  is  certainly  not  our  experience. 

(3)  The  purchasers  of  stoves  do  certainly  appre- 
ciate quality,  if  they  are  shown.  There  are  many  in- 
ferior, poorly  built  ranges  that  are  very  attractive  in 
appearance,  and  if  the  retail  salesman  does  not  exer^ 
himself  to  the  point  Avhere  the  purchaser  Avill  under- 
stand what  the  difference  between  a  poor  stove  and 
a  good  stove  really  is,  of  course  price  is  apt  to  govern. 
Our  experience,  however,  goes  to  show  that  in  the 
majority  of  cases  a  high-grade  range  will  sell. 

(4)  Canadian  consumers  do  not  buy  on  price,  if 
they  are  shown  a  reason  for  buying  on  quality. 

(5)  We  do  think  that  it  is  necessary  for  a  manu- 
facturer of  high-grade  goods  to  meet  competition  from 
other  high-grade  manufacturers,  but  not  from  a  man 
who  makes  poor  stoves. 

(6)  We  do  not  think  that  the  consumer  can  afford 
to  buy  anything  but  a  high-grade  stove.  When  one 
considers  the  average  consumer  will  use  from  .$10  to 
$20  of  fuel  and  perhaps  $300  to  $400  worth  of  food 
on  a  range  during  the  course  of  a  year,  the  percentage 
of  waste  due  to  an  inferior  stove  will  run  him  far 
more  than  the  difference  between  a  low-grade  and  a 
high-grade  article  in  the  first  place. 

Edw.  Irvine,  manager  of  the  Canadian  Heating  and 
Ventilating  Co..  Owen  Sound,  Ont.,  in  answering  these 
rpiestions,  says: 

(1)  That  we  believe  that,  properly  handled,  as 
man.v  stoves  can  be  sold  at  standard  prices  as  at  cut 
prices.  '     '    ' '  ' 

(2)  The  demand  for  low-priced  stoves  is.  to  a  large 
extent,  governed  by  locality. 

(3)  That  as  far  as  quality  is  concerned,  locality 
governs  to  some  extent. 


(4)  That  the  average  consumer  considers  appear- 
ance as  much  as  price. 

(5)  That  the  meeting  of  competition  mainly  applies 
to  some  of  the  cheaper  lines  of  stoves. 

(6)  This  is  also  a  question  of  locality,  as  we  find 
that  Eastern  people  buy  a  better  class  of  stoves  than 
those  sold  in  the  West. 


PROVED  THAT  THE  STOVE  WORKED 

A  retailer  who  sells  stoves  got  some  gilt-edged  adver- 
tising one  fall  by  placing  a  heating  stove  and  cooking 
stove  in  a  vacant  lot  near  his  store  and  lighting  fires  in 
them.  He  put  stovepipe  on  each,  and  the  smoke 
attracted  many  people. 

A  large  card  near  the  stove  imparted  the  information 


Window  display  of  stoves  depicting-  Indian  life.  The  electric  light 
shades  are  made  of  crepe  paiier  in  imitation  of  wasps'  nests.  Indian 
plaster-of-paris  figures  repose  In  the  foreground,  and  a  wigwam  and 
camp  kettle  complete  the  picture. 

that  "these  stoves  will  work  any  place  if  you  give 
them  the  right  kind  of  chance." 

The  show  was  given  one  Saturday  Avhile  the  farmers 
were  in  town.  The  merchant  or  one  of  his  clerks  was 
busy  all  day  explaining  the  good  points  of  the  stoves.  A 
very  satisfactory  bu.siness  in  stoves  was  the  result. 
The  stoves  used  in  the  demonstration  were  sold  at  a 
slight  reduction  from  the  regiilar  price. 


NEW  WINDOW  NIGHT  SIGN 

The  Onward  Mfg.  (*o..  Berlin,  have  recently  gotten 
out  a  number  of  window  electric  flash  signs  drawing 
attention  to  their  furniture  sliding  shoes.  These  signs 
are  for  the  use  of  the  trade  in  their  window  displays. 
They  are  about  a  foot  and  a  half  long  by  a  foot  deep ; 
stand  on  their  own  base,  with  electric  attachments  and 
plug  complete,  all  ready  to  set  into  socket.  The  sign 
is  in  colors  and  with  the  one-minute  on  and  one-minute 
off  flash  livens  up  any  window  in  the  night  time. 


A  ncAv  pietui'c  sui)ply  store  at  Montreal  is  that  of 
Wm.  A.  Higgs  &  Co, 
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New  Furniture  Items 


"Thorobeds"— Latest  Sofa  Bed 

Among  the  newest  and  latest  designs  of  sofa  beds 
are  the  "Thorobeds"  which  The  Snyder  Bros.  Uphol- 
stering Co.,  Ltd.,  Waterloo,  Ont..  are  making  up  for 
display  at  the ,  Berlin-Waterloo  Furnitnre  Exhibition 
and  for  marketing  among  the  Canadian  trade.  This 


Easy  operating  "Thorobed  "  being  operated  by  a  boy. 

company  hold  the  manufacturing  rights  for  Canada, 
the  patent  for  same  pending  at  present. 

The  "Thorobed"  contains  all  the  desirable  features 
of  any  bed  or  wardrobe,  and  yet  the  mechanical  con- 
struction has  been  so  simplified  that  all  the  operating 
devices  have  been  concealed,  giving  it  the  appearance 
of  a  stationary  davenport.  It  has  beauty,  compactness, 
comfort  and  durability;  and  sip.iplicity  is  the  keynote 
of  its  construction.  The  wardrobe  feature  is  in  the 
back  of  the  "Thorobed."  Many  of  these  features  are 
entirely  new.  The  "Thorobed"  sofa-bed  comes  in 
various  sizes.  They  are  all  fitted  before  leaving  the 
factory;  they  can  be  easily  set  up;  and  a  child  can 
operate  them. 

New  Handy  Leaf  Dining  Tables 

A  new  line  of  dining  tables  is  just  being  manufac- 
tured and  put  on  the  market,  and  will  be  shown  at 
the  forthcoming  furniture  exhibition  at  Berlin,  by  the 
Geo.  J.  Lippert  Table  Co.,  Ltd.,  of  that  city.  These 
tables  are  called  the  "Lippert  Handy  Leaf  and 
Erjualizer  Tables,"  so  called  from  the  convenient  con- 
trivances they  embody  in  caring  for  the  extra  leaves 
when  not  in  use,  and  the  simple  equalizing  contrivance 
for  keeping  the  top  of  the  table  always  exactly  centred 
over  the  pedestal.  The  storing  of"  the  extra  leaves 
under  tables  is  not  an  entirely  new  feature,  as  some 
square  and  rectangular  tables  have  had  such  equip- 
ment m  the  past,  but  the  Lippert  "handy  leaf"  is  said 
to  be  the  only  round  dining  table  vet  designed  that 
has  this  equipment.  Under  the  top  of  the  table  is  a 
well  for  holding  the  leaves,  the  latter  being  hinged 
for  folding.  When  not  in  use  the  extra  leaves  are 
entirely  out  of  sight,  though  right  at  hand  for  instant 
use  when  required.  The  equalizer  attached  to  the  key 
leaf  regulates  the  extra  leaves,  centreing  the  table 
exactly  over  tbe  pedestal,  no  matter  how  many  or  bow 


few  leaves  are  used.  There  is  no  danger  of  the  slides 
becoming  stiff  to  interfere  with  the  equalizer,  as  the 
latter  has  nothing  to  do  with  the  slides.  The  centre 
pedestals  of  these  diners  are  of  both  round  and  square 
patterns,  and  the  tables  are  made  in  two  sizes — 45  x  45 
inches,  extending  to  feet,  and  48  x  48  inches,  extend- 
ing to  7  feet.  Equalizers  can  be  put  on  dividing 
pedestal  tables  extending  up  to  12  or  14  feet.  Patents 
on  both  the  "handy  leaf"  and  "equalizer"  features 
are  pending. 

Latest  in  Easy  Chairs 

One  of  the  very  newest  things  in  easy  chairs  is  the 
"Hemco,"  patented  and  manufactured  in  Canada  by 
The  Lippert  Furniture  Co.,  Ltd.,  Berlin.  It  is  some- 
what similar  in  design  and  construction  to  that  com- 
pany's "Luxury"  chair,  though  probably  simpler  in 
operation.  It  is  a  chair  that  possesses  the  happy 
faculty  of  pleasing  all  kinds  of  people,  having  an  angle 
for  every  mood,  and  a  tilt  for  every  temper.  It  is  an 
automatic  self-adjuster,  controlled  by  a  spring  instead 
of  a  rod.  It  is  a  home  chair  and  a  family  chair,  suitable 
for  every  member  of  the  household.  The  automatic 
pivot,  which  controls  the  action  of  the  chair,  runs  on  a 
carriage  that  is  wholly  controlled  by  body  Aveight  and 
shoulder  pressure.  There  are  no  rods,  levers  or  but- 
tons; the  "Hemco"  is  complete  in  itself  and  ready  at 
all  times ;  the  position  of  the  body  controls  the  action 
of  the  chair. 

The  "Hemco"  is  a  beautiful  as  well  as  comfortable 
chair.    It  comes  in  a  dozen  different  styles,  a  dozen 


I) 


different  woods,  and  a  great  many  different  styles  of 
upholstering.  It  has  a  folding  foot  rest  upholstered 
with  pillow  eff'ect,  which  makes  the  chair  a  eomportable 
couch.  The  "Hemco"  is  being  put  on  the  market  now 
and  will  be  exhibited  during  the  Berlin  exhibition. 
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Knobs  of  News 


L.  Bourbeaii,  Ediuonlon,  has  discontinued  his  furni- 
ture business. 

A.  C.  Gray  has  discontinued  his  furniture  business 
at  Victoria,  B.C. 

G.  H.  Tjawrence  has  sold  out  his  furniture  business 
at  Dauphin,  Man. 

Smith  &  Cox,  fTiriiitnre  dealer  at  Humboldt,  Sask., 
are  discontinuing  business. 

Eastabrooks  &  Spillers,  furniture  dealers,  Edmonton, 
have  dissolved  partnership. 

The  assets  of  Chabot  Freres,  furniture  dealers, 
Montreal,  have  been  sold. 

The  St.  Malo  Furniture  Co.,  St.  Malo,  Que.,  has  ob- 
tained a  provincial  charter. 

The  Eddiestone  Co.,  of  Toronto,  have  opened  a  third 
furniture  store  in  that  city. 

C.  Shelling  &  Co.  have  started  the  manufacture  of 
kitchen  utensils  at  Winnipeg. 

The  Great  Western  Furniture  Co.  will  build  a  five- 
storey  warehouse  at  Saskatoon. 

R.  J.  Grey  has  sold  his  furniture  business  at  Oak 
Lake.  Man.,  to  W.  W.  McCubin. 

Jenkins  &  A 'Court,  furniture  dealers  at  Hanley, 
Sask.,  have  dissolved  partnership. 

Phenix  &  Girard,  furniture  and  hardware  dealers, 
Granby,  Que.,  have  been  registered. 

Fox  Bros.'  furniture  and  hardware  store  at  Belmont, 
Man.,  v/as  damaged  by  fire  recently. 

Wm.  Dobson  has  bought  the  furniture  business  of 
J.  R.  Wilson  at  North  Augusta,  Ont. 

The  Canada  Office  Furniture  Company's  premises  at 
Montreal  were  damaged  by  fire  recently. 

Geo.  H.  Lawrence  has  disposed  of  his  furniture  busi- 
ness at  Dauphin,  Man.,  to  Taylor  &  Farrell. 

C.  W.  Garuum  has  retired  from  partnership  in  the 
Dominion  Furniture  Co.,  Ltd.,  Moose  Jaw,  Sask. 

The  owners  of  the  Hendrickson-Smith  Furnishing 
Co.,  Prince  Rupert,  B.C.,  have  dissolved  partnership. 

Garton  &  Blanchard,  dealers  in  second  hand  furni- 
ture at  Saskatoon,  have  been  succeeded  by  Garton  & 
Co. 

H.  A.  Edgett  &  Co.,  grocers  and  furniture  dealers, 
Vancouver,  are  disposing  of  their  furniture  stock  by 
auction. 

The  Reliable  Furniture  Co.  have  removed  from  122 
Adelaide  Street  West,  Toronto,  to  24  Queen  Street 
East,  that  city. 

Joseph  B.  Durocher  and  Arthur  Chatillon  have  been 
registered  as  furniture  dealers  at  Montreal,  under  the 
firm  name  of  Durocher  &  Chatillon. 

Fire  at  ClitTord,  Out.,  almost  completely  destroyed 
John  Runge's  stock  of  furniture  and  carpets  in  his 
furniture  workshoj^s  recently.    It  was  partially  insured. 

W.  H.  Schneider  &  Sons,  Merlin,  Ont.,  have  pur- 
chased the  furniture  stock  of  the  late  J.  N.  Haliday, 
and  have  added  it  as  a  new  department  of  their  busi- 
ness. 

Alex.  McDonald,  a  one-time  furniture  dealer  of  Corn- 
wall, died  at  his  home  there  recently.  He  was  in  his 
younger  days  a  member  of  the  renowned  Cornwall 
Lacrosse  Club. 

The  provincial  secretary  has  empowered  The  Owen 
Sound  Furniture  Co..  Ltd.,  to  change  its  name  to  The 
Owen  Sound  Chair  Co.,  Ltd. 

The  Seroggie  Furniture  Co.,  Ltd.,  with  a  capital 
stock  of  $100,000,  has  been  incorporated  at  Montreal 
to  carry  on  in  all  its  branches  the  business  of  manu- 


facturers, importers  and  dealers  of  furniture  and 
furnishings. 

The  Thurso  Mfg.  Co.,  Thurso,  Que.,  capital  $49,000, 
has  received  a  provincial  charter  to  make  furniture 
and  other  products  of  v/ood.  The  incorporators  are 
J.  E.  A.  Decelles,  Geo.  Wilson  and  J.  A.  Hameljn,  all 
of  Montreal. 

Fred  Reid  of  the  J  as.  Reid  furniture  firm,  Kingston, 
Ont.,  believes  in  enjoying  life  and  has  bought  a  brand 
new  Ford  auto  in  which  to  spend  his  leisure  hours. 
Joe  Reid,  of  the  same  firm,  recently  returned  from  a 
little  holiday  trip  through  the  western  states,  ending 
up  in  Chicago. 

The  Dominion  House  at  Renfrew,  Ont.,  has  just  been 
refurnished  from  top  to  bottom.  Renfrew  was  badly 
in  need  of  accommodation  for  the  travelling  public,  and 
it  will  be  much  appreciated  by  the  boys  on  the  road 
to  know  that  the  Dominion  has  got  into  line. 

Wm.  Reynolds,  assistant  to  James  Ralph,  Stirling, 
Ont.,  furniture  dealer  and  undertaker,  was  taken  sick 
with  typhoid  recently.  Pneumonia  set  in  and  he  died. 
Thirty-two  years  ago  Mr.  Reynold  and  Mr.  Ralph 
bought  out  their  old  emjiloyer  and  started  the  business, 
and,  with  the  exception  of  a  few  years,  they  have  been 
together  ever  since.  He  was  one  of  the  finest  along 
the  line  and  will  be  greatly  missed. 


A  BUSINESS  CHANGE 

A.  M.  &  J.  K.  Edwards,  proprietors  of  the  Edwards 
Furniture  Company,  of  Sherbrooke,  P.Q.,  announce  an 
important  change  in  the  affairs  of  their  company. 

Mr.  Gordon  N.  Edwards,  a  younger  brother,  will 
acquire  a  one-third  interest  and  will  become  an  active 
partner  in  the  business  at  the  beginning  of  the  new 
year.  The  new  member  of  the  firm  is  a  Sherbrooke 
boy,  having  been  born  and  lived  all  his  life  in  that 
city,  and  is  well  knoAvn  in  the  community.  He  has  had 
the  advantage  of  a  wide  experience  in  every  depart- 
ment of  the  furniture  business,  having  been  in  the 
employ  of  the  present  company  for  the  past  ten  years, 
and  filled  every  position  from  shipping  clerk  to  general 
manager. 

The  Edwards  Furniture  Co.  will  shortly  celebrate 
its  thirteenth  anniversary,  and  during  this  time  it  has 
built  up  a  large  trade  which  extends  throughout  the 
whole  province.  With  the  addition  of  Mr.  G.  N. 
Edwards  to  the  management,  the  firm  will  be  in  a 
splendid  position  to  more  fully  meet  the  requirements 
of  a  fast-growing  community  in  everything  pertaining 
to  the  house  furnishing  trade. 

Plans  are  being  made  to  conduct  a  clearing  sale  dur- 
ing November  and  December,  when  special  efforts  will 
be  made  to  reduce  their  immense  stock  preparatory  to 
the  proposed  reorganization. 


GOLD  MEDAL  FURNITURE  BAND 

The  employees  of  the  Oxbridge  plant  of  the  Gold 
Medal  Furniture  Co.,  Ltd.,  have  organized  among 
themselves  a  brass  band  which  is  one  of  the  best  in 
Ontario  County.  The  band  is  in  great  demand  for  all 
kinds  of  entertainments  at  Uxbridge,  and  as  the  mem- 
bers are  both  versatile  and  willing,  they  have  a  great 
many  engagements.  The  Gold  Jkledal' band  recently 
supplied  the  music  for  the  l)ox  social  conducted  by 
the  Baptist  Young  Men's  Class,  making  it  a  great 
success  financially  for  that  orga.'iization.  They  also, 
at  a  recent  Sunday  evening  service  in  the  Methodist 
Church,  led  the  congregational  singing.  Thus  the  band 
has  made  friends  for  its  meinbers  and  the  company, 
and  has  done  something  for  the  community  in  which 
it  has  made  its  home. 
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COMMERCIAL  TRAVELERS'  ASSN.  OF  CANADA 

At  the  general  meeting  of  the  Commercial  Travelers' 
Association  of  Canada,  in  Toronto,  the  following  nom- 
inations were  made  for  1914:  S.  M.  Sterling,  president; 
James  G.  Cane,  first  vice-president;  George  W.  Moore, 
second  vice-president;  E.  Fielding,  treasurer.  All 
elected  bv  acclamation. 

Directors  for  Toronto  Board:  J.  W.  Charles,  Alec. 
Cook,  Harry  Dodson,  John  Everett,  R.  G.  Hector,  Wal- 
ter Moore,  James  McLaughlin,  A.  C.  Rogers,  C.  J.  Sil- 
ver. C.  J.  Tuthill  (nine  to  be  elected). 

Hamilton  Board :  W.  H.  Dean,  first  vice-president ;  E. 
0.  Zimmerman,  second  vice-president,  each  elected  by 
acclamation.  . 

Directors  for  Hamilton  Board:  W.  W.  Godard,  Ar- 
thur. F.  Hatch,  M.  P.  Malone,  George  A.  Matheson,  P. 
A.  bommer  ville,  C'.  C.  Smye,  H.  G.  Wright  (six  to  be 
elected). 

Montreal  Board:  W.  Williamson,  vice-president 
C elected  by  acclamation)  ;  D.  Adair,  George  Dawson, 
directors  (one  to  be  elected). 

The  following  boards  were  elected  by  acclara;ation : 
Berlin  Board,  J.  Fraser,  W.  J.  Moody ;  Kingston  Board, 
W.  H.  Graham,  W.  S.  R.  Murch;  Guelph  Board,  Adam 
Taylor,  vice-president,  R.  Gemmell,  director ;  Brantf ord 
Board,  J.  S.  Hamilton,  D.  J.  Waterous ;  Winnipeg 
Board,  A.  C.  Merrett  vice-president,  A.  E.  Rowland 
director;  Vancouver  Board,  E.  A.  McMaster,  R.  E. 
Jamieson;  Ottawa  Board,  J.  H.  Lawrie;  Brockville 
Board,  M.  Moore. 

The  scrutineers  of  the  ballot  are:  Walter  Madill, 
Robert  Keyes,  H.  Clearihue.  The  ballot  will  be  declared 
at  the  annual  meeting  to  be  held  in  St.  George's  Hall, 
on  December  26. 

A  committee  consisting  of  E.  Fielding,  J.  McLaugh- 
lin, Richard  Evens,  J.  G.  Cane,  George  W.  Moore, 
Robert  Orr,  T.  Menzies  and  A.  Barton  were  appointed 
to  arrange  for  a  banquet,  to  be  held  the  early  part  of 
the  ensuing  year. 


DOMINION  COMMERCIAL  TRAVELERS'  ASSN. 

At  a  special  meeting  of  the  Dominion  Commercial 
Travellers'  Association  held  at  the  Windsor  Hotel, 
Montreal,  to  discuss  the  advisability  of  superannuating 
the  present  secretary  of  the  association,  Mr.  H.  W. 
Wad^worth.  the  two  hundred  members  present  placed 
on  record  their  unqualified  approval  of  Mr.  Wads- 
worth  's  conduct  in  the  discharge  of  his  duties,  and 
unanimously  refused  to  consider  the  proposition  made 
by  the  board  of  directors,  until  such  superannuation  is 
actually  asked  for  by  Mr.  WadsAvorth  himself.  The 
meeting  Avas  one  of  the  most  lively  the  association  has 
ever  had.  President  Fortier  was  in  the  chair.  Mr. 
Wadsworth  said  he  had  never  expressed  an  intention 
of  retiring  or  had  he  solicited  superannuation.  He  has 
been  secretary  of  the  association  for  35  years. 


RAPID  GROWTH  OF  MONTREAL  FIRM 

A  romance  in  business  is  the  growth  of  the  Montreal 
Upholstering  Co.  Seven  years  ago,  under  the  name  of 
B.  Friedman,  a  small  business  was  started  in  very 
unpretentious  quarters  on  St.  Lawrence  street,  Mont- 
real. The  floor  space  measured  only  25  x  90  ft.,  but 
the  business  began  to  grow,  and  after  three  years 
they  were  obliged  to  move  to  larger  premises  on  Notre 
Dame  street.  The  firm  name  was  changed  and  became 
known  as  the  Monlrcjil  Upholstering  Company. 

The  business  still  increased,  and  the  8,000  feet  of 
floor  .space  soon  proved  inade(|uate  for  the  amount  of 
work  they  Avere  turning  out.  They  found  it  necessary 
to  move  again  to  larger  quarters,  and  are  noAv  situated 


in  a  large  and  up-to-date  factory  at  1611-1613  Clarke 
street.  Modern  machinery  has  been  installed  and 
skilled  Avorkmen  are  employed;  in  fact  everything  in 
the  four  floors  and  basement  suggests  20th  century 
development.  The  Montreal  Upholstering  Co.  have 
always  made  a  point  of  trying  to  give  full  satisfaction 
to  the  trade.  They  have,  year  by  year,  introduced  new 
samples,  and  their  range  which  at  first  included  only 
the  cheaper  lines  now  comprises  a  full  line  of  goods 
from  the  highest  priced  to  the  cheapest.  Their  constant 
groAA^th  is  an  indication  of  the  satisfaction  which  they 
are  giving  the  trade. 

FURNITURE  FACTORY  FOR  SASKATOON 

A  dispatch  from  Saskatoon  says  a  project  is  under 
way  for  the  establishing  of  a  furniture  factory  there. 
Frank  Giddings,  AA'ho  has  had  a  long  experience  in  this 
work,  is  behind  the  proposition.  Mr.  Giddings  believes 
that  Saskatoon  is  an  ideal  location  for  a  factory  of 
this  nature.  Plans  for  the  proposed  buildings  are  in 
the  course  of  preparation,  and  it  is  understood  some 
eastern  capital  is  interested. 


LONDON  FURNITURE  MEN  REORGANIZE 

The  Ontario  Furniture  Co.,  Ltd.,  is  the  name  of  a 
new  concern  Avhich  received  an  Ontario  charter  to  take 
over  the  assets  and  good  will  of  Keene  Bros,  and  the 
Ontario  Furniture  Co.  at  London,  Ont.  They  are 
empowered  to  manufacture  and  sell  furniture  and 
house  furnishings.  The  capital  is  set  at  $50,00,  and 
the  provisional  directors  named  are  Chas.  E.,  Oliver  G., 
Norman  H.  and  Arthur  H.  Keene. 


DEATH  OF  FURNITURE  MAKER 

Arthur  E.  Hoard,  proprietor  and  manager  of  Hoard 
&  Co.,  Ltd.,  furniture  makers,  London,  Ont.,  died  rather 
suddenly  on  Saturday,  November  1  at  his  home  in  that 
city  at  the  age  of  58  years.  He  Avas  well  knoAvn 
throughout  the  furniture  trade  of  the  Dominion,  having 
been  making  novelty  tables  and  other  furniture  articles 
for  the  past  20  years.  He  Avas  buried  on  Monday, 
November  3. 


TO  DOUBLE  STRATFORD  PLANT 

The  Stratford  city  coiincil  discussed  a  proposition 
from  the  Stratford  Manufacturing  Company  to  practi- 
cally double  the  size  of  its  plant.  The  firm,  Avhich 
makes  laAvn  SAvings,  ladders,  etc.,  asks  the  council  to 
alloAV  the  closing  of  a  street  and  to  grant  fixed  assess- 
ment of  $6,000  for  10  years.  The  matter  was  referred 
to  the  finance  committee  and  board  of  works. 


NEW  CATALOGUES  IN  PREPARATION 

The  Geo.  J.  Lippert  Table  Co.,  Ltd.,  Berlin,  will  get 
out  a  neAV  catalogue  early  in  the  ncAv  year,  and  Thie 
Crown  Furniture  Co.,  Preston,  are  preparing  a  new 
catalogue  now. 


CHANGE  OF  NAME 

The  firm  name  of  Woods-Norris,  Limited,  advertis- 
ing agency.  Toronto,  has  been  changed  to  Norris- 
Patterson,  Limited. 


NEW  BRESLAU  FURNITURE  FACTORY 

Jas.  H.  Dixon,  manager ;  Edmund  H.  Dedels,  superin- 
tendent; Herman  P.  GrischaAV,  furniture  maker,  and 
Allen  Becker  are  the  provisional  directors  of  the  Bres- 
lau  Wood  Products  Co.,  Ltd.,  recently  organized  at 
Breslau,  Ont.  They  have  received  an  Ontario  charter 
to  manufacture  furniture.   The  capital  is  set  at  $25,000. 
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The  Furniture  Factory 


A  Department 

for  the 
Manufacturer 


FURNITURE  MANUFACTURERS  canuot  expect 
to  proceed  very  rapidly  when,  by  advertis- 
ing to  the  consumer,  they  expect  to  force 
the  retailer  to  handle  their  goods.  Dealers  must 
be  educated,  not  coerced.  Advertise  to  the  con- 
sumer by  all  means,  but  also  advertise  to  the 
retailer.  There  Avill  be  a  weak  point  in  every 
advertising  campaign  where  this  is  not  provided  for. 
Manufacturers  are  realizing  this  point  more  and  more. 
An  exchange  recently  dealing  with  this  point  said: 
"When  a  manufacturer  advertises  'If  your  dealer 
can 't  supply  or  won  "t  supply  you,  send  your  order  to 
us,'  he  is  establishing  direct  competition  with  thQ 
dealer.  But  when  he  creates  the  demand  that  so  many 
dealers  are  insisting  on  before  stocking  any  line,  where 
else  can  the  piiblie  buy  these  goods  than  at  the  manu- 
facturer's headqixarters.  This  is  not  to  condemn  con- 
sumer advertising,  but  while  it  is  quite  essential  nowa- 
daj'S  for  any  manufacturer  who  would  succeed,  to 
co-operate  with  the  dealer,  not  to  'slug'  and  'club'  him 
into  line,  it  is  also  necessary  that  the  public  who  are  pre- 
possessed in  favor  of  the  article  will  have  some  source 
of  supply." 

*  «  * 

THE  FURNITURE  RECORD,  an  English  jour- 
nal, is  endeavoring  to  persuade  British 
furniture  manufacturers  to  give  more  at- 
tention to  the  cultivation  of  business  in  the 
overseas  dominions.  "The  importance  of  study- 
ing the  conditions  of  a  foreign  o»  colonial  market 
is  as  great  as  it  is  at  home,"  says  the  Record. 
"Business  to  be  captured  must  be  followed  up 
energetically  and  intelligently.  These  rules  being 
observed  there  is  a  plentiful  harvest  to  be  reaped,  and 
we  trust  the  furniture  manufacturers  of  this  country 
will  leave  no  stone  unturned  in  securing  their  share 
of  the  orders  that  are  going.  As  we  have  said,  every- 
thing points  to  good  trade  at  home,  and  special  en- 
deavors are  now  being  made  to  bring  this  country  into 
closer  touch  with  the  trade  of  her  colonies." 

Judging  the  subject  from  the  Canadian  point  of 
view,  the  outlook  for  the  British  furniture  manufac- 
turer is  not  of  the  brightest.  While  our  imports  of 
furniture  from  Great  Britain  have  increased  rapidly 
during  the  last  few  years,  yet  they  are  still  compara- 
tively small,  last  year  amounting  to  $262,407  in  value. 
An  idea  in  regard  to  the  growth  of  the  trade  may  be 
gathered  from  the  following  figures  covering  a  period 
of  six  vears:  1908,  $55,717;  1909,  $48,574;  1910, 
$89,196;  1911,  $136,795;  1912,  $198,464;  1913,  $262,407. 

Canada's  importations  of  furniture  from  the  United 
States  during  the  same  period  of  six  years  were  as 
follows:  1908,  721.414;  1909,  $592,99.3:  1910,  $851,077; 
1911.  $1,119,379;  1912,  $1,475,769:  1913,  $2,753,568. 

In  the  imports  from  Great  Britain  the  increase  in 
the  six-year  period  was  371  per  cent.,  and  from  the 
Unitf'd  States  nearly  282  per  cent. 

#  «  * 

SOME  of  the    furniture    manufacturers    in  Great 
l>i'itain  are  up  in  arms  over  the  Ghent  exhibition. 
When  certain  of  them  wanted  to  exhibit  fni'uiture 
in  the  British  section  the.y  were  politely  told  that  this 
was  not  permissible.    But,  lo  and  behold!    When  the 


exhibition  opened  the  exhibits  of  five  manufacturers 
were  on  view,  and  not  one  of  those  who  had  made 
formal  application  was  among  the  group.  When  a  pro- 
test was  entered  by  the  disappointed  manufacturers, 
they  were  told  that  strictly  speaking  it  was  not  exhibits 
they  saw,  but  merely  furniture  procured  from  the  five 
firms  for  the  pui-pose  of  decorating  rooms  in  which 
distinguished  guests  would  be  entertained.  This  is, 
however,  looked  upon  by  the  trade  as  a  ridiculous 
excuse.  The  London  Chamber  of  Commerce  is  under- 
stood to  be  taking  the  matter  up,  and  it  is  expected 
there  will  be  trouble  for  someone  before  the  ]natter  is 
ended. 

*    *  * 

AN  ideal  home  furniture  exhibition  was  recently 
held  in  London,  England.  It  must  have  been 
somewhate  '  unique  in  its  way.  Commenting 
iipon  it  the  Furniture  Record  said:  "There  is  no 
doubt  it  is  a  first-class  exhibition,  and  it  would  do  any 
retail  furnisher  good  to  make  a  careful  inspection  of 
the  exhibits,  the  bulk  of  which  are  medium-class  sug- 
gestions, well  within  the  reach  of  the  majority  of  the 
visitors.  Several  well-known  firms  are  making  capital 
shows,  and  there  are  some  model  cottages  erected  in 


Russia  n  chair.  Back  is  peculiarly  designed 
and  hollow  shaped.  The  tapestry  covering 
has  a  canvas  appearance  with  the  tiowcrs 
worked  on  it. 


the  hall  suggesting  practical  schemes  for  lovers  of  the 
simple  life.  Eating,  cooking  and  lighting  are  all 
adecpiately  represented,  and  there  is  something  for 
children  in  the  way  of  toys.  The  Russian  village  is 
perhaps  a  little  disappointing,  but  the  exhibits  of 
Russian  furniture  are  satisfactory  to  visitors  in  the 
sense  that  they  demonstrate  the  superiority  of  the 
home-made  article.  With  regard  to  the  model  cottages, 
allowance  must,  of  course,  be  made  for  exigeiicies  of 
space.  Those  M'e  inspected,  however,  were  remarkable 
for  the  ingenuity  with  which  a  maximum  amount  of 
furniture  was  got  into  a  minimum  of  space. 
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ECONOMY  IN  THE  USE  OF  GLUE 

By  William  Stetter 

The  writer  was  asked  recently  by  a  large  wood-work- 
ing concern  in  the  east,  as  an  expert  authority  on  the 
glue  question,  to  spend  a  day  at  the  factory,  with  the 
object  of  installing  a  proper  system  for  the  handling 
of  glue.  During  his  investigation  of  glue  conditions 
in  this  particular  factory,  one  of  the  glue  hands  men- 
tioned that  he  had  been  using  glue  for  nearly  thirty 
years,  and  thought  that  he  was  well  able  to  cook  a 
pot  of  glue  to  get  the  best  results  without  the  advice 
of  an  expert.  However,  he  was  asked  to  cook  a  pot 
of  glue  and  state  when  he  thought  it  was  ready  to 
use.  Tn  the  course  of  twenty  minutes  he  advised  the 
writer  that  his  glue  was  thoroughly  dissolved  and  ready 
for  use,  at  the  same  time  saying  that  it  would  be  as 
good  a  pot  of  glue  as  was  ever  used. 

We  emptied  this  wonderfully-cooked  pot  of  glue 
into  a  tin  pail,  and  lo  and  behold!  when  we  looked  at 
the  bottom  we  found  that  it  was  only  one-half  to  three- 
quarters  dissolved,  and  that  the  undissolved  glue  at  the 
bottom  of  the  glue  pot  was  one  big  lump  of  glue,  which 
had  accumulated  in  the  last  few  days.  Of  course,  this 
was  unexplainable  by  the  workman,  but  it  was  very 
easilj'-  explained  for  the  reason  that  he  would  lake  one 
tin  measure  of  ground  glue  and  two  measures  of  water, 
which  he  considered  at  the  proportion  of  one  part  of 
glue  to  two  parts  of  water ;  then  he  would  turn  on  the 
steam  and  let  it  cook  until  he  thought  it  was  properly 
dissolved,  never  knowing  that  glue,  if  not  thoroughly 
soaked  in  cold  water,  will  not  dissolve  properly,  mean- 
ing a  waste  in  the  use  of  glue  for  the  concern  of  from 
25  to  35  per  cent. 

This  same  workman  had  been  using  glue  the  same 
way  for  thirty  years,  which  all  goes  to  show  that  any- 
one can  cook  a  pot  of  glue  to  make  the  glue  hold,  but 
how  many  can  cook  it  to  get  the  most  there  is  to  be 
had  from  the  article"?  This  is  only  one  instance,  and, 
if  time  and  space  would  allow,  the  writer  could  tell 
you  of  thousands  of  similar  instances  where  glue  is 
used  improperly. 

System 

The  entire  handling  of  glue  should  be  systematized, 
from  the  buyer's  office  to  the  practical  handling  in  the 
factory,  the  result  being  a  large  reduction  in  your  glue 
bills,  while  the  quality  of  your  work  will  be  100  per 
cent,  better.  More  money  and  time  are  wasted  in  your 
glue  department  than  you  have  any  conception  of,  not 
to  mention  the  poor  reputation  your  goods  sustain 


through  the  inferiority  of  your  finished  article,  all 
caused  by  imperfect  or  defective  glueing. 

New  and  improved  machinery,  such  as  sawing,  plan- 
ing, shaping  and  cutting  machines,  has  made  an  entire 
change  in  the  veneer  industry,  and  old  methods  have 
been,  or  should  be,  entirely  discarded  in  order  to  meet 
competition  and  to  keep  abreast  with  the  times. 
Formerly  one  man  had  to  do  everything,  from  cutting 
of  the  stock  to  finishing  the  article,  while  now  each 
man  has  a  different  part  to  make.  In  these  days  of 
advanced  knowledge  and  keen  competition  the  m^anu- 
facturer  who  wishes  to  succeed  must  know  all  about 
modern  machinery  and  new  ideas  which  will  be  bene- 
ficial for  use  in  his  particular  line.  The  use  of  im- 
proved machinery  means  a  larger  output,  with  the  cost 
of  manufacture  greatly  reduced.  You  can  readily  find 
money  for  buying  planers,  cutting  and  shaping 
machines,  etc.,  but  for  some  unexplained  reason  you 
don't  seem  to  be  willing  to  invest  a  few  dollars  towards 
bettering  conditions  in  the  glue  room. 

The  King  of  Products 

Do  not  let  this  fact  get  away  from  you :  that  there 
never  has  been,  and,  as  far  as  we  know,  never  will  be, 
a  substitute  for  that  peerless  product  (which  gives 
you  a  good  or  bad  reputation,  in  accordance  with  your 
treatment  of  it),  that  king  of  all  products,  called  glue. 
Turn  it  over  in  your  mind.  Mr.  Veneerman.  just  what 
part  glue  plays  in  your  business.  Doesn't  your  success 
almost  entirely  depend  upon  glue?  If  you  do  not  use 
the  right  grade  of  glue,  properly  handled  or  applied, 
what  chance  on  earth  do  you  stand  for  an  increased 
demand  for  your  goods?  Who  wants  to  buy  veneers 
which  will  come  apart  with  slight  resistance?  Abso- 
lutely nobody.  Your  customers  depend  upon  you  to 
glue  your  stock  so  that  it  will  hold  and  Avear.  Now 
then,  such  being  the  case,  what  attention  are  you  giving 
this  vital  question?  You  give  your  glue-worker  a  pot, 
brush  and  clamps,  such  as  have  been  used  ages  ago, 
and  expect  him  to  turn  out  an  article  which  will  be 
above  criticism.  Just  turn  this  matter  over  in  your 
mind  a  few  times  and  then  go  out  into  your  factory 
and  find  out  M^hether  you  have  the  necessary  clamps, 
glue-spreaders,  hot  boxes,  glue  pots,  brushes,  etc.,  for 
the  proper  handling  and  application  of  glue,  and  if,  on 
investigation,  you  should  find  that  you  require  or  could 
use  more  and  better  appliances  to  your  advantage,  it 
will  be  a  mighty  good  paying  investment  to  take  some 
of  your  hard-earned  cash  and  spend  it  in  that  direction. 

For  the  proper  handling,  systematizing  and  use  of 
glue  it  is  absolutely  necessary  for  you  to  obtain  some 


Three  late  parlor  productions  of  The  George  McLagan  Furniture  Company. 
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knowledge  in  regard  to  your  present  stock  of  glue, 
such  as  viscosity  or  water-taking  qualities,  foam, 
grease,  acid,  drying,  and  last,  but  not  least,  spreading 
capacity,  all  of  which  information  can  be  obtained 
through  having  tests  made  by  a  competent  expert  on 
this  important  (luestio)i.  Their  fees  are  usually  very 
small  in  consideration  of  the  service  rendered  yon,  and 
it  may  m.ean  a  saving  of  many  dollars  a  year  just  to 
know  or  to  be  able  to  determine  the  exact  proportion 
of  glue  and  water  to  be  used  to  obtain  the  best  results, 
as  well  as  to  be  able  to  figure  out  .iust  how  many  scpiare 
feet  a  pound  of  your  glue  will  cover. 

No  matter  how  skilled  a  glue  workman  may  be  or 
how  many  years'  experience  he  has  had,  it  is  impossible 
for  hira  to  be  able  to  determine  the  exact  value  of  glue. 
This  requires  the  services  of  a  professional  glue 
specialist — a  specialist  who  has  had  laboratory  as  well 
as  practical  experience  in  this  line — a  man  who  can 
shoAV  you  in  black  and  white  just  what  the  actual  cost 
of  your  glue  is,  as  well  as  being  able  to  tell  you  within 
a  fraction  of  a  pound  the  spreading  or  covering  capa- 
city. Such  a  man  can  show  the  glue  user  how  to  do 
better  work  at  a  smaller  cost. 

Get  Heads  Together 

Let  us  put  our  heads  together  and  commence  this 
system  of  economizing  in  the  use  of  glue.  First  of  all, 
we  will  take  up  the  question  of  buying.  In  the  buying 
of  glue,  do  not  for  one  moment  consider  price,  for  the 
most  important  thing  to  know  is  quality,  leaving  price 
as  an  after-consideration.  For  example,  a  pound  of 
glue  costing  16  cents,  giving  perfect  satisfaction 
weighed  at  the  proportion  of  one  part  of  glue 
to  two  and  one-half  parts  of  water,  is  cheaper 
and  better  in  the  long  run  than  a  pound  of 
glue  costing  12  cents  giving  perfect  satisfaction 
weighed  at  the  proportion  of  one  part  of  glue  to  one 
and  one-half  parts  of  water.  Then,  again,  your  buyer 
shoxdd  obtain  all  the  information  he  desires  in  regard 
to  the  particular  grade  of  glue  you  are  Tising.  He 
should  coinpel  the  house  that  supplies  him  with  this 
artiele  to  submit  figures  for  the  use,  strength  and 
covering  capacity  of  this  particular  grade.  This  may 
seem  somewhat  difficult  to  perform,  b;it  every  glue 
house  in  the  country  knows,  or  shoiild  know,  these 
points  in  regard  to  the  various  grades  of  glue  which 
it  handles,  and  the  writer  feels  confident  that  j^our 
buyer  can  obtain  this  information  if  he  is  insistent. 
"When  this  has  been  accomplished,  and  you  have  in 
your  jiosses.-iion  figures  given  you  by  your  glue  seller 
as  to  })roportions  of  water  and  strength,  then  you 
sl'ould  have  these  figures  A^erified  by  an  expert.  The 
usual  charge  for  testing  sanq)les  is  from  •'r:5  to  ])er 
test,  which  is  very  moderate,  considering  the  time  and 
preparations  taken  to  make  an  accurate  report.  When 
your  glue  seller's  statement  has  been  verified  by  an 
expert,  then  it  is  time  for  a^ou  to  make  practical  experi- 
ments. By  knoAving  the  exact  number  of  scjuare  feet 
AA'hich  a  pound  of  glue  Avill  cover,  you  are  thereby 
enabled  to  figure  the  exact  cost  of  any  (juantity  of  glue 
li'luid  AA'hen  ready  for  practical  use.  \ 

The  Workmen 

After  the  buyer  is  thoi'.)ii.^.,'li!y  familiar  with  this 
<|uestion  as  pertaining  to  proper  proportions  of  glue 
and  Avater,  strength,  covering  capacity  or  spread,  and 
exact  cost,  then  comes  the  difficult  task  of  getting  the 
Avorkmen  more  familiar  with  the  handling  and  use. 
The  glue-Avorkers  should  be  made  to  measure  the  glue 
and  Avater  accurately,  not  by  weighing  same  with  a 
scale,  as  this  takes  time,  but  by  using  tin  pails  or 
measures,  Avhieh,  Avhen  filled  and  leveled,  Avill  hold  a 


"Crown"  Furniture 
Sells  on  "Quality" 

Choicest  Oak  and  Mahogany  used 


No.  963.   DRESSING  TABLE 

We  invite  you  to  personally  inspect  our  display  at  the 

TORONTO  FURNITURE  EXHIBITION 

during-  January,  or  at  any  time  in  the  year  to 
visit  our  new  Factory  Showrooms  at  Preston 


No.  963.  DRESSER 

We  have  a  fine  new  Catalojjue  just  from  the 
press — a  postcard  request  will  bring  one  to  you 

CROWN  FURNITURE  COMPANY 
PRESTON,  ONTARIO 
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given  amount.  Soaking  for  ground  glue  should  not 
be  If^ss  than  fifteen  minutes  and  not  over  one-half  hour, 
and  not  over  twelve  hours  for  flake  glue.  Thick-cut 
imported  glues  re(iuire  from  twelve  to  eighteen  hours 
to  absorb  the  proper  amount  of  water.  Bear  in  mind 
also  that  too  much  soaking  of  glue  is  just  as  harmful 
and  wasteful  as  net  enough.  If  you  heat  your  glue  with 
steam  the  temperature  can  very  easily  be  regulated, 
and  thermometers  should  be  installed  for  this  purpose. 
As  soon  as  the  glue  liquid  has  reached  a  temperature 
of  150  deg.  Fahr.,  turn  off  your  steam,  not  entirely, 
but  just  enough  to  let  the  liquid  reach  to  160  deg.,  at 
which  it  should  remain.  If  you  use  your  glue  at  a 
temperature  of  over  360  deg.,  you  are  continually  kill- 
ing the  strength,  as  well  as  the  adhesiveness  of  this 
article.  On  the  other  hand,  if  you  are  using  gas  for 
•hea!ing.  you  will  find  it  a  very  difficult  and  almost 
impossilble  matter  to  regulate  your  heat,  and  if  this  is 
the  case  the  writer  would  say  that  the  sooner  you  get  to 
using  steam  heat,  the  quicker  you  will  reduce  the  cost 
of  your  glue  wants. 

A  mighty  fine  idea  Avould  be  to  install  a  large  tank 
which  Avill'hold  enough  glue  for  a  day's  consumption, 
as  well  as  the  exact  proportion  of  water,  and  have  one 
man  fill  this  tank  every  evening,  so  that  all  the  men 
would  have  to  do  in  the  morning  would  be  to  fill  their 
separate  glue  pots,  thereby  eliminating  the  waste  of 
dry  glue  being  spilled  on  the  floor  by  careless  workmen 
who  have  to  soak  their  separate  pots. 

Time  or  space  will  not  allow  to  go  further  into  details 
in  regard  to  the  glue  question,  but  the  v/riter  begs  to 
state  that  if  any  of  you  glue  consumers  are  in  the 
market  for  information  in  this  line,  the  writer  will 
cheerfully  furnish  same  gratis  by  writing  to  him,  care 
of  this  magazine. 


STRATFORD  INDUSTRIES  PROSPEROUS 

The  report  of  the  council  of  the  Board  of  Trade  of 
Stratford,  as  presented  at  the  annual  meeting  of  that 
body  on  Nov.  21,  expressed  gratification  at  the  10  p.c.  in- 
crease in  population  during  the  year,  from  15,076  to 
16,425;  and  a  creditable  increase  in  factory  output  and 
the  addition  of  ne  windustries,  such  as  the  F)arquhar- 
son-Gifford  uijholstered  furniture  factory,  the  Classic 
Furniture  Company,  makers  of  bedroom  furniture. 
The  capital  invested  in  factories  is  now  $3,972,500 ; 
there  are  2,570  male  employees  and  606  female.  During 
the  year  $1,573,211  was  paid  in  wages,  and  the  factory 
output  was  $6,359,936.  The  building  permits  totalled 
.$299,431.  The  need  of  an  industrial  commissioner  was 
urged  in  the  report. 

The  board  now  has  150  members,  the  largest  in  its 
history.  The  election  of  officers  resulted  in  the  selec- 
tion of  H.  "W.  Stindley,  of  the  Imperial  Rattan  Co.,  as 
vice-president  for  the  next  year.  At  the  banquet, 
which  closed  the  proceedings,  George  McLagan  was 
one  of  the  principal  speakers. 


SOCKET  HEAD  SCREWS  FOR  FURNITURE 

The  P.  L.  Robertson  Mfg.  Co.,  of  Milton,  Ont.,  are 
making  a  patented  wood  screw  that  is  especially 
adapted  to  the  needs  of  furniture  workers.  It  is  known 
as  the  Robertson  socket  head  wood  screw.  Instead  of 
the  slit  across  the  top  of  the  screw  for  the  reception 
of  the  driver,  there  is  a  square  hole  or  socket  sunk  in 
the  top  into  which  fits  a  specially  designed  screw- 
driver, which  remains  there  until  its  work  is  done,  there 
being  no  chance  of  slipping.  By  the  use  of  this  screw 
and  driver,  the  screw  is  driven  home  with  the  least 
exertion,  and  the  driver  will  not  slip  and  cut  the  fin- 


gers or  disfigure  costly  furniture.  Nor  are  there  any 
ragged  slots  after  the  screw  is  home.  There  is  thus  a 
saving  of  time,  labor,  money  and  material — the  claims 
which  the  company  make  for  their  product.  The 
drivers  come  in  various  styles,  a  sample  being  given 
with  first  orders. 


NEW  FIRM  OF  MANUFACTURERS'  AGENTS. 

J.  A.  McLaughlin,  a  well  known  traveling  salesman 
among  the  Canadian  furniture  trade,  has  formed  a 
partnership  with  G.  C.  Scott,  formerly  with  the  Inter- 
national Varnish  Co..  Toronto,  as  furniture  manufac- 
turers' agents  and  jobbers. 

They  have  taken  offices  and  warerooms  at  67-71  Ade- 
laide Street  West,  Toronto,  under  the  firm  name  of  Mc- 
Laughlin &  Scott. 


CHEMICAL  TO  EXTINGUISH  GASOLINE  FIRE. 

A  gasoline  fire  is  very  difficult  to  extinguish  and  we 
do  not  know  of  any  chemical  that  will  do  it  alone.  The 
great  thing  is  to  cut  off  the  supply  of  air  and  the  ap- 
plication of  plenty  of  sand  is  the  means  usually  re- 
sorted to.  Water  is  worse  than  useless  as  it  simply 
spreads  the  fire  over  a  greater  surface. 

Some  of  the  dry  powder  fire  extinguishers,  whose  ac- 
tion depends  on  the  liberation  of  carbon  dioxide,  might 
be  of  some  avail  and  formulas  are  as  follows : 


1 

Sodium  chloride  6  parts 

Sodium  bicarbonate   8  parts 

Ammonium  chloride   6  parts 

2 

Sodium  chloride  8  parts 

Sodium  bicarbonate                             6  parts 

Sodium  sulphate   2  parts 

Calcium  chloride   2  parts 

Sodium  silicate  2  parts 


If  the  fire  is  on  a  small  scale  it  can  be  extinguished  by 
covering  it  over  with  a  fine  meshed  wire  net.  In  the 
same  moment  when  the  netting  is  laid  upon  the  burning 
surface,  the  flame  is  extinguished  because  it  is  a  glow- 
ing mass  of  gas,  which  the  iron  wire  quickly  cools  off 
so  that  it  can  not  glow  any  more. 


LUMBER  HANDLING  DEVICE. 

By  W.  H.  Rohr  in  "Woodworker" 

The  labor-saving  device  shown  herewith  contains 
a  good  idea  for  unloading  lumber  from  ears:  The 


H  CAR  OOOR 

I 


Lumber  handling  device— the  roller  is  adjustable  as  to  location  and  angle 

roller  is  adjustable  both  as  to  location  and  angle,  as 
shown.  A  great  many  of  the  big  lumber  yards  and 
mills  in  the  Pacific  northwest  use  it,  or  one  similar. 


Because  a  man  does  not  agree  with  you  as  to  the 
best  way  of  running  your  store,  that  is  no  sign  that 
he  is  wrong.  You  may  be  mistaken  yourself. 
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Undertakers'  Department 


Problems  affecting  the  Undertal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


TOPICS  OF  THE  DAY 

EMBALMING,"  recently  remarked  the  president  of 
the  Washington  Funeral  Directors'  Association, 
"is  advancing  Avith  its  sister  sciences,  and  must 
advance  as  the  sciences  and  knowledge  of  physiology 
and  surgery  go  ahead." 

There  isn't  any  doubt  about  it.  But  more  will 
depend  upon  the  exertion  of  the  funeral  directors  them- 
selves than  upon  any  outside  influence.  The  greater 
the  number  that  are  aiming  at  proficiency  in  the  pro- 
fession the  higher  will  become  the  standard,  until 
eventually  the  indifferent  funeral  director  will  be  un- 
able to  find  customers.  He  may  become  a  grave-digger, 
but  he  will  not  be  able  to  remain  a  funeral  director. 

In  none  of  the  professions  is  there  probably  a  greater 
struggle  going  on  toAvards  efficiency  than  in  that  of 
the  funeral  director  and  embalmer. 

A FUNERAL  DIRECTOR  and  furniture  dealer 
in  a  certain  small  Ontario  town  in  Avhieh  he 
practically  had  a  monopoly,  is  charged  with 
having  complained  of  the  small  number  of  deaths 
v/hich  had  occurred  of  late  in  his  neighborhood.  It 
might  have  been  only  the  gossip  of  a  small  town  and 
without  foundation  in  fact.  But  whether  true  or  not, 
this  is  by  no  meajis  the  ruling  attitude  of  the  average 
fu7ieral  director.  The  great  majority  of  those  in  the 
undertaking  profession,  like  those  in  the  medical  jiro- 
fession,  are  enlisted  in  the  campaign  for  the  preserva- 
tion of  life,  which  is  becoming  so  general  these  days 
in  leading  civilized  countries. 

There  has  not  been  a  convention  of  late  years  that 
we  can  recall  in  which  addresses  have  not  been  deliver- 
ed on  the  subject  of  sanitation.  Medical  men  are  recog- 
nizing the  good  work  funeral  directors  are  doing  along 
this  line.  One  of  them,  in  addressing  the  funeral 
directors  of  North  Dakota  recently,  paid  this  tribute: 
"In  these  f^ommercial  moneyed  times  with  its  fever- 
ish devotion  to  the  details  of  business,  with  its  keen 
competition,  Avith  its  rivalry  for  supremacy,"  he  said, 
."it  is  refreshing  to  find  an  organization  that  will  pause 
in  its  course  long  enough  to  take  a  retrospective  view 
of  conditions  and  enlist  with  the  grand  army  of  humani- 
tarians that  are  doing  so  much  to  alleviate  human 
suffering,  to  prevent  human  misery  and  to  lessen  the 
chances  of  a  premature  death.  That  your  organiza- 
tion is  sufficiently  equipped  to  do  this  is  generally 
acknowledged.  That  it  has  the  heart  and  the  will  to 
do  this,  I  firmly  believe,  and  that  it  will  embrace  with 
fervor  and  Aviih  devotion  the  Avolrd's  call  to  service 
for  the  betterment  of  humanity  I  coirfidently  anticipate. 
The  solving  of  this  great  problem  of  the  conservation 
of  human  life,  human  health  and  human  efficiency,  does 
not  hinge  on  the  work  of  au}^  one  element  of  society, 
but  on  the  harmonious  working  together  of  all  those 
agencies  that  have  to  do  Avith  the  physical,  moral  and 
mental  uplift  of  humanity.  This  is  not  a  Avork  for  the 
gOA^crnmenl  alone,  no  matter  hoAV  Avell  organized  it 
may  be.  This  is  not  a  Avork  for  the  physicians  alone, 
no  matter  hoAv  well  equipped  they  may  be.    This  is 


not  a  work  for  such  organizations  as  are  here  repre- 
sented alone,  n.o  matter  how  enthusiastic  or  efficient 
they  may  be.  It  is  not  a  work  for  the  people  alone,  no 
matter  hoAv  intelligent  they  may  be — but  it  is  the  work 
for  every  individual,  organization  or  agency  that  has 
to  do  AA'ith  tbe  Avelfare  of  the  wolrd. " 

THE  METROPOLITAN  LIFE  INSURANCE  CO. 
of  New  York,  have  refused  to  make  payment 
to  funeral  directors  on  orders  given  by  bene- 
ficiaries. The  reason  given  by  the  insurance  company 
is  that  "some  funeral  directors  are  dishonest."  A 
great  deal  of  interest  has  been  excited  among  funeral 
directors  in  conse(iuence.  The  Sunnyside,  Avhich  is 
A'igorously  taking  the  matter  up  on  behalf  of  the  pro- 
fession, and  points  out  that  just  as  no  one  Avould  think 
of  charging  the  insurance  company  with  dishonesty 
because  it  had  disputed  death  claims,  so  the  latter 
should  not  take  the  stand  it  has  because  of  the  alleged 
dishonesty  of  "some  undertakers." 

In  an  editorial,  Sunnyside  concludes:  "It  has  often 
been  said  that  you  cannot  indict  a  whole  state  or  a 
people.  The  question  is,  can  the  Metropolitan  Life 
indict  a  Avhole  profession  of  more  than  tAventy-five 
thousand  members?" 

It  is  altogether  likely  that  the  courts  Avill  be  called 
upon  to  settle  the  matter. 

AN  elderly  man,  David  Gilliland,  Avas  sentenced 
to  four  months'  imprisonment  by  the  Belfast 
migistrates  recently,  for  obtaining  various 
small  sums  of  money  by  trickery  from  three  under- 
taking establishments  and  a  shroud  from  a  fourth.  In 
each  case  he  represented  that  his  Avife  had  just  died, 
and  haA'ing  ordered  the  funeral  reciuirements  asked 
through  his  tears  for  the  loan  of  money  to  meet  the 
immediate  expenses,  promising  to  pay  it  back  out  of 
the  insurance  money.  At  a  previous  hearing  the  pri- 
soner stated  his  Avife  had  been  dead  fifteen  years,  but 
the  police  uoav  stated  that  they  had  received  a  letter 
from  her  from  Glasgow. 

He  evidently  kneAV  where  he  could  put  his  finger  on 
generous  and  tender-hearted  men. 

IT  has  been  suggested  that  the  British  Embalmers' 
'Association  should  make  an  effort  to  persuade  one 
of  the  colleges  connected  AAdth  the  London  Uni- 
A^ersity  to  provide  a  course  in  anatomy,  chemistry  and 
laAv  for  funeral  directors. 

Wether  the  movement  is  successful  or  not  it  clearly 
demonstrates  one  thing,  and  that  is  a  striving  afteri 
greater  efficiency  and  a  higher  standard  in  the  pro- 
fes.sion  of  undertaking. 

A CASKET  manufacturer  in  Minnesota  has  just 
taken  his  first  vacation  in  27  years.  He  has 
gone  fishing.  It  is  a  Avonder  he  had  not  gone 
over  to  the  "great  majority"  long  ago.  Casket  men, 
any  more  tlian  o^^her  kind  of  men,  cannot  expect  to 
live  by  Avork  alone. 


74 


CANADIAN  PURaTTURE  WORLD  AND  THE  UNDERTAKER. 


December,  1913 


Dominion  Casket  Co.,  Limited 


Telephones : 


I  Day  No.  1020.  Nights  and 
[Sundays  and  Holidays  No.  1069 


Guelph,  Ont. 


RUSH  ORDERS 
SOLICITED 


No.  344. — The  above  shown  design  speaks  for  itself  as  to  good  quality  and  conservative  richness  of  appearance. 
The  proportions  of  this  casket  are  in  a  class  heretofore  only  obtained  in  Canada  by  importation.  The  sale  of 
tliis  g  rade  of  goods  among  the  better  class  of  Funeral  Directors  is  certainly  conclusive  evidence  that  the  tendency 
of  the  purchaser  is  toward  the  better  grades. 


7 


No.  166.— This  style  also  is  of  the  class  which  is  beyond  criticism.  Made  entirely  of  the  better  grade  of 
materials,  and  with  workmanship  which  is  a  result  of  long  experience. 

We  have  no  need  to  advertise  Hardwood  Cases,  as  all  goods  are  made  with  such. 

Soliciting:  your  inquiries  for  Oak,  Mahogany  and  Metallic  Caskets,  we  remain,  very  truly 


DOMINION  CASKET  CO.,  LIMITED 
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Alberta  Funeral  Directors' 
Convention 


PRESIDENT  A.  U.  CONNELLY'S  ADDRESS 

Not  being  accustomed  to  making  public  speeches,  I 
trust  you  will  excuse  me  for  having  written  down  my 
address.  It  is  .iust  possible  that  it  will  save  our  Secre- 
tary from  making  notes,  as  I  understand  it  has  been 
customary  to  publish  your  President's  address  in  the 
reports  of  our  eonv(>ntions  to  the  dift'erent  journals. 
Taking  it  for  granted  that  you  accept  my  excuses,  I 
will  proceed  with  what  I  have  to  say. 

In  the  first  place  I  wish  to  express  my  pleasure  at 
seeing  so  many  present,  especially  as  this  year  we  set 
the  dates  of  our  Convention  so  as  not  to  contlict  with 
any  other  attraction  taking  place  in  Calgary,  since, 
in  the  past,  Ave  have  found  that  with  other  things 
going  on  in  the  city  it  has  been  liard  to  keep  the  atten- 
tion of  all  our  members  solely  upon  the  Convention,  as 
a  goodly  number  naturally  wish  to  see  the  other  attrac- 
tions that  have  been  going  on  and  which,  perhaps,  in 
conjunction  with  the  reduced  railway  fares,  proved 
some  inducement  for  those  members  to  leave  home  at 
that  particular  .time — especially  those  who  came  long 
distances.  And  T  admit  this  to  be  some  inducement 
too.  just  no^y  when  dollars  and  cents  count. 

Now  gentlemen,  I  am  sure  you  will  all  understand 
that  the  officers  of  this  Association  have  always  aimed 
to  make  each  Convention  better  than  the  preceding  one. 
This  is  somewhat  hard  to  do,  I  admit,  owing  to  the 
fact  that  there  is  considerable  routine  work  necessary 
along  with  the  practical  part  for  which  the  Association 
has  been  formed.  These  conventions  or  schools,  held 
annually  since  the  forming  of  the  Association,  have 
been  the  means  of  giving  practical  knowledge  to  a 
large  niimber  of  young  men  AA^ho  have  taken  up  the 
profession  of  funeral  director  and  embalmer,  and  pre- 
paring them  and  all  other  lupmbers  of  our  and  sister 
associations  for  the  Embalmers'  Act,  Avhich,  in  a  very 
short  time,  will  have  to  be  complied  Avith.  When  this 
Act  comes  into  force — and  Ave  have  every  assurance 
that  it  will  become  laAV  before  this  Association  meets 
again  in  1914— all  those  who  may  wish  to  take  up 
funeral  directing  and  embalming,  and  Avho  have  not 
been  in  business  previous  to  the  Act  coming  into  force, 
Avill  have  to  go  before  a  Government  Board  of  Examin- 
ers and  pass  an  examination  before  them,  before  being 
granted  the  Government  license  to  carry  on  their  pro- 
fessions of  embalming.  OtherAvise,  they  must  employ 
a  licensed  embalmer  to  do  their  Avork  for  them. 

Now,  so  that  all  present  Avill  understand,  I  Avish  to 
say  that  this  Act  is  not  intended  to,  nor  Avill  it  in  any 
Avay  prove  a  hardship  to  the  funeral  director  Avho,  pre- 
vious to  the  Act  coming  into  force,  Avas  actually  carry- 
ing on  the  business  of  funeral  director  and  embalmer 
in  any  part  of  Alberta  and  Avho,  on  or  before  a  certain 
date  .specified  in  the  Act,  has  applied  to  the  Government 
for  his  license.  For  upon  shoAving  proof  tliat  he  has 
been  carrying  on  the  business  prior  to  the  Act  becom- 
ing laAv  and  that  he  is  qualified,  a  license  Avill  be 
granted.  This  has  been  the  Avork  of  our  and  sister 
associations  for  some  time  past,  and  the  best  qualifi- 
cation you  can  have  is  your  diploma  from  this  or  other 
sister  associations. 

There  is  so  much  that  can  be  said  upon  the  advant- 
ages of  being  a  member  and  attending  the  Convention 
that  it  Avould  take  up  too  much  of  your  time,  jnst  at 
this  particular  stage,  as  I  expect  there  will  be  some 


discussion  upon  this  subject.  Your  secretary  and 
myself  have  had  personal  interviews  Avith  the  Premier 
and  Attorney-General  and  Ave  have  their  assurance 
that  the  Act  will  come  before  the  House  at  its  first 
sitting. 

NoAV  I  Avish  to  say  a  fcAV  Avords  as  to  our  demon- 
strator and  lecturer.  Prof.  Chas.  O'Dhonau.  The  Pro- 
fessor, as  some  of  us  Avill  remember,  was  Avith  us  last 
year,  and  proved  by  practical  illustrations  and  de- 
monstrations that  he  was  not  only  all  that  he  claimed 
to  be,  but  a  little  more.  This  is  one  good  reason  why 
he  should  be  Avith  us  a  second  year,  and  there  are  others. 
Any  professor  who  meets  you  for  the  first  time  and 
for  so  short  a  period — three  days — can  hardly  be 
expected  to  give  you  the  very  best  that  is  in  him.  He 
must,  like  most  of  us,  get  someAvhat  acquainted  with 
us,  and  likeAvise.  Ave  with  him.  So  T  am  sure  that  by 
haviiig  Prof.  O'Dhonau  Avith  us  again  this  year  we  will 
be  greatly  benefited.  I  trust  there  will  be  a  good 
number  of  diplomas  distributed  amongst  you  at  this 
Convention. 

As  our  Secretary,  Mr.  Stone,  has  stated  in  his  circular 
letter,  the  forming  of  tAvo  sister  associations,  one  on 
each  side  of  us,  Avill  necessarily  cut  doAvn  our  member- 
ship and  may  mean  that  we  may  have  to  draw  upojt 
our  members  for  more  of  "the  necessary"  to  carry 
on  our  work.  It  is  to  be  hoped  that  as  the  ucav  toAvns 
that  are  springing  up  all  over  Alberta  groAV  into 
centres  that  aahII  support  or  justify  funeral  directors 
opening  up  in  business,  our  Association  Avill  be  able  to 
hold  its  OAvn  AA'ith  sister  organizations. 

Our  Secretary  also  speaks  of  the  Avholesale  firms  as 
a  source  from  Avhich  Ave  have  had  considerable  assist- 
ance in  the  past.  In  fact  I  do  not  believe  it  Avonld  have 
been  possible  to  carry  on  the  Avork  in  the  earlier  stages 
of  our  existence  as  an  association  Avithout  this  help, 
and  T  am  sure  all  the  members  appreciate  Avhat  the 
wholesale  firms  have  done  for  the  Association.  I  feel 
that  Mr.  Stone  is  not  only  right  in  the  stand  he  has 
taken  in  this  matter,  but  I  am  also  sure  it  Avill  meet 
Avith  the  approval  of  the  members  of  this  Association 
as  Avell  as  the  wholesale  firms.  If  the  members  present 
AA^ill  stop  to  think  for  a  fcAV  minutes  they  Avill  readily 
see  that  if  the  Avholesale  firms  of  their  own  free  will's 
Avish  to  assist  any  convention  or  association  there  is 
nothing  to  prevent  them,  Avhile,  on  the  other  hand, 
there  will  be  no  strings  attached  to  the  members  of 
the  Association  in  placing  their  orders  for  supplies. 
I  think  there  is  a  gain  for  both  parties. 

During  the  past  tAvelve  months  Ave  have  had  taken 
from  amongst  us  to  his  last  resting  place,  one  of  th'.,? 
oldest  mem.bers  of  this  Association — one  Avho  never 
missed  a  Convention  since  the  foi'ming  of  the  Associa- 
tion. I  refer  to  Wm.  Sharp,  of  WetaskiAvin,  who  has 
been  one  of  our  executiA'^e  for  years.  Some  time  pre- 
vious to  his  death  he  got  blood-poisoning  from  a  case 
he  Avas  handling  and,  for  a  long  time,  it  Avas  hard  to 
say  how  it  was  going  to  turn  out.  Eventually  he  re- 
covered, but  he  Avas  never  the  same  man.  It  appeared 
to  have  aflPected  his  mind,  and  for  some  little  time 
previous  to  his  death  he  Avas  not  quite  himself. 

Another  of  our  officers,  not  Avith  us,  and  Avho  Avas 
elected  to  office  last  year,  is  not  carrying  on  the  busi- 
ness of  funeral  director,  but  is  engaged  ui  housekeep- 
ing. To  this  monber  belonged  the  honor  of  being  the 
first  lady  to  obtaui  a  diploma  for  embalming  fi'om  the 
Alberta  Association.  So  again  you  see  Avhat  holding 
a  diploma  from  this  Association'  may  do  for  you.  In 
this  case  the  lady  got  married,  and  it'may  be  tlie  means 
of  getting  a  Avife  for  some  of  our  unmarried  members 
also. 

I  should  very  much  like  to  see  greater  interest  taken 
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in  the  Assooiation  by  the  pi'ofession  all  through  the 
province.  Of  course  we  cannot  expect  to  have  as  large 
meetings  as  they  do  in  other  provinces  which  are  more 
thickly  settled  and  where  distances  are  not  so  great 
as  out  here  with  us. 

And  now,  gentlemen,  as  there  are  other  matters  of 
more  importance  than  my  address,  T  wish  to  thank  the 
members  of  the  association  who  elected  me  to  fill  the 
office  of  i)resident  for  1913.  1  must  admit  that  there 
has  not  been  much  that  I  could  do,  as  our  secretary, 
Mr.  Stone,  looks  after  most  of  the  clei-ical  work,  there- 
by maying  my  share  of  the  work  very  light. 

I  should  like  to  say  right  here  that  a  great  part  of 
the  success  of  any  association  is  due  to  the  interest 
taken  by  your  officers.  Therefore,  in  choosing  from 
amongst  the  members  of  your  association  those  whom 
you  elect  to  fill  the  different  offices,  you  should  try  to 
pick  the  best,  or  rather,  those  who  will  not  only  make 
the  best  workers  for  the  association,  but  those  who 
will  reflect  credit  upon  and  give  the  association  the 
best  standing  in  the  eyes  of  the  public  as  well  as  other 
sister  associations. 

T  am  sure  that  this  association  is  not  lacking  in  mem- 
bers who  can  fill  the  offices  with  honor  and  credit  to 
themselves.  Now,  do  not  let  personal  feeling  sway  you 
in  this,  but  look  to  the  good  of  the  association  in  every 
way.  In  the  past  we  have  gone  by  the  rule  of  advanc- 
ing those  Avho  hold  the  principal  offices  so  that  each 
year  we  have  had  practically  only  one,  or  at  most,  two 
new  men  amongst  the  executive  of  the  association.  This 
may  possibh'  make  some  feel  as  if  the  same  ones  were 
running  the  association  from  year  to  year.  Therefore, 
1  think  it  would  prove  beneficial  to  the  association  were 
you  to  consider  this  when  choo.sing  your  officers. 

1  also  b'^lieve  that  if  we  had  a  good  man  as  president, 
one  who  carried  weight  along  with  stuff  that  builds  up 
an  association,  it  would  be  better  not  to  change  this 
man  too  often,  but  keep  him  as  long  as  he  will  keep  up 
the  pace,  for  it  is  your  officers  who  do  the  most  to  keep 
up  the  interest  in  the  association  work — the  live  ones 
esppcially.  T  know  of  some  associations  that  have  re- 
tained their  president  and  secretary  for  years,  though 
the  exeeiitivp  was  changed  annually. 

1  should  like  to  hear  some  discussion  upon  some  of 
the  subjects  I  have  mentioned.  I  hope  none  of  the 
members  will  feel  backward  in  speaking,  for  if  there 
is  anything  in  the  way  our  association  is  being  con- 
ducted deserving  of  criticism,  it  is  at  our  conventions 
these  things  should  be  discussed  and  straightened  out. 
Don't  do  your  kicking  outside,  but  do  it  here  when  Ave 
are  all  present.  It  is  the  fairer  way,  and  the  brotherly 
feeling  amongst  the  members  will  be  increased  by  it. 

Hoping  that  the  littlp  I  have  been  able  to  do  during 
the  past  twelve  months  meets  with  your  approval,  and 
thanking  you  for  the  attention  as  well  as  the  patience 
you  have  shown  me  during  the  delivery  of  my  address, 
I  will  now  take  my  seat. 

Report  of  the  Secretary-Treasurer 

Tn  giving  this,  the  seventh  annual  report  of  the  fin- 
ances of  our  association,  T  am  glad  to  be  able  to  state 
that  this  spventh  convention  of  the  association  is  the 
first  (and  1  sincerely  hope  not  the  last)  that  will  be  car- 
ried through  without  asking  individually  the  different 
manufacturing  firms  for  donations  towards  our  con- 
vention funds.  Though  T  wish  it  distinctly  understood 
that  I  do  not  mean  that  any  moneys  sent  to  our  associa- 
tion voluntarily,  or  without  solicitation  on  the  part  of 
any  officer  or  members  of  the  association,  would  be  re- 
fused. Far  from  it.  Rut  1  do  want  the  wholesale  firms 
to  feol  that  we  have  felt  very  grateful  in  the  past  for 
the  very  great  assistance  they  have  reudered  our  and 


other  sister  associations  in  the  nature  of  money  dona- 
tions at  convention  time  when  we  needed  every  penny 
we  could  get  our  hands  on  to  carry  on  the  work  we  had 
undertaken. 

We  wish  these  firms  to  know  that  though  Ave  have  not 
appealed  to  them  this  year  for  any  moneys,  it  is  not  be- 
cause we  could  not  find  a  good  use  for  it,  for  we  could; 
as,  after  all  expenses  of  the  convention  are  paid,  our 
bank  balance  will  be  very  small  to  carry  on  the  work 
until  next  year.  But  if  this  association  is  ever  to  be 
self-sustaining,  we  must  make  a  beginning,  and  now  is 
as  good  a  time  as  any.  If  the  wholesale  firms  or  any  of 
them  feel  that  they  would  like  to  a.ssist  with  the  work 
"we  have  undertaken  in  the  West,  T  am  sure  we  will  be 
only  too  pleased  to  accept  any  cheques  and  money  or- 
ders they  may  feel  inclined  to  send  us. 

\'"ery  few  of  our  members  realize  what  keeping  their 
dues  paid  up  means  in  the  financing  of  our  association 
Avork.  At  the  present  time  there  are  over  seven  hun- 
dred dollars — to  be  exact,  .t725---noAv  on  our  ledger. 
This  has  accumulated  year  after  year  till  it  has  reached 
its  present  figure.  A  large  part  of  this,  I  am  sure,  will 
never  be  paid.  T  might  explain  why.  EA'cry  year  from 
the  beginning  of  our  association,  Ave  have  had  applica- 
tions from  npw  men  for  membership.  These  applica- 
tions have  been  accompanied  Avith  the  necessary  fee 
of  $10.  Of  the.se,  a  large  number  have  not  even  at- 
tended a  convention,  though  some  are  still  carrying  on 
business  the  same  as  when  they  joined.  Others  at- 
tended the  first  convention  after  putting  in  their  appli- 
cation and  then  we  AA'ould  see  them  no  more  for  various 
reasons.  )Some  have  sold  out  their  business  or  are  em- 
ployed by  persons  carrying  a  line  of  undertakers'  sup- 
plies— have  been  moAdng  about  from  one  place  to  an- 
other, never  thinking  it  Avorth  their  Avhile  to  notify 
your  secretary  of  their  change  of  address,  but  letting 
their  dues  creep  up  year  after  year  until  some  are  noAV 
as  much  as  $25  and  $30  in  arrears. 

Then  there  are  the  careless  ones,  who  just  simply 
forget  or  put  it  off  from  time  to  time.  I  do  not  Avish 
to  hurt  anyone's  feelings  in  regard  to  dues,  but  some- 
thing has  to  be  done  if  Ave  expect  to  carry  on  the  Avork. 
Now,  it  is  cheaper  for  a  member  Avho  has  let  his  dues 
creen  up  to  $15  or  $20  to  come  in  as  a  ncAv  member, 
paying  only  $10,  and  g^^t  reinstated,  thereby  saving  for 
himself  the  difference.  Bi;t  it  is  hard  on  the  associa- 
tion and  not  altogether  fair,  for  these  back  dues  form 
part  of  our  assets  and  belong  to  the  a.ssociation. 

I  hope  to  see  some  of  the  dues  cleared  up  at  this  meet- 
ing, for  we  need  the  money.  I  trust  Ave  shall  not  have 
to  refer  to  this  matter  as  strongly  another  year. 

I  have  not  received,  during  the  past  tAvelve  months, 
as  many  ncAv  applications  as  formerly,  but  I  feel  sure 
that  as  our  province  fills  up  and  the  new  toAvns  that  are 
springing  itp  all  OA^er  the  province  groAv  in  size,  the 
number  of  our  members  Avill  increase  accordingly. 

After  the  erabalmers'  Act  becomes  laAv  and  cA'ery 
funeral  director  and  embalmer  is  registered  by  having 
to  apply  for  his  license.  Ave  will  be  able  to  get  a  better 
mailing  list  and  keep  more  in  touch  AA'ith  a  goodl}^  num- 
ber AA'ho,  at  present,  Ave  know  nothing  about. 

And  just  here  I  Avish  to  say  that  the  travelers  for 
our  wholesale  firms  have  been  of  the  greatest  assistance 
to  me  and  also  to  the  association,  as  they  supply  me 
with  all  the  new  names  and  particulars  and  bring  many 
members  into  our  and  sister  associations.  This  year 
T  have  missed  them  con.siderably,  as  they  have  not  been 
over  the  groiind  as  often  as  in  previous  years,  and  that 
may  possibly  be  the  reason  of  so  fcAV  ncAV  applications 
this  year.  Let  us  not  forget  to  thank  these  men  Avho 
have  given  us  so  many  good  members.  I  should  like 
to  see  thc'ra  all  made  honorary  members,  paying  their 
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We  Extend  to  All  Our  Customers 

The  Season's  Greetings 

A  ND  may  the  coming  New  Year  hold 
for  you  all  that  you  now  hope  for. 


Our  line  of  Burial  Caskets  and 
Trimmings  for  1914  will  be 
both  up-to-date  and  com- 
prehensive, and  we  cordially 
invite  your  early  investigation. 


The  Globe  Casket  Company 

London      -  Canada 


A  PAPER  THAT  IS  APPRECIATED 


Congratulations  from  a  Subscriber 

Editor  Canadian  Furniture  World 
and  The  Undertaker. 

"  Please  accept  my  congratulations  for 
the  excellent  report  your  journal  gave  of 
the  convention.  The  furniture  dealers 
and  funeral  directors  of  Ontario  are  in- 
deed fortunate  to  have  such  a  paper 
devoted  to  their  interests,  and  should 
give  it  their  most  hearty  support." 

J.  G.  Henry 
President  Canadian  Embalmers' 
Association. 

Sudbury,  Oct.  16. 


Brings  Results  to  Advertisers 

"You  are  publishing  a  splendid  paper, 
and  the  casket  manufacturers  will,  of 
course,  support  it.  Five  sales  of  our 
high  grade  oak  casket,  No.  511,  adver- 
tised in  your  September  and  October 
issues,  are  credited  to  the  ad.  in  your 
paper." 

Semmens  &  EvEL  Casket  Co. 
Hamilton,  Oct.  17. 


Show  your  appreciation  by  telling  our  Advertisers : 
"I  saw  it  in  The  Furniture  World  and  Undertaker." 
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dues  as  other  members  and  having  a  right  to  attend  all 
meetings.  The  only  difference  I  should  suggest  would 
be  that  they  have  no  vote  in  the  election  of  officers  or 
hold  any  office  in  the  association,  but  have  a  right  to 
vote  on  all  other  matters.  There  are  none  of  our  mem- 
bers who  can  give  us  more  assitance  than  these  men  and 
I  feel  there  is  sometliing  coming  to  them  in  return. 

Now.  there  is  another  matter  which  T  should  like  to 
bring  before  the  convention.  I  hardly  expect  that 
much  can  be  done  this  year,  but  we  can  start  the  ball 
rolling.  1  refer  to  the  forming  of  a  Dominion  Associa- 
tion— something  that  will  have  to  be  done  sooner  or 
later.  Our  Committee  on  Resolutions  should  take  this 
up  and  bring  in  a  report  as  well  as  having  some  discus- 
sion upon  the  sub.ieet. 

During  the  past  two  months  your  president  and  my- 
self had  a  personal  interview  with  Premier  Sifton  and 
Attorney-Ceneral  Cross  in  regard  to  the  Embalmers' 
Act,  and  we  were  given  every  assurance  that  the  Act 
would  come  before  the  House  at  its  present  sitting; 
further,  that  there  would  be  nothing  done  to  oppose  it 
going  through,  but  every  assistance  given.  We  felt 
very  m.uch  encouraged  with  the  assurance  given  and 
feel  sure  that  191J-  will  see  the  Act  in  force  in  Alberta. 

This  year  we  lost  one  of  our  oldest  members.  I  refer 
to  Mr.  Sharp,  of  Wetaskiwin.  Mr.  Sharp  was  one  of 
the  seven  who  met  in  p]dmonton  eight  years  ago,  when 
this  association  M'as  formed,  and  had  been  an  active 
member  of  the  association  up  to  the  time  of  his  death, 
having  been  a  vice-president  and  a  member  of  the  exec- 
utive for  some  time.  The  association  arranged  for  a 
token  in  the  form  of  a  very  fine  wreath  of  flowers  to 
be  sent  to  Wetaskiwin  and  be  placed  upon  his  casket. 
Owing  to  conditions  at  home,  I  was  not  able  to  attend 
the  funeral  pei'sonally.  Geo.  Bunker,  of  Ponoka,  had 
charge  of  the  funeral  and  all  arrangements. 

Another  member  of  our  association,  who  has  always 
taken  a  very  active  part  in  not  only  regular  yearly 
work  of  the  association,  but  has  ahvays  been  one  of 
the  pillars  of  the  association  and  a  great  help  at  our 
convention,  especially  those  held  in  the  city  of  Calgary, 
I  am  sorry  to  say  has  sold  out  his  interests  in  his  busi- 
ness here  and  Avill  likely  not  resume  it  again  or  at  least 
not  for  some  time.  F  refer  to  A.  M.  Shaver.  I  have  his 
assui'ance,  however,  that  he  will  always  retain  a  warm 
spot  in  his  heart  towards  the  association.  Mr.  Shaver 
was  our  first  president  and  he  filled  that  position  for 
two  years  ;  honorary  president  for  one  year,  and  a  mem- 
ber of  the  executive  committee  since  the  forming  of  the 
association.  He  was  also  one  of  our  examining  board 
for  several  conventions.  T  should  like  very  much  to 
see  some  of  our  members  make  a  motion  that  there  be 
some  recognition  of  Mr.  Shaver's  services  to  the  asso- 
ciation— some  little  reminder  in  the  days  to  come  of 
the  esteem  in  which  he  was  held  by  the  members  of  the 
Alberta  Funeral  Directors  and  Embalmers. 

Another  gentleman  who  has  also  taken  a  very  active 
part  from  the  beginning,  and  whom  T  am  much  afraid 
will  lose  from  amongst  our  members,  is  George 
Bowkei,  formerly  of  Ponoka.  Mr.  Bowker  has  also 
been  one  of  our  live  nT^mbers  Avho  took  a  great  interest 
in  the  work  of  our  association,  having  filled  the  chair 
of  vice-president,  president  and  honorary  president. 
He  has  lately  bought  out  a  business  in  Regina,  Sask., 
and  T  feel  sure  he  will  not  be  idle  there,  but  will  be  one 
of  the  first  to  take  hold  of  the  work  of  forining  an  asso- 
ciation in  that  province. 

T  ?!m  sori-y  to  see  us  lose  these  men  as  they  were  botli 
good  hard  workers  and  we  shall  miss  them.  But  I  am 
sure  you  will  all  join  with  me  in  wishing  them  every 
success  in  life  no  matter  Avhat  line  of  business  they 
may  follow  in  the  yeai's  to  come. 


Before  going  over  the  financial  report  I  wish  to  state 
that  1  have  had  the  books,  etc.,  gone  over  by  a  compe- 
tent accountant  and  everything  checked  off.  I  trust 
the  auditors  will  find  no  difficulty  in  coming  to  a  satis- 
factory conclusion  as  to  the  correctness  of  the  moneys 
received  and  expended  by  myself  dnring  the  past 
twelve  months. 

Respectfully  yours, 

H.  6.  STONE, 

Secy-Treas. 

TRIBUTE  TO  JOHN  B.  MCINTYRE 

From  St.  Catharines  Standard 

A  paper  devoted  to  the  prominent  commercial  men 
of  St.  Catharines,  without  an  article  devoted  exclusive- 
ly to  John  B.  McTntyre,  would  truly  be  like  the  play 
of  Hamlet,  with  Hamlet  left  out.  For  John  B.  McTntyre 
has  for  years  been  regarded  in  the  forefront  of  the 
commercial  and  social  life  of  the  city.  Mr.  Mclntyre 
rejoices  in  that  he  is  one  of  the  "native  sons"  of  St. 
Catharines.  Born  here  on  Feb.  4,  1845,  he  received 
his  early  education  in  the  city's  public  schools.  At 
the  age  of  14  he  entered  his  father's  establishment  to 
learn  the  furniture  and  undertaking  business.  His 
enterprise,  his  zeal,  and  his  sympathj^  Ttiade  him  a 
leader  in  the  profession ;  and  to-day  he  stands  without 
a  peer  in  Canada  as  a  fttneral  director.  The  equipage 
used  is  of  the  finest ;  modern  in  every  respect,  and  the 
equal  to  that  of  any  of  the  metropolitan  cities.  Mir. 
Mclntyre  was  the  founder  of  the  Canadian  Embalmers' 
Association,  and  is  the  only  honorary  member  of  the 
United  States  Undertakers'  Association  who  is  a 
funeral  director.  Mr.  McTntyre  is  the  only  man  who 
has  on  fotir  occasions  been  mayor  of  the  citv  of  St. 
Catharines— in  1889,  1890,  1901,  1902.  Prior  to  that 
he  served  ten  years  as  a  member  of  the  city  council., 
from  1875  to  1885,  as  alderman  for  St.  Andrew's  Ward. 
It  is  a  matter  of  public  record  that  daring  his  whole 
tenure  of  office  he  never  canvassed  a  vote,  and  Avhen 
he  retired  from  public  office  it  was  against  the  warmly 
expressed  wish  of  his  constituents.  In  society  and 
fraternal  circles  he  is  a  prominent  figure.  He  is  a 
thirty-second  degree  Mason;  he  has  occupied  the  liigh 
honor  of  Grand  Master  of  Ontario  of  the  Independent 
Order  of  Odd  Fellows  of  Ontario.  As  secretary-trea- 
surer of  the  trustee  board  of  the  General  and  Marine 
Hospital  his  work  has  been  a  credit  to  himself  and  to 
the  institution.  As  one  high  in  the  art  of  embalming, 
he  has  frequently  lectured  and  given  demonstrations 
in  the  School  of  Medicine  at  Toronto  University,  and 
has  frequently  contributed  valuable  articles  on  the 
stibject  to  trade  jotirnals.  The  records  of  the  firm 
show  close  to  12,000  interments  since  I'^-'-t.  Mr.  Mc- 
Tntyre has  personally  conducted  ov^r  8,000  of  these. 
In  John  B.  Mclntyre  St.  Catharines  has  a  inodel 
citizen,  one  to  whom  the  young  men  may  look  up  as 
an  example  and  an  incentive  to  all  to  emitlate. 


While  blasting  out  the  foundation  for  a  theatre  at 
Port  Arthur  a  few  days  ago,  a  rock  Avas  sent  cra.shing 
through  the  roof  and  second  floor  of  A.  Morris'  mider- 
taking  parlors  nearby,  and  doing  damage  to  the  stock 
of  robes  and  linings.  The  rock  barely  missed  hitting 
P.  Gardiner,  a  guest  of  Sid  Ricliardson,  manager  for 
Mr.  Morris,  as  he  was  in  the  act  of  opening  a  trunk. 

Mr.  Mack  Jr.,  of  Mack  Bros.,  undertakers,  Vancou- 
ver, Avas  a  refent  visitor  to  Toronto  and  the  east. 

Center  &  Hanna,  Ltd.,  of  A^ancouver,  IxC,  have  pur- 
chased a  motor  hearse,  which  is  attr-acting  a  great  deal 
of  attention.  This  is  the  first  motor  hearse  to  be  used 
west  of  the  Great  Lakes, 
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IMPORTANT  ANNOUNCEMENT 


OWING  to  the  ever  increasing-  demand  for  our  high  quality  line  of  goods  in  Canada,  especially  within  the 
past  few  months,  we  have  thus  increased  our  facilities  to  take  care  of  this  constant  growing  business 
and  are  pleased  to  announce  that  we  are  now  in  a  position  to  furnish  all  of  the  Canadian  undertakers 
with  our  quality  line,  no  matter  where  they  may  be  located. 

KNOWING  WHO  to  buy  from  means  much  to  both  you  and  us,  and  knowing  where  to  buy  enables  you  to 
enjoy  goods  and  prices  not  carried  and  sold  by  every  undertaker  in  the  Dominion,  and  enables  you  to  enjoy 
better  caskets  at  substantial  savings. 

BUT  YOU  WILL  SAY—  How  about  the  duty  on  your  goods  ?  In  reply  we  beg  to  say  that  you  need  not 
mind  this  part  of  the  sale  as  our  prices  are  practically  all  25%  lower  than  the  concerns  you  now  buy  from  in 
Canada.    And  better  still,  our  goods  are  of  the  highest  possible  quality  and  workmanship. 

WE  HAVE  ABSOLUTELY  the  largest  line  of  burial  caskets  and  variety  of  designs  at  lower  prices  th 
concern  you  have  ever  heard  of.  Over  three  hundred  artistic  designs  for  your  selection,  all  of  whi 
money  saving  values. 

OUR  THREE  HUNDRED  PAGE  Catalogue  will  be  cheerfully  sent  you  with  all  charges  paid  upon  receipt 
of  your  request,  and  will  not  obligate  you  in  any  way.  We  will  leave  this  all  to  your  own  wise  judgment. 
ACT  NOW.  Oon't  delay.  Delays  pay  no  dividends.  Get  in  touch  with  the  high  grade  goods  of 
"  Michigan"  Production. 

Michigan  Casket  Company 

DETROIT      ::  MICHIGAN 


an  any 
ch  are 


Makers  of  Good  Burial  Caskets. 


"  If  it  comes  from  the  "  Michigan ' '  it  must  be  right. 


The  Only 
Steel  Grave 
Vault  made 
in  Canada 


The  St.  Thomas 


Original,  Quick  Closing  End  Vault 

MANUFACTURED  BY 

The  St.  Thomas  MetaUic  Vault  Company,  Limited 

ST.  THOMAS,  ONTARIO 
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Another  Virtue  of  Peroxide 

By  H.  S.  Eckels,  Ph.  G. 

Dean  of  Eckek'  College  of  Embalming,  Phila.,  Pa. 

In  a  recent  issue  T  had  the  pleasure  of  making  a  com- 
parison between  raw  formal deliyde  and  an  embalming 
fluid  whose  disinfecting  base  was  peroxide  of  hydrogen. 
In  this  article  I  dwelt  more  especially  upon  the  effects 
of  the  two  mediums  upon  the  dead  human  body,  point- 
ing out  that  aside  from  its  own  individual  virtues  the 
peroxide  had  every  good  c/uality  of  raw  formaldehyde, 
which  forms  the  base  of  practically  every  embalming 
fluid  now  upon  the  market.  For  the  benefit  of  those 
who  overlooked  the  previous  article,  I  would  state  that 
it  is  to  the  oxygen  coritained  in  the  peroxide  that  its 
high  finality  as  a  disinfectant  and  embalment  is  to  be 
attributed.  In  other  words.  T  .showed  that  since  one- 
half  of  the  bulk  and  a  vastly  greater  proposition  of 
the  atomic  weight  of  peroxide  of  hydrogen  is  oxygen, 
when  the  peroxide  of  hydrogen  fluid  resolves  itself 
into  its  original  elements,  as  all  embalming  fluids  do. 
that  the  oxygen  contained  therein  acted  upon  the  blood 
exactly  as  the  oxyg^^n  in  the  lungs  acts  upon  the  dark 
and  sluggish  venous  blond  in  life ;  lightening  it  in  color, 
rendering  it  vastly  more  fluid  and  in  effect  transform- 
ing it  into  arterial  blood. 

Every  embalmer  knows  that  venous  blood  is  very 
much  darker  in  color  than  is  arterial  blood.  This  is 
particularly  true  in  the  living  body.  Since  it  is  not  an 
uncommon  thing — indeed,  it  is  almost  the  rule — that 
the  heart  continues  beating  for  a  considerable  time 
after  respiration  has  ceased,  the  resiilt  is  that  practic- 
ally all  the  blood  in  the  body  is  transformed  at  death 
into  the  dark  and  sluggish  condition  in  Avhich  the 
venous  blood  (^xists  in  life. 

An  especialkv^  marked  case  of  this  tendency  was  cited 
in  the  daily  newspapers  recently  in  an  article  describ- 
ing the  death  of  a  woman  in  the  Jewish  Hospital  of 
Philadelphia.  Respiralion  stopped  three  hours  before 
the  heart  had  cea.sed  to  beat.  Inevitably  her  blood  Avas 
extremely  clotted,  must  have  been  laden  with  impuri- 
ties and  have  been  very  dark  in  color,  since  between 
the  time  the  lungs  ceased  supplying  oxygen  and  the 
rime  the  heart  stopped,  the  blood  must  have  had  many 
circuits  of  the  arterial  and  venous  system,  and  have 
gathered  from  the  capillaries  an  immense  amount  of 
impurities,  which,  there  being  no  oxygen  in  the  lungs 
to  eliminate  them,  must  have  flowed  back  by  the  heart 
to  be  pumped  back  through  their  course  again  to  gather 
still  more  carbonic  gases  and  impurities. 

It  is  because  the  oxyge]i  in  the  onibalming  fluid  sup- 
plies the  place  of  the  lung  action  and  di'ainage  is  made 
ea.sy-and  the  blood  so  lightened  that  discolorations  are 
far  less  apt  to  occur  that  the  peroxide  of  liydrogen 
fluid  is  so  much  better  an  embalming  medium  than  a 
fluid  containing  principally  raw  formaldehyde. 

The  points  there  brought  out  Avere,  it  seems  to  me, 
convincing  enough  to  insure  consideration  of  peroxide 
a?  the  more  modern  and  a  more  satisfactory  embalment. 
This  is  especially  true  when  we  consider  the  fact  that 
there  are  other  peroxides  than  the  peroxide  of  hydro- 
gen, which  haA'e  a  vastly  greater  percentage  of  oxygen 
than  this  Avell-known  bh^acher.  These  also  are  used  in 
Dioxin,  the  peroxide  fluid  I  had  in  mind. 

There  is  another  feature,  however,  that  Avas  not  dwelt 
upon  at  that  time,  yet  T  am  not  sure  but  that  it  is  (|uite 
as  vital  as  the  securing  of  proper  cosmetic  effects. 

The  effects  of  the  embalming  fluid  upon  the  dead 
hum.an  body  are  highly  important  to  the  undertaker, 
but  the  efPer^t  of  the  fluid  upon  the  living  human  body 
of  the  embalmer  himself  is  eriually  to  be  considered. 

Herein  there  is  no  possibility  of  comparison  betAveen 


peroxide  and  formaldehyde.  Every  embalmer  knows 
that  all  of  the  old  line  formaldehyde;  fluids  are  harden- 
ing his  hands,  irritating  his  nostrils,  injuring  his  eye- 
sight and  embalming  his  lungs,  Avhile  he  is  using  them. 
Other  disagreeable  effects  have  been  impressed  upon 
by  actual  experience. 

Yet  even  then  I  am  not  sure  that  he  has  ahvays  real- 
ized that  what  is  disagreeable  also  is  dangerous,  and 
that  the  pain  and  irritation  he  feels  is  Nature's  warn- 
ing that  something  is  AA^rong.  Pain  is  simply  a  method 
that  Nature  takes  to  telegraph  to  our  minds  the  fact 
that  an  injury  is  being  afflicted  upon  our  bodies.  That 
the  pain  gradually  Avears  off  and  we  become  inured  to 
it  is  not  a  sign  that  the  injury  does  not  continue.  It 
simply  means  that  Nature  has  done  its  duty  in  warn- 
ing us,  and  that  if  we  have  persisted  in  ignoring  its 
Avarning,  Nature  may  cease  Avaving  the  red  flag  of  dan- 
ger before  us. 

As  a  matler  of  fact,  formaldehyde  as  an  embalment 
is  effective  only  AA'hen  it  disintegrates  into  a  gas.  It  is 
this  gas  which  preserA^^s  the  dead  human  body,  and  it 
is  this  gas  Avhich  turns  your  own  lungs  into  leather. 

When  it  Avas  necessary  to  suffer  this  ineonvejuence 
and  to  face  this  danger  in  order  to  properly  embalm  a 
body,  the  undertaker  had  a  right  to  regard  it  as  one  of 
the  perils  of  the  profession  Avhich  he  could  not  avoid 


lEAIlT  BEATS  DIt 

For  Three  Hours  After  Res- 
piration Ceased  Organ's 
Action  Sustained 


In  these  days  of  advanced  medical 
skill  Ld-.  which  the  healei's  of  l?uman 
aches  and  pains  have  recourse  "to "^uch 
•wonderful  metliods  as.  bloodless  sur- 
gery arid  spjh^I  "ane5tl}esia,  which 
clouds,  the  brain  o£^  the  ■  seftstbility^  of 
feeling,  buif;  d9eS  ijof-  ta!if«*atway--con 
EcioXisness,  it  is  not  hard  to  under 

irk  of  life  in  '  ' 


and  Avhich  he  took  into  consideration  Avhen  he  entered 
upon  the  Avork.  Since  the  discovery  of  the  virtue  of 
peroxide,  hoAATver,  this  peril  is  an  unnecessary  and 
therefore  foolhardj^  one. 

Peroxide  fluid  is  pleasant  to  use,  as  T  have  demon- 
strated, and  as  my  OAvn  wide  experience  and  that  of 
hundreds  of  others  Avho  have  used  this  fluid  have  demon- 
strated, it  is  an  embalment  far  superior  to  formalde- 
hyde. 

If,  then,  it  has  the  additional  virtue  of  being  as  plea- 
sant to  Tise  as  formaldehyde  is  unpleasant  and  dan- 
gerous, T  really  can  see  no  reason  AA'hy  it  should  not 
within  a  short  time  supplant  the  one-time  popular  fluid 
in  use. 

Within  the  past  four  months  three  serious  cases  and 
one  death  from  blood  poison  haA^e  come  to  my  notice 
Avhere  the  disease  Avas  contracted  through  cracks  in 
hands  made  callous  by  the  use  of  raw  formaldehyde 
fluid. 
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Some  Day  DIOXIN  will  be  Used  by  Practic 
ally  Every  Good  Undertaker 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN  and 

why  YOU  Should  use  it! 


It  is  interesting  to  talk  with  the  Funeral  Director  who  has 
adopted  DIOXIN,  the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world  and 
he  will  tell  you  why. 

And  we-  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts  ;  and 
we  are  confident  tliat  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be 
Caskets,  or  Hardware,  or  Linings  or  Embalming  Fluids — 
a  sifting  process  goes  on  continuously  which  sends  the 
unfit  to  the  bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  that  unerringly  will  hunt  out 
DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out  the  best 
Caskets  and  the  best  Funeral  Supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day  ;  that  the  sifting  process  is 
under  way  ;  that  professional  sentiment  is  rapidly  turning 
in  its  favor  ;  that  it  is  only  a  question  of  time  before 
DIOXIN  will  be  used  by  every  funeral  director  who 
demands  the  best. 


DIOXIN  Contains  More  Perioxide  Than  Any  Other  Fluid  Made! 


H.  S.  ECKELS  &  CO.,        1922  Arch  St.,  Phila.,  Pa. 


The  Springfield  Metallic  Casket  CoV 

Manufacturers  of  the  Largest  Line  of  Genuine  Metallic  Caskets 
and  Funeral  Supplies  in  the  World 

The  superior  merits  of  Springfield  Metallic  Caskets,  together  with  the  great  variety  of  styles,  is  proven  bj-  the 
uniform  satisfaction  among  the  thousands  of  purchasers. 


The  Springfield  State  Bronze 

DARK  STATUARY  BRONZE  finish  Telegraph  word  "WASHINGTON- 

ANTIQUE  SILVER  finish  "  "  "IMPERIAL" 

The  most  magnificent  and  most  durable  casket  made.  Our  quarter-century  of  experience  in  making  metal  products 
enables  us,  with  our  modern  equipment,  to  produce  absolutely  the  best  on  the  market. 

CA-  extensive  manufacturers  of  Heavy  Steel  Grave  Vaults,  six  styles  in  all,  the  New  ''Major'  Light  Weight  Steel 

Shipping  Vault,  Metallic  hiner  Linings  to  fit  any  style  of  Casket,  Casket  Carriages  and  Pedestals,  Shell  Hardivare,  a  large 
and  varied  line  of  Casket  Hardivare  and  Sundries. 

Be  prepared  to  meet  the  demand  for  the  best  there  is.    Send  for  Catalogs. 

Springfield  Products  for  Sale  by  all  Leading  Jobbers 


December,  .1913 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


83 


By  H  S  Eckels,  Ph.  G.,  Dean  Eckels  College  of  Embalm- 
ing Phila.,  Pa. 

Now,  reallj',  it  seems  to  me  that  the  embalmer  must 
face  enough  dangers  which  cannot  be  avoided  and 
which  no  man  Avortliy  of  this  honorable  profession 
should  shirk,  without  adding  to  them  a  series  of  unne- 
cessary risks.  There  are,  besides,  enough  disagreeable 
features  connected  with  the  embalming  of  many  bodies 
without  adding  to  them  the  real  peril  of  formaldehyde- 
laden  atmosphere. 

Familiarity  with  danger  is  apt  to  make  one  indif- 
ferent. Yet  taking  needless  risks  is  criminal.  Bravery 
is  one  thing;  foolhardiness  is  another.  We  praise  the 
hern  because  he  has  faced  a  danger  which  he  realizes 
and  understands.  We  blame  the  man  who  takes  a  risk 
which  is  useless  and  which  can  have  no  possible  good 
results.  He  is  a  coAvard,  morally  at  least :  for  he  owes 
it  to  himself  and  his  family  to  make  his  calling  as  safe 
to  himself — and  them — as  is  possible. 

If  there  Avere  no  other  embalming  medium  than  raw 
formaldehyde,  T  am  sure  that  every  fimeral  director 
in  America  Avould  use  it  with  as  little  hesitancy  as  he 
faces  a  contagious  disease  case,  and  yet  Ave  AA-ould  call 
a  man  foolish  Avho,  Avithout  purpose  and  from  sheer 
bi-avado,  exposed  himself  and  his  family  to  deadly 
germs  and  ran  the  risk  of  communicating  them  to 
others. 

Why  embalm  your  oAvn  lungs?  Why  destroy  your 
eye-sight?  Why  harden  your  hands  until  great  seams 
and  cracks  appear  in  Avhich  the  germs  of  septicemia  may 
find  lodgment? 

There  Avas  a  time  Avhen  these  risks  Avere  necessary, 
and  Ave  honor  the  man  Avho  took  them.  With  the  dis- 
eoA^ery  of  the  virtues  of  peroxide  the  necessity  for  fac- 
ing these  dangers  has  passed.  It  is  not  to  be  expected, 
of  course,  that  the  entire  profession  will  instantly  grasp 
the  possibilities  of  this  comparatively  modern  medium, 
yet  T  am  A^ery  confident  that  the  day  is  not  far  distant 
AA'hen  unmodified  formaldehyde  fluids  aa^II  be  looked 
back  upon  as  belonging  to  the  age  of  the  stage  coach. 

The  talloAV  candle  Avas  once  the  best  illuminating 
medium  knoAvn.  TalloAV  candles  to-day  are  better  than 
they  ever  were  before;  increased  experience  in  their 
manufacture,  a  more  scientific  combination  of  fats, 
better  wicks  and  more  advanced  processes  have  in- 
creased their  efficiency  while  they  have  decreased  their 
cost.  Yet  the  talloAv  candle  has  been  superseded,  in 
ordinary  use,  first  by  rhe  oil  lamp,  later  by  gas,  and 
finally  by  electricity. 

RaAV  formaldehyde  once  Avas  the  best  embalment 
knoAA'u,  just  as  talloAv  candles  were  once  the  best  illum- 
inant  man  could  devise.  Yet  peroxide  has  made  raAV 
formaldehyde  as  thoroughly  a  back  ntimber  as  the  tal- 
loAV  candle.  RaAv  formaldehyde  belongs  to  an  era  in 
embalming  Avhieh  Ave  have  outgrown.  It  has  absolutely 
nothing  but  cheapness  to  recommend  it.  It  is  a  pro- 
duct of  the  Nineteenth  Century,  totally  out  of  keeping 
Avith  the  progressive  spirit  of  the  TAventieth. 


HONORED  A.  J.  H.  ECKARDT 

A  complimentary  ban((uet  Avas  tendered  to  A.  J.  H. 
Eekardt,  of  the  National  Casket  Co.,  Toronto,  at  the 
Tremont  House,  Markham,  Ont.,  on  Friday  evening, 
NoA^ember  14,  by  the  members  of  the  lawn  bowling 
clubs  entei-ed  in  the  "Eekardt  Trophy"  competition, 
and  by  others  Avho  have  been  recipients  of  his  generous 
benefactions.  The  committee  having  charge  of  the 
ban(|uet  Avas  composed  of  G.  A.  M.  Davison,  A.  F.  Wil- 
son, R.  J.  Corson  and  II.  S.  Reive. 

The  menu  was  a  rich  and  varied  one,  and  was  amply 
done  justice  to  by  the  assembled  party  before  the  toast 


list  Avas  reached.  The  dining-room  Avas  prettily  decor- 
ated, and  the  trophy  itself  occupied  a  conspicuous 
jilace.  Besides  the  members  of  the  Markham  and 
Unionville  boAvling  clubs  there  Avere  represented  the 
Markham,  Richmond  Hill  and  Scarboro  agricultural 
societies.  Bast  York  Rifle  Assn.,  and  East  York  PIoav- 
ing  Association. 

Councillor  A.  F.  Wilson  acted  acceptably  as  toast- 
master.  "The  King"  Avas  given  musical  honors,  and 
then  G.  A.  M.  Davison  introduced  "Our  Guest,"  Avho, 
he  said,  was  a  most  public-spirited  man,  Avho  delighted 
+0  remember  the  place  and  county  of  his  nativity.  Mr. 
Eekardt,  on  rising,  Avas  given  a  great  reception.  He 
gave  an  account  of  the  early  history  of  the  sixty  fami- 
lies brought  over  by  the  Gritish  Government  from  the 
Genessee  valley  in  New  York  State,  in  1797,  to  settle 
in  Markham  ToAvnship,  and  told  of  their  many  trials 
and  difficulties  in  their  pioneer  life. 


Gossip  of  the  Profession 


Fred  Blankstein  has  purchased  the  undertaking  bus- 
iness of  J.  Simpson  &  Son,  at  Minnedosa,  Man. 

Braendal  &  Co.,  Binscarth,  Man.,  have  purchased  the 
undertaking  business  of  Braendal  &  Hope. 

G.  H.  LaAvrence,  of  Dauphin,  Man.,  has  sold  his  fur- 
niture and  undertaking  business  to  Turner  &  Farrell. 
Mr.  Lawrence  Avill  devote  his  time  to  the  interests  of 
The  Western  Casket  Co.,  Ltd.,  Winnipeg,  Man.,  in 
which  he  is  interested. 

George  Speers,  of  Regina,  Sask.,  has  purchased  a 
motor  ambulance. 

Visitors  from  Detroit  say  that  the  funeral  of  Mr. 
Norton,  a  cut-rate  undertaker  of  that  city,  was  a  big 
display,  with  band  and  other  accompaniments. 

W.  A.  Hunt  has  opened  a  new  and  up-to-date  furni- 
ture and  undertaking  business  in  Belmont,  Ont.  Mr. 
Hunt  is  a  member  of  the  Canadian  Embalmers'  Asso- 
ciation, also  a  nephew  of  J.  C.  McNlven,  of  Dorchester, 
a  most  successful  funeral  director. 

G.  L.  Thompson  has  resigned  his  position  as  man- 
ager, and  A.  W.  Robinson  has  resigned  his  position  as 
traveler  for  the  Semmens  &  Evel  Casket  Co.,  Ltd.,  Win- 
nipeg, Man.,  branch.  Both  Avill  in  future  devote  their 
time  to  the  interests  of  The  Western  Casket  Co.,  Ltd., 
Winnipeg,  Man.,  in  Avhich  they  are  interested. 

G.  J.  Webber,  of  Smiley,  Sask.,  has  opened  an  under- 
taking establishment  in  that  toAvn. 

W.  S.  Clark,  furniture  dealer  and  undertaker,  Was- 
kada,  Man.,  has  discontinued  business. 

Greene  &  Merkley,  of  Vancouver,  have  purchased  a 
ncAv  McLaughlin  undertaker's  Avagon.  This  is  the 
first  of  its  kind  to  be  used  in  Western  Canada. 

S.  T.  Holmes  has  severed  his  connection  in  the  capa- 
city of  undertaker  for  Broadfoot,  Box  &  Co.,  of  Sea- 
forth,  Ont.,  and  W.  T.  Box,  of  the  same  firm,  has  bought 
the  entire  business  and  is  now  conducting  the  same 
under  the  name  of  W.  T.  Box  &  Co.  Jas.  Dunford,  of 
Dunford  and  May,  of  Clinton,  Ont.,  has  accepted  the 
position  of  undertaker  and  funeral  director  for  the 
firm,  and  Avill  carry  out  his  professional  duties  in  his 
usual  proficient  manner. 

The  Western  ('asket  Co.,  Ltd.,  of  Winnipeg,  Man., 
was  recently  grtinted  a  charter  by  the  province  of 
Manitoba.  George  L.  Thompson,  A.  W.  Robinson,  of 
Winnipeg:  George  H.  Lawrence,  of  Dauphin,  Man.; 
Wm.  Thorburn,  of  Winnipeg,  and  M.  Thompson,  of 
Toronto,  are  incorporators,  Avith  a  capital  of  .1^50,000. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Barrie — 

Smith,  G.  G.  &  Co. 

Bowmanville 
Disney,  R.  S. 

Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 

Campbellford — 

Irwin,  James. 

Campden — 

Hansel,  Albion. 

Clinton — 

Walker,  Wesley. 

Coboconk 
Greenley,  A. 

Copper  Cliff— 
Boyd,  W.  C. 

Dungannon 

Sproul,  William 
Button — 

Schultz,  B.  L. 

Elmira — 

Dreisinger,  Chris. 

Fenelon  Falls — 

Deyman,  L.  &  Son. 

Fenwick — 

Casby,  Alfred  H. 

Fergus — 

Armstrong,  M.  F. 
Thomson,  John  &  Son. 

Fort  William- 
Cameron  &  Co.,  711  Victoria 
Morris,  A. 

Haileybury— 
Thorpe  Bros. 

Gait- 
Anderson,  J.  &  Son. 

Hamilton — 

Green  Bros.,  124  King  St.  E. 
Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 

Hanover — 

Wunnenberg,  Norman. 

Hastings — 

Howard,  P.  N. 
Hepworth — • 

Downs,  E.  J. 

Inwood — 

Lorriman,  E.  S. 

Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 

Lakefield — 

Hendren,  Geo.  Q. 

Little  Current — 
Sims,  J.  Q. 

Warkdale — 
Oliver,  M. 


Newmarket — 
Millard,  J.  H. 

North  Augusta — 
Wilson,  J.  R. 

North  Bay — 
St.  Pierre,  E. 

Oak  wood  —  (Mariposa  Station 
G.T.R.)    Wilmot  F.  Webster 

Ohsweken— 
Johnson,  F.  L 

Oshawa — 
Disney  Bros. 
Luke  Bros. 

Ottawa- 
Rogers,  Geo.  H.,  128  Bank 

Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 

Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's— 

N.  L.  Brandon. 

St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 

Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 

Humphrey,  E.  J.,  Bur  al  Co. 
Head  Office,  359  ^onge 
St.;  Branch,  407  Queen  St. 
W.   Private  ambulance. 

Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Yancamp,  J.  C,  30  Bloor  St. 
West. 

Waterloo 

Klipper     Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — • 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 


NEW  BRUNSWICK. 

Petltcodiac— 

Jonah,  D.  Allison. 

Welland— 

Sutherland,  G.  W. 

Woodstock- 
Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona^ 

Fraser,  D.  &  Co. 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 

Brandon- 
Campbell  &  Campbell. 
Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  M;iin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 
Saskatoon- - 

Young,  A.  E. 


Kamsack — 

Russell,  G.  E.  ], 
Lanigan — 

Robertson,  Wn 
Moose  Jaw 

The  Bpllamy  Co. 

Broadfoot  Bros. 
Rush  Lake — 

Friesen,  John  Li. 

Prince  Albert- 
Howard,  A.  C. 

Hadley,  C.  L. 
Reglna — 

Speers,  George 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 
Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 
BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming'  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 


Principal 


Toronto 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
hy  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  ' '  How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLagiu      Furniture  Co., 

Stratford. 
John  0.  Mundell  &  Co.,  Elora. 

ASBESTOS  TABLE  COVERS. 
Canadian     H.    W.  Johns-Manville 

Co.,  Toronto. 

BABY  CARRIAGES. 
Gendron  Mfg.  Co..  Toronto. 

AWNINGS 
Stamco,  Limited,  Saskatoon,  Sask. 

liENT  WOOD  FURNITURE. 
Jehu  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture    Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

BUFFETS. 
Bell   Furniture   Co.,  Southampton, 

Ontario. 

Kensington  Furniture  Co.,  Goder- 
ich. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 

iaville,  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Ohesley. 
Ideal  Bedding  Co.,  Toronto. 
Farquharson-Gifford  Co.,  Stratford, 

Ont. 

Quality    Beds,    Limited,  Wellsnd, 
Ontario. 

Ives   Modern  Bedstead  Co.,  Corn- 
wall Ont. 
Stamco,  Limited,  Saskatoon,  Sask. 
Stratford  Bed  Co.,  Stratford,  Ont. 
S.  Weisglass,  Ltd.,  Montreal,  Que. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture   Co.,  Hanover. 
Frame  &  Hay,  Fence  Co.,  Stratford 
Ont. 

Gold  Medal  Furniture  Co.,  Toronto 

Leggett  &  Piatt  Spring  Bed  Co., 
Windsor. 

Ideal  Bedding  Co..  Toronto. 

Stainco,  Limited,  Saskatoon,  Sask 

Steel  Furnishing  Co.,  New  Glas- 
gow. N.  S. 

S.  Weisglass,  Ltd.,  Montreal,  Que. 
BED  ROOM  CHAIRS. 

Baetz  Bros.,  Berlin. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 
Bell   Furniture    Co.,  Southampton, 
Ontario. 

Kens-ington  Furniture  Co.,  Goder 
ich. 

Knechtel  Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
CARD  AND  DEN  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

CARPET  RACKS 
Steel    Furnishing    Co.,    New  Glas- 
gow, N.  S. 

CAMP  FURNITURE. 
Stratford   Mfg.    Co.,  Stratford. 
Ideal  Bedding  Co..  Toronto. 

CEDAR  BOXES 
D.  L.  Shafpr,  St.  Thomas,  Ont. 

CELLARETTES. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

CHAIRS  AND  ROCKERS. 
Bell   Furniture   Co.,  Southampton, 

Ontario. 
Baetz  Bros.,  Berlin. 
*Cnechtel  Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  Co.,  Waterloo. 
Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 


Gold  Medal  Furniture  Oo.,  To- 
ronto. 

Elmira  Furniture  Co,  Elmira,  Ont. 

tuiperial   i'urniture   Co.,  Toronto. 

Lippert  Furniture  Co.,  Berlin. 

Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHESTERFIELDS. 

Imperial   Furniture   Co.,  Toronto. 
CHIFFONIERS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Knechtel    Furniture    Co.,  Hanover. 

Meaford  Mfg.  Co.,   Meaford,  Ont. 

Stratford   Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

CHINA  CABINETS. 

Bell  Furniture  Co.,  Southampton, 
Ontario 

Peppier   Bros.,  Hanover. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

Meaford  Mfg.   Co.,   Meaford,  Ont. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Stamco,  Limited,  Saskatoon.  Sask. 
COTS 

Frame  &  Hay,  Fence  Co.,  Stratford 
Ont. 

COUCHES. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Ellis    Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial    Furniture   Co.,  Toronto. 

John  G.  Mundell  &  Co.,  Elora,  Ont. 

Steel  Furnishing  Co.,  New  Glas- 
gow, N.  S. 

S.  Weisglass,  Ltd.,  Montreal,  Que. 
COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Farquharson-Gifford  Co.,  Stratford, 
Ont. 

Gold  Medal  Furniture  Co.,  Toronto 
Stamco,  Limited,  Saskatoon,  Sask. 

CRADLES. 

Knechtel   Furniture    Co..  Hanover. 

CRIBS  (Brass  and  Iron) 
Ideal    Bedding   Co.,  Toronto. 
,Tohn  C.  Mundell  &  Co.,  Elora,  Ont. 
Stamco,  Limited,  Saskatoon,  Sask. 
S.  Weisglass,  Ltd.,  Montreal,  Que. 

CUSHIONS. 
Stamco,  Limited,  Saskatoon,  Sask. 

DAVENPORT  BEDS. 
F'arquharson-Giflford  Co.,  Stratford, 
Ont. 

Montreal  Upholstering  Co.,  Mont- 
real, Que. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

DEN  FURNITURE 

Elmira  Furniture  Co,  Klmira,  Ont. 

Farquharson-GilTord  Co.,  Stratford, 
Ont. 

John  C.  Mundell  &  Co.,  Elora,  Ont. 

DIVANETTES. 
Lippert  Furniture  Co.,  Berlin. 
DESKS. 

Bell  Purnitm-e  Co.,  Southampton, 
Ontario. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

Stratford  Desk  Co.,  Stratford,  Ont. 

DINING-ROOM  FURNITURE 

Farquharson-Gifford  Co.,  Stratford, 
Ont. 

DINING  SUITES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Peppier  Bros  ,  Hanover. 
Stratford   Chair  Co.,  Stratford. 

DINNER  WAGONS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Peppier  Bros.,  Hanover. 


DRESSERS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

KueclUL-l   Furniture    Co.,  Hanover. 

Stratford   Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

Meaford  Mig.  Co.,  Meaford,  Ont. 
EXTENSION  TABLES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Peppier  Bros.,  Hanover. 

Berlin  Table  Mfg.  Co.,  Berlin. 

Meaford  Mfg.  Co.,  Meaford,  Ont. 
FILING  DEVICES. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

FILING  CABINETS 
Globe  Wernicke  Co.,  Stratford,  Ont. 

FILLING  CABINET  SUPPLIES 
Globe  Wernicke  Co.,  Stratford,  Ont. 

FOLDING  CHAIRS. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 
Elmira  Furniture  Co,  Elmira,  Ont. 

FURNITURE  HARDWARE 
Stratford  Brass  Co.,  Stratford,  Ont. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

HALL  TREES. 
Geo.      McLagau     i'urniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddmir  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toledo,  Ohio. 
Victoriaville   Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 

IRONING   BOARDS  AND 
DRYERS. 
Stratford   Mfg.   Co.,  Stratford. 

JARDINIERE  STANDS. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Elora  Furniture  Co.,  Elora. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

KITCHEN  CABINETS. 
Hamilton  Ideal  Mfg.  Co.,  Hamilton. 
Knechtel     Kitchen     Cabinet  Co., 
Ltd.,  Hanover,  Ont. 

KITCHEN  TABLES. 
Knechtel  Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LADIES'  DESKS 
Meaford   Mfg.   Co.,    Meaford,  Ont. 

LAWN  SEATS  AND  SWINGS. 
Stratford    Mfg.    Co.,  Stratford. 

LIBRARY  TABLES. 
Bell    Furniture   Co.,  Southampton, 

Ontario. 
Peppier  Kros.,  Hanover. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

LUXURY  CHAIRS. 
Lippert   Furniture   Co.,  Berlin. 

MATTRESSES. 

Berlin  Bedding  Co..  Toronto. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

McKellar  Bedding  Co.,   Fort  Wil- 
liam, Ont. 
Stamco,  Limited,  Saskatoon,  Sask. 
Standard   Bedding  Co.,  Toronto. 
Antiseptic  Bedding  Co.,  Toronto. 
Ideal  Bedding  Co.,  Toronto. 

MAGAZINE    RACKS  AND 
STANDS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 

MISSION  FURNITURE. 
Ellis  Furn-*ure  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel    Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Knechtel     Kitchen     Cabinet  Co., 
Ltd.,  Hanover,  Ont. 


OFFICE  CHAIRS. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Elmira  Furniture  Co,  Elmira,  Ont. 

Knechtel   Furniture    Co.,  Hanover. 

Stratford  Chair  Co.,  Stratford. 

J.  &  J.  Kohn,  Toronto  ( W.  Craig). 

John  C.  Mundell  &  Co.,  Elora,  Ont. 
OFFICE  TABLES 

Stratford  Desk  Co.,  Stratford,  Ont 
PARK  SEATS. 

Stratford   Mlg.   Co.,  Stratford. 

PARLOR  CHAIRS  and  ROCKERS 

t-llis   Furniture   Co.,  ingersoll. 

Elmira  Interior  Woodwork  Co 
Elmira.  ' 

John  C.  Mundell  &  Co.,  Elora,  Ont 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Elmira  Interior  Woodwork  Co 
Elmira.  ' 

Ellis  Furniture  Co.,  Ingersoll. 

Knechtel  Furniture   Co.,  Hanover. 

Waterloo  Furniture  Co.,  Waterloo 

Gold  Medal  Furniture  Co  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co 

Stratford. 
Meaford  Mfg.  Co.,   Meaford,  Ont. 
Elora  Furniture  Co.,  Elora. 
Elmira  Furniture  Co,  Elmira,  Ont. 
Knechtel   Furniture   Co.,  Hanover. 
Peppier  Bros.,  Hanover. 

PEDESTALS. 

Peppier  Bros.,  Hanover. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

PILLOWS. 
Stamco,  Limited,  Saskatoon,  Sask. 
1  oronto  Feather  &  Down  Co  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

,  RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford 
Canadian    Rattan    Chair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

DECLINING  CHAIRS. 
Ellis  Furniture  Co.,  ingersoll. 
Knechtel   Furniture   Co.,  Hanover 
John  C.  Mundell  &  Co.,  Elora,  Ont. 

RUG  RACKS 
Steel    Furnishing    Co.,    New  Glas- 
gow, N.  S. 

SECTIONAL  BOOKCASES 

Globe  Wernicke  Co.,  Stratford,  C 

SCHOOL  FURNITURE. 
Bell  Furniture   Co.,  Southampton, 
Ontario. 

SIDEBOARDS. 

Knechtel   Furniture  .Co.,  Hanover 

Meaford  Mfg.  Co.,   Meaford,  Ont. 

Stratford  Chair  Co.,  Stratford. 
TABLES. 

Bell  Furniture  Co.,  Southampton, 
Ontario. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABLE  SLIDES 

B.  Waiter  &  Co.,  Wabash,,  Ind. 

TABOURETTES. 
Elora  Furniture  Co.,  Elora. 
Kensington   Furniture   Co.,  Goder- 
ich. 

TELEPHONE  STANDS. 
John  C.  Mundell  &  Co.,  Elora,  Ont. 
TENTS 

Stamco,  Limited,  Saskatoon,  Sask. 
TYPEWRITER  DESKS. 

Elmira  Interior  Woodwork  Co., 
Elmira. 

Stratford  Desk  Co.,  Stratford,  Ont. 
UPHOLSTERERS'  SUPPLIES 

Ellis    Furniture   Co.,  Ingersoll. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Farquharson-Gifford  Co.,  Stratford, 
Ont 

Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfe.  Co.,  Berlin. 

VERANDAH  FURNITURE. 
Imperial   Rattan   Co.,  Stratford. 
Stratford   Mfg.  Co..  Stratford. 
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Index  to  Advertisements 


Adams  &  Raj-mond  i.b.c- 

Alhroush  &  Co..  .T.  P  36 

Antiseptic  Bedding  Co  i.f.c. 

Ault  &  Wiborg  -iS 


B 

BaetE  Bros.  &  Co  15 

Batavia  Clamp  Co  i.b.c. 

Berlin  Interior  Hardwood  Co  — 19 

Berlin  Furniture  Co  14 

Berlin  Plate  CJlass  22 

Berlin  Table  Mfg.  Co  20 


Canada  Mattress  Mfg.  Co  37 

Canadian  Linderman  Co  33 

Can.  H.W.  Tohns-Manville  Co  25 

Classic  Furniture  Limited   2i 

Crown  Furniture  Co   71 


Dominion  Casket  Co  74 


Kreiner  &  Co.,  J  18 

Krug  Furniture  Co.,H  10 

Kellar  Chemical  78 

Kemp  Co.,  Limited,  W.I  i.b.c. 


Lackawana  Leather  Co. 
Lippert  Furniture  Co... 
Lippert  J.  Table  Co  


.30 
.13 
12 


M 


Macolm  &  Souter  43 

Manufacturess  Exhibition  Bldg. .  .28 

Mundell  &  Co.,  John  C  i.f.c. 

McLagan  Furniture  Co  o.f.c. 

McKellar  Bedding  Co   6 

Michigan  Casket  Co  80 

Montreal  Upholstering  Co  44 

N 

Naqrella  Mfg  Co  23 

National  Casket  72 

0 

Onward  Mfg.  Co  16 


Eckels  &  Co.,.H.  S...  

Egyptian  Chemical  Co  

Ehuira  Furniture  Co  

Eluiira  Interior  Woodwork  Co. . 
Ellis  Furniture  Co 


.82 
.88 
.32 
.27 
.30 

Evel  Casket  Co  76 


Globe  Casket  Co  78 

Gold  Medal  Furniture  Mfg.  Co.  .40-41 

Griffen  Curled  Hair  26 

Gendron  Wheel  Co. . ;  i.b.c. 


H 


Hachborn,  Geo.  H  20 

Hibner  D.  Furniture  Co   9 

Hourd  &  Co  26 


I 

Ideal  Bedding  Co  ;   3 

Imperial  Furniture  Co   ..34 

Imperial  Rattan  Co  o.b.c. 


Peppier  Bros. 


Quality  Furniture  Makers  Ltd  42 

Quality  Mattress  Co  17 


Robertson,  P.  &  L.,  Mfg.  Co. 


.36 


.34 


Jamieson  &  Co.,  R.  C  

K 

Kindel  Bed  Co..  Limit  ed,  The  29 

Knechtel  Furniture  Co  31 

Kohn,  J.  &  J  29 


Scafe  &  Co.,  A.  J   22 

School  of  Embalming  84 

Sniiler  John  B  18 

Springfield  Metallic  Casket  Co. . .  .82 

Standard  Bedstead  Co  35 

Stratford  Brass  Co  38 

Stratford  Bed  Co  38 

Stratford  Mfg.  Co  38 

Stratford  Chair  Co  o.b.c. 

St.  Thomas  Metallic  Vault  Co  80 

Synder  Bros.  Upholstering  Co   8 

Steel,  Limited,  James  i.b.c. 


Toronto  Feather  &  Down  Co.  .i.b.c- 
W 

Walter  &  Co.,  B  25 

Waterloo  Furniture  Co  11 

Weisglass,  S.,  Limited   4-5 

Woeller  Bolduc  21 

Wunder  Furniture  Co  16 


Every  Furniture  Manufacturer 

instals  new  equipment  in  his  plant  from  time  to  time— 
the  old  mu.st  go !  There  is  a  way  to  dispo.se  of  it— econ- 
omically and  effectively.    Let's  tell  you  ! 

Canadian   Furniture  World,  ''^^^Snto 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


BUYERS'  DIRECTORY 

( Continued  from  page  85) 


WARDEOBES. 

Knechtel  Furniture  Co.,  Hanover. 
Meaford  Mfg.  Co.,  Meaford,  Ont. 
Stratford  Chair  Co.,  Stratford. 

FACTORY  SUPPLIES 

CLAMPS. 
Batavia  Clamp   Co.,  Batavia,  N.Y. 

i  CJRNITUEE  SHOES. 
Onward  Mfg.   Co.,  Berlin. 

DRY  KILNS. 
Morton  Dry  Kiln  Co  ,  Chicago 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood- 
stock. 

NAILS 

P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

PLATING. 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

RIVETS  AND  SCREWS 
P.  L.  Robertson  Mfg.  Co.,  Milton, 
Ontario. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketti- 
town,    N.  J. 

STERILIZED  HAIE. 
Griffin  Curled  Hair  Co.,  Toronto. 

TRUCKS. 
W.  I.  Kemp  Co.,  Ltd.,  Stratford. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Ault  &  Wiborg,  Toronto. 

VENEERS. 
Adams  Si  Raymond  Veneer  Co.,  Im- 
dianapolis,  Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto. 


FOR  SALE — At  a  great  bargain,  a  60  to  70  Horse  Power  Engine 
and  Boiler,  also  with  Lumber  Dry  Kiln,  Fans  and  Piping  complete, 
all  as  ^ood  as  new.  Will  sell  same  at  a  great  sacrifice.  Kindly  apph', 
A.  J.  H.  Eckardt,  National  Casket  Co.,  107  Niagara  St.,  Toronto, 
Ont.  13/12/1 

FOR  SALE,  BIG  BARGAIN— Funeral  Directors  splendid  delivery 
Bobsleigh,  single  deck  with  nice  top  :  splendid  lines  and  good  high 
seat.  Built  especially  for  the  very  best  trade  in  Toronto,  but  as 
we  don't  have  sleighing  in  Toronto  any  more,  the  party  is  satisfied 
to  dispose  of  this  sleigh  for  $5.5.00  f.o.b.  cars  Toronto.  This  sleigh 
is-iust  as  good  as  new  and  when  new  was  worth  $125.00.  This  is 
SUBJECT  TO  PRIOR  SALE.  Apply,  Box  123,  Canadian  Furni- 
ure  World  and  The  Undertaker,  32  Colborne  St.,  Toronto,  Ont. 

13/12/1 


WASHERS 
P.  L.  Robertson  Mfg.  Co.,  Milton, 

Ontario. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  IngersoU. 

BURIAL  ROBES. 

James  S.  Elliott  &   Son,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

CLOTH  CASKETS 

Michigan  Casket  Co,  Detruit,  Mich. 

CEMENT  CASKETS. 
Canadian  Cement  Casket  Co.,  Pres- 
cott. 

CASKETS   AND  COFFINS. 
Dominion  Casket  Co.,  Guelph. 
Evel    Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

EMBALMING  FLUIDS. 

Egyptian  Chemical  Co..  Boston, 
Michigan  Casket  Co,  Detroit,  Mich. 

H.    S.    Eckles     Co.,  Philadelphia, 

HEARSES. 

Mitchell  &  Co.,  IngersoU. 

SCHOOLS  OF  EMBALMINO. 

Canadian    School    of  Embalming, 
Toronto. 

STEEL   GE4.VE  VAULTS 
St.  Thomas  Metallic  Vault  Co.,  St. 

Thomas,  Ont. 
Michigan  Casket  Co.  Detroit,  Mich. 

UNDERTAKER'S  CHAIES. 
Stratford   Mfg.   Co.,  Stratford. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 

Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 
Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhers%  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 
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Invalid  Chairs  and  Tricycles 
of  every  description. 

This  has  been  our  study  for  thirty- 
five  years.  We  build  chairs  that 
suit  the  requirement^)  of  any  case. 
Write  us  for  catalogue  No.  20  and 
]5rices,  if  interested. 

^  Gendron  Wheel  Co.,  Toledo,  0.  U.S.A. 


IF  YOU  WANT  TO  BUY  OR  SELL 

A  Furniture  or  Undertaking  Business,  try  otir 
Classified  Pages.  The  Canadian  Furniture  World 
and  The  Undertaker  is  read  by  practically  every 
furniture  merchant  and  undertaker  in  Canada 
every  month. 


The  Toronto  Feather  &  Down  Co. 

LIMITED 

Manufacturers  of  PILLOWS.  DOWN  AND 
COTTON  FILLED  COMFORTERS,  CUSHIONS 


IVrile  for  price-list 
and  catalogue 


35  Britain  St.,  Toronto 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement—but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


IMPERIAL  FURNITURE  CO. 

Manufacturers  oj 
Turkish  Rockers,  Leather  Upholsteied  Couches 
High  Grade  Eng'lish  Cliairs  and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 


Every  Furniture  Manufacturer 

instals  new  equipmi-'iit  in  liis  jjlaiit  from  time  to  lime  — 
the  old  must,  go  !  Tlioro  is  a  way  to  dispose  of  it  — econ- 
omically and  effectively.    Let's  tell  you  ! 

Canadian   Furniture  World,  '^^iiSRro 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  x  27  inches;   Height  of  Truck-  14f  inches;  Centre  Wheel— 
14  inches  diameter;    Front  Wheel— 6j  inches  diameter;         inch  Steel  Axle, 
turned  ;      Wheels  Bored. 
Made   of    Hardwood    for  a 
wood- working  plants,  etc. 
Sides,  Stakes  and  Platforms 
hardwood.  Weight.  1  50  lbs. 

Write  Us  for 
Prices 

W.  I.  Kemp 

Co.,  Limited 

Stratford    •  Ontario 


Short  Reach  Clamp 

For  Drawer  and  Table  Tops 


TOirMTci]A^:pT5irig"dcTEff|1 

WiBl  ISICIRIEIWI. 


Colt's  Quick  Acting  Clamps 


AMk  for  Catalogue  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Adams  &  Raymond 
Veneer  Co. 

INDIANAPOLIS,  INDIANA 

^MANUFACTURERS 

OF 

PLAIN  5  FIGURED 
VENEERS 
C/RCASS/A/y  )   WA  LNUT 


BUY 

Upholstery  Springs 
That  "Stand  Up 

OurTempered  Furniture  Springs  will 
outlast  almost  any  piece  of  uphol- 
stered furniture.  They  are  built  to 
"stand  up"  indefinitely. 


JAMES  STEELE,  LIMITED 

GUELPH  ::  ONTARIO 
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^^A  Thing  of  Beauty  and  a  Joy  for  Ever'' 


HERE'S  nothing 
"shoddy"  or  "cheap" 
about  Imperial  Reed 
and  Upholstered  Furn- 
iture. Each  piece  is  con- 
structed with  a  carefulness 
of  detail  and  a  perfect 
uniformity  that  insures  last- 
ing satisfacton  to  the  owner. 


YOU  still  have  time  to 
make  big  profits  during 
the  Holiday  Season  by 
selling  Imperial  Reed 
and  Upholstered  Furn- 
iture, but  you  cannot  afford 
to  put  off  ordering  another 
minute.    DO  IT  NOW. 

Stratford  is  a  mixed  carload 
centre  for  high-grade  furniture. 


Imperial  Rattan  Company,  Limited 


STRATFORD 


ONTARIO. 


Last  Minute  Sales 


J  F  you  want  to  make 
the  most  out  of 
your  Holiday  Trade, 
it  will  pay  you  to 
put  in  your  order  for 
Stratford  Chairs 
right  now.  You've 
just  time  to  get  a  good 
showing  on  your  floors 
before  Christmas  is 
upon  you. 


Place  your  order  through 
the   Stratford  Shipping 
Combination  to  get  the 
best  service. 


The  Stratford  Chair  Co,,  Ltd. 


STRATFORD 


ONTARIO. 


